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Growth of an Industry 


Out in front when there's work to be done... 


BEAVER’S Va 
Quadra-Type Die Head 


helps you sell more pipe and bolt machines! 


A simple, accurate, newly conceived die head built 
for dependable, rugged service. Combined with 
Becver’s New Power Grip Wrenchless Chuck on any 
Beaver Pipe and Bolt Machine, the new Beaver Quadra- 
Type Die Head gives you an unbeatable, triple-threat 
selling package. Threads 1”, 1%," 1%” and 2” with 
same set of dies. Also cuts over or under standard 
threads. New setting and locking device holds setting 
thread after thread without variation. Deep-cut size 
graduations in line of vision are easily read under oil 
ilm, or in dim light. Write today for full information! 


INVESTIGATE BEAVER’S NEW 
SELECTIVE DISTRIBUTOR PLAN 
WRITE TO... 


~ 


216-300 DANA AVENUE + WARREN, OH10, U.S.A 


Bulletin No. PG-12-54 
tells all about 


BEAVER’S Slew 


POWER GRIP 
WRENCHLESS CHUCK 


Send for tt Today! 





ase Industrial Distribution QD; 


Print Order This Issue 14.775 Member of Asociated Business Pubinstions 
ond Audit Bureov of Crcvienons 








Growth Of An Industry ..... 97-144 


AMERICA INDUSTRIALIZES 





Civil War, per 
S. industrial 
on, coupled 

ompletely 
The section 
pments up to 


INDUSTRY ORGANIZES 





f the 20th century, the 
blished. In 1911, 
ndustry, Mill Sup 

th the upport of 

vw the industry, its 

1 that represents 

War I and in the 


BOOM AND BUSI 


+ 


the dark 





days were 
Coupled 
ciatons to 
on page 121 
the (-erman 
the start ot 


Wide World Photos 
. | 1ihis* 
Materials 
ippened in 


l as to the Manpower 


" . 
t trois aoe 


War II, were the 
The f ties Money 


DISTRIBUTION IN OUR TIMES 





lal & ion 


ts prol 





REGULAR FEATURES 


You Said It 7 Price Index 

Talk of the Trade 91 Manufacturers’ Activities 
Editorial 95 News 

Outlook for Business 96 How You Can 

Supply Sales Trends 146 On the Market Today 





you'll get in selling 


PLIOBOND is the adhesive that ‘“‘bonds anything to 
anything.” 
PLIOBOND is easy to sell, because it is well adver- 
tised and well accepted. National television plus 
national home, business and trade magazines have 
been used for years to tell the PLIOBOND story to 
users in all industries. And plans call for even 
more advertising. Moreover, there is plenty of pro- 
motional and technical literature available with 
which you and your salesmen can follow through 
in a strong, direct selling effort 
PLIOBOND also is easy to seil, because it is easy to 
use for virtually any bonding job in any industry. 
It comes ready to use—requires no mixing or prim- 
ing. It can be applied, hot or cold, by brush, roller, 
knife or spraying or dipping. And it gives a strong, 
flexible, water- and chemical-resistant, permanent 
bond, as proved in over ten years’ successful 
industrial use. 
Contact us today, for full information on how you 
can sell PLIOBOND, in half-pint to 50-gallon contain- 
ers, to virtually every account you have. Address: 
Goodyear, Chemical Division, Dept. D-9444, 
Akron 16, Ohio 
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oe SALOU TOR NEWS 


Cast Sprockets 
Stocked in More 
Than 200 Sizes 


From the more than 200 sizes 
f Link-Belt cast tooth sprocket 
wheels, there's a perfect match 
for every type and size of cast, 
combination, forged and fabri 
These quality 
available from 
all industrial areas. Dis 
rs can easily and quickly 
the right sprocket to fit 
conveying 
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ated chain 
Kets are 


for elevating 
power transmission needs 
At the Link-Belt factory, every 
xK sprocket 1S tested On a 
pitch chain of the type 
be used. Teeth are 


curately ast 


Why All Industry Uses Link-Belt’s P.1.V. for 
Positive, Infinitely Variable Speed Control 








Link-Belt Men at 
Triple Industrial 
Supply Convention 


On hand to greet distrib 
itors at the Triple Indus- 
trial Supply Convention 
in Cleveland April 18-20 
l will be Link-Belt’s 
listributor sales exec 

They will be glad 





liscuss problems of 
interest with you 
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Wherever speeds must be varied 
instantly, exactly, positively 
Link-Belt's P.1.V. is recom 

raended for the 
* Sales job. Here's a 
S variable speed 
Meeting drive that oper 
ia Priat ates independ 
ent of friction 
Exclusive self-tooth-forming 
chain meshes with grooved 
wheels, transmits power with no 
wasteful slip. Without stopping 
the driven machine, any 
from Maximum to minimum can 
be selected instantly. And at any 
speed, full-rated horsepower is 
delivered 
Important too, the 
P.1.V. drive achieves space sav 
ings Detailed in 
formation appears in Book 2274 


spec 


all-metal 
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Large 


Flexmount 


in STOCK Sec 


Link-Belt's 
conveycers are 
nions of 8, 12 and 18-in. widths 
which can be made up into any 
desired length. Their high qual 
ity and low cost are results of 
modern production tec hnig 1€5 


px ypular 
made 


As tor flexibility, thes 
markable conveyors are in a clas 
by themselves. High-sided, all 
metal, leakproof trough can be 
feted with dividers to handle two 
of more materials simultaneous 
ly without mixing. They can b« 
steam or water-jacketed, made 
dust orf Also easily 
adapted and scalp 
ing 


gas-tight 
for screening 


Correct selection and applica 
tion of these conveyors can be 
made from data in Book 2478 
Conveyability of various mate 
rials is also concisely illustrate 


APRIL, 1955 


POSITIVE OPERATION OF DIFFER- 
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The Cover 


Historical texthook—that'’s a capsule de- 
scription of the 48-page section that begins 
on page 97. “Growth of an Industry” 
traces just that as it sets forth the history 
of the industrial supply industry from 
mid-nineteenth century, through booms 
and depressions, two World Wars and 


postwar periods and up to the present day. 
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FOR THE FINEST IN ; "tall supe + ar 
CUTTING TOOLS AND GAGES —y mited ate 


Mode by THREADWELL, Greenfield, Mass. 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





to Users of To 


1. PROTO-Howe 
Weightograph — Capacity — 
0 to 500 ft.-Ibs. or 0 to 6,000 
in.-Ibs. Instant dial reading for 
fast, accurate calibration. 
Manual or power types. 





All manufacturers that use several torque 
wrenches for production and inspection 
require a calibrator to make sure thei 
wrenches are calibrated properly. To take 
care of this demand, PROTO has three styles 
of calibrators that handle every requirement 
All three offer ease of operation, speed of 
calibration, great accuracy and many other 
features. With the tremendous increase in 
the use of torque wrenches, there is a huge 
market for calibrators. You can have this 
highly desirable business by urging your 
customers to buy PROTO calibrators 
Write for details to: 

PLOMB TOOL COMPANY 
2215T Santa Fe Ave 











2. PROTO-Chapman Inch-Pound Calibrator — 
Capacity — 0 to 3,780 in.-lbs. Balance beam type. Easy to “Give your work 


Los Angeles 54, Calif the PROfessional 


~~ 


use for accurate checking 


3. PROTO-Chapman Inch-Ounce Calibrator 
(not illustrated) ~ ~ spacity — 0 to 160 in.-oz. A small version 
of the Inch-Pound model for calibrating low-torque ratings 








n Factory & Warehouse 
Jamestown, N.Y 
Canadian Factory, London, Ont 
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More Sales for Distributors with this 
New Medium Duty Ball Bearing Pillow Block 


THE TRANSMISSIONEER, is featured in all Dodge advertisements 
as. Prospects are directed to ‘call your 


appeer in! 
Distributor 


More load-carrying capacity 
larger shaft sizes ... plus all the 
features and dependability of the 
famous S C Ball Bearing line! These 
are the qualities provided in Dodge 
SCM, a new line of mounted ball 
bearings, available in both pillow 


blocks and flange cartridge type. 


Designed for medium duty, these 
new bearings are of heavier con- 
struction, with complete new hcus- 
ings. Metallic-backed Neoprene 
seals keep lubricant in, dust and dirt 
out of the bearing. Engineered to 


stay put, the sea/ won't blow / 


SCM bearings are new members 


eading industrial publicati 
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of the famous Dodge 30,000 hour 
line, all of which are sealed, both on 
and off the shaft. Fully assembled and 
pre-lubricated at the factory, they 
are ready to slip on the shaft. Avail- 
able from Distributors’ stocks in 
shaft sizes from 1-7/15” to 3-7/16”, 
this new line of ball bearings offers 


increased opportunities for sales 


DODGE MANUFACTURING CORPORATION 
500 UNION ST., MISHAWAKA, INDIANA 


Lox 
DODGE 
> of Mishawaka, Ind. 


ne which 


local Dodge 


like this 
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You S49 (| It Scholarship editorial sparks explosive letters; 
distributors suggest plans, one sends $500 check 
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M, EDITORIAL in the F¢ ' d 1 some sidn, the administration of Clarkson has agiveed to 
yrompt and emphatic reactior ha e editorial divert some part of their funds from other alternate 


h I took the industry t : its failure uses to the training of people who will enter our 
training industry. Let’s get some basic facts on the table 
The $500 per year scholarships which have been 
given go to students to help them finance their way 
through school. This actually is not enough to pay 
tuition. And Clarkson’s out-of-pocket expens« 
educating student is more than the amount of 
tuition. Clarkso1 niv is n going to get rich 
Vhe 


to 


by using 
scholarshi 
he Ip 
thereb I ry of well-trained manpower 
student, you d 
You don’t even 
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LUNKENHEIMER THANKS ALL OF 
THE LEADING COMPANIES WHO 
COOPERATED IN THE FOUR-YEAR 
LQ600 FIELO TESTING PROGRAM 


‘\ 


\\ 
’ 


e 
» 


The LQ600 Valve has been tested for 
four years in carefully chosen “problem 
installations” in American industry. De- 
spite the poor records of pre vious valves, 
there was not one single reported case 
of failure or leakage of an LQ600 Valve! 
Here are a few typical records: 


4 
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BRONZE GLOBE VALVE... ANOTHER LUNKENHEIMER “FIRST” 





This revolutionary bronze exclusive new Lunkenheimer alloy is far more 
globe valve has broken ex- resistant to wear and corrosion than 500 Brinell 
4 isting performance rec- Stainless Steel—even outwears case hardened Stain- 
{ ords in the most severe less Steel exceeding 1000 Brinell! There is no need 
services in industries and for renewability. No LQ600 Valve in four years 
has set completely new performance standards. service has required maintenance. 
OTHER FEATURES—a streamlined new exterior 
...the famous Stemalloy® Stem, which far out- 
lasts any other stem material ...the cool, easy- 
to-grip Non-Slip® patented 
ee : handwheel . .. durable, high- 
Valve users, cooperating in a four-year testing strength bronze in body and 
program, were unable to find amy service tough bonnet...and true back-seat- 
enough to wear out an LQ600—or cause it to leak, ing, permitting safe and easy 
even in the most severe throttling services! This repacking under pressure. 
new valve is an investment — one that pays cash 
dividends in maintenance savings year after year! 


4 





LQ600 gives you so much more service per dollar 
that you can’t afford to continue using bronze 
globe valves that require constant repair and re- 
placement! 





BRINALLOY* SEATS AND DISCS make these 
remarkable performance records possible. This 


*Potented olloy. Trade Mark, 
The Lunkenheimer Co. 


For more information, call your local Lunkenheimer Distributor or 
write The Lunkenbeimer Company, Box 360, Cincinnati 14, Obio. 


TYPE OF SERVICE LIFEOF OTHER VALVES USER COMMENT 


125 Ib. hose steaming 2 wks. te 2 mos. 


Weter col. blowdown 2 mos. Plug valves couldn't take It. 
185 Ib. steam blewdown 1 yr. Plug valves feiled every 


. yeer. 
125 Ib. steem blewdown “Short” Previous velve lecked 
every run. 


2 mes. Previ:.v. velves failed by 
wiredrewing. 
Be ae, “Short” Previous velves cut. 
150 tb. throttling 380°F. 6 mes. Plug volves failed 
regvlerly. 
threrrli 2 wks. te Plug velves couldn't 
— ne several mos. hold up. 
130 Ib. thrortiing 8 mos. Composition sect valves 
unsatisfactory. 
110 th. throttling steam Three kinds feiled. 
Scaled hot water line “Short” About - 


125 Ib. throttling steam oon wat _ 
150 Ib. steem—scale Previous valves broke. 


present ; 
Other makes foiled by 
156 Ib. throttling steom -- ~= bes 





BRONZE - IRON 
STEEL - PVC 


N VALVES 
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Stuart Russell Suggests 
Organized Campaign 





follow the leader so to speak? don’t have 
money, that’s where the , ve a finan 

And if we're ever going ti How much should we 
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ped until the ball start 
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Mr, Russell Proposes 
$100 to $2,000 Scholarships 


Mr. Russell Urges 
We “Stop Kidding Ourselves” 
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the right time 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





“WE’RE EXPANDING FAST...AND 


A-C Supply Co.'s air s and sales offices 


in Philadelphia, Pa., have : i efficient interior 


arrangement for warehou Dayton V-Belts. 


Hal Coleman, Dayton, right, and Wilbur Burrell, A-C Supply 
Co.'s head shipper, typify close cooperation berween factory and 
jistributor. Here they are checking stock to 

oneaves. 


in- 


ventory of fast-selling Dayton V-Belts an 
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THE DAYTON V-BELT PROGRAM 
JUST FITS OUR OPERATION ...” 


That's the opinion of Mr. Fred Nahas, President 
A-C Supply Company, Philadelphia, Pennsylvania 


“With Dayton, our sales engineers have the immediate 
advantage of selling the best and most complete line of 
V-Belt, Variable Speed Belt and Cog-Belt Drives . . . a line 
their customers know and value. We get direct specialized 
factory support in making coordinated V-Belt drive sales 
calls in the field. This, combined with sound factory adver- 
tising and sales promotion, keeps a new and larger group of 
customers informed of the fine quality of Dayton V-Belts 


and Cog-Belts. With more customers to serve, delivery is 


Factory sales assistance includes contact in the held for Hal Cole 
man, Dayton. Here he is shown with hn Stevenson, A-C Sales 
Engr., right, in power room of Karl Seilers & Sons, A-C Cus 
tomer. David Justice, Plant Engr., Kar ers & Sons, center, con 


, 


ducts inspection of large Dayton V-Belr drives 


GOLDEN JUBILEE 


Daytom 


*T.M. 


Dayton Rubber Company, industrial Division, Dept. 774, Dayton 1, Ohio 


vitally important—and with the Dayton line that problem 
solves itself. 

“Then, too, Dayton’s Preventive Maintenance Program 
gives our men the extra selling features that fit right into 
our program of expanded service and sales. 

“No doubt about it 


program such as Dayton’s is geared to keep pace with our 


a strong, yet flexible, factory 


own expansion plans. So it's easy to see why we are so 


enthusiastic over our change to Dayton 


Vince Baudo, A-C Office Manager, gets preview of Dayton dis 


tributor salesman booklet which explains how Dayton Preven 


tive Maintenance and Plant Survey Program builds busines 


Hal Coleman, Dayton, pointing, conducts orientation as part « 


factory program to assist new distributor 


bhexr 


YEARS OF PROGRESS 


DR. 1955 


World's Largest Manufacturer of V-Belts 
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A. W. Tucker Explains 
Thompson Scholarship 
New Haven, Conn 
February 11, 1955 
I fully sympathize and understand 
your indignation about the lack of 
support of the “Indu il Distribu 
tion” course at Clarkson College 
However, th itement, “Not onc 


lousy scholarship ir has been made 














available for the s beginning in 


t exactly cor 





kson College, 











ir intention to pro 
ich vear until four 
he Industrial Dis 


tudent gradu 





be open to a 
lidat 


the Little Professor says... new can 


Actually, thi mpany is sponsoring 
i 


four scholarships until r students 


“ oe w | 
Caper Sorvice is the First and Last word | witt v carotied in Cisrison Coleg 


under The Hen ral hompson 


} rchin ; 

*& The plant Superintendent wants to know the engineering facts about Scholar ' 

Durkee-Atwood "V" belts. is available for 

& The plant Engineer wants to know the construction of Durkee-Atwood until f 
“V" belts, power ratings, and service factors. 





& The P.A. wants complete descriptions, data, prices and service and supply 
information about Durkee-Atwood “V"’ belts. 

*% A good distributor will always remember to use advertising to help him 
supply the right information to the right person at the right time. 


hope you 


efforts than 


* The "Little Professor" is working on that assignment through specific publi- 
cations, with direct mail messages, with Durkee-Atwood engineering [UCKER 
catalog for power ratings and with many other tools to assist distributors } now ¢ 


Thompson 
for more sales 


& Son Company 





a HELP YOUR W. P. Chatfield Says Program 
mecintits CUSTOMERS FIRST... “Not Sold” to Membership 
x 


THEY WILL RESPOND Di RBY, CONN. 
WITH ORDERS ebruary 21, 1955 


discuss th 

The greatest need that is common inderwriting of scholarships, cither to 
to all your customers is informa- lar] annie wil redited inst 
tion. Think how you can supply it I ited mst 
at the right time. Use advertising 
and super service selectively; It taxes my imagination that Clark 
be sure it fills the need » your n suddenly devel pe | in appetite 
customers will appreciate it ; 

to set up a course specif ill 


dustrial distribution and, if this be so, 


ition of learning 


for in 








rect 1 suming that 
Ask us how the Little Professor the original impetus some vears agi 


and Durkee-Atwood ‘Super Service’ came from out ion ssociation 
can work for you... —~ larkson, like any other university 





, 1 
y how the Little Professor can supply being Witt nnancial problem 
ad to receive any 


ncrease your wT . Tl. he y 


‘Super . 
lips and would, 


gl 
number of scholars} 


therefore, be happy to tailor some part 


DURKEE-ATWOOD co. of the urriculum around our specific 


MAin 0441 . Minneapolis 13, Minnesote 7 n ad, ving been born in thi 
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At “CHICAGO” 
we do something 
about it! 


The word “Service” is abused by many sup- 
pliers. Here at “Chicago” it means action— 
faster deliveries, whether it be a package 
or a carload. 

e From over 4,000 standard catalogued items 
in stock your shipment is on its way within 
24 hours—often sooner. 

@ There is no time consuming follow-up neces- 
sary to see what's happened to it. 

This is why so many industrial users in the 

last 83 years have come to specify “Chicago” 

Screws ... service is faster . . . quality is 

better . . . it costs less to do business with 

us because no large inventories are 

necessary. 

Our merchandising policy is based on 
complete co-operation with the Indus- 

trial Supply Distributor. Our specially 

trained sales force operates in con- 

junction with the distributor’s sales 

organization to help develop more 

sales in your territory. Write for details. 


The complete Chicege ‘“‘Sefety Pius’ line includes in alloy 
steel: Socket Set Screws * Socket Head Cap Screws * Socket 
Stripper Bolts * Squere Heed Dog Point Set Screws * 
Socket Pipe Plugs * Flat Head Socket Cop Screws * Dowel 
Pins * Hexagon Keys and Key Kits * Also Socket Set Screws 
ond Secket Head Cop Screws in § 4 The np! 

“Chicago” line of Standerd Products includes: Hexegen 
Heod Cap Screws in steel — bright ond Grode 5, heat 
treated, olse in brass and stainless * Squore Heed ond 
Headless Set Screws * Taper Pins * Stee! Studs * Flat 
ond Fillister Heod Steel Cop Screws * Hexogen Nuts in 

stee!, brass and stoiniess 





gs 
= 


“ 
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SEE US IN CLEVELAND 
BOOTH 100 


Profit Lines for 1955 


Sold only through Distributors 


HACK SAWS HAND AND POWER BLADES BAND SAWS 


a) er pero 


A complete line for every type of job including our Saf-T-saws. 
A welded edge HIGH SPEED BLADE—Shatter-Proof. Will stand 
extra tension and strain. 


HACK SAW FRAMES 


Solid Steel Red and Steel Tube 
Cast Aluminum Handle 
Furnished in Die Cutting, Skip Tooth. 
Flexible Metal and Spring Temper 
Metal Cutting and Wood Cutting Styles. 
Also Linotype and Dry Ice bands, Band 
Saw Knives, and Butcher saws. 
TOOL BITS Spar-Kut Flexible Band Saw Coil is 
KUTALL ¢ SPAR-KING available in sizes one-half inch and 
e SPARGROUND under in 100-foot lengths for contour 


and die cutting. 
Kutall Bits for general purpose 
work, Spar-King for the highest ’ ~§ -k 
dpar-Sto 
grade jobs and for extra special Y x 
work we offer Sparground. FLAT GROUND STEEL 


Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


These lines have Built Repeat Sales for 
many Distributors. You need not stock all five 
to have Stocking Discount. This will apply to PRECISION GROUND STANDARD SIZES 
any of our Line You Do Stock. for .. . Jigs, Fixtures, Broaches, Cams. 
What more do you need for Profitable business. Templates, Gauges. Punches, Forming, 


Blanking and Stamping Dies. Molds for 
It might pay you to write us Dateien ote. 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE. 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 


horsepower, are ready for immediate delivery. 


SALES HELP 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, booklets and blotters imprinted 
with your name on request .. . live ieads produced by Maurey 
trade paper and direct mail advertising . . . and the 

personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


MOUFEY verporetion 


2915 South Wabash Avenue, Chicago 16, Illinois 
The Complete Multiple and Fractional Horsepower V-Drive Line 


Serving Industry Since 1917 
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multiple 


MULTIPLE 
V-Drive Line includes 


FUL-GRIP G-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, B and C sections 


Complete Multiple V-Drive Accessories 


the complete Maurey 
FHP v-Drive Line 


includes 
Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 


MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 


Aerodynamically designed refrigeration 
fans and Fan V-pulleys . . 

Flexible Couplings . . . 

Complete V-Drive accessories 


© 
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You Said It 


Starts on page 7 





manner, there was no real effort on the 
part of the official family to present 
this, or even bring it up for discussion 


, } . | 
with the membership generally, and it 





is my impression that the members 
ind not the officers are the ones to be 
vith regard to association ac 
therefore, calling m« 

cap skates 


scribed ft 


mem bershi > ke 
As I said in 
not mean that | 
hips but I am against cratic meth 
xis, and | can assure y it if this 
p ration wi $s to emDar pon an 
industrial ition Scholarship 


aux fr an 





upon our 


Wiutson P. CHaArrie.i 
The F. Hallock Com 


R. J, Smith Recommends 
Scholarship Fund 
New Brirain, Conn 
| ruary 24 ] 5 


iT. ect the wl 
TET : 
industry 
AT NO EXTRA COST! Fort Worth Tapered-Split Hub for Walter, I certainly do n clieve 
both Sprockets and Sheaves allows PLANT STANDARDIZA- that you are tough m1 just sound 


TION that reduces “down-time”! Fort Worth’s “Double-Drill- tough. However, I 
ing” adds versatility with normal and alternate mounting. anole 


believe that you 
are underestimating the gener 
SEE YOUR FORT WORTH DISTRIBUTOR— sity and intelligence of distributors 
or write for Catalog No. 300 I certainly hope we can arrive at a 
sound program and if we can, I am 
Fort Worth Steel ee ee sure the response will even surprise 
“IC AaGo ° sY. Louvre ° 
& Machinery Company : naan ae o Sane 
DEPT. 14, 3600 McCART Se aan 
FORT WORTH, TEXAS : 


otnver ° seneny city 
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ARD MANUFACTURING CO. 
MANSFIELD . MASSACHUSETTS 
Division of Union Twist Drill Co. TAPS.DIES. SCREW PLATES . GAGES 
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3000-CYCLE __ TEST REVEALS 








Furnished with lube 
screw, buttonhead fit- 
ting, or combination 
lube screw and but- 
tonhead fitting as 
specified 


Gland liner and top 
of plug lapped on 


mating surfaces 
° 





\ 


Plug and body seat- 
ing surfaces are 
ground and lapped 





Lew flow loss due to 
smooth interior and 
accurate matching of 


plug and body ports 


* = 
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Position indicator 


Hydrocarbon-resistant 


4 vertical lubricant 
grooves (A) 2 grooves 
(180° apart) do not 
cross body ports in 
operation. (B) 2 
grooves (180° apart) 
do cross body ports in 
operation, but are 
connected with lubri- 
cation supply through 
8 jump grooves in 
valve body only when 
plug is in fully opened 
cr closed position. 








a 


2 grooves supply 
lubricant to reservoir 





WHY NEW OIC DESIGN 
EXTENDS PLUG VALVE LIFE 


TEST: This 150-tb. steel valve cycle tested with solvent; 
3000 full openings and closings at 425 p.s.i. 


RESULT: Pressure tight... still operable at low torque... 
no sign of galling or seizing. 


Gland assembly: Resilient packing com- 
pletely isolated from rotating parts. Re- 
quires little adjustment and assures long- 
est possible packing life. 

The gland liner is OIC “Alloy 40”, an 
aluminum-silicon-bronze having a melting 
point in excess of 1750 F. It has low fric- 
tion bearing characteristics, will not seize 
or gall and affords an additional pressure 
seal between the plug and itself. 
Precision gland adjustment: Fine-thread 
studs with semifinished, washer-faced 
nuts on spotfaced bearing surfaces 
afford accurate plug adjustment. 


gland 
O-ring 


packing 


gland liner 


Position indicator on top of plug shank 
and visual stop on gland show position of 
plug at a glance. 


Pinned double-ball check at bottom of 
plug shank eliminates blow-outs when lube 
screw or lube fitting is removed and pre- 
cludes loss of balls into lubrication system 
under high-pressure gun lubrication. 


Write today . : . request Form No. 1003, 
which will give you complete valve de: 
tails, including specifications. 


Order from your OIC Distributor 


visual stop 








THE OHIO INJECTOR COMPANY © WADSWORTH, OHIO 


FORGED & CAST STEEL, IRON & BRONZE, 
LUBRICATED PLUG VALVES 


ALVES 
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MARV | Distributors have Profited 
hrough MARVEL’S Coutinvces Leadership 


-*Leadership in any the Ist composite Hack Saw Blade 


MARVEI fected and pioneered the first 

breakable, hack aw bia te the MARVEL High- Speed 
Edge Hack Sew Blade. Stronger, shatterproof, these first com 
ack saw blades made possible economical and accurate 































4 


tal sawing at far higher speeds; permitted heavier feeds with 
ade te ed far tauter -made possible modern sawing 


ba in Broadening the market for Hole Saws 


MARYEL High-Speed-Edge Hole Saws created a “new thing”’ 
n toots and new ‘tooling methods. For the first time, provided 
hole saws of suffi strength for use on machine tools (drill 
presses, lathes eX and increased the applicable use of hole 
aws in portable power tools, tremendously multiplying the hole 
aw market 


*leade in Merchandising 
MARVEL pioneered the “unit system” and the stock-numbering 
system. MARVEL Hack Saw Blades and Hole Saws have always 
been packaged ten-to-the-box and priced on the unit system 
MARVEL Distributors have therefore always enjoyed the cost 
avings of decimal packaging, pricing, and “accepted” stock 
numbers. MARVEL Band Saw Blades, too, have always been 
individually boxed —protected from kinking, marring, and rust 





* ? in Advertising 


MARVEL has consistently and continuously advertised MARVEL 
Metal-Sawing Machines and Blades. Month after month without 
interruption MARVEL advertising is selling MARVEL products 
for MARVEL Distributors fo the.825,842 selected prospects who 
read these lea ling technical and trade publications, or who refer 
‘ to more than a dozen additional! national! catalogs and directories 











in Advancing the Art of Metal Sawing 


MARVEL builds a complete line of metal sawing 
machines, that every user may have a metal saw exactly 
uited to his needs. Ranging from small, dry-cutting 
shop saws to giant hydraulic hack saws that quickly 
accurately and easily cut off the largest and toughest 
bars and billets. MARVEL has.scored a list. of first 
including 

HIGH SPEED BALL BEARING HACK SAWS 

UNIVERSAL METAL-CUTTING BAND SAWS 

AUTOMATIC BAR PUSH-UP SAWS 

HEAVY-DUTY, HIGH-SPEED, AUTOMATIC PRODUCTION SAWS 

ROLL-STROKE GIANT HYDRAULIC HACK SAWS 


| 
™~ 


a, 
: g Pr 


sawing methods and assist in closing 
profitable sawing machine sales 


a: 
‘ »! a 
2 
~ . bi 
eo 
i] 


| ony » 
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Technical 
te ibutors 


understand#we catalogs 
lists; in effective sales 
ieand other everyday sales 
@tory cooperation; in 
meetings; in displays 

films. . .in national 

de shows and, 
nation-wide staff 

um ’ Stechnically trained 
ming Engineers to help 
Dutors analyze prospects’ saw 
oblems and needs, recommend 


DIRECTORIES 


Up 
/ Telephone Red Books 
M7 


Thomes' Register 

Mac Ree's Blue Book 

C-M Purchasing Directory 

Sweet's Machine Teel 
Catalog 


Machine ond Teol Bive 
Book Cataleg 


Industrie! Buyers Guide 


Freser's Canedion Trade 
Directory 


Bottin Mondie! (Foreign) 


ond others 








How Norton 
istributors are 


making the most 


of valuable 
property 


iding wheel distribu- catalog use, souvenirs, and others. 
s off of their sales stimu- All this is but one phase of Norton’s all-out distributor 
| rounded array of “sales promotion program which has fulfilled its promise of 
» every Norton distributor keeping Norton distributors happy with volume sales 


eral advertising. [t also in- customers happy with up-to-the-minute information and 


; 


possible of authoritative constructive service. 
ow booklets lor 
rs letter en The Norton Booth at the Triple Mill Supply Convention 
“Grits and in Cleveland will be #435. We look forward to seeing many 
t lucational motion of our distributers there. Norton Company, Worcester 6, 
ndow displays decals .. . calendars... Massachusetts. Export: Norton Behr-Manning Overseas 


und plates for regional advertising and Incorporated, Worcester 6, Massachusetts. 
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zzz Promotion for Distributors to use 


Advertising to “pre-sell’”’ Distributors’ prospects | 


_—— > 
a ae Gray 


Advertising and Prometion \ike this keeps the sales wheels spinning for Norton Grinding Wheel Distributors. By taking 
full advantage of this type of support from all sales divisions our Distributors account to a great degree for Norton's 
leadership in the industrial field 


N O R T O N Galaking better products... 


to make your products better 


and its BEHR-MANNING division 
NORTON: Abrosives + Grinding Wheels Grinding Machines 
BEHR-MANNING, Cooted Abrosives «+ 


Shorpening Stones 
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* Refractories 
* Pressure Sensitive Tepes 
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ld at. the FAIR PROFIT 





a changeless principle of Jenkins Bros. 


... another reason 
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why it pays to sell 


See us at the Triple Industrial Supply Convention... Stop in at Jenkins Booth No. 608 
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we said this ad Years Ago / ; 


PASE ES FA ane") 


YY wD 


THE WESD LINE 


(| Fifty-four years of experience have perfect: 
ed our product, established our standard of 
guality and made our reputation. 








«| These are some of the reasons why the re: 
presentation of our line means something to 
a dealer. Something more is received than 
the article purchased. 


€ Our policy to market our product through 
legitimate dealers wherever possible was 
probably the very first in our line to be 
established. 





@ Such a policy means much to the dealer. 
It means assistance—experienced help. 


T. B. WOOD'S SONS CO. 


Manuafacturers of 
The most complete line of Power Transmitting Appliances made by any one 
manufacturer 


CHAMBERSBURG, PENNSYLVANIA 














iit: Ae production of advertisement for ——— 


Mill Supplies 1911 
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and T Oday 


policy is the same 


Forty-four years ago, in the first volume issue of ““MILL 
SUPPLIES,” the advertisement appearing on the oppo- 
site page was printed. It was, at that time, an innovation 
as a declaration of Sales Policy. Today we still believe 
in that policy. 


the latest in modern power transmission equipment 


T. B. WOOD'S SONS CO. 


CHAMBERSBURG, PENNA. 








Cambridge, Mass. Newark, N.J. Daiias, Texas 
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here’s how “DISSTON helps give 


Willem L. Wohi 





us the edge on our competition’ 





Single Source of Supply 


a 





Buying quality tools from one source— 
DISSTON—helps you lower your break-even 
point, and reduce your fixed costs. One source 
of supply simplifies ordering, mailing, and 
accounting...saves time in receiving and 
handling. And don’t overlook the economies of 
scheduling your salesmen’s time with one 
factory representative. Disston representatives 
provide expert assistance on files, hack saws, 
circular saws, band saws and a broad line of 
other profitable industrial products. 


Strong Advertising Support 


“DISSTON HAS THE EDGE” is the theme 
of a brand-new campaign of hard-hitting ad- 
vertisements. These ads are reaching buying 
influences in every industry you serve. They are 





helping to “‘edge-ucate’”’ your customers in the 


use of Disston tools. 


Active Sales Assistance 


Behind your regular Disston sales representa- 
tives are a corps of experienced sales engineers, 
each a specialist in his own field. They are “on 
call” to help your customers with their tool 
applications. This means more customer good 
will for you—and more sales. 


Prompt Delivery 

Disston’s fast delivery service brings you the 
tools you need—when you need them. Your 
customers can depend upon you for quick, 


reliable service. 


PROFITS 
uP 


' mea ene 
=< costs 


= 
=e esaets DOWN 
en ea 
—* 


a 
— ; 


a 
. 
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Honest Distribution Policy 


Disston’s selective Distribution Policy insures you of a Fair Deal. 
Here are some of the highlights: Disston provides distributors 
with highly saleable products; supplies tools at prices which allow 
attractive profits; refers all consumer orders and inquiries to dis- 
tributors; provides a complete training program to help sell more 
Disston products. 





For more information about Disston tools, write to: 


HENRY DISSTON & SONS, INC. 


423 Tacony, Philadelphia 35, Pa., U.S.A. 
Other factories and branches: Toronto, Ont.; Seattle, Wash.; Chicago, Ill. 





For Instrumentation, Low Pressure Air Circuits, Laboratory 
Work, Coolant Lines and many other applications. 


Need Tube Fittings? 
See Your 
IMPERIAL DISTRIBUTOR 


He Corries Industry's 
eu Le 
Tube Fittings and Tub 
ing Tools 
¥ He hes big locol 
stocks for quick 
delivery 
2 ee 
the right fitting 
and right tool 
for every job 


This message emphasizing dis- 
tributer benefits appears in iead- 
ing industrial publications. 


Ask for Bulletin No. 3025 


Jnl 


Fittings Need Only Be Finger Tightened . . . 
Tubing Bends by Hand 


Show Your Customers How Easy it is to 


Make Tubing Installations 


at a FRACTION of Time and Cost 
the IMPERIAL 2s@op- le Way 


IMPERIAL POLY-FLO TUBE FITTINGS, used with polyethylene tubing or other 


plastic tubing, offer tremendous savings in time and labor through ease of assembly 





and installation. 
INSTALLATION IS AS EASY AS THIS! ....Simply cut tubing to desired 
length with knife or scissors. Bend tubing, which is very flexible, by hand to 
fit installation. Slip tubing and reversible sleeve over tube support. Nut need 
only be finger tightened. A wrench is never necessary. 

IDEAL FOR MANY APPLICATIONS 
equipment, chemical plants, food and beverage plants are but a few of the 
many uses. Tubing is very tough and impervious to most chemicals 

FITTINGS AND TUBING furnished in 4", 5%" and %" O.D. sizes. 
Tubing supplied in 4 colors—color coding quickly identifies circuits. 
Recommended for working pressures to 125 psi.— 4" O.D.; 100 psi.— 

%" O.D. Temperatures from —90° F. to +175° F 
ACCESSORIES include tube racks for mounting of tubing; quick-discon- 
nect and other shut-off valves; and convenient make-up kit of tubing 
and fittings. 
THE IMPERIAL BRASS MFG. CO. 511 S$. Racine Avenue, Chicago 7, 


Industrys Most Complete Line of 
Tube Fittings and Tubing Tools 
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instrumentation, laboratory 





$149°°° 


differently NEW 


NOW... 
Push button control 
Flexible link chain 


Maintenance-free 
operation 


The first truly 

“heavy duty” version 
of the small 

electric hoist 


IWSERT 
we. 158 








YEARS AHEAD IN DESIGN AND PERFORMANCE 


PUSH BUTTON CONTROL Until now, this superior control sys- 
tem has been found only on larger or more costly hoists 

SAFER ELECTRICALLY No metol touches the operator's hands 
with the plastic push button station 

SELF-ADJUSTING HEAVY DUTY BRAKE Holding action is 
automatic, dependable and uniform throughout life of hoist 

CAN'T OVERLOAD The lodestar refuses to lift a dangerous over- 
lood o big sofety feature 

FLEXIBLE LINK CHAIN Rugged ‘CM-Alloy non-kinking welded 
chain flexes freely in all directions will mot fray or jor withstands 
crushing lasts for the life of the hoist 

ADJUSTABLE SAFETY LIMITS Upper ond lower limits easily 
adjusted to automatically stop hoist at any position 

SEALED-IN LIFETIME LUBRICATION No lubrication required 
means no neglect of the Lodestar 

FULLY ENCLOSED All wiring and working ports ore inside the 
rigid cast housing where they are completely protected against damage 
LIGHT WEIGHT — Compoct size and light weight make the Lodestar 
o truly portable electric chain hoist 

LOWEST HEADROOM No other electric hoist con motch Lodestar 
SMART LOOKING The Lodester is o smooth. ottractive hoist It's 


easy to clean where oppecrence or sanitation ore factors 





3 Phose Moter 


Self-adjusting 
Broke 


Limit § 





THE LODESTAR'S ELECTRIC BRAIN 











HANDY PUSH BUTTON CONTROL 


DOWN (a 








~- EXTREMELY VERSATILE 
COMPLETELY AD ABLE TO YOUR NEEDS 


Simplicity, flexibility, durability and interchangeability are 
characteristic of the new Lodestar. Costly maintenance 
is eliminated. Flexible link chain works at any angle 

. lasts the life of the hoist. Suspensions ( packaged 
separately) are interchangeable on all models 
Voltages can be converted in minutes with simple tools 
and elementary knowledge. The Lodestar is designed 


throughout to serve you . . . not to be served 


WORKS AT ANY ANGLE... 
INCLUDING UPSIDE DOWN 
The unique Lodestar Clover Leaf Chain Guide 
and flexible “CM-Alloy” link chain permit this hoist 
to be used for extreme angle pulling. The single phase 
model (without contactor) can be used for side pulling. 
It can also be used upside down for those odd jobs 
where it is inconvenient to install a hoist overhead 
The Lodestar “lifts itself’ with the load 





SPECIFICATIONS 
MODELS FOR STANDARD CuRRENTS—A!! models of the 
' . . Lodestar are available for operation with single phase 
— ome —— Hoist Weight (Lbs) | 115 wolt) or three phase 60 cycle power. All three 
— ye more — —_ phase models are factory wired for 208-220/440 volts. 
; } They can be changed from 220 to 440 volts in minutes 
62 51 without any additional parts 


Single and 3 Phase with Hook Suspension 


. | SUSPENSIONS INTERCHANGEABLE ON ALi MODELS — Al! 
suspensions (swivel or rigid hooks and lugs, and 
adapters) are interchangeable on all models and are 
69 packaged separately. This enables your distributor io 
give you immediate delivery on any combination of 
hoist and suspension you desire from a flexible inven- 
tory of hoists and accessories. Suspensions can be 
installed in minutes 


62 


72 


71 


79 





stendard |-beom trolleys and trolleys for specie 


ore available for use with Lodestar hoists 


ae Write us or cel 
M Distributor for 
Westar terature, prices 
wid Ji A Gelvery 


’ sfoc* 


MOORE TROLLEY CM TANDEM TROLLEY 





CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORP 
Tonawanda, N. Y. 


REGIONAL OFFICES: NEW YORK . HICAGO e@ CLEVELAND 


ln Canede: McKinnon Columbus Chain Limited, St. Catharines, Ont 
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THE SPS DISTRIBUTOR is as much a part of SPS as the production men, the salesmen, 
the Board of Directors. Here, at the left, one tells a group of research people what 
kind of advertising support he feels SPS should give him. This is typical of the 
many interviews that were held in the recent SPS survey of distributor preferences. 


OW SPS HELPS YOU SELL 


e Unbrako Socket Screw Products 


WHAT DOES THE SPS DISTRIBUTOR WANT? SPS knows, 
because here, in more than a hundred typewritten pages, 
are the results of a nation-wide survey in which distribu- 
tors were asked to give their frank opinions on dozens 
of matters. 


e Flexloc Self-Locking Locknuts 
¢ Hallowell Shop Equipment 


How do we know how we can help you unless we ask? And 
that’s just what we did. For 2 years now, in a comprehensive 
survey of distributors right across the country, SPS has asked 
for and got distributor opinion on SPS advertising, sugges- 
tions on how SPS could help in enabling the distributor to 
reach all the buying influences he must contact—top manage- 
ment, engineers, purchasing men, those on the shop level- 
ideas on what type of sales aids and literature should be 
made available to him, and on scores of other points. 


Distributor opinion helps shape SPS sales policies as well as 
its advertising. It should. The distributor is the man who has 
his finger on the market place. Other than that, he is a mem- 
ber of the SPS family—and a vital member of the SPS organi- 
zation. Altogether there are over 2000 distributors of various 
types who handle SPS products, 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 33 





1. ADVERTISING. Preselling your customers and pros- 
pects is the job advertising takes on—and what a job it 
loes! In 1954. for tance, over 10,000,000 sales talks 
were delivered 63 magazines, ranging fron 
Business Weel 


ind purchasing Magazines ar even inciuding local 


netalworking, designing 


chasing boo ington Purchasin 


Manufactu 


2. DIRECT MAIL. Sales booklets, folders, leaflets—what- 
; vill help you t an ji f to a sale, or convert 

ty to active t—SPS produces and makes 
available to its distributors free of charge. Last vear. 
SPS distributors used 269.3 pieces of direct mail, 


while 212,728 were sent out directly from the factory to 


\ r prospects 
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We Asked What You Wanted... 


THEN THIS IS WHAT 


3. DIRECT SALES HELP. SPS has over 36 sales engineers strategi- 
cally located all over the country whose job is to work with your 
customers for you. They'll help you solve your customers’ prob- 
lems and work directly with you and your salesmen in develop- 
ng new applications and new business. Here an SPS sales engi- 
neer discusses a customer's manufacturing problem 
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ARD PRESSED STEEL CO 


OWN Pliewivivasle 





» eve STAs 
VUULTS 


4. TRADE SHOWS. At dozens of trade shows the country over, SPS displays and 
demonstrates its products, building good will as well as direct sales for you. 
This particular display was at the ASTE Show, held in Philadelphia last year, 
during which the holding power of UNsraxo knurled point set screws was 


demonstrated via closed-circuit T\ 


WE DID ABOUT IT 


5. PUBLICITY. SPS national advertis- 
ing—the largest in the industry—is 
strengthened by a continuing pub- 
licity program. In 1954 an estimated 
46,448,246 publicity messages were 
delivered—based on close to 1000 
stories, which appeared in 175 differ- 
ent magazines and newspapers. 


6. TRAINING SCHOOLS. The SPS Sales 
Training Program—a refresher course 

s open to all SPS distributor sales- 

*n. The program itself, which ts a 

xture of instruction, 
sales and technical information, and 
demonstrations, interspersed with 
plant tours, is given by experts. It 
helps make every distributor sales- 
n a more informed, and thus a 
ter, salesman. Similar abbreviated 
ire given in your own shop 


Cc lassr« Om 


a 
bet 
C ITSes 
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Even Minor Details 
Are Not Neglected... 


\AeSN\N 


SUCH AS ORDER FORMS, which make it 
possible for distributors who use them 
to save time and money and simplify 
their inventory taking. 


AND PACKAGING, such as the lightweight 
packages used to ship Haliowell Shop 
Equipment, or the easily identified 
brightly labeled packages for UNBRAKO 
Socket Screw products. 


EVEN GIVEAWAYS are carefully thought 
out. These micro screws, for instance, 
were cellophane packaged and given 
away at the IRE show. The smallest 
screw is only .059” in diameter. 
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All the sales help 
in the world 


won’t do you any good 


unless you have 


good products to sell... 





UNBRAKO PRODUCTS ... socket cap screws, set 
screws, buttonheads, flat heads, stripper bolts, pres- 
S PS 4 AS GoOoD PRODUCTS sure plugs, dowel pins, and Se_-Loxk spring pins... 
are the standards of the industry. SPS is the largest 
manufacturer of socket screws in the world, origi- 


nated many firsts, such as the knurled head cap 
screw and the self-locking knurled point set screw 


FLEXLOC SELF-LOCKING LOCKNUTS were developed first during World War 
Il for use on tanks, which were breaking down in the field because ordi- 
nary nuts shook apart and loosened. FLExLocs are nuts that lock and 
stay put on a threaded member, and will stay locked, even if not fully 
seated, once the locking threads are engaged. Standard all-metal FLExLOcs 
can be used in temperatures ranging from zero to 550°F, eliminate time- 
consuming and complicated means of locking threaded fasteners. 


HALLOWELL ALL-STEEL SHOP 
EQUIPMENT enables you to engi- 
neer space for maximum effi- 
ciency. Whether you want to STANDARD PRESSED STEEL CO. 
set up a laboratory, an assem- 
bly line, or a whole plant, you 
can get everything you need in 
standard Hallowell equip- 
ment—workbenches, cabinets, 


drawers, foremen’'s desks, tool 
stands and stools. JENKINTOWN 13, PENNSYLVANIA 


UNBRAKO SOCKET SCREW PRODUCTS + FLEXLOC SELF-LOCKING LOCKNUTS - HALLOWELL SHOP EQUIPMENT 
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here’s a bird in paradise 


He’s not in paradise, really. But he feels so good he might as well be. 
He’s an industrial distributor. Among the products he handles are 

O-B Valves. Now they’re something . . . nothing but top ingot metals, best 
grade of packing and discs, good design all through the line. 

Ohio Brass valves have been making industrial distributors and industrial 
valve users happy for a long time. We’ve been making quality bronze 
valves since 1888. 

Maybe you would like to join this bird in paradise. If you're 
interested in handling O-B Valves, we’ll be glad to discuss our products 


and policies with you. Just write to Valve Department, Ohio Brass Company, 


Mansfield, Ohio. 
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_ WE NEVER HAD IT SO GOOD.. 


, 


Don’t think us smug. We’re just giving proper credit to the 
fellow striding onto this page—the Keystone Distributor. 

For nearly three-quarters of a century, Keystone has been a 
pace-setter in the manufacturing and marketing of specialized 
lubricants. But things really started to happen when we cast 
our lot with franchised industrial distributors 25 years ago. 
For-when this sales team got rolling, everybody got a taste of 
how good “‘marketing through service”’ really can be. 

Today, nearly three hundred Keystone Distributors—and 
their thousands of salesmen—are keeping the Keystone line 
out in front . . . lubricating all industry better, in more ways, 
and in more places, than ever before. 

Thanks, Keystone Distributor! We, you, and your Keystone 


customers never had it so good 


aot MARES BEG. & 


SPECIALIZED LUBRICANTS 


These are new business getters. You can 
always “talk” them, because they cover 
more than 50°% of industrial lubrication 
needs. They'll up your volume and profits. 
SEVEN They'll open the door for sales of your other 
mill supply items. Yet, they represent but a 
small segment of the complete line of Keystone 


K EYSTO N E specialized lubricants--items specifically per- 


fected for any job where machinery rolls or 
K EYS bearing surfaces need lubrication. 
TO 
HIGHER 


PROFITS 





# 29 Cartridged Grease 
—for open gears 
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...»/AND WHAT'S GOOD FOR US 
IS GOOD FOR OUR DISTRIBUTORS 


Distributors say the Keystone Fran- publications and frequent direct mail- 
chise is real help because it’s a high ings promote Keystone Distributor 
profit line that helps hold the fort Service to prospective customers and 


against rising operating costs. And, pull in “‘live leads” . . . Keystone Field 
this high profit margin is good reason 
for Keystone Distributors to go after 


new accounts. New business means 


Engineers make calls with distributors 
and conduct plant surveys to extend 


set 4 a the use of Keystone products 
repeat business, and repeat Dusiness : 
; “ ps Keystone bulletins and trade shows 
means even higher profits! f 2 

aS ity: are geared to give hard-hitting sales 
With it all the distributor has a com- ; ; 

, ; : help . . . and sales meetings keep dis- 
plete line of quality lubricants that 
aa . : ; tributors up to date on product and 
will always sell—whether business is 


go od or bad 


because there’s always a 


market for lubricants! 


sales information 


Are you making full use of this 


Keystone Distributor Program? It’s 


planned to help you profit! KEYSTONE 


These aren’t all of Keystone’s advan- 
tages. Distributors are backed up by a 


powerful promotion campaign every LUBRICATING COMPANY, 2lst & Lip- 


day of the year. Advertising in national pincott Sts., Philadelphia 32, Penna. 


as 

SPECIALIZED 

LUBRICANTS 
No.122 , 

Sem J 
—_ 


#122 Open Gear Grease—for al! open gears 
except bevel; for normal operating condi 
tions; brush, swab or pour application 
Liquid 122-7X for exposed driving chains 


# 44 Grease—for Wall and roller bearings, for 
speeds in some cases up to 20,000 rpm; 
temperatures 0° to 225°F 


Condensed Oi #50—for plain, ring-oiling 
and oil-lubricated anti-friction bearings; 
guides, slides, etc. temperatures 25° to 225°F. 





Keystone Penetrating Ol 
#1l—used as a rust 


buster; #2—wused as a 

light machinery lubri POa 

cant, cleaner, engine f ait . 
oil and fuel ' SPECIALIZED 
additive. LUBRICANTS 


Keystone Lubricant + 49—for air compressor 
lubrication—keeps valves and cylinders 
cleaner for longer operating periods; affords 
maximum savings in maintenance costs 


S. R. Lubricant—for speed reducers and 
gear-head motors 
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: * 
{ Sensitive Drilling Machines 
THe HIGH SPEED HAMMER CO., inc. 


- SK 


UNANIMOUS 


Every one of these power too! makers is 
equipping new products with 





JAWS NICKEL 
CHROME MOLY 
AULOY STEEL... 
expertly heat treated 
for durability 


KEY HOLES — 
do not extend inte At the left is a cutaway drawing of a Supreme Chuck with 
body covity thereby : 


seoling ove dirt some notations on the chuck’s outstanding features. We could 


STURDY ONE PIECE GEARED have written this advertisement about those features. But, 
nut a though we feel them worthy of your attention, we think 
prevents slippoge P ‘ . oa - 

you'll get a better idea of the quality of Supreme Chucks by 
GNTIRE CHUCK SOOTY HARD- studying the trade marks on this page. Each of them is a 
ENED — Inside ond Ovt = - = 7 : 

Supreme Chuck Customer. Still other leading power tool 
makers, not listed here, are now testing and using Supreme 


= —n Chucks. 
INDIVIDUALLY TESTED F os : 
ACCURACY The standards of these firms are high, but Supreme Brand 


TAPER BORE HARDENED 
ANO GROUND 


mes sip wave C hucks have equalled or surpassed the requirements of them 
interchangeable with other all. That is why Supreme feels that the strongest claim it can 


mokes . 
make about the excellence of its chuck is its acceptance by 


Always demand Supreme Chucks for... 





a ai ol : 947 ae “ ; -= Porter-Cable 
rs ' . . . » tol 


. 











- 
— 


ss 


f\ Supreme @ 
r= <y P 


IN A COMPLETE 
VARIETY OF SIZES 
AND TYPES 


each of these great companies. The¥ looked, tested, retested, 
abused the chuck until they were certain it could perform to 


Visit BOOTH 432... 
TRIPLE MILL SUPPLY 
CONVENTION... 
CLEVELAND 


performance that will keep your tool costs down. SUPREME 
PRODUCTS, INC., 2222 SOUTH CALUMET AVE- 
NUE, CHICAGO, ILLINOIS. 


.. EXTRA PERFORMANCE 














A, | 


\ besiege © 





Geared to Meet the Need for Speed 


That's why STANLEY ELECTRIC TOOLS are a profitable line to sell. 














oT 


DRILLS! Rugged — 
accurate — powerful — 
complete — from the 
1” Mighty Midget to 
the 1;” largest of the 


line. Stanley Electric No. 153A 


ne 

GRINDERS! 
different sizes 
enough for 


Fou r 
light 
hand- 
grinding; 2 can be 
mounted and used as 


stationary grinders 


No. 230 Series 


Drills are built to serve 





— and built to sell! 

















ae 


BENCH GRIND- 
ERS! Sturdy, smooth- 
running, ball-bearing 
grinders designed in six 
sizes. Every shop is a 
potential customer for 
these durable, heavy 
duty tools 











Real 
UNISHEARS! The 


modern cutter that’s re- 
placing snips wherever 
steel and brass cutting is 
done. Stanley line con- 
sists of six portable mod- 
els cutting 18 to 6 gauge, 
and three stationary 
models for 10 and. 14 
gauge. 











ie 
VERSATILE! The 


Router is standard 
equipment in every 
woodworking shop. Fine 
for non-ferrous metals, 
too. Complete line of 
routers °4 HP to 3 HP. 
Accessories available. 


Sure-fire sellers. 























ae 
PLANES! Power 
planes with spiral cut- 
ters up to 244” wide and 
3/16” deep — with or 
across the grain. 











re 


DISC SANDERS and 
grinders — electric ham- 
mer — electric screw- 
drivers! The Stanley 
Electric Tool Line is 
complete — geared to 
today’s needs! 


POWER SAWS! 
NEW 7” builders saw 
(W70) makes every cut 
used in modern building. 
Protected against blade 
freezing and motor burn- 
out. Other sizes and 
models available. 























Tele er Geen, ee Fe 


confidence. 

For virtually every Stanley Elec- 
tric Tool indicated above, there is a 
full line of attachments. And each 
tool is built to Stanley’s rigid stand- 
ard of quality—quality known the 


world over. You can sell this line of Catalog 12. 


A directory of Stanley Service Sta- 
tions is packed with each tool. For 
complete information, write to 
Stanley Electric Tools, 484 Myrtle 
Street, New Britain, Conn. Ask for 





[ STANLEY ] “= 





42 INDUSTRIAL DISTRIBUTION © APRIL, 1955 


D 


Electric Toole 


A Division of The Stanley Works 


TOOLS + STEEL STRAPPING + STEEI 





welcomes you to 


Cleveland 


April 17th to 20th 
for the 
Industrial Supply Convention 
We'll all be looking for you at 


Booth 123 


Howard R. Swartz, General Sales Manager 
H. G. Dacey H.R. Rusk 
Frank Blonska Dave Kelton 
Tom Fribley 


The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio * VUican 3-3700 TWX CV42 
Worehouses: Chicago * Philadelphia + New York + Providence + Les Angeles 


Originators of the Kaufman TES bp ocess 
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TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


in Cleveland, April 18, 19 and 20 


NICHOLSON FILES FOR EVERY PURPOSE 
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“Ask for the 


a a a ce 
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- Extra-Dollar Volume! 


—_ ——_—|_--—- + | 


Without going out of your way, you 
can plot your course to extra-dollar 
volume by always asking for the rope 


order. 





Rope is universally used to lift, low- 
er, tie and control. Practically every 
industrial plant needs rope for slings, 
tackle, maintenance work and scores 


of other uses. 





Ask for the rope order, and the easiest order 
to get is the order for Plymouth, nationally ad- 
vertised and promoted, known for over 130 
years as the Rope You Can Trust. 

If your house does not handle Plymouth 


Rope, ask your sales manager to get the 





Plymouth Merchandising Plan for profitable 








Industrial Rope Sales. 











_| 


Plymouth Cordage Company 
Plymouth, Massachusetts 
New Orleans, Louisiana 




















--4 








+ 
ee a | 





mouth Rope Order 


cog haat ee Be 
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HOLO-KROME PIONEERS A NEW AND 
REVOLUTIONARY CONGEPT IN PACKAGINE 








Scientifically engineered socket screw packaging program 
Slashes handling and operating costs for Industrial Distributors 


All photos courtesy White Supply Co., Waterbury, Conn. 





WAY 


> ¢ 














H-K's UNIT PRE-PAK PLAN gives you a and you have balanced inventories with mini- 
complete and accurate picture—at a glance mum investment. Standardized quantities 
—of your inventory position on any given sharply reduce the number of orders, prevent 
size and type. Buying becomes automatic shipping errors, save time and money 

















ieee lal Ps 


RECEIVING AND CHECKING TIME on a typical 
order is cut from 30 minutes to less than 10!.The 
informative Pre-Pak label gives you the exact 
number of individually-labelled boxes of standard 


on 
poe oa] 
® 


in 
“a PRE- a 


HA PAK 


H-K PRE-PAK CASES are tape-bound, open in 
a jiffy; labelled for easy stock-placement cr im- 
mediate shipment to your customers. Just slap 
on your own shipping label and away she goes 


Holo-Krome distributors are now enjoying the benefits 
of H-K’s UNIT PRE-PAK PLAN. If you are not a 
Hole-Krome distributor, this plan is well worth in- 
vestigating. Find out today if your territory is open. 


I rree 
_ 


H-K products contained in the shipping case 
Space-saving PRE-PAK cases are size-engineered to 
fit any standard shelving—with an estimated sav- 
ing in space up to 50% 


Average case weight is only 50 to 70 pounds, easily 
handled by the average industrial worker. This is 
modern, functional packaging at its best—time- 
saving, space-saving, cost-saving! 


HOLO-KROME 
SOCKET SCREWS. 


THE HOLO-KROME SCREW CORP. 
HARTFORD 10, CONNECTICUT, U.S.A, 








VULCAN BLOWERS RELY ON ATLAS 
for longer trouble-free service 


Vulcan Long Retractable Blowers, manufactured by Copes-Vulcan Divi- 
sion of Continental Foundry & Machine Co., rely on Atlas Roller Chain 
for positive drive .. . dependable low maintenance service. Manufacturers 
of original equipment from coast to coast are specifying Atlas... as are 
maintenance men throughout industry. It is the roller chain that is built 
to give extra performance ... to win repeat sales. 

Whatever the sales requirements for roller chain or sprockets you can 
rely on Atlas quality to make it a repeat sale. Atlas Chain is toughened 
for extra wear by an exclusive heat treating process which builds greater 
strength and wear resistance into every pin, roller and link. It is pre- 
tested by a series of torture-tests that assure outstanding service on gruel- 
ing drives or rugged shock loads. 

That's why so many distributors are selling Atlas . .. why they are 
convinced this is the line to build their repeat sales. Take the step ahead 
to sales today ... call Atlas for full information on the Atlas franchise 


in your area 


ATLAS CHAIN & MANUFACTURING COMPANY 


DOYLESTOWN, PENNA. 


DRY PRD Swe, 
= 























n Well Kalamazoo 


n, Famco and all other 
e Band Saw machines 

Our Wavy Set for cutting 
angle ron tubing and thin 


materials 


SAFETY BOX 100 COIL STOCK 


© For use on Do-All. Grob lannewitz 
machines 
e Stock ready to draw out 


a D nger 


Brtarrerrer iy. He TOOls IN INE PLAID box Steet ete 


FIZZ ia alae 


Le AMERICAN SAW & MFG. COMF 


TH SPRINGFIELD, MASS. 
‘HACK SAWS 


* BAND SAWS + GROUND FLAT STOCK + HOLE SAWS b+ 
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Lamps Branded with 
the CHAMPION DIAMOND 





Give You a New Jump on 
LAMP VOLUME AND PROFIT 


Champion Incandescent and Fluorescent 
Lamps have an unsurpassed reputation for qual- 
ity and value. Champion Lamp Works has con- 
centrated on the making of fine lamps since 
1900 

But Champions are sold only by carefully se- 
lected, top grade suppliers like yourself — mot 


by every competitor’s salesman that calls on 


your customers. 

With Champions you have a new sales tool. 
Your men can open up new accounts where 
they've never had a look-in. Champion perform- 
ance gets you the repeat orders. Champion 
selling helps are practical, hard-hitting, di- 
rected right at your specific needs — not the 


whole world. 


Why not resolve, right now, to put your lamp business on a new, better, 
more profitable basis? Champion can help you do it. Get in touch with 


CHAMPION LAMP WORKS 
| wm, MiaasscacP 


saat 
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VISES 


The Complete “BULL DOG” Line 
Machinists * Top Swivel Jaw © Woodworkers ¢ 
Hinge Pipe * Combination Pipe ¢ Utility « 


ALL VISES ; I jv> 


INDIVIDUALLY 
BOXED 


CAN BE 
SHIPPED 
AT ONCE 


Backed by 87 years of time proven acceptance. Hundreds of plants have used them 
and still do. Sel! PRENTISS for those “REPEAT” vise orders. They stay sold 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


A few territories still open. Write for detailed information. 


Buy PRENTISS Today. 


SEE US IN BOOTH B-I AT CLEVELAND 


PRENTISS VISE DIVISION OF THE CHARLES PARKER CO. MERIDEN, CONN 
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For a Policy in practice every day 





PK com OK 


First quality products 
Area sales opportunity 
Profit potential 

Steady sales promotion 
Active Sales Cooperation 
Direct order Protection 





PARKER-KALON' 


FASTENERS 


The Distributor Policy pioneered by Parker-Kalon, revi 


lel f 
i 


moadc 


when it was introduced, has since become the 1 


dealing and solid support. 


The P-K Policy stands unchanged, year after year. Its principles~ eee 5 
, > 2 ae 
are put into daily practice. P-K Distributors know they can counts, é3 a 


on full observance, whatever the market condition 
That's why the P-K “family” of Distributors includes the nation's = 

: : act 
ablest supply specialists. Certain territories are open for intere stem: 
Distributors. Parker-Kalon Division, Gener il American Trans+~*+¥ 


portation Corporation, 200 Varick St., New York 14. 
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» + PARKER-KALE 


1 PRODUCTS. To » our Yendercd 
tore of Self. 


p &*8 OTiginge 
. 3 manufacturers of 
the only complet ‘ inue the 
engineering 
Socket 
of qual ty 


' 
ana 


pine nt 
Screws 


tanda 
in every 


ts PROMOTION. * 

of Parker 

SELECTIVE DISTRIGU ‘ i wide advertinna 

nized distributors nad » and other aa 
given preo«dus tte? yer of jobbe Tihoery 
can profitably supy 


1 
sale 
PROFIT MARGIN. Te prov 


rs whose sole 

margin of business for our distributors by 
preofit for our distributors ary work im the field 
PROTECTION AGAINST PRICE DECLINES. Te reasonably 


protect distributers again-t losers threugh price 
chang > 


RATION. To mal 


ORDERS AND WeQwIRIES. Te refer te our Nestri 


orders and inquiries received direct’ Nrom 
and proopects 


eeeaeex4106603.r2rrss £9 eo 
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Another Reason Why... 


RUST-OLEUM. 


means ‘to you! 


RUST-OLEUM GIVES YOU GOOD, SOL-ND, PROFITABLE 

SELLING IDEAS like the amazing Rust-Oleum Extra-Long Nap Lamb's 
Wool Roller shown onthe opposite page! Rust-Oleam distributor salesmen 
ill over the country have demonstrated this unique fence tool and 


used it to sell Rust-Oleum on miles and miles of fencing: 
f 


When vou consider that it saves your customers up to 40° _ and ° 
. ¢ 

when vou consider that Rust Oleum actually STOPS RUST on 

rusted fences vou can see the tremendous sales opportunities, 


This new, different, Longer-Nap Roller and easy-to-carry fence sections 
are available to your men for sales-producing demonstrations, 

Good selling ideas PLUS the most dramatic advertising program in the 
protective coating field PLUS a sound, protected distributor policy 

ire all part of Rust-Oleum Teamwork with you 


to help make your selling job easier and more profitable 


~RUST-OLEUM CORPORATION, Evanston, illinois . . 


RUST-OLEUM GIVES YOU SELLING IDEAS 








vs RUST-OLEUM 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time. . . barbed 
wire and all! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30%-409%! It'll open new ac- 
counts, ard it'll sell more Rust Yleum 
to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


R. M. Aluminum 


Close-up shows how Extra-Long Nap Wool Man follows with “dry” roller on opposite side 
reaches around to coat approximately 70% of of fence two catch and use surplus 
other side of fence at same time. Rust-Oleum's quickly coat remaining 30% of wire sections 


exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
to Stop Rust.) Finish coat is Rust-Oleum 470 


A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System 


Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — mot on the workers, #o/ on the 
ground. 


RUST-OLEUM 


tears” and 





On long distances of fencing, a 5 man production “team” can achieve even 
greater savings. The first man wirebrushes the surface to remove dirt, dust, rust 
scale, etc. The second man applies Rust-Oleum liberally by roller, coating the 
wire sections and barbed wire. The third man follows on the opposite side of 
the fence with a “dry” roller to catch and use the surplus. The fourth and fifth 
men work on opposye sides of the fence, brushing the pipe framework and the 
barbed wire arms 


ATTACH TO YOUR LETTERHEAD - MAIL TODAY! 


RUST-OLEUM CORPORATION 
2414 Oakton Street, Evanston, Iilinois 


Please send us complete details on a 
profitable Rust-Oleum distributor- 
ship. 








MOST IMPORTANT WIRE ROPE NEWS 


nu ROYAL 


VASTLY INCREASES-EVEN 


WITH THE DEVELOPMENT of Roebling type 1105 wire— 
the finest high carbon rope wire ever produced — Roebling 
enables you to offer customers the unheard of efficiency and 


economy inherent in the new ROYAL BLUE Wire Rope. 
Here are the facts that will 
send sales skyward: 


e Roebling is readying to supply the new ROYAL BLUE 
Wire Rope in EVERY DIAMETER from 4" to 312” and in 


The new Roebling ROYAL BLUE Wire Rope is being announced simul- 
taneously in 28 business papers. All of your customers and prospects will read 
about it and want to learn the whole story. Be ready... get full information. 
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IN YEARS! ...ROEBLING ANNOUNCES 


BLU E- 


STRONGER | 
THAN YESTERDAY'S 
STRONGEST! 


DOUBLES-SERVICE LIFE! 


EVERY STANDARD CONSTRUCTION with an independent 


wire rope core. 


e Roebling guarantees ROYAL BLUE Wire Rope to be 
at least 15% stronger than any standard rope of the same size 


and construction formerly available. 


e Roebling ROYAL BLUE Wire Rope has unequalled re- 
sistance to impact, crushing, abrasion and fatigue...its long 


life on the job means dollar savings no one can afford to miss. 


FOE Ee Li — 


Subsidiary of The Colorado Fuel and fron Corporation 
JOHN A. ROEBLING'’S SONS CORPORATION, TRENTON 2, MW. J. eaanmcHes: ATLANTA, 934 AVON ave. + BOSTON, 61 SLEEPER GT. « CHICAGO, 6626 


we T RO. + iz sf NIA AY . EVELAND, 132256 LAKEWOOO HEIGHTS GivO. + OENVER, 48601 4JACKEOW SC * onreo 


7 
£6, 6340 €. HARBOR ST. + NEW YORK, 19 RECTOR GT. + COEEEA, TE 
“ Te GT. + SEATTLE, POO 1ST AVE. BS. + TULGA, 321M. CHEYENNE ST CF 
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. 


Pour 


hut the things we’ve been able to 


do “for you,”’ to build your sales of stainless steel valves and 
httings idd up to one oO} the. most complete programs In the 


industry. Nat nal publicity through a wide awake public relations 





staff; wide use-of trade, journals on egular basis; product literature 
covering every phase of the items you sell; personal contact 
through field re presentatives and valve clinics; technical arth les to buile 
product preference; direct mail to keep punching; and now 
met! | ent nev i 1M I paifl ti rik ul ' 

through your | | distributor.’ There’s no doubt about it 

vhen vou sell Cooper Alloy stainless steel valves and fittn 
you've not only got the best product in the market 
‘ now | e that ¢ body s.ben told al t it 
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SELLS BAY STATE WHEELS! 


Quality cutting tools boost production and cut costs only if they 
are kept in quality condition! 

For single point tools or complicated cutters . . . steel or carbide .. . 
there is a BAY STATE wheel to keep quality high and cutting 


performance at peak efficiency. 


All your meal working customers need these quality tool-grinding 


wheels. It will pay you to investigate handling our com plete line. 


WRITE FOR DETAILS ABOUT BAY STATE'S DISTRIBUTOR PROGRAM 


. . Here are top tool-conditioning 

specifications in “Wheels of Progress” 
. well over 150 of them! 

This is a typical piece of BAY 





STATE literature, one of many, 
full of useful engineering data 


for your customers and prospects. 


Practical literature, a Distributor Training program 
in the factory and field, and top-flight “On-The-Job” 
engineering service by abrasive experts . . . all mean 
bigger profits for you from selling the complete B 
STATE grinding wheel line. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses—Bristol, Conn.; Chicago, Ill.; Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Po. 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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Here’s why RB&W distributors 


find more profit in fasteners 
Four good reasons to stock... and sell...RB&W 


foundation 


STEERING PROSPECTS TO YOU, hard-working RBAW cam- 


naigns in 14 business publications are still first in the field. 
Ihe name, product features, and breadth of line reach your 
prospects on a year ‘round schedule. FORTUNE, STEEL, 
IRON AGE and ELECTRICAL MANUFACTURING 


are among the publications working for you 


INDUSTRY'S BROADEST LINE includes cap screws, all types of 
nuts, rivets, machine, carriage and lag bolts. Allows you to 
meet all customer requirements easily and exactly. RB&W’s 
cold-forming of heads and threads, heat treating and com- 
plete quality control provide uniformity, accuracy and hold- 
ing power — insuring customer satisfaction. 


RBA 


NO SPILLAGE OR BREAKAGE eats into your profits with these 
new stronger RB&W packages (corrugated in larger sizes). 
Upside-down boxes (another RB&W first) with oversized 
labels speed handling, double as displays. Standard case 
quantities (now for cap screws too) make stock handling 
easier. Just one more way RB&W helps you. 


AT YOUR FINGER TIPS is the complete fastener story in 
RB&W's illustrated catalog. Double-tabbed to make fact- 
finding easy, protected by a heavy flexible cover, this hard- 
working sales aid is yours for the asking. Write to the 
Russeil, Burdsall & Ward Bolt and Nut Company, Port 
Chester, New York. 4.13 


RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants af: PORT CHESTER, N.Y CORAOPOLIS, PA. ROCK FALLS, ILL; 


LOS ANGELES, CALIF. Additiona! sales offices of: ARDMORE (PHILA.), PA, 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles egents at: NEW ORLEANS, DENVER, SEATTLE. Distributors from coost to coast. 
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YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


It’s good business to buy through your local Industrial Supply 
Distributor. 





His personal interest in your welfare, knowledge 








of your requirements and nearby location plus his large and 











diversified stock of quality products enable him to fill your 


needs with speed, reliability and economy. 


am. 


Buying through your Industrial Distributor simplifies pur- 


a 
TT th | 
1 


ant 


chasing, saves time, saves shipping costs, saves correspondence 
and multiple paper work. 


\ 


Keep these big plus values in mind 


when you need dependable Starrett products. There’s a 


\\\\ 
NN 


Starrett Distributor near you always ready, willing and able 


A\\\' 
\ 


\ 
\ 
\ 


to give you prompt, dependable, quality service. 


STARRETT DIAMOND JUBILEE 1880-1955 
Commemorating 75 Years of Selling Exclusively through Industrial Supply Distributors 


This Ad Now Appearing in Leading Trade Papers and The New Starrett Catalog 





INDUSTRIAL 
DISTRIBUTOR 


MECHANICS HAND MEASURING TOOLS AND 
PRECISION (INSTRUMENTS © DIAL INDICATORS 


STEEL TAPES © PRECISION GROUND FLAT STOCK 
HACKSAWS BAND SAWS ond BAND ENIVES 


PROMPT DELIVERY is a specialty of your industrial supply 
distributor. Working from large and diversified stocks 
and geared for fast delivery, he can put in your hands in 
hours tools and materials that would take days or weeks 
to procure from other sources. Buying through your dis- 
tributor saves costly delays, annoying inconveniences . . . 
puts the resources of the nation’s leading manufacturers al- 
most as close to you as your own warehouse and tool cribs. 


DEPENDABLE SERVICE is the aim of your industrial supply 
distributor’s sales and service organization. Whether 
you order by phone, or talk to a saiesman on one of 
his frequent visits to your plant, you are dealing with 
an experienced supply specialist who knows your prob- 
lems, needs and buying practices. Distributor’s salesmen 
are factory trained, many are specialists in particular 
product lines, available and fully qualified to assist you 
in choosing the right tools or materials for any job. 
Factory representatives, like the Starrett sales and serv- 
ice organization, work side by side with your industrial 
distributor's salesmen. 


QUALITY PRODUCTS backed by names you know and 
trust are the stock in trade of your industrial supply 
distributor. With your best interests in mind he carries 
preferred lines which offer you the greatest value and the 
widest choice. Buying through your distributor assures 
you of dependable quality without time-consuming test- 
ing or experiments . . . saves the expense of maintaining 
large inventories . . . lowers purchasing costs by simpli- 
fying ordering, checking, bookkeeping. 


THE L. S. STARRETT COMPANY + ATHOL, MASSACHUSETTS, U.S.A. 











Thermoid Conveyor Belting 
cuts your handling costs 


There’s a Thermoid Conveyor Belt designed to lower your costs on 
every type of materials handling job. Each is best suited for the 
particular type of service recommended. Here are 3 selected from 
the complete Thermoid line: NEOPRENE—built especially for condi- 
tions where heat and oil are encountered; THERMOGLAS—designed 
for use where belt is exposed to temperatures of 275° to 350° F.; 
RUFFTOP_Thousands of irregular gripper points guide smooth 


NEOPRENE 


surfaced articles up inclines to 35 

Thermoid’s exclusive impregnation process welds carcass and cover 
into an exceptionally strong, durable belt. Finest quality reinforce- 
ment and specially compounded rubber stocks assure long life, less 
down time, lower handling costs. Your Thermoid Distributor carries 
a full line of Thermoid Conveyor Belting, Hose and Multi-V Belts to 
meet your most exacting requirements. He maintains complete stocks 
and can give you fast service. If you prefer, write direct. 


THERMOGLAS 


Mr. Distributor: Thermoid “built-for-the-job’’ mechanical rubber products can 

help you increase your sales to all industries. You can always rely on Thermoid 
» and the complete cooperation of experienced Thermoid Sales Engineers 
their intimate knowledge of industrial rubber problems 


= 
hermold 





RUFFTOP 





wes 





__ FHP, & Multiple V-Belts « Wrapped & Molded Hose 


e a 


Thermoid Company « Offices & Fa Dr ‘ ler 
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— UP 


Bigger volume on Hand Tools 


It’s simple to rack up quantity orders when you push the 
Blackhawk line. That’s because plants find Blackhawk 
Hand Tools stand up best under continuous assembly line 
use. Also, they have extra, work-speeding utility. 

Blackhawk is now the source for a COMPLETE LINE 
of hand tools — designed with industry in mind. 


Porto-Power prospect 


industrial distributors are doing big business 
selling a kit of ““Porto-Power” equipment for 
every maintenance crew. But your “Porto- 
Power” business doesn’t stop there! Tool en- 
gineers use these “Porto-Power” components 
for jig and fixture work, creating single 
orders totaling thousands of dollars for men 
like you. 

Every department is a gold mine for 
“Porto-Power” business. It’s ordered by 
methods men, safety engineers, laboratory 
—_~ field service managers, contrac- 
tors many other hot prospects. Only 
Blac Showh builds “Porto-Power.” 
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The most complete line 
of Hydraulic Jacks 


— and they're full of talking points and extra 


Pipe Benders for all electricians advantages for industrial and construction 


men. New low prices on popular models help 


Plant electricians and electrical contractors are making this make you the winner in any competition. 
the most popular line of pipe and conduit benders and a rich 

source of volume for distributors. That's because Blackhawk ie 4 ‘ 

benders are more portable, handier, faster and make the crew (= 


a happy one. ; ee 
Take a tip from 

“blue-chips”! 

other ips ! 

Volume and profits cause many of 

[!sTsuToRs boost their Blackhawk sales 35 to 60% by mak- ino dementia ennetnamaies tenon 

ing Blackhawk a KEY line in their plans. Newer outlets distributors to rate Blackhawk a 

show increases up to 200%. And with the profit structure on Major Key Line. All of these sales 

this line — that’s big money. Every customer you have is a opportunities are yours under a pol- 

prospect for something made by Blackhawk . . . and you get icy consistent with the highest ideals 
effective promotion that helps you tell everyone in your terri- of the Industrial Supply f : 

: ) ) raternity. 
tory about these unique products. So — bank on one source omy : “ 
for all lines represented here and you'll conserve sales effort, Here’ 
cut handling costs and really stack up the profit. pe ha Ter sant We 


Catalog H-201 on 
Blackhawk 


LACKHAWK “ 


HYDRAULIC EQUIPMENT « « « HAND TOOLS 


Products of Blackhawk Mfg. Co., Dept. M-1745, Milwaukee 46, Wis. 
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Pioneers— 
A CENTURY AGO.... 


FROM MILL SUPPLIES 
1823 
» 


ee ae ‘a WATSON-STILLMAN 
bodies 1863. Weten Sine HYDRAULIC FITTINGS 


pioneered in the manufacture of 
; é MADE FROM SOLID FORGED STEEL 
f 
equipment for services at high FOR HIGH PRESSURES 


pressures. The extensive experi 
ence of Ww-S engineers in the 1 much care cannot be taken mm the selection of 
: : " : hydrauke St0mgs. You de not want to take down « line 
practical application of hydraulic i pepe to replace defective fetin-s when the neoces 
engineering principles was sub- tates a full ot partial shutdown of your plant. Watson 
" Stilleuan fittings are tested far beyend thew rated strength 
sequently applied to the many vd we you segamet this loess and annoyance We 
facture of Forged Steel Fittings build everything mecessary to the installation of hydrauli 
systems from pipe te press. Our experience of nearly 


The above advertisement from a JO veces ts ot yous Geen 
“Mill Supplies” issue of 32 years Webs fer cotelag 





ago is proof of how even then 
we brought Watson-Stillman 
Forged Steel Fittings to the atten- 
tion of the industrial distributor eumaciiing 
The steady growth of Watson- 


Stillman Fittings Division is a trib- THE WATSON-STILLMAN CO. 


ute to the quality of its products 198 Fulton St., New York 
ond the resourcefulness of its a Philadelphu: Widener Bidg CHICAGO, McCormick Bldg y 


distributors. 














Through continuous active product development, today’s line of W-S 
fittings includes, in addition to the standard Screw-End and Socket- THE 
Welding Forged Carbon Steel Fittings, a wide variety of Stainless and 

Alloy Steel Fittings for corrosion and heat resistant pressure piping. WATSON- 


Recently, new 3,000# Forged Steel Unions and a new line of 150 lb. 
Stainless Steel Fittings were added to our line to meet the needs of STILLMAN 


‘ LINE 
Watson-Stillman can also supply special fittings for exceptional service 
conditions or for unusual fabrication techniques. 
W-S engineers are alert to the growing trend to higher operating 
pressures and temperatures in process industries and power plants. You 
can be sure the Watson-Stillman Fittings line will always be up-to-date. 





and Still the 


TOP Distributor Line! 


Today the Watson-Stillman Fittings Division 
is a leader in distribution, and its products 


are a respected major line among distribu- 


tors in every way... 
.in design and manufacture 
. in extensive product end-use 
...in serviceability and dependability 
...in packaging 
...and in margin of profits 
Of equal importance to the distributor is 
the Watson-Stiliman advertising and sales 
promotion program — designed fo stimulate 
product acceptance and increase sales for 
W-S distributors. Promotional literature; reg- 
ular direct mail letters to fittings customers 


and prospects; slide presentations to aid 
distributor salesmen; informative technical 
bulletins and catalogs—and attractive, hard- 
hitting, 2-color advertisements in leading 
petroleum, chemical, power, general indus- 
trial, purchasing and distribution publications 
—these are the Watson-Stillman Fittings Divi- 
sion Sales Tools. 

Our distributors can look forward to a 
growing market for W-S Forged Steel Fittings 
and increased effort on the part of the Divi- 
sion to aid the distributor. Watson-Stillman 
Fittings Division’s past record—and its present 
distributor policy — tell why the Watson- 
Stillman line ranks today as the top sales 
line among leading distributors. 


4 


WATSON-STILLMAN FITTINGS DIVISION 


- 
. 
: 
° 
= * POST (Omran: me 


H. K. PORTER COMPANY, INC. 
Roselle, New Jersey 
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Wood Screws—Phiillips or Slotted; flat, round, 
and oval in steel, brass, silicon bronze, aluminum 
and stainless steel; sizes 3/16” No. 0 to 7” No. 
30. Machine Screws—Phillips or Slotted; round, 
flat, oval, truss, fillister, pan. Stove bolts — 
slotted steel in round and flat head styles. 


Packaging: Wood Screws and Stove Bolts in at- 
tractive, new, confusion-proof, soil and moisture 
resistant green boxes with easy identifcation 
label. Bulk screws packed in indestructible steel 
cans with replaceable lids. Your order quickly 
and accurately filled. 


Write for free color label chart, package stock 
guide, bulk stock list. Box 1360-D-2. 


SCREW, COMPANY 


STATESWILLE ° NORTH CAROLINA 


WOOD SCREWS @ STOVE BOLTS 


MACHINE SCREWS @ A&B TAPPING SCREWS @ HANGER BOLTS @ CARRIAGE BOLTS 


FACTORY WAREHOUSES: NEW YORK, N.Y. © CHICAGO, ILL. «© LOS ANGELES, CAL. © DALLAS, TEXAS 
Sold Throwgh Leeding Wholesele Distributors 
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In Pittsburgh’s Newest Housing Project... 





274 miles 


Complete gas, heating and 
waste systems at St. Clair 
Village served by SPANG CW 


Modern housing developments in mar 
t { the city are providing wonderful 
new low-rent homes for Pittsburghers as 
popuiat increases and slur 
reate the need for more living q 
Recently lair \ 
| ,089-unit project on Pittsburg! 
The Pittsburgh Ho 
naturally wanted the be 


completed is St. ( 


4 
South &S le 
Authorit 

in the construction 
~~, to ins 


| waste | nes 


ure 


OF 


of Spanc CW Steel Pipe were installed to 


provide these important basic services 
throughout the entire project. 

This is another example of Spanc CW 
acceptance as being a top-quality product 
That's because Spanc CW Pipe is quality 

trolled throughout its entire manufac 
turing steel is 


use d 


during lormuing.... 


Only top-grade 


process. 


close control is maintained 
the finished pipe is 
doubly-inspected before shipment. 

This special care gives Spanc CW that 
lividend that CW 


cut, bend, thread and weld . . 
faster installation .. . Keeps 


makes SPranc 


extra 


lower... provides users with 


lependable top-quality service 
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CW STEEL PIPE 


lake time next time you specify pipe 
yur local Spanc Distributor and 
get SPANG CW Steel Pipe. Cash in on 
these Spanc benefits! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Soles Office: Two Gateway Center, Pittsburgh, 
Pa. District Soles Offices: Ationta, Boston, Detroit, Houston, 
Los Angeles, New York, Philodeiphia, Pittsburgh, St. Louk 


see Vi 








WHITMAN & BARNES 


DRILLS - REAMERS - COUNTERSINKS 
COUNTERBORES - CARBIDE TOOLS 
TOOL BITS - SPECIAL TOOLS 


40010 PLYMOUTH ROAD e PLYMOUTH, MICHIGAN 


NEW YORK 4 CHICAGO - LOS ANGELES a ATLANTA 


a oy quality 
































High in Customer Acceptance 


-++ Repeat Sales 


Whitman and Bames offers a tool for every conceivable 
drilling and reaming operation. The high quality of their 
extensive line, combined with customer acceptance, means 
high sales potential for you. Three big reasons stand out as 
to why W & B tools are tops in customer acceptance. 


1. high quolity standards in all tools . . . long 
and trouble-free service life. 


. leeder in tool development . . . pioneered in the 
use of carbide tools. 


3. high production performance on every operation. 
Your best bet always is to stock and recommend Whitman 


and Barnes tools. With ample stocks you can also take advan- 
tage of many repect scles. 





HIGH SPEED CARBIDE HIGH SPEED HIGH SPEED 
STRAIGHT SHANK MASONRY STRAIGHT SHANK COMBINED DRILL 
CORE DRILL ORNL JOBBERS' ORILL AND COUNTERSINK 2 4 
| 
ah 
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{Won hun, en hen, hen hen Bes hen en Be, be Bes es he? 





ine that sells! 








Backed by 
Aggressive Advertising 


Your selling efforts are backed to the hilt by aggressive 
advertising and sales promotion. Media used to assist dis- 
tributors in getting sales includes: 


Advertising in Leading National Trade Magazines 

Literature and Catalogs Covering the Entire Line 

Charts, Signs, Decals, Exhibits and Displeys For Distributor Use. 
Stock and sell Whitman and Bames tools. You can depend on 


high quality, customer acceptance, repeat sales and all the 
sales tools you need to help you sell. 
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LUERIPLAT 


SALES TOPICS 


APRIL 1955 





WE ARE PARTNERS IN PROGRESS 


The 50th Anniversary of the Industrial Supply Associations — the 20th year for 
LUBRIPLATE and the 85th year of its manufacturer, Fiske Brothers Refining Company 
presents a rather unusual opportunity to express our high esteem for Industrial 
Distributors who played such an important part in building our business We are 


I 


onl 


te 


a 
: 


among the leader 
played an import 
he 
4 


roud of our Industrial Distributors and have always maintained that we are in 


iness together we look upon them as an important part of our organization 


e and value of industrial distributors to industry in general is more 
in ever, parti y from a standpoint of product availability and 

large portion of our distributors are industrial supply houses who main- 

soverage throughout industry A number of these distributors who are 

s, took on the LUBRIPLATE line twenty years ago. These d—timers 
nt part in getting our business rolling toward the succe 


a 
oys today t most certainly represents a record of real teamwork 


finds LUBRIPLATE lubricants well known throughout the United States, Canada, 
y foreign countries The marketing of LUBRIPLATE lubricants by hundreds of 
itors has proved of great satisfaction, due as much to the aggressiveness and 
>y of LUBRIPLATE distributors as to the merits of the product itself. It is 
fact that no company can boast of a continuous record of 85 years unless 
yy toward distributors is based on fullest support and cooperation. 


»ne over the dam since the marketing of LUBRIPLATE through 
rs was first started. Today's marketing conditions demand the 
most in "know-how" of products and consumer service. Good distribution of time 


ssted products of merit, backed up by strong advertising and the utmost effort in 
istributor support has made LUBRIPLATE an outstanding success. 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Newark 5, N. J. Toledo 5, Ohio 
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WHAT THEY SAY ABOUT LUBRIPLATE 








THIC LUBRICANT 
EXTENDED 
BEARING LIFE 
50%" 


—says REPUBLIC AVIATION CORP. 
Makers of the famous F-84E THUNDERJET 











VV “Underactual tests, LUBRIPLATE 


extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years 


MORE EFFICIENT OPERATION 


f: > 


NO SHUT- “DOWNS 
WITH LUBRIPLATE” 


—say HENRY & WRIGHT 
of Hartford, Conn. 





“YIBRIPLATE, 
/ 
THE OUNCE 

4 ae 2 
PREVENTION 


says 
VULCAN IRON WORKS, INC. 











2 


“While waiting for delive ~ 
one of our 25-ton Dieing 
chines to do a particularly heavy job, 
a customer was trying to start produc- 
tion of a 10-ton machine. Even though 
it was lubricated with a conventional 
grease every eight minutes, the machine 
had to be shut down for bearings to 
cool during each coil run. Then, on our 
recommendation, he changed to a 
LUBRIPLATE Lubricant. With but two 
applications of LUBRIPLATE a day, the 
machine operated continuously except 

during change of coils.” 








of Chicago, Ill 





—a leading manufacturer 
of pile driving and 
extracting equipment 


“For many years we have used LUBRI- 
PLATE Lubricants for shop assembly, 
and have recommended them to our 
customers through your LUBRIPLATE 
Tag Plan. Our experience shows that 
if the proper lubricants are used from 
the beginning, there are fewer prob- 
lems and parts replacements later. We 
consider LUBRIPLATE to be the best 
possible ounce of prevention.” 

H. G. Warrington, Vice-Pres. 


. REDUCED MAINTENANCE COSTS 











‘ D 


~~ 


THe LUBRICANT 
SAVED UC 


'2,008°16 
IN SEVEN MONTH¢’ 


—says THE BROWN COMPANY 








Quality Paper Makers of Berlin, W. H. 
ey 





“During a seven-month period 

before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we used a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LuUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84." 


f P 


“THIS LUBRICANT 
ENABLED Uc 
TO INCREASE 
PRODUCTION” 


soys—PITTSBURGH TUBE COMPANY 


“THI LUBRICANT 








S 





“Our 70,000 pound Draw 
Bench was designed to operate 
at a maximum of 80 feet per minute, full 
load. We decided to increase the drawing 
speed on lighter tubing to 100 and 104 
feet per minute. This overloaded the 
Speed Reducer, however, causing it to 
overheat. We tried four different makes 
of oils without success before trying 
LuBRIPLATE A.P.G. 90. With Lusri- 
PLATE, we are able to pull heavier tubing 
than before at 104 feet per minute with- 
out the Reducer overheating.” 
R. S. Vorous 
Maintenance Engineer 


CUT BEARING 
REPLACEMENTS 
OVER AD% Ww 








a3 


soys—HANOVER BUILDING 
SUPPLY CO. of Hanover, Pa 


“Before using LUBRIPLATE, we replaced 
the wheel bearings in over 50% of our 
trucks each year. Since using it, bearing 
replacements have dropped to leas than 
10%. We have also been able to increase 
periods between chassis lubrications from 
500 to 2000 miles. We are very happy 
over our change to LUBRIPLATE, and 
heartily recommend it to fleet operators 
interested in saving money.” 
HANOVER BUILDING SUPPLY CO. 
C. O. Albright, Pres. 


IS SECONDARY 





QUALITY COMES FIRST COST 
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HARD-HITTING, 2-COLOR ADS 


- FREE, PERSONALIZED, AWARD-WINNING 
DIRECT MAIL CAMPAIGNS 





'NYB&P produces, imprints, addresses and mails 10 of these inquiry- 
getting mailing pieces each year—in the name of the Distributor—to 
every name he supplies. The Distributor is relieved of all details... 
pays only the postage, 2'<¢ per piece! 
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SEPARATE, COMPTETS,_INFORMATIVE 
CATALOGS for each line 2 OF NYB&P p products: 


Gilmer ‘Timing’ Belts 

Gilmer V- Belts 

NYB&P Conveyor & Elevator Belting 
NYB&P Packings 

NYB&P Steam Hose 

NYB&P Transmission Belting 

NYB&P Air Hose 

NYB&P Water & Water Suction Hose 


NYB&P Oil & Gasoline Hose 
NYB&P Fire & General Industrial Hose rd 


"af 


also ATTRACTIVE CALENDARS, INGENIOUS DEMONSTRATION KITS 
AND PRODUCT SELECTION AIDS, WALL CHARTS, SALES GUIDES, 


COUNTER DISPLAYS, DECALS, etc. 


: 


tt 


HTT 





\ AND ABOVE ALL, an unmatched background of 109 years’ experience in 
developing and producing top-quality Industrial Rubber Products. 


Bie > (Ge) “TIMING” BELT DRIVES & V-BELTS 


} NYB&P INDUSTRIAL RUBBER PRODUCTS 








) America’s Oldest Manufacturer of Industrial Rubber Products 
77 
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Black & Decker 7-inch Standard 
Sander has 20°, more power, 


yet weighs 20% less! $70.00 

















NEW Tools with NEW POWER help 
you build more Black & Decker Sales! 


Show them the superiority of Black & Decker 
Tools, and they’ll show you their money! For 
full information on all the new B&D Tools, see 
your Black & Decker salesman. Or ——-—. 


Check over the brand-new, more powerful Black 
& Decker Tools shown on these pages! Every 
one’s a sure sales builder! Why? Because in 
every one, Black & Decker has packed the power 
of famous B&D-built motors, specially designed 
for the tools they drive. In every one, you'll find 
precision Black & Decker parts made to /ast 
through years of use. And every one has been 
designed to be the most compact, most versa- 
tile and the most easily handled tool for the 
job to be done. 


Point out these features to your customers. 


amma! ms |) 


For neorest branch, 
see “Tools-Blectric” 


write: THe Brack & Decxer Mrc. 
Co., Dept. 2404, Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


@ Black& Decker: 


PORTABLE ELECTRIC TOOLS 








ROCKWELL DELTA 
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New Delta 14” Drill Press Line 


Again Delta sets the pace with the most 
outstanding line of 14” drill presses ever 
offered--at no increase in price. Eleven 
excitihg new features—-Floor Models, 
Bench Models, Multiple Spindle Set-ups 


New Delta Portable Radial Saw 


The first truly portable radial saw—the 
saw builders and maintenance men need 
want, and are buying! Combines true radial 
saw accuracy and versatility with real 
port ability 














New Delta 11°’ Metal Lathe 


Five years of intensive development cre- 
ated the finest 11°’ metal cutting lathe 
anywhere near its price— with safety, pre- 
cision and convenience features found in 
no other lathe at any price! 


New Delta Power Feed Unit 


Converts Delta 12” Tilting Arbor saw 
into the lowest priced power rip saw on 
the market! A real sales-builder, opening 
up countless new markets that competi- 
tion can't touch 











New Delta Long Bed Jointer 


New capacity, safety and convenience. 
Most practical, most saleable, 6’’ jointer 
ever built because it was designed to give 
jointer users (your customers) the fea- 
tures they told us they wanted. 


New, Improved Delta 8” Jointer 


Smoother, faster, safer for heavy duty serv- 
ice. Full 60’ long bed, individually ad- 
justable tables, and many more Delta 
Quality features for easier, more profitable 
sales. A real production machine. 





of 


PROGRESS REPORT: 


DELTA MOVES EVEN FARTHER OUT 
FRONT WITH 6 BASIC PRODUCT 
INNOVATIONS IN 12 MONTHS! 





More than ever, DELTA is 


—The most COMPLETE 

—The most VERSATILE 

—The most WANTED 

—The most SALEABLE line of 


power tools in the world! 





IT’S A MATTER OF RECORD—on the books of 

many industrial distributors—that when 

DELTA Rockwell-built DELTA quality and acceptance 

are backed by dealer service of equally high 

DELTA QUALITY quality, the result is always larger and more 


profitable sales. Rockwell Manufacturing Co., 


COSTS NO MORE ; 
634-D N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS... Another Product by ROCKWELL 


© 
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P&H Hand P&H Jib Cranes 
Chain Hoists 











eres Mews / Now you can sell the new 


Yiu Zip Lift Special wire rope hoist 
at electric chain hoist prices! 


( ‘YOMPLETE, advanced, competitive, with ten feet of lift. Lifts of 14, 18, and 
4 — that’s the description of the P&H 20° supplied at slightly higher cost. 
Hoist line. Now, with the new P&H Zip- Be the first to get on the ball with 
Lift Special you can sell on a price basis this new money-maker. Get your first 
— and give your customers P&H quality, order in stock by using the coupon 
too. below. P&H Hoist Division, Harnisch- 
Just think of the job you can do with feger Corporation, 4683 West National 
the price structure on the opposite page! Avenue, Milwaukee 46, Wisconsin. 
You can actually sell these electric, wire 
rope, fully-automatic hoists at less than 
electric chain hoist prices! eeanmnnmwnmnw= TEAR OUT COUPON AND MAIL TODAY! manna nce: 


Every rope control Zip-Lift Special has See ale. vite 


two disc brakes. Every one is equipped 





Harnischfeger Corporation 
4683 West Nationo!l Avenue, Milwaukee 46, Wi wn 


Gentlemen: The new P&H Zip-Lift Special sounds 
like a hot seller. Send me my first order, as follows: 


Capacity Number Ordered 


250 Ibs. 
500 Ibs. 
1000 Ibs. 
2000 Ibs. 


HARNISCHFEGER 
he ae 8 Line 
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FOR 45 YEARS... 
OUR "KNOWS" IN EACH 





In the 45 years we’ve been in business with our conviction that selling Allen products 
Industrial Distributors, we’ve seen a great exclusively through Industrial Distributors 
many changes ... in your business and in is the soundest way of remaining the leader 
ours. But one thing stays solidly the same: in the Socket Screw Industry! 


PRESENT 


Allen’s first product — the 
famous Allen Set Screw 


Improved Set Screws, Cap Screws by 1916, Pipe 
Plugs in 1926, Dowel Pins added in 1938 and 
MACHINERY -- 1910 Allenuts in 1946. Today .. . a complete line of 
precision fasteners. 











MACHINERY -- 1966 


In 1955 . . . 200 adver- 
tisernents in 25 top in- 
dustrial magazines. 


























The very first Allen advertisement in a 
trade magazine. 





FUTURE 


A Building Committee is now developing that in the future Allen continues as the 
plans for a new Allen plant to make sure “Number One Name” in Socket Screws. 


Y 














INDUSTRIAL DISTRIBUTION © APRIL, 1955 





WE'VE BEEN PUTTING 
OTHER'S BUSINESS! 





Everything Has Changed Except Allen's Sales Policy. 


Oldest In The Socket Screw Industry... Same Today As 1910! 


—, 





_————S 
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eager and intelligent yr he- nag mablshed by the ¢ “ founder in the year 1910: ty has been 
that prompt ’ on-t ty ted ty end Geenataned Gamab @e oan geite frum 0 coment ALLEN edestemens & 
consumers 
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n-the-gro 


needs requires 
- inta icy & 19 adhere t crits ch authorsed dutnburon im recagne 
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SELECTIVE DISTRIBUTION 
ALL . ~ ry 4 , ad 
RESALE PRICES 


ALLEN pubbuhes 
REPRESENTATIVES 
wet ALLEN “in 
ADVERTISING 
We back ' bw 
TODAY DISTRIBUTOR HELPS 


ee eee eee n eee nnenenneennnnnenne= > 


It will be worth your while to take a eg ane 
close look at Allen’s Sales Policy. 
Note particularly the two paragraphs " 
headed PROTECTION and SELEC- a e-— sf 

TIVE DISTRIBUTION. Allen’s Sales ae aa aaa eee 
Policy .. . unchanged since 1910... 

has been an excellent bond of friend- 4 XT hon 
ship between Allen and hundreds of Seles Manage 
leading Industrial Distributors. a ee 


NON . STOCKING DISTRIBUTORS 








We'll be seeing you at... 
Booth No. 312 


Industrial Supply Convention 
Cleveland, Ohio 


— ALLEN 


MANUFACTURING COMPANY 


Hartford 2, Connecticut 
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THE MOST FLEXIBLE of the standard six-strand hoisting ropes is needed 
t ad sne—that's Tiger Brand 6 x 43 Filler Wire Rope. A tough 
independent wire rope core resists heat and adds strength. 


or thes 
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THE MOST WIDELY USED of all 
Tiger Brand Hoisting Ropes is 6 x 25 
Filler Wire Rope, used on this mobile 
yard crane. This rope has high strength 
and good resistance to wear and fatigue 


FITS THE JOB! 


WHETHER YOU NEED a wire rope for a ladle crane, 
a yard crane, a skip hoist, a winch, a sling, a guy 
line, or any other job, you will find a Tiger Brand 
Wire Rope that’s especially suited to the job. 

Both the inside and outside of every Tiger Brand 
Wire Rope is made for a particular type of service. 
Take a ladle crane for example. Its hoist rope slaves 
away over a white hot steel furnace day after day. 
A strong, tough, heat resistant core is needed. For 
that reason, Tiger Brand Ropes for this service 
are built with independent wire rope cores. 

These ropes must be flexible too, so the strands 
are formed from a large number of wires. This en- 


ables them to flex and bend easily, repeatedly, with- 
out danger of fatigue failure. 

Other ropes need completely different properties 
Quite often, a fiber core is preferable to any other 
type. Sometimes the outside wires must be unusu- 
ally heavy gauge to withstand abrasion. And then 
there’s the matter of lay, and preforming, and the 
grade of steel. Every rope job is special. If you are 
ever in doubt about which rope is best for a job, 
about how much service can be expected from a 
rope, about how to increase service, call in a Tiger 
Brand Wire Rope Engineer—he knows the answer 
Just call your Tiger Brand Distributor. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - 


TENNESSEE COAL & 1RON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Excellay Preformed 


Ti. on oe an ae» 


ie oe. ae ae 


Ss & # | 
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7 CHICAGO-LATROBE 


the Line of 
top performance , 











Distributors 


there’s a three-way advantage to you when you handle 


CHICAGO- LATROBE Drills and Reamers 


rs start with an advan 

t is the same advantage 
hant who sells top quality 
Diy important in Drills 
“consumed” tools, 
ustomers with the 


eage possible from 


m YOU eGGh THE BETTER TOOLS... 


nit, “ 
ae 


Chicago-Latrobe Drills and Reamers have this needed 
extra quality built right into them. It’s in the specially 
selected steels from which they are made. It’s in the 
engineering skills that go into their design. It's in the 
improved manufacturing processes employed at 
Chicago-Latrobe’s vast plant. All this care just natu 
rally results in better performance on the job and 


in repeat orders to the distributor who sells them 


you OFFER THE BETTER SERVICE... 


the “on time” delivery 

portant—so much so, 

1 fundamental part 

re determined that our 
the tastest service poss 


slways be able to do 


ting problems, a good 


bit more is needed in “service.” Service now must 
include engineering advice on tough production 
problems. Chicago-Latrobe meets this need by 
keeping a group of trouble-shooting “Service Engi 
neers” available to work with distributors on drill 
ing and reaming jobs. These men give Chicago 
Latrobe’s Distributors one more big advantage in 
selling. AND. 


a’ You GET STRONG ADVERTISING SUPPORT... 


3 1g iwtrobe back $ distributors with an 
ndir . f 50d ¢ promotior 1 helps Ads in 17 
tell your quality-service story 


lants everywhere. Catalogs 


butor mailers are avail 


- f) 


rile Will S Spl (nition Clneleud! 


ble in abundance. Publicity releases on new prod- 
ucts are appearing regularly in the journals your 
customers read. Chicago-Latrobe gives you quality 
and service plus promotional activity for present 
customers and new prospects. 


IG 1920 


tiie VcloRiW Wa fe) :]3 


DOUBLE CIRCLE 
TOOLS 


. REAMERS . S°2'S Bes £25. 8S) . 
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T Sarco Thermodynamic 
Valve 


i 


“ 


densate, Cat. 255-A 


D sar Balanced 
Pressure Thermostat'<c 


head, a solid stn. st 


ving part 


. niy ™ 


e head and seat to 600 


Withstands superhest 


ster-Nhammer, corrosive con- 


es 


Sarco Floai- 
Thermostatic 


efficient steam trapping 
... throughout your plant 


With these 5 Basically Different Types of 
Sarco Steam Traps you can select the trap 
with the characteristics that match your 
specific job conditions. 





Just because a steam trap discharges condensate 
and air and closes to steam doesn’t necessarily 
mean it’s doing a good job. For maximum effi- 
ciency, a trap must also keep conditions within 
the steam spaces right for the heat transfer job 
to be done. 

For example: A Bucket Trap will work on a 
unit heater—but its discharge is intermittent. Be- 
tween discharges, condensate collects in the small 
steam space of the heater causing undesirable 
changes in air temperature. The continuous dis- 


charge Float-Thermostatic Trap will, however, 
keep the heating surface free from condensate all 
the time—insure uniform air temperature. 

That’s why no one type of steam trap can give 
best trapping results under all job conditions. 
And that’s exactly why Sarco makes 5 basically 
different types of steam traps—each with a dif- 
ferent set of operating characteristics. 


Solve Your Trapping Problems 
And because Sarco makes all 5 types — not 
merely variations of one type — you can always 
get impartial advice from Sarco, based on over 
43 years of field experience. Write to your local 
Sarco representative or to Sarco Company, Inc., 
Empire State Building, New York 1, N. Y. 


ce A R C O makes all 5 types of steam traps 
“net merely variations of one type! sun 
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Talk of the Trade 


CLEVELAND 
MONICIPAL 


IT’S THAT 


promise ft 


TIME OF YEAR: 
» myself not to ment 
the Cleveland convention, I'd | to 


iA 

fact that the Indians will not | 
ing the l'riple mecting 

nly thing that comes t 


t's ¢] 


he time when th 


) mind 
Northern 
clubs and hustle out to perfect th 
out to their Southern friends who’ve 
winter One of the pre-convention Cl 
scheduled was one between Mac England 
re gan, W. Va Dan 


ind Swander 


rRAVELING: Just about the tim 
n Cleveland, Anne Green, Cent 
hedul to hop off for a t 


Happy landing, Anne 
s reminds me that Jack Perkins 
rd from Hawaii that 1 

of course, we 


ind beach—the 


MORE GOLF: When 
Morvant (General Mill Supplies 
t th lucl After play 
was “spoiled 
ixth 
Dimitry? Sp 


} 


that 


} 
uck recenti 


Lou Lincoln (B 


With 
mn basebal 


ittent 


Dreaking 


ift 


20 


mt 


EMERGENCY: 


; 


AND GOLI 
for the 


£ iifers who've 


nd turned to 


+} 
! 


bout did, too, th 


has the answer to these first tee hagglers . . . “I'll give 
you a stroke a hole,” LOU offers, “and we'll play the 
eighteen for a nickel.” . Sam Conant (Jacobs Chuck 
has to get a new golfing cap . . . After a recent excellent 
round, Sam thanked his caddy for his help; the 
kept looking at Sam’s colorful cap and broke into 
wide smile when Sam took it off 


cadd\ 
1 mile 
ind gave it 


AGAIN: Though 
but can’t resis issing on news of th 
Steve Oakley Allen Supply, Cedar 
Steve not only entered that elite circle of 
made a hok 135-yard sixth h 
Indian Creek) but he did it with a flourish \ 
yall left the tee, he called it as 
one of his golfing pals on 
statcmen this will 


month 
ment of 


in one 
on as hi 1 hole-in-one 
the tee with 
you ymething to writ 
ling pal was a newspape 


Pay 
1 call your shot and hav 
yu 


When F. G. Phillips sta 


paged over Globe Machinery & Supply Co 


ommunications system, he doesn’t 


} 


t 
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i FAST DELIVERY ACTION—an expanding warehouse location 
plan to give you centrally located warehouse facilities, combined with 
the installation of modern IBM inventory and production controls are 


going to give you the fastest delivery possible. 


4 NEW PRODUCT ACTION—Atkins gave the saw industry many 
“firsts.” Now the years of Atkins “saw experience” are being backed-up 
by Borg-Warner’s large research and engineering staff, and you can 


expect a steady stream of new products. 


if FIELD SERVICE ACTION—teams of product engineers, capable 
and trained to help you and your customers to solve any problems, are 


now available fo serve you. 


i PUBLICATION ADVERTISING ACTION—the Atkins 1955 trade 
paper publication schedule will make over 5 million reader impressions 
with hard-working, hard-selling advertisements. Plus . . . Borg-Warner’s 
hard-hitting advertising campaign in national consumer publications. 


i” DIRECT MAIL AND CATALOG ACTION—an ever-increasing list 
of direct mail and catalog printed pieces are now past planning and 
into production. Pieces designed to help you sell Atkins products. 


t“ MERCHANDISING ACTION—Atkins’ sales department recog- 
nizes your need for merchandising material. We are preparing new 
displays, point-of-sale aids—we are producing photo slides, complete 
new mat service, sales portfolios—we are going to give you merchan- 


dising and sales promotion action. 





AT THE TRIPLE INDUSTRIAL SUPPLY CONVENTION— 
BOOTH AI16—APRIL 18, 19, AND 20... YOU WILL 
LEARN MORE ABOUT THE ACTION AT ATKINS 
AND MEET THE MEN WHO ARE RESPONSIBLE 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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4 
£6 OF RUBBER (TE: y/ 
aS EIT aa “eal 44 


LYING THE REQUIME: 
OF THE TRADE S OLIC/TED. J 4 / 


: _ 
QUALITY o£ 
A QUALITY OF PROOUCT UN1-, a py 
SORMLY GO00 ANO CAPABLE OF \ A 
QELIVERING SERVICE RESULTS : / 
THAT SHOULD REASONABLY BE | 
EXPECTED. 


f PRICE yf 
yy sence casisimowine avo \) ..,. that has successfully 


MAKING POSSIBLE AGGRESSIVE 


moorirherin ~*~ bridged the channel between 
FREEDOM ff producer and user 


FREEDOM FROM COMPETITION 

FROM A/S SOURCE OF SUPPLY. . 

r/ R DIRECT INDIRECT, 

EIINER OST GN ORS @ In 1923, Republic Rubber adopted its 


AMONG THE TRADE COVEREDBY | ff 
H/S DAY-TO-DAY SOLICITATIONS. i now-famous 5-Point Sales Policy, and thereby 


became the first Manufacturer of Industrial 


SELLING f Rubber Products to recognize the importance of the 


SELLING HELPS OF REASONABLE | Industrial Distributor. At the same time, 
AMOUNTS SO THAT HIS SALES Republic Rubber proudly became a part of 


FORCE MAY BEGIVEN THE 
ADVANTAGE OF SPECIALIZED Lee Rubber & Tre Corporation. 


TRAINING ANDAKNOWLEDGE /f 
OF THE PRODUCT SOLD. 7| there is only one path toward greater 


service to the Industrial User. That path is paved with 
the organizations of the Industrial Distributors with 
whom Republic Rubber is proud to share its name. 





Today. 32 years later, we are firmly convinced that 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN !, On'0 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 





Growth of an Industry 


OR THE PAST S! ’ \ HS, editors, along 
F with their ot ‘ s, have been in the his 
tory-writing business sults of cur efforts appear 
in a 48-page special section beginning on page 97 
Growth of an Industry: The History of a Century 
f Change in the Distribution of Industrial Supplies 
nd Equipment.” 


Partners in Distribution 


This has been a 
nly different typ« 
wocess WC 
1 get our hand 
lustrial suppli 

We al 
t of industr pe 
nings in the 20th I ry it ilt we've pulled 
ther five or six tim much detai we hav 
n able to include in and ecial section 
have hopes, wever, tl n reading the history 
your industry, " I irde ! 1umber 
ways 
or those who hav« 
here are the hig 
velopment and growth 
equipment industry—you 
This is no johnny Its roots 
extend back to the beginning of the industrialization 
of America. Indeed, mtribution our industry 
has made to America’s industrial growth and power 
In peace V i ma id i is record 


We 


who have nt their lives in this indus 
1 story that will host of fond 
ories and, perhaps, some mor rious, and not 


official” 


old-timers” 


so fond 


1, reflections. Now you n get some 
answers to the questions tl 
whenever they get together I 5 sample, try 
this one for size: Who of the 

issociations at the’ tim f the nvention on 


thy, 
th SS Noronk Wher Wad 4 )2 1927? 


At a more significant level, the pages of this special 
section recount the history of the development of 
our system of distribution. We see distributor-manu 
tacturer relations progress from a sort of running 
gucrilla warfare to a point where the two parties are 
still situations 


i ther the ch il 


partners in distribution. Sure, the 

in which it is a little hard to tell w 
acters are partners or competitors, but we're 
way from the ’90’s when vou could nam 


} 


fingers of one hand the manufacturers w 
nized” the tributor in hi 
gram. As you read throug! half century 
you can’t he! 
volume of expended 
pressed by thi normou 


made in better idustry 
50th Anniversaries 


In the building of these 
the associations have, of cou 
hey represent the organized 
the voice of thcir member the 
iations, the National Industrial Distributor 
American Supply and Machin 


sociation, celebrate their 


iation and the 
Manufacturer \ 
inniversaries this year. The Southern Industrial Di 
tributors’ Association celebrated its 50th anniversar 
1 couple of years ago. The history of the industry 
which we record here is presented in commemoration 
of a half century of service of the three association 
And, in all sincerity and with justihfable pride, we 
would like to list our own 44 years of service to the 
industry, first as Mill Supplies and then as INpus 
rRIAL DistTRIBsUTION 

lo the Associations, we say “Happy Birthday 
ind extend our best wishes for many more useful 


vears of service 


PY gt LP 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 
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On Washington 


It may seem that we t 
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ries without 


vernment spending. How 
iat no steps are being taker 
business in 1955 
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| Industrial Distribution presents — 


Growth 
of an 


Industry 


The history of a century 


of change in the distribution of 


industrial supplies and equipment 
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GROWTH OF AN INDUSTRY 


“I have but one lamp by which my feet are guided; and that is the lamp 


of experience. I know of no way of judging of the future but by the past.” 


is STRIAL pisTRipUTORS have established themselves 
is a key factor in America’s industrial economy. And, 
in doing so, they have made history. 

It is a history marked by changes. Springing from 
i variety of sources, distributors, in the space of a 
entury, have grown to be industry’s right hand man. 
They make up a $4 billion industry without which 
America could not have reached the tremendous in 
dustrial heights it has. 

Through the years of unity and disunity, growth 
ind setbacks, depression and inflation, distributors 
und manufacturers have handed down historical facts, 


mostly by word of mouth 


—Patrick Henry 


in addition, Inpusrrian. Disrrmution (and, of 
ourse, the publications from which it sprang) has 
faithfully recorded developments as they occurred in 
the industrial supply field since 1911 

From a historical standpoint, however, there has 
been a complete void so far as a written history is 

mcerned. 

It is to fill that void that I.D.’s editors have pre 
pared this special 48-page report. It is the first major 
ittempt in the industry to place in proper perspective 
the events and developments that have affected the 
Growth of an Industry.” The report traces the history 


Text continues on pag 


Presidents of the Three Associations 


SOUTHERN 


C. Bissell Jenkins 
Cameron & Barkley Co., Charleston, S. C 
C. Bissell Jenkins 


Peter E. Blow 
Southern Brass & Iron C 
Peter £. Blow 


John G. Christopher 

|. G. Christopher, Jack 

). A. Riechman 
Riechman-Crosby Co., Memph 


W. P. Simpson 

C. T. Patterson Co., Ltd., New Orleans 
S. Milner Price 

S. M. Price Co., Norfolk 

1. F. Young 

Young & Vann Supply Co., Birmingham 
joha A. Harvin 

Peden iron & Stee! Co.. Houston 
Joseph G. Belding 

Lombard iron Wks & Supply, Augusta 
Ernest Howell 


Capital City Supply Co., Charleston, W. Va 


Ges. Ht. 

Tenn. Mill & Mine Supply Co., Knoxville 
W. 8. Simpson 

C. T. Patterson Co., Ltd., New Orleans 


W. B. Simpson 


NATIONAL 


E. E. Strong 


trong, Carlisle & Hammond, Cleveland 


E. E. Strong 


George Puchta 
Queen City Supply, Cincinnat 
George Puchta 


W. M. Pattison 
The W. M. Pattison Co., Cleveland 
W. M. Pattison 


W. L. Rodgers 
Pittsburgh Gage & 
W. L. Rodgers 


Charles S. Farewhar 
Chandler-Farquhar Co., Boston 


Charles S. Farquhar 


H. W. Strong 
trong, Carlisle & Hammond, Cleveland 


H. W. Strong 
H.W. Strong 
1. B. Nicklis 


Manning, Maxwe!! & Moore, New York 
J. 0. Wickiis 
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AMERICAN 


Edward C. Hinman 
American Steam Pum; 
Samuel L. Moyer 

The Lunkenheimer 
Melvin W. Mix 

Dodge Mfg. Co 
Charles F. Aaron 

New York Leather Be!t 
john Trix 

American Injector C 
S. P. Browning 

The Ohio Valley Pu 
Willard Parker 
Pennsylvania Shaft 
N. A. Gladding 

E. C. Atkins Co 

D. K. Swartweut 

The Ohio Blower C 

C. H. Jenkins 

Moran Flexible Stear 
Farnham Yardley 
jenkins Brothers 

H. E. Dickerman 
Chisholm-Moore Mfg 
R. F. Valentine 
Boston Woven Hose & Rubber C 
Melvin W. Mix 

Dodge Mfg. Co 
George T. Bailey 


Oliver iron & Stee! C 





Presidents of the Three Associations (cont'd) 


SOUTHERN 


W. Marshall Turner 

Turner Supply Co., Mobile 

J. H. McKinnon 

Cameron & Barkley Co., Charleston, S 
Thes. 6. Hyman 

Hyman Supply Co., Wilmington 
James Biggs 

Hardwicke-Etter Co., She 

John L. Pitts 

Brown-Roberts Hdwe. ( 

George Winsdip 

Fy tan Supply Co., Atlant 

L. 4. — 
rc r Mac r 

t. c. “eeling 

Nashville Ma 

W. W. Doe 

Alabama Mach’y & 

D. D. Peden 

The Pad den Ce 

C. W. _ 

W. Va.-Ky. Hdwe. & Supe 

F. W. Glover 

Textile Mill Supply Co., C 

W. M. Given 

Young & Vann Supply 

C. C. Kruger 

San Antonio Machine & Supp 

T. W. Lewis 

Lewis Supply Co., Memph 

F. M. Archer 

Superior-Steriing Co., Bluefield, Vv 
C. A. Dillon 

Dillon Supply Co., Raleigh 
Robert S. Page 

Henry Walke Co., Norfolk 

Jack B. Dale 

Briggs-Weaver Mach’y Co., Da 
Edward F. Stauss 

Oliver H. Van Horn, New Orlean 
J. M. Bates 

Moore-Handley Hdwe. Co., Birmingha 
John B. Crimmins 

Mills & Lupton Supply Co., Chatt 
Howard Schramm 

furner Supply Co., Mobile 
Alvin Smith 

Smith-Courtney Co., Richmond 
Harry P. Lew 

Harry P. Leu, Inc., Orlando 
Harry P. Lew 


Loyd 8B. Mize 

Industrial Supply Co., Richmond 

T. J. Kenny 

S. B. Hubbard Co., Jacksonville 

Richard Alcott 

Riechman-Crosby Co., Memph 

George G. Weaks 

Weaks Supply Co., Monroe, La 

Joseph W. Pitts 

Brown-Roberts Hdwe. & Supply, Alexandria, La 
Walker L. Wellford, ir. 

J. E. Dilworth Co., Memph 

L. F. Perkins 

Henry Walke Co., Norfolk 

Ben S. Barker 

Pye-Barker Supply Co., Atlanta 

C. McDonald England 

Logan Hdwe. & Supply Co., Logan, W. Va 
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GROWTH OF AN INDUSTRY 


NATIONAL 


Crannel! Morgan 
Hardware & Supply Co., Akron 
Crannell Morgan 


William J. Radcliffe 
E. A. Kinsey Co., Cincinnati 
William J. Radcliffe 


B. H. Ackles 
The Ray! Co., Detroit 
B. H. Ackles 


B. H. Ackles 


E. P. Welles 
has. H. Besly 
E. P. Welles 


H. H. Kuba 
Hardware & Supply ( 
H. A. Kuba 
H. A. Kobo 


Harry E. Rubf 
Cleveland Too! & Supply, Cleveland 
Harry E. Rubf 


W. T. Tedd, Jr. 
Somers, Fitler & Todd, Pittsburgh 
John T. Potts 

The Galigher Co., Salt Lake City 
Percy Ridings 

yracuse Supply Co., Syracuse 
Russell C. Duncan 
R. C. Duncan Co., Minneapolis 


W. T. Ryan 


Cutter, Wood & Sanderson, Cambridge 


Charles E. Curtis 

Western Iron Stores, Milwaukee 
A. R. Smith 

Boyer-Campbell Co., Detroit 

H. V. Waterman 


Hendrie & Bolthoff Mfg. & Supply, Denver 


Carl A. Channon 

Great Lakes Supply Co., Chicago 
A. J. Glesener 

A. J. Glesener Co., San Francisco 
Charles E. Allinger 

Chas. A. Strelinger Co., Detroit 
Eugene F. McCarthy 

Beals McCerthy & Rogers, Buffalo 
Wm. M. Patterson 

Frick & Lindsay Co., Pittsburgh 
F. Marsena Butts 

Butts & Ordway, Cambridge 
Edward H. McLaughlin 

Urion Hdwe. & Metal, Los Angeles 
Ray C. Neal 

R. C. Neal, Co., Buffalo 

J. H. Ruddell 


Central Rubber & Supply, Indianapolis 


William A. Haseltine 

J. E. Haseltine & Co., Portland, Ore 
Harold E. Terell 

Syracuse Supply Co., Syracuse 

T. Gordon Vaughan 

W. M. Pattison Co., Cleveland 
Richard H. Barr 


Reilly Bros. & Raub, Inc., Lancaster, 


AMERICAN 


Charles W. Beaver 
Yale & Towne Mfg. Co 
N. A. Gladding 

E. C. Atkins Co. 
Irving W. Lemaux 
Indianapolis Brush & Broom Co 
Joseph M. Hottel 
Delta File Works 

John C. Ruf 

|. B. Williams & Son 
John C. Ruf 


Don Brisbin 
Chisholm-Moore Mfg. | 
R. B. Skinner 

Skinner Chuck Co 

D. C. Williams 

Chicago Nipple Mfg. Co 
D. C. Jones 
Lunkenheimer Cc 

D. C. Jones 

D. C. Jones 


H. F. Seymour 
Columbian Vise & Mfg. ( 


H. F. Seymour 


J. H. Williams 

J. H. Williams Co 

L. M. Knouse 

Stanley Electric Tool Co 
George H. Halpin 

Minn. Mining & Mfg. Co 
Roger Tewksbury 

Oster Mfg. Co. 

W. A. Purtell 

Holo-Krome Screw Co 

D. W. Northup 

Henry G. Thompson & Son Co 
i. K. Clark 

Norton Co. 

R. G. Thompson 

Lufkin Rule Co. 

H. P. Ladd 

National Screw & Mfg. Co 
A. A. Martey 

Cleveland File Co 

F. T. Tone 

Carborundum Co 

Robert D. Black 

Black & Decker Mfg. Co 
Theodore F. Smith 

Oliver iron & Stee! Corp 
Walter Gebhart 

Henry Disston & Sons, inc 
James G. Geddes 

H. K. Porter, Inc. 
Kenneth R. Beardsiee 
Carboloy Div., General Electric 
Franz T. Stone 
Columbus-McKinnon Chain Corp 
Ralph M. Johnson 

Norton Co. 

J. A. Proven 

Porter Cable Machine Cc 
J. Robert Kelley 

Manning, Maxwell & Moore, In 
T. 0. Vander Voort 
Clemson Bros. inc. 
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Convention Sites 1902-1955 


* Indicates years in which American, National and Southern 


Associations held Triale Conventions. In other years, the Ameri- 


can Association met jointly with each distributor association 


SOUTHERN 
memphis 
New Orleans 


Old Point Comfert 


Savannah 
St. Louis 
Cincinnati 
Richmond 
Chattanooga 
Jacksonville 
Louisville 
Norfolk 
Indianapolis 


Houston 


Atlanta 
Pittsburgh 
Memphis 
Cleveland 
New Orleans 
Atlantic City 
Atlantic City 
Birmingham 
Cincinnati 
Cleveland 
Atlanta 

St. Louis 

5. S$. Noronic 
Nashville 


Wee 


NATIONAL 


Cleveland 


Old Point Comfort 


Cincinnati 
Richmond 
Pittsburgh 
Atlantic City 
Louisville 
Norfolk 
Indianapolis 
White Sulphur 
Springs 
Philadelphia 
Pittsburgh 
Memphis 
Cleveland 
Pittsburgh 
Atlantic City 
Atlantic City 
Atlantic City 
Cincinnati 
Cleveland 
Atlantic City 
Atlantic City 
S. S$. Noronic 


Nashville 


19th 


YEAR 


©1929 
*1930 
©1931 
*1932 
©1933 


*1934 
©1935 
*1936 
©1937 
*1938 
©1939 


©1940 
©1194) 
©1942 
©1943 
°1944 

1945 
*1946 
©1947 
*1948 
*1949 
*1950 
©1951 
©1952 
*1953 
©1954 
©1955 


SOUTHERN 


Atlantic City 
Memphis 


Washington, D.C. 


Cincinnati 


Washington, D.C. 


Memphis 
Cincinnati 
Pinehurst, N.C. 
Atlantic City 
Memphis 
Pittsburgh 
S. S$. Monarch of 
Bermuda 
Dallas 
Chicago 
Atlantic City 
Cincinnati 
Chicago 
No convention 
Atlantic City 
Atlantic City 
Atlantic City 
Cleveland 
Atlantic City 
San Francisco 
Atlantic City 
Miami 
New York 
Cleveland 


NATIONAL 


Atlantic City 
Memphis 
Washington, D.C. 
Cincinnati 
Washington, D.C. 
Louisville 
Cincinnati 
Pinehurst, N.C. 
Atlantic City 
Memphis 
Pittsburgh 
S. S. Monarch of 
Bermuda 
Dallas 
Chicago 
Ailantic City 
Cincinnati 
Chicago 
No convention 
Atlantic City 
Atlantic City 
Atlantic City 
Cleveland 
Atlantic City 
San Francisco 
Atlantic City 
Miami 
New York 
Cleveland 


point of the 
Ihe greatest emp! : vowever, has been 
because it has 


distribution has 


: 
been within the 
made its most not ib] 
The associations we know today were formed right 
ifter the turn of the century. (A list of the presidents 
ill years up to the present 


Obviously, the forma 


of all three associations for 
appears on pages ¥5 ind 99 
tion of associations was an important milestone in the 
history of the industry. And, while no attempt has 
been made to confine this report to the activities of the 
Southern, National and American Associations, I.D.’s 
editors have prepared it to help commemorate a half 
century of service to the industry by those organizations 

There are four major parts to the report and, in 


iddition, there is an epilogue, a postscript to Part IV, 


Che Past Is Prologue to the Future.” This postscript 
1 look forward, an appraisal of the future based on 
history 


ihe four main parts of the report and, roughly, the 


periods they cover are as follows 
[ America Industrializes—1850-1900 
Il The Industry Organizes—1900-1925 
III Boom and Bust—1925-1940 
IV Distribution in Our Times—1940-1955 
lo help “old timers” reminisce with authority, a 
complete list of convention sites is published above. 
We have received help in the preparation of this 
report from scores of distributors and manufacturers. 
lo them we want to say “Thank you.” 


The Editors 
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AMERICA INDUSTRIALIZES 


Part | 
America Industrializes 


y 1900 the United States had worked a produc 
B tive miracle. In less than half a century the 

economy had marched from rawest beginnings 
to predominance in world markets. In 1900 U. S. 
factory output equalled that of Britain and France 
together, and was double Germany’s. 

The English economist, Michael Mulhall, gave 
some idea of the country’s economic growth: “Ameri 
can manufactures have multiplied just twentyfold 
since 1840, while those of Europe have only doubled.” 

But he was also impressed by the character of the 
growth: “Nearly all American manufactures are 
produced by machinery, while in Europe more than 
one-half is handwork.” 

In other words, the emergence of industrial America 


Section 1 


can’t be told in statistics alone. 

And it must be told in terms of the mill supply 
industry which furnished the tools and equipment. 

In 1900 upwards of $75 million in “mill supplies” 
were sold to American industry. The Department of 
Commerce classified these mill supplies as “those 
materials which are expended in the process of manu- 
facture—lubricating oil, wiping waste, belting, belt 
lacing or other fasteners used in the running of ma- 
chinery, files, tools, emery wheels, etc.” 

It’s already clear that even the statistics of the time 
de not pay full tribute to the mill supply industry's 
part in the American industrial revolution. 

Nevertheless, the mill supply business in 1900 was 
already identifiable as a distinct marketing function 


1900: The Times Remembered 


HE MILL SUPPLY HOUSE was so identifiable at the 

turn of the century, indeed, that many of its 
cperations and most of its characteristics remain 
unchanged to this day—stocking inventory, selling, 
basic methods of record keeping 

But, of course, there were difference 
ences, between then and now, a half-century of 
differences embracing sweeping transformations in 
industry and distribution 

Some say, and its unbelievable to those who weren't 
around then, that it was a noisier era in 1900 . . . horses 
hooves ringing on brick streets, steelt+immed wheels 
grinding on cobblestones, clanging trolley cars whin 
ing up steep streets, draymen roaring at their Clydes 
dales, aisle upon aisle of slapping leather belting in 
the big mills, the awe-inspiring explosions of the first 


s, wide differ 


automobiles. 
But the noise belonged, as now, to the big cities 
and the mill towns. Beyond was open country, the 


auiet dirt roads, the self-contained small towns whose 
sole contact with the world outside was the railroad 
line. It was the age of the big family houses under 
immense shade trees, the untrammeled Sunday, the 
close-knit community. Most of America was far 
removed from the ferment and distress in industrial 
centers, which rising reformers like Eugene Debs 
were beginning to castigate 

The low wages, the often deplorable working con 
ditions, the grinding poverty of thousands of immi 
grant workers streaming into the country have filled 
libraries of books since. But in 1900, Americans were 
moving into the new century at too fast a pace to 
keep an accurate inventory of the wrongs attending 
their industrial growth. 

In time and under pressure, governments remedied 
the evils of 1900's industrial society. For the moment 
America was consolidating herself, balancing her 
economy out, constructing the huge secondary indus- 
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Horseshoes on cobblestones and trolley 


it primary indust1 
in age when turkey dinners could be ha 
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the west, when Herbert 

in China, 


American 
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still 
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young 


Cngineer 
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The Good Old Days 


when familie onsumed fantast 


boisterous and immoderate, ser 


ind housework wasn’t yet graced 
cle eT 
und Ferris wheels, of 


1 time of bicycling 


ristmas-card winters, of sod houses on the western 
ind sections of wheat shining under the broad 
falling beneath the twelve-horse combines 
ities nickelodeons and peep shows foreshad 
entertainment. But New York 
it White Way” was still Herald Square and the 

t real skyscraper had yet to rise on the skyline 
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t subway, Chicago had ringed its downtown with 
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ready 18 years old. Ir 
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n had gone underground with the countrn 
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bells were sounds of 


Brown Brothers 


the times when the industry was young. 


New named “Desire” had been 
on the go for three years 


As for mill supply houses, their methods of doing 


Orleans a streetcat 


iness were the same as for anyone else 


The Distributor of Old 


The average office had its typewriters operated by 
cities had 


vomen, its gas lights (only the very large 


electric light), its adding machines, its cumbersome 
telephone (not likely in smal! towns 
bookkeeping methods, its cuspidors, the golden oak 
roll-top desks, maybe an Addressograph machine. 
Che distributor's warehouse was a glory all its own, 
with small items like nuts and bolts and rivets and 
pipe fittings stored in bulk, leather belting piled in 
great coils, drums of axle grease and heavy oil, bundles 
#f shovels and axes, very likely a Corless steam engine, 


its centuries-old 


1and-driven machine tools, air hammers 

Just as today, the place would reflect the industry 
if the area. Noticeably absent to 1955 eves would be 
neatly packaged fasteners and V-belts and rows of 
speed reducers smelling of new paint. Absent, too, 
would be clean steel shelves holding bearings of strange 


new alloys, plastic pipe and carbide-tipped cutting 


] 


tools 


had 


and so had th re ¢ 


Nevertheless, the industry since the 


80's and before onom\ 
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By the turn of the century the propor- 
tion of the U.S. working force em- 
ployed in manufacturing was catching 
up on that employed in agriculture. 
The total value of manufactured prod- 
ucts had exceeded those of agriculture 
in 1880. 





Section 2 


. ’ - 


AMERICA INDUSTRIALIZES. 


Industrial Revolution Comes to America 


MERICA’s march to its turn-of-the-century industrial 
A scignts began around 1850. While long before 
that time a large manufacturing industry had settled 
itself in New England and a whole civilization had 
matured in the South, the country had not begun to 
take advantage of its huge endowments. 

In 1850 Americans had at their disposal an extent 
of territory and an abundance of resources staggering 
to contemplate. They had, also, a Constitution, a 
type of political organization, that placed no unnatural 
strictures on the free movement of people or goods. 
Finally they had the instinct for change and ingenuity, 
a readiness to substitute new for traditional methods. 


A Rash of Improvements 


The chance to use these endowments was not slow 
in appearing. It started first with a rash of improve- 
ments in the application of steam power. It gained 
momentum with the introduction of the Bessemer 
method of steel-making. As a direct result of these 
two developments railroads pushed into new westem 
and southern areas, providing new highways for people 


and products. The frontier of settlement and industry 
began to move away from the eastern seaboard. 


Exit the Past, Enter the Present 


But it was the Civil War that rang in the permanent 
changes in the U. S. industrial economy. The war 
shattered the country’s economic ties with the past. 
Inside four years the North’s industry boomed beyond 
wildest imaginings, and the South was searching for 
a new livelihood. 

The war's consumption of uniforms, weapons and 
ammunition, food, and a host of other items on the 
quartermaster’s list was felt in all corners of the north- 
ern states’ economy. 

Here is the broad-brushed picture of the United 


Fabulous growth in production sets 
the tempo and challenge of times. => 
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Where Industry 


a concentroted 
n 1860 
Spread of 

oo industry 
by 1900 





Industry Shifts Westward 








By 1900 the exact geographic center of manufactures had tries of every kind sprouting in the midwest, south, aud 
moved west from a point near Altoona to Mansfield, Ohio. west. Protected by a tariit wall, they added a breadth and 
But this told only part of the story, the story of new indus- diversification to the economy. 





Upsweep in Industry 
(Value of Manufactured Products) 





i i 








1880 1890 1900 
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Almost geometric in progression was 
the output of U.S. industry in the 
last half of the century. Powerful de- 
terminants were the Civil War in the 
60s, immigration and westward tide 
of settlement, and the Spanish Ameri- 
can War at centurv’s close. 





AMERICA INDUSTRIALIZES 


Billions of Doliors 








Steam power as a prime mover had 
levelled off by 1900, the steam engine 
having been brought to its ultimate 
stage of perfection. Said the 1900 
Census Report on new electric motors: 
“Leading controversial point is the 
attachment of individual motors to 
each machine versus group-driving of 
several machines through a single mo- 
tor and line shaft.” 
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Inventions in all fields took a spurt 
forward beginning in the "70s and 
changed the entire character and pro- 
ductivity of U.S. industry and agricul- 
ture. It was no wonder the patents 
commissioner declared in 1900 there 
was nothing left to invent. 


1850-1660 1860-1870 1870- 1880 1880-1890 1890-1900 
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Inventions, easy money, emerging 
industries speed industrialization 


States after the War, painted by the historians, Nevins 
and Commager: 

“In the generation after Appomattox the pattern 
of our present society and economy took shape. 
Growth — in area, numbers, wealth, power, social 
complexity, and economic maturity — was the most 
arresting fact. The political divisions of the republic 
were drawn in their final form, a dozen new states 
were admitted to the Union, and an American empire 
was established. In a space of forty years population 
increased from 31 million to 76 million, 15 million 
immigrants poured into the Promised Land, and great 
cities like New York, Chicago, Pittsburgh, Cleveland, 
and Detroit doubled and redoubled their size. 

“In swift succession the Indians were harried out 
of their ancient haunts on the high plains and in the 
mountains and valleys beyond and herded into reserva- 
tions, the mining and cattle kingdoms rose and fell, 
the West was peopled and farmed, and by the end 
of the century the frontier was no more. Vast new 
finds of iron ore, copper, and oil created scores of 
great industries, small business grew into big business, 
the corporation became the effective instrument of 
the new economy, the trust and holding company its 
characteristic form of organization. Great banking 
houses like that of the Morgans moved quietly into a 
commanding position in the national economy. The 
railroad network was all but completed, mileage in- 

reasing from 30,000 to some 200,000 » 


Industrial Revolution Breaks Out 


If productive miracles were accomplished in U. S. 
industry during the Civil War, they were insignificant 
beside the achievements beginning in the 80's. 

As a matter of fact, America’s industrial revolution 
might have started in earnest in the 70’s had not 
Banker Jay Cooke misjudged the bond market and 
overspent himself trying to promote the Northern 
Pacific Railroad. The collapse of his bank in 1873 
precipitated a panic that deepened into a five-year 
depression. 


Flood of Inventions 


Recovery around 1880 brought a flood of inven 
tions and pent-up investment that altered the character 
of American industry. And inventive wonders like 
the disk cultivator, cream separator, steam tractor, and 
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improved reapers sped the advance of the agricultural 
frontier to feed the thousands of new workers crowd- 
ing the industrial centers. 

The high-pressure steam boiler was evolved, fol- 
lowed by the steam turbine. The open hearth furnace 
expanded steel production, and a new generation 
of college-trained metallurgists developed high-speed 
steel. 


Machine Tool Improvements 


The refinement of precision tools and numerous 
improvements in machine tools (especially in new 
machine tool centers like Cleveland and Cincinnati) 
spurred the development of mass production methods 
using interchangeable parts. 

Using a magazine feed, an automatic turret lathe 
permitted the fast machining of cast or drop-forged 
parts. The invention of the multiple spindle in- 
creased the output of small products like brass screws. 

The forming tool, previously used only on soft 
materials, was adapted to the manufacture of bicycle- 
wheel hubs. The oil-tube drill appeared in bicycle 
manufacture, also, permitting fast production with- 
out time wasted on cooling the cutting tool and brush- 
ing out chips 

Compressed air portable tools were invented, facili- 
tuting steel shipbuilding and steel-frame building con- 
struction. Advances were made in abrasives and metal- 
polishing methods; the grinding machine was devised 
in the 90’s. 

By the beginning of the 90’s the growing elec- 
trical industry had brought into use new power presses 
for laminating armatures. 

Between 1860 and 1900 the multiplication of patents 
and population and money and resources filled out the 
basic pattern of the economy. 


The New Economy 


Manufacturers of all kinds crowded the North Atlan- 
tic states. North of the Ohio River and east of the 
Mississippi was a wealthy economy balanced between 
agriculture and specialized manufacturing. By 1900 
the South had revived with a new economy based 
principally on cotton, cottonseed oil, iron and steel, 
lumber, petroleum, tobacco, and bauxite. In the west 
the extractive industries—livestock, grain, truck farm- 
ing, beet sugar, lumber, oil, and minerals—were 
supreme. 

But in the prosperous economy at century’s end 
wealth and industry had begun to congeal. Huge 
combines in steel, oi], meat, lead, tobacco, and other 
commodities had arisen to stifle or absorb competi- 
ton. This together with the currency shortage’s 
adverse affect on prices generally, created conditions 
eventually leading to association activity among mill 
supply houses. 
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Section 3 


AMERICA INDUSTRIALIZES 


Enter the Distributor 


r MID-CENTURY, the mill supply industry was in its 
A most formative stages. Except in New England, 
where through several decades of serving textile and 
metalworking industries distributors performing to 
day’s functions had appeared, the mill supply house 
could mean any type of business selling to variegated 
enterprises in a pioneer area 

In these areas the mill supply house’s forerunner was 
often the general store. In others it was the hardware 
store. As local industry grew, presenting these busi 
nesses with demands for specialized tools and supplies, 
an agent frequently came forward with the required 
service. 


Phenomenon Named Salesmanship 


The growth of an identifiable mill supply industry 
in the years after the Civil War was stimulated by the 
spread of that phenomenon peculiar to American busi 
ness—salesmanship. 

Up to the 70’s the best embodiment of salesmanship 
had been the legendary Yankee clockmaker, whose 
shrewdness, aggressiveness, and understanding of 
“human natur’” lived on in the drummers, drygoods 
salesmen, hardware salesmen, and others selling on 
the western and southern frontiers. 

In the viciously competitive 70’s salesmanship be- 
came an essential part of the maturing marketing 
system, and sharpened selling techniques generated 
new markets. 


Double Toil & Travel 


The mill supply salesman in the 70’s and 80’s con- 
tended with hard travel conditions, lack of a price 
structure, primitive living conditions on the road. 

He normally covered a large territory by horseback, 

stagecoach, flatboat, riverboat, horse and buggy, and 
trying train travel. And every salesman often had 
to make his next call by walking down the railroad 
tracks, since most plants were then located on track- 
age. 
Only in the most urbane centers would a salesman 
find a purchasing agent to deal with. Mostly he sold 
to men in the shop, then haggled with the boss over 
price—and he had to be a sharp man with a pencil 
to shade his price sufficiently to close the sale yet 
leave enough for himself 

Depending on his area, the salesman often put up 


with poor accommodation, but food was reportedly 
cheap and good. Sometimes he was fortunate enough 
to stay at a hotel, but more than likely he would share 
a lodging house room with two or three other salesmen. 

Toward the end of the century, the salesman’s 
lot improved somewhat. Railroad accommodation was 
more comfortable, and many new hotels offered rooms 
with bath. But James F. Jones, an oldtime salesman 
with Moore-Handley Hardware, recalls that the lodg 
ing house was still common, and a salesman took his 
chances on finding clean sheets on the bed. 

Until most businesses adopted modern sales tech 
uiques introduced by National Cash Register’s dy- 
namic John H. Patterson, the mill supply salesman’s 
promotion tools remained a bulky catalog, a few 
novelties to hand out, and outsize calling cards. 

By the late 90’s the salesman had more status. 
Although he still contended with price competition 
and had to step nimbly in parrying with venal P.A.’s, 
he now found himself consulted for his knowledge of 
products and factory operations 


An Industry Takes Shape 


Nearly a third of today’s industrial distributors were 
actively in business before 1900, and already many of 
these were already established in the 70’s and 80’s. 

In the South, where industry and commerce were 
reviving after the Civil War, Moore, Moore & Handley 
(now Moore-Handley Hardware Co.) had just set up 
in the new steel center of Birmingham selling iron and 
stecl, steam engines, tools, and other supplies. In 
an old southern town like Baltimore, houses like 
Anderson & Ireland had already been in the mill 
supply business for over a generation. 

Up in Cincinnati, where the machine tool industry 
was thriving in the wake of the waning river transpor 
tation industry, many new houses were selling to fac 
tories turning out lathes, milling machines, boring 
millsk—E. A. Kinsey Co., Pickering Hardware Co., 
Murdock Mfg. & Supply Co 


In Chicago brawling and booming with its huge 


Important role of distributor 
in manufacturers’ sales policies 
begins to be recognized => 
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First steps toward industry 


ganization taken by Cleveland 


packing, railroad, and manufacturing industries, dis 


tributors like Samuel Harris & Co. and H. Channon 
& Co. were well started on a mill supplies career. In 
Alleghany (Pittsburgh) the 
still equipping directly from suppliers but Amen 

im Radiator & Sanitary Corp., Samuel McKnight 

Hardware Co., and C. A. Turner were selling tools 
ind equipment Ihe big hardware house 
Woodwell Co., had been in the supply business since 


1847 


vigorous steel industry 


Joseph 


Evolutionary Developments 


Over in Wheeling, W. Va., the John W. Bern 
Supply Co 
1824 wa 


first established in a wooden shack in 
upplying mines, factories, and railroad 
ops The foundries, boot and shoe plants, agn 
ltural implement makers, and electrical manufac 
f St. Louis had created the need for upph 

o Iron Store Co 
rie. in Cleveland. the booming lake 
yf another machine tool industry 
ngham & Co. selling hardware to hom« 
whips and curry combs and anvils to 
rope ind tackle to schooners, cant hooks 


lumbermen, spikes to railroaders lunch pails ind 


to miners, wire and nails to mer 


stringing the 
t tele vt ph lines 
Down in Youngstown, another metalworking center 
stambaugh-Th mpson Co. was selling hardware and 
| to local industry and builder 
\ note from the Geo. Worthington Co.'s histor 
us their first catalog 1874 was handwritten 
illustrations of product lipped from manu 
urers’ literature and pasted in 
t in California in Los Angeles, the Ducommun 
founded by a Swiss watchmaker, had built up an 
ible reputation for finding anything and ever 
for miners, railroadmen, farmers and merchants 
was Only beginning to establish what could be 
tly called a mill supply business 
Hickinbotham Bros. in Stockton, on the other 
hand, was in those days something of a specialty house 
importer and dealer in wagon lumber, cak, 


h, and hickory lumber, whitewood boards, wagon 


cing an 
bows, hubs, rims, et 

\ good example of a mill supply house’s evolutionary 
development in a pioneer area occurred in the late 
nineties in Seattle, where the Campbell Hardware 
& Supply Co. started by specializing in equipment for 


miners joining the Yukon gold rush, then later turned 
tu selling logging equipment and industrial supplies. 


Here & There a Sales Policy 


Despite the competitive chaos of the post-Civil 
War years, a stable manufacturer-distributor relation- 
ship was gradually forming in some lines. 

In the nut and bolt business, for example, there was 
today’s equivalent of the written sales agreement, 
although it was worded in somewhat stringent terms 
by the manufacturers’ trade association): “Agents 
must not carry in stock the iron rivets and iron burrs 
oi any other manufacturer, otherwise they shall not 
be entitled to any remuneration for commission.” A 
tight agreement among manufacturers fixed prices 
und production quotas, and laid down hard rules 
governing members’ arrangements with their agents. 

lo “dealers in fine tools,” a manufacturer of pre 
cision tools stated: “T sell to the trade direct and make 
no jobbers’ discounts, thus protecting the dealer 
Further My discounts 
well to 


gainst being undersold.” 
ire uniform and LIBERAIT 
handle them.’ 

Che leather belting industry was one of the pioneers 


paying de ilers 


in assigning factory representatives to terntories to 
ssist distributors in solving customers’ power trans 
mission problems. With instructive literature, these 
representatives also helped train distributor salesmen 
in product application 

It wasn’t until the 90's, however, that this particular 
industry adopted the equivalent of the modern factory 


training course for distributor salesmen 


Catalogs: Big Tools of the Trade 


Catalogs of various kinds are as old as the mill 
supply business itself. But it was in the last twenty 
years of the century that catalogs assumed the modern 
pattern—profusely illustrated volumes listing specifica 
tions and prices of lines handled 

The firm of Taylor, Elliott & Watters of Norfolk, 
Va. issued a catalog listing only the items it stocked. 
Another Norfolk distributor, Henry Walke Co.., issued 
1) catalog with a blank sheet interleaving every two 
pages for writing in price and other changes. The 
old Standard Supply & Equipment Co. (now Standard 
Shannon Co.) of Philadelphia issued its catalog in 
handbook size so that shop and construction foremen 
ould keep it as a ready reference 

There have, of course, been great changes in the 
items cataloged by distributors since that time. In 
the Strong, Carlisle & Hammond Co. catalog of 1899, 
for example, we find a host of articles which have 
passed out with progress—gas brackets, horse pails, 
obsolete models of carriage bolts, wood-split pulleys, 
belt-driven lathes, and so on. But many other items 
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Diamond Jim: Good Times and Hard Work 


—o OF US PEDDLERS wou bably wind up 


pathic ward if we 

to try some of Diamond Jim Brady's stunts 

lay,” wrote Louis H. Brendel, of Manning, Max- 
& Moore, in Mill Supplies, 1940 

The “stunts” of James Buchanan Brady, the 19th 

century’s greatest supply salesman, have been memo- 

ind the le gend keeps 


under observation in a psych 


rialized in books and movies, 
growing. 
Brady's basic c 
Nothing suceeds like success. When he started sell- 
ing in 1879 for Manning, Maxwell & Moore, then a 
railroad equipment supply house, he spent half his 
savings for a diamond. In tim wcquired hand- 
fulls of diamonds and a wardrobe that was startling 
in its opulence. His effect 1 prospect's 
office was blinding: no one could resist sucl 


approach t eiing was simpie: 


h a show 
of success 

And so the stories have multiplied—of how he 
woukl scratch his name t iamond on a pros- 
pect’s windowpane, leavit calling 
card, of his Rabelaisan parti ir railroad executives, 
actresses, 


f his fan- 


permamne nt 


if his partiality to the era’s most glamorou 
of his mammoth appetite for good food 
tastic gifts to charities and hang 
often obscure the fact that 


Even 


Legends like these 
Diamond Jim always atten business 
it his big parties he wa cups, but 


I 1S prospects wer ind Br a \ I ive talker 
He kept careful lists of 
lied them with Christn presen ind other re 


had t 


custome pects, and 


nemberances He 


to illustrate the q ialit 


equivalent of 


me sunnk 
ne suppl 


are still stocked by the company, although they are 
now made of different metals and have been modified 


in design 


Group Action, The Next Step 


[he steadv demoralization of the price structure 
| 


throughout American business in the late ‘eighties 


nd worsened by the birth of the competition-crush- 


ing “trusts” ) forced many businessmen to form them- 


selves into trade associations for mutual protection 
The mill supply business was no exception 

In 1888, a group closely allied with the supply field, 
the Association of Jobbers in Plumbers, Gas & Steam- 
Due to its failure to 
obtain written agreements from manufacturers on the 
products, this 


fitters’ Supplies, was formed 


distribution and selling prices of variou 


Brown Brothers 
The fabulous era of salesmanship as exemplified by 
Diamond Jim Brady (right above) at Saratoga Racetrack. 


reports yet envy Diamond Jim’s wealth, consider this 
from Parker Morell’s biography 

“Jim was a keen and accurate observer, with an 
eve for the tiny details. His reports were a marvel 
Ihey covered the past, present and 
needs of each particular rail system. Moor 
reading them in New York was able to 
size up the situation just as well as if he had been 
in the field.” 

Morell points out, too, that Brady 


cientitx 


of completeness 
future 


his boss 


kept his own 
inalysis of his sales, filling notebooks on 
very conceivable aspect of railroading which would 
give him a greater in ight into their equipment re 
puirement 


Ihe one-time New York bellboy died in 1917 
ving a tradition of salesmanship still felt toda 


organization died within two or three years 

It was revived in 1894, however, as the Central 
Supply Association (no kin to the Central States 
Supply Association ), and confined itself to the discus 
sion of more attainable objectives. 

In the mill supply field the distributors in Cleveland 
were, by 1900, meeting informally to establish stand 
ards of selling behavior in face of demoralized price 
conditions. This local gathering ultimately triggered 
Similarly, 


the prevalence of competitive evils in the South culmi 


the formation of the National association 


nated in distributors meeting in convention for the 
hirst time 

Thus the mill supply industry began the new 
value of coming 


together and discussing their mutual interests and 


century with an awareness of the 


byective " 
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GROWTH OF AN INDUSTRY. 


Part Il 
The Industry Organizes 


Fue vmst guarter of the 20th century saw distrib 
l utors and manufacturers organize, plow through 
1 stormy period of growing pains, unite during 
World War I to achieve industry recognition, strug 
with postwar reconversion problems, adapt to 
nendous technological changes, and usher in the 
perity of the '20s 
In 1900, trade practices, as well as prices, were in a 
demoralized state: 185 “combinations” con- 


Section 1 


trolled 2,160 separate plants; the capitalization of these 
trusts represented at least two-fifths of the manufac- 
turing capital of the country. 

Against this background, mill supply manufacturers 
und distributors realized that, as individual firms, they 
were ill-equipped to cope with organized capital and 
labor, and the complex problems of the times. There 
was a demand for organization, a need for potent 
associations to articulate their problems 


The Call For Collective Action 


{ANY crTtes, alert distributors were convening to 

local problems; but southern mill supply 

vere the first to recognize that more than local 
vas necessary to gain recognition. 

April, 1902, a group met in Charleston, S. C 


rganized the Southern Supply and Machinern 


Association 
B. Jenkins, Cameron-Barkley Company, Charles 
lected first president, addressed the meet 
Why We Organize’ 
we of the greatest industrial 


ind said 
living in an 
t the world has ever known, and with this 
ire at work to bring these 
» harmony; we see each day com 
f business in kindred lines being organized 
il protection and put under one management 
iew of all these trusts, it seems that this is 
rtune time for us to get together and discuss 
osinon we oct upy as customers of these various 
nations and the treatment that we should re 
it their hands. If we have grievances we can 
ilv gain their hearing and attention as an organ 
ed body, whereas as an individual firm or corpora 
tion our requests have but little weight.” 
\t the first meeting in Memphis, November, 1902 
: number of manutacturers attended. Thev became 
the nucleus of the American Supply and Machinery 
Manufacturers’ Association although this organization 
was not actually formed until April 25, 1905 
Around the time the Southerners got together a 


local organization of distributors was meeting weekly 
in Cleveland to discuss such local problems as price 
cutting. 

Edgar E. Strong, Strong, Carlisle & Hammond Co., 
Cleveland, was one of those attending and he reported 

‘We were able to arrange matters nicely to cover 
Cleveland and the immediate surrounding area, but as 
oon as we were 100 miles from home, we found that 
we were up against the same old difficulty. In the 
vear 1904 the idea of organizing an association cover 
ing several states was discussed, with the result that we 
sent out invitations to a number of dealers in these 
other states, together with the other considerable 
cities in Ohio. This resulted in a meeting in Cleve 
land during February, 1905, at which time a consider 
ible number of those dealers were present and the 
issociation was organized.” 

Attending the Cleveland meeting were 45 persons 
representing 38 distributors. Machine tool distribu 
tors took such an active part in the organization, a 
separate “Machine Tool Section” was maintained for 
many years until finally it became a part of the Amer 
ican Machine Tool Distributors’ Association. 

At its first convention in February, 1906, at Old 
Point Comfort, Va., Mr. Strong, who had been elected 
president, declared, “The attitude of the manufacturer 
in the past has not been at all encouraging. Many of 
them have been jealous of each other, and most of 
them distrustful of our association. In a great man 
instances they had the mistaken impression that we 
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CHARTER MEMBERS OF THE NATIONAL ASSOCIATION 


Pacific Tool & Supply Co., Inc. 
Oakland, Calif 


The Hawley Hardware Company 
Bridgeport 

The C. S. Mersick & Company 
New Haven 


Vonnegut Hardware Co. 
Indianapolis 


Chandler & Farquhar Co., Inc. 
Boston 





The Ray! Company 
Detroit 

The Chas. A. Strelinger Co 
Detroit 

Colcord Wright Machinery & Supply 

Co. 

St. Louis 

Beals McCarthy & Rogers, Inc 
Suffalo 

Syracuse Supply Company 
Syracuse 

The Troy Belting & Supply Co., Inc. 
Troy 

The Wm. T. Johnston Co. 
Cincinnati 

The E. A. Kinsey Company 
Cincinnati 


E. K. Morris & Co., Inc. 
Cincinnati 


CHARTER MEMBERS OF THE SOUTHERN ASSOCIATION 


Smith-Courtney Company 
Richmond, Va. 


The Henry Walke Company 
Norfo!k 


Southern Railway Supply Co. 
Richmond, Va. 


Lombard Iron Works & Supply Co. 
Augusta 


Southern Brass & Iron Co 
Knoxville 


The Fairbanks Company 
Baltimore 


J. S. Schofield’s Sons Co. 
Macon, Ga. 


First President 
Edgar E. Strong 
Strong, Carlisle & Hammond Co., 


Cleveland 


The Pickering Hardware Co. 
Cincinnati 

The Queen City Supply Co. 
Cincinnati 

The Cleveland Tool & Supply Co. 
Cleveland 

The Motch & Merryweather Ma- 

chinery Co. 

Euclid, Ohio 


The W. M. Pattison Supply Co. 
Cleveland 


First President 
Cc. B. Jenkins 
Cameron-Barkley Company, 


Charleston 
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Strong, Carlisle & Hammond Co. 
Cleveland 

The White Tool & Supply Co. 
Cleveland 

The Geo. Worthington Co. 
Cleveland 

The Bostwick-Braun Co. 
Toledo 

Erie Manufacturing & Supply Corp. 
Erie 

Standard-Machinists Supply Co. 
Pittsburgh 

Frick & Lindsay Company 
Pittsburgh 

Pittsburgh Gage & Supply Co. 
Pittsburgh 

Pittsburgh Supply Company 
Pittsburgh 

Somers, Fitler & Todd Company 
Pittsburgh 

Smith-Woodwell, Inc. 

Canonsburg 
Pa. 

Charles Bond Company 
Philadelphia 

Maddock & Co., Inc. 
Philadelphia 


The Salt Lake Hardware Company 
Salt Lake City 





Carey Machinery & Supply Co. 
Baltimore 

Georgia Supply Company 
Savannah 

The Riechman-Crosby Co. 
Memphis 

E. C. Atkins & Company 
Memphis 


Cotton States Belting & Supply Co. 
Atlanta 





Hyman Supply Company 
New Bern, N. C. 


Anniston Supply Company 
Anniston, Ala. 


Aticnta Supply Company 
Atlanta 





The ups and downs of the quest 
tor harmony between suppliers 


and distributors 


e organizing to fight them instead of combining 

work in greater harmony with them.’ 

In 1922, reminiscing about the circumstances sur 
rounding the early days of the American Association, 
Melville W. Mix, Dodge Mfg. Co., recalled, “It was 
:t the Savannah convention of the Southern Associa 
tion, in 1905, that the committee on permanent organ 
ization submitted a report to the manufacturers who 
were there assembled to meet with the Southern 
calers 

It so happened that at previous conventions there 
had been a great deal of incrimination and recrimina 
tion amongst dealers and manufacturers regarding tix 
recognition of the dealer as a legitimate outlet for 
the manufacturers’ product, and there was undoubt 
dly a great deal of ground for complaints, because 
ny manufacturers who were not able to make con 

s with good dealers, were, in some portions of 
uth. selling direct to consumers at various price 


other portion 


| thev were di posing of thei 


hrough de ilers There M 


ituation 


ppointed, with 

report was made at 

lhe organization was there perfected and 
Hinman of the American Steam Pump 


vas named tl nr pr ent 


Early Problems 


Many of the subjects discussed at early conventions 
e a familiar ring: the basic need for equitable mat 
ns; advantages and disadvantages of suggested resale 
hedules; manufacturers’ resistance to increase mar 

which tend toward jobber price cutting; advancing 
erating costs; narrowing profits; increases in sales 
xpenses; higher rents, insurance costs and taxes 

Alvin M. Smith, Smith-Courtnev Co. Richmond 
f the Southern Association from 1906 to 


ecretary 


4] pointed out at the 191] 


whi h ha 


conventior Cross 


existed in the trade from time im 


GROWTH OF AN INDUSTRY. 


memorial, including taking off of cash discounts after 
yecial goods without 
iarges from bills to 
utting and 


the period has passed; returning s 


I 


provocation; the deduction of « 
vit the ideas of the purchaser and the 
lashing of prices on the part of jobbers themselves, 
which formerly existed, have been reduced to a mini- 
mum, all of which we can count upon as due to 


organized effort of the supply and mac! jobbers 


Unity and Disunity 


Despite Mr. Smith’s 1911 summation, the invective 
of early conventions left its mark, and it was recognized 
that all the industry's problems were far from being 
solved. The formative years were not entirely lacking 
in harmony, however, and in 1907—a vear of financial 
panic—a milestone occurred in the history of the 
industrial supply industry: The first triple convention 
was held May 8, 9 and 10 in Cincinnati 

Though many extoled the virtues of meeting to 
gether, there were a number of vears when the 

tributor associations were unable to wree on a 


neeting place for a joint conventio 


Mill Supplies |s Born 


Recognizing the prevalent lack of harmony, influ 
itial leaders in the mill supply field took another 
inajor step toward cooperation in January 191] by sup 
porting the birth of a trade publication for the 
idustry: Mill Supplies 

In his initial editorial, Elmer Crawford, president 

id treasurer of the new publication, wrote 

“All of our greatest achievements, all of the most 
profound triumphs of the past ages of the world, have 

: a foundation stone that mighty uncontrollable and 
mperative word—discontent 

“That is exactly why many of the leading jobbers 

d manufacturers in mill supply lines have united 
with us, morally and financially, in the production of 
Mill Supplies, a journal of quality through which 
medium may be discussed the problems arising be- 
tween the jobbers and manufacturers 

“When the jobber and manufacturer reach that 
exalted station in life’s work where they will be able to 
realize that honesty, coupled with a regard for justice 
tc all men, is the only policy to pursue in the conduct 
of business, then, and onlv then, shall triumph the 
great principles that will free this trade from the 
thraldom of suspicion and more or less valid criti 
cism.” 

Readers apparently were stirred to cooperative effort 
for that year, 1911, the keynote of the triple conven- 
tion held in Louisville was “harmony.” 

Unfortunately, the harmony proved impermanent; 
relationships between distributors and manufacturers 
again became bitter and strained, and 1914, sep- 
arate conventions were held 
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Wide World Photos 


President Woodrow Wilson encouraged conventions, urged 


cooperation between Washington and trade organizations. 


Section 2 


THE INDUSTRY ORGANIZES 


United Presse Phote 


Bernard M. Baruch, chairman, War 
Industries Board created July, 1917. 


World War: Industry Unites, Gains Recognition 


He Jury 28, 1914 declaration of war by Austria- 

Hungary against the Kingdom of Serbia startled 
the world 

Business at the time was bad, and businessmen 
accepted the war with a gloomy, despondent attitude 
Fearing widespread liquidation of American securi 
ties, and the precipitation of a financial crisis, the 
New York Stock Exchange shut down July 31 for 
more than four months. 

At the beginning of 1915 the 
the grip of depression; but, in May, Lloyd George was 
appointed Minister of Munitions for Great Britain, 
hanged radi 


country was still in 


nd, within two months, the picture 
cally 

By the end of the year American industry began 
to thrive under the stimulus of tremendous orders 
for explosives, iron and steel 

Expansion and diversification soon became the key 
words of American industry—for a number of reasons 

Neutral countries turned to American markets for 
manufactured goods. Blockades of German ports cut 
1 exports from Central Europe and ompelled Amer 


ican manufacturers to produce many articles they 
formerly obtained from abroad. 

The call for new machinery and factory equipment 
taxed the machine tool industry to the limit. In 1916 
it was impossible to buy any kind of machine tool for 
immediate delivery despite manufacturing facilities 
being doubled, trebled, and quadrupled. 

Though the boom meant increased volume for dis 
tributors, the rising cost of doing business became a 
major concern to the entire industry. 


War and Unity 


A weck after President Wilson declared » 1 joint 


The industry rises to the 
national emergency with a 


pledge of service —> 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





GROWTH OF AN INDUSTRY 


U. S. Government 


recognizes essentiality 


of distributors 


triple convention was held in Memphis—the theme 
“The National Crisis—Our Duties and Obligations.” 

All three associations presented a united front in 
support of the government. Plants and stocks were 
formally and unanimously pledged to the govern 
ment; there was no quibbling, no reservation, no ques 
tion of price, just a wide open pledge of service. Our 
entry into the war gave impetus to the business boom 
for distributors. Sales volume increases in’ mill supply 
houses ranged from 25 to 300%. 


War Orders 


Che initial order placed by the government for 
planes amounted to 22,000, and it was anticipated 
that, if the war continued, they would order 100,000 
\ single unit of 5,000 planes required $750,000 worth 
of small tools. One order for 200 hangars, each to 
iccommodate four airplanes, involved six million ?-in 
nd 24-in. machine bolts—one reason why many houses 
were forced to wait for stock orders of machine bolts. 

A Cleveland distributor reported an order from a 
concern working directly for the government that 
pecified 6,500 pieces consisting of 311 items and 66 
distinct lines; 90% was supplied from stock, and the 
order completed within four weeks. Another typical 
wder, direct from the government, called for about 
400 items of drills, taps, reamers and machinists’ fine 
tools, and 90°% was delivered at once from the dis 


tributor s stock 


Government Controls 


(he War Industries Board, created by the Council 
{ National Defense in July 8, 1917, established the 
first priorities board in March, 1918, almost a year 
fter America entered the wat 
Prices of raw materials were fixed by the Board, and 
ey endeavored to determine the priority of produc 
ind distribution. Yet, as late as July, 1918, just 
e months before the war's end, the government 
ked for voluntary pledges not to expand facilities, 
to limit sales to essential uses, and to keep inventories 
within reasonable demands. In September, the first 
three production limitation orders were issued cover 
ing metal beds and springs, golf and tennis balls, and 
baby carriages 
Government controls were a main topic at the 1918 
Criple Convention. Many distributors said the prime 
need of the times, was “a priority system by which 


stocks of distributors serving essential war industries 
may be kept in such a state of preparedness that the 
war program will not be embarrassed by the necessity 
of waiting on supplies from the factory.” 

Some distributors reported replenishing their stocks 
by using government contract numbers under which 
their stocks had been requisitioned by government 
contractors. Others stated they had been warned not 
to do this. 


Standardization Starts 


The Conservation Committee of the National Asso- 
ciation reported to the War Industries Board, suggest- 
ing elimination of sizes on a number of products. 
The report, covering a hundred groups or kinds of 
supplies, made such recommendations as: belt—elimi- 
nate 1}, 24, 23, 34, 33, 54 and 64-in widths in leather, 
canvas and rubber, and other specified widths and 
plies of the latter two; blades—eliminate 9-in and 
1l-in lengths and ¥, and ,%-in widths. Such attempts 
toward eliminating non-essential sizes and styles, indic- 
ative of the industry's cooperation in the war effort, 
led to subsequent moves for standardization of mill 
supply lines. 


Industry Recognition 


Members of all three associations appointed lead 
ing members to War Service Committees which 
received official recognition in Washington. 

Pacific Coast distributors journeyed to Washington 
and received government recognition as an essential 
industry serving the coast shipyards. 

When 26 representatives of seven national trade 
associations (including the National and Southern) 
held a conference in Washington, Edwin B. Parker, 
Priorities Commissioner of the War Industries Board, 
opened the conference by stating 

“In order to avoid any unnecessary waste of time 
and superfluous talk and argument, speaking for the 
government of the United States, I will say to you 
genflemen that we recognize in our economic life 
the necessity of the distributor or jobber as he is at 
present constituted.” 

There was much discussion about the need for 
one man, backed by all the organized interests in the 
industry, to be selected and placed where his time 
and intimate knowledge could be utilized by the War 
Industries Board at a moment’s notice. The man 
most mentioned (by manufacturers and distributors ) 
us best qualified for this important post was W. M. 
Pattison, the W. M. Pattison Co., Cleveland. 

In the last weeks of the war, the B-4 rating for the 
replacement of jobber’s stocks was changed to an A-6 
classification. Though this did not succeed, in many 
cases, in securing very much material, it did give the 
distributor a definite standing. 
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Seen 
i919 1920 1921 1922 1923 1924 
Rureau of Labor Statistica 
Price rise in war years and 1920-21 plunge is graphically Price Index from 1914 through 1924. Inflation, recession 
shown in above chart of The Wholesale (Primary Market) and recovery characterized postwar period. 








Section 3 
The Struggle With Postwar Problems 


RING THE WAR, prices of m plic fluenced months ahead, increasing the danger of being caught 


1 large extent by I had risen with large stocks on hand and commitments for fu 
to 300% ture delivery 

in Mill Suppl ed tha nces on The first year after the war, business condition: 

pulleys, for exampk ipproximately were abnormal. By January, 1919 the prices of most 


pre-war prices, with an ad 1 labor of commodities had dropped, production had declined 


+; leather belting wa grinding and there was talk of bread lines and industrial d« 

ncreased about 5 vith or increases of pression. Suddenly the trade situation improved, and 

ind cost of raw materi vas UJ by the end of the vear, there was a business boom 
During the war, manufacturers and utors had 
expressed great apprehension about fa g market 
Not only were much large f raw material 


ind finished goods required, | he amount of capi 
tal involved was all out o ropor 1 when hgured 
on the usual investment basi dit ommit 
— } } } na 


men lad been made nine 
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Price drop brings “a wild 


scrumble to liquidate 
nventory , price cutting 


his prosperity, however, proved to be artificial and 
in 1920, industry's revived optimism proved short 


lived 


Came The Fall 


In May 


ually and then more precipitately. By 


1920 prices began to drop, at first grad 
wutumn of 
1920, about one-half of the machinery in the Pitts 
burgh-Youngstown district was idle, and the follow 
ing year the proportion of shutdowns throughout the 
ountry rose to 62% 

Postwar problems increased in severity during 1921 
with a resultant loss of business and tighter economy 
There were 19,652 commercial failure 
louble the number of the previous year. More than 
one fifth of the workers in manufacturing and trans 
portation, and more than one third of those engaged 

coal-mining and construction, were out of work 

Distributors, too, were affected. George Puchta, 
Oucen City Supply Co., Cincinnati, indicated this 
vhen he elated this story at the 1921 convention 

One fellow asked another, “How’s business?” 
Fifty-fifty,” was the reply 

What do you mean, fifty-fifty? 


Well, we get an order in the morning and it is 


or more than 


incelled in the afternoon.’ 
Another story had to do with the distributor who 
te a letter to a manufacturer to cancel his order 


na re eived the terse reph You'll ha 


to wait vour 


Recession Sets In 


lhough distributors had t 
aused by decre ised 11 ind OV prices 
th considerable inflation of operating costs, aS a 
\0le, they did not adopt radical measures to meet 
these hardship There were, however, some firms 
ittered throughout the country who found it neces 
ry to lay off from 15% to 334% of their employees 
Reports in 1921 from 32 National Association mem 
bers showed the cost of doing business in Februar 
28°. Orders were scarce, credit conditions ex 


tremely bad, prices wors 


Prevailing Conditions 


Alvin Smith, Smith-Courtney Co., Richmond, de 
cribed prevailing conditions as follows: “The point 
of contact which we gained during the period of the 


great war seems to have worn out. Instead of a gen 
eral spirit of cooperation toward establishing our in 
dustry, conditions for the past few months have shown 
in utter lack of respect among dealers for one another, 
1 wild scramble to liquidate stocks bought at high 
prices, a reaching out far beyond our natural terri 
tories in an effort to secure business, and a resulting 
disturbance of trade conditions entirely unwarranted 
and totally uncalled for. We certainly cannot expect 
to sce any carly resumption of business when we con 
tinually cut our prices in search of it 


Marking Time 


Most distributors continued to abstain from reduc 
g working forces and wages pending future develop 
ments. The plan of marking up prices met with 
much disfavor (from a realistic standpoint it was 
impractical in the face of wide-spread price cutting), 
while, on the other hand, the idea of climinating 
lines gained considerable approval 

Despite the drastic fall in prices during 1920-21, 
the general level remained about 50% above the pre 
war level for nearly a decade; yet hourly wage rates 
outside agriculture, were sustained at more than twice 
that level, while in agriculture wages of hired labor 
were over 70%, above it. Since the increase in output 


il} 


per man-hour had not risen in proportion, this meant 
in increase in labor costs per unit of product, and 
this was an appreciable factor in the maladjustment 
of the period. 


The Road To Recovery 


By 1922 the general liquidation had run its course 
ind there was a recovery in general business. There 
was an improvement in trade, production advanced, 
and there was a decrease in unemployment. Business 
activity was reflected in the increased production of 
iron, steel, and bituminous coal, and a record busi 
ness was reported by the railroads 

he recovery was due in part to the greater caution 
exercised by businessmen and the aid rendered by the 
lederal Reserve System in enabling the banks to 
niect the emergency needs of industry 

The housing boom, well on its way, stimulated 
buying of everything for construction and furnishing, 

m lumber to carpets. 

\s employment picked up, the demand for goods 
increased and domestic trade revived 


Prosperity Ahead 


(hough the associations were unable to agree on 
: site for a joint triple convention in 1922, optimism 
prevailed at the separate conventions. Manufacturers 
nd distributors were all set to enjoy another run of 
prosperity 
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Installed in 1913, assembly line for magnetos in Ford Motor parts to work on moving conveyors, car production was 
Co. Highland Park plant was first of its kind. By bringing doubled 


md conveyor use opened new vistas of production 


Section 


Industry Adapts to Quarter Century of Change 


lance nd radios, grapl 
rge of industrial growth 


Technological Changes 


ult of World War I which demande« 


Lit 


with a yvstcem 


ind improved machinery, techno 


ion wrought to meet the rising market 


n id the aut 


did this rep tial roac re 
ry, but car 

transformed ( ovetag¢ 

rated trai portat m factory 

istributor te 


hnol 
glance at the harts nufactures 
dwelling 


' clectri 


or vehicle producti 


ind the rapid rise OF! 
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GROWTH OF AN INDUSTRY. 





Searing motor vehicle production not only provided vast, 

Motor Vehicle Production new potential for wide range of industrial supplies, but 

(Number of cors built yeorly 1900-1925) cars and motor trucks inspired radical improvement in 

distributor salesmen coverage of larger territories and 

accelerated deliveries from suppliers’ plants and to cus 
tomers’ factories. 
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Recent Economic Changes in the es ¢ ference 
on Unemployment 

Herbert Hoover, Chairman 

McGra Hill Publishing Compa 











The growth of manufactures, illustrated in above chart, 
reveals important facet of the first quarter of a century. 
From peak per capita output reached in 1916, productivity 
receded in 1917 and 1918 and reached its low in 1919 
when per capita output was smaller than in any year of 
ordinary industrial activity since 1903. The startling, and 
unexpected, change came in 1922. Total manufacturing 
output was then as large as in 1920, but unemployment 
was much smaller than in any year since 1915. Output 
i l per person increased by 20%. In 1923 it rose 3%, no 
change in 1924, but in 1925 there was an increase of 9%. 
mS 320 825 Thus total increases in per capita output in the four years 
since 1921 amounted to more than 35%. 











Manufacturers’ Association 
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THE INDUSTRY ORGANIZES 
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Bureau of Lab ! 
The housing boom helped pull manufacturers and distribu thing for construction and furnishing, from lumber to car 
tors out of 1920-21 recession by stimulating buving of every pets, and sparking general buying optimism. 





Rapid Rise of New Industries 


Electric Clothes Washers. . 


Rapid rise of new industries like ele: 
tric appliances, electronics, airplanes 
etc., showed a fantastic increase in lat 


ter part of first quarter of century, and Electric Ranges 


created new markets for industrial sup 


ply fe Id. 


Electric Refrigerators 


Radio Sets... 


Electrical Merchandising 
Radio Manufacturers A4ssociat 








_ me 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





- GROWTH OF AN INDUSTRY 


Distributors expand lines 
ind services to speed 


jrowing industrialization 


reated by new, high-wage consumers infused with a 
spirit of buying optimisr 

Improved communications, the automobile, greater 
industrial research, and new concepts of national adver 
tising also stimulated the new and complex techno 
logy The entire range of industrial supplies was 
iffected by hundreds of new products which bid for 
1 place in newly mechanized industries where mass 
production methods demanded machines virtually 
inknown prior to the war 


New Products—New Uses 


In power transmission, electric motors—and later 
V-Belts—opened up new markets. The days of steam 
engines in the basement, line shafts on every floor 
vith miles and miles of leather belting gradually gave 
vay to modern plants featuring short-center indivi 
il drive 
gh conveyors were not new, their new applica 
tirred the country’s imagination, and gradually 
ned a large segment of industry 
came into their 
By 1925, abrasives 
utting tools were big business for 
upply distributor And portable electri 


market for at least 10 vears, were begin 


heavy machine tools 


nm mass produ tion 


rough the nation 


listribution” was born 
demanded special 
technical selling than had 


ractori 


t Frequently rour or mor 


onsibilities, now influer 


s distributor salesmen formerly had 
one man—usually the boss 

new products on the market require 
to extend themselves if the expect 


} 


r their large customer needs, and if they hope 


e the diversified potentials within their trading 
is 
\ 192] survey 


Siw) ON 


onducted by Mill Supplies revealed 
ould be assumed as the average cap 
ition of supply houses in the country, average 
tock $100,000, and average number of salesmen three 
s carried at that time ranged from mill supplies 
plant and heating supplies; hardware: ma 


regional supplies like mine. oil and gas well 


and marine supplies; also contractors’, automobile, 
railway and metal supplies; electrical supplies; agri- 
cultural implements; blacksmiths’ supplies; textile mill, 
garage, foundry and flour mill supplies. 

While many old-line managements debated the 
advisability of specializing, or entering new fields, 
specialists sprang up on all sides to get there first for 
a share of the potential that otherwise might have 
gone begging for want of new distributors. 

There was even a variance of opinion as to what 
constituted a distributor. J. D. Pitts, Brown-Roberts 
Hardware Co., Ltd., Alexandria, La., told the Southern 
conventioneers in 1922, “Some interpret it as any 
buyer who discounts his bills; some, those who will 
take goods in standard packages; while, I am glad to 
say most manufacturers accept the interpretation 
which is placed upon it by our association. We should 
have no further trouble along this line, however, since 
the recent ruling in the Mennen case, which says 
‘Whether a buyer is a wholesaler or not does not 
depend upon the quantity he buys. It is not the charac 
ter of his buying, but the character of his selling which 
marks him as a wholesaler.’” 


Machine Tool Distribution 


An interesting question posed in 1920 in Mill Sup 
plies was, “Is the Mil] Supply House the Logical 
Distributor of Machine Toois?” 

4 canvas of Detroit firms led to the 
considerable experi 


onclusio 
that concerns which had had 
ence in handling machine tools were thoroughly con 
vinced of the efficacy of the machine tool department 
that supply and machine tool departments were con 
tant helps to each other, that the purchaser of ma 
hine tools derived greater satisfaction if he could buy 
machine tools and supplies from the same firm, that 
manufacturers of machine tools would find mill supph 
houses the best distributors of their products 

On the other hand, manufacturers of m 

ntended the average supply house was not equipped 
vith men competent to sell machine tools. Ever 
back in 1911, “The Big Six”, a machinery manufa: 
turers’ combination of Cincinnati 
reluctance to sell their output through the dealer 
Chey insisted the dealer should be allowed 124% 
despite the fact that dealers at that time had estab 
lished the cost of handling machinerv between 11% 


und 12%, 


taming a first class jobbing house 


chine tool 


indicated their 


ind 15% as a representative cost of main 


Though distributors kept pace with the changing 


times by expanding their lines and set 
fortunate that, as an industry, the latter vears of 


haracterized bi 


ices, it is indeed 


- 
the first quarter of the century were 


misunderstandings between manufacturers and dis 
tributors and a singular lack of unity in getting 
; 


together at joint triple conventions to discuss and 


solve their mutual problems 
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Industrial Production 1925-1940 
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Profitiess Prosperity;” but after 1929 they wished they had it back 


Part Ill 
Boom and Bust 


dimmed the 
number of 


Some called the 1920's 


would not interfere in business and promised a $300 
000,000 tax cut for 1926 
out 4,000,000 cars a year 


ODAY $ FABULOUS POSTWAR ERA has 
lustre of the 1920's, but to a large 


Americans in 1925, being alive and 


And Detroit was turning 
in business 


then was to have the world by the tail 


Victorious in war, safely thror I 


gh a brief but serious 


depression, the nation seemed headed for limitless 
prosperity Wilsonian idealism was dead, but America 
could take care of itself, the pundits President 


Coolidge had reassured the country 


said 


that Government 


Wall Street stocks and Florida real estate were 
booming and Secretary of Commerce Herbert Hoover 
warned that the nation’s speculative spirit was getting 
out of hand. The Florida bubble burst the following 
year, but the great Wall Street bull market continued 
its dizzy climb 
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GROWTH OF AN INDUSTRY 


Section 1 


The Industry Sells Itself 


Yy! r NOT ALL INDUSTRIAL pisrRipuTORS felt they were 
getting their share in this Utopian-tinted economy 
Their future security, many of them thought, was 
being seriously threatened by the resurgence of two 
ancient evils, direct selling and price cutting. While 
it’s obvious now that the industry was far from falling 
apart at the seams, a number of leading distributors 
in 1925 were not so sure, and for good enough reasons. 
Alvin Smith, of Smith-Courtney Co., Richmond, Va., 
in reviewing 1924, called it “a year of the most un- 
bridled, ignorant, and unscientific price cutting we 
have ever been through.” 

C. E. Davis, of The Ross-Willoughby Co., Colum 
bus, Ohio, called for “a decision fight with manufac 
turers who sell direct.” And H. L. Jobson, of Rich 
mond Belt & Dressing Co., replied: “Some jobbers 
have equally pernicious and peculiar faults.” 

But price cutting and direct selling were the symp 
toms, not causes, of a changing market. R. S. Duncan, 
f R. ¢ Minneapolis, said: “We are 
living in an era of price wars, competing for the new 


Duncan Co., 


big’ buyers.” 

The truth hurts,” he added, “but we started it 
ourselves.” 

The depression of 1920 had run its course, but 
readjustment to the new era of “mass distribution” 
ontinued painful 

Deploring what he termed “lost opportunities,” 
Edwin Lee Goucher, of Frick & Lindsay Co., Pitts 
burgh, charged in 1927 that distributors had failed to 
keep pace “in means or methods” with their cus 
tomers. Once the supplier of almost all the average 
factory's requirements, the supply house now stood 
side passively as specialists moved in with electrical 
upplies, machine tools, rubber, chemical goods, ma 
terials handling equipment and innumerable other 
All this business, Mr. Goucher said 


was going by default 


modern produc ts 


The development may have been inevitable. Dis 
tributors could hardly spread their selling wide enough 
to cover all the new lines and new industries. Already 
many of them had been forced to curtail the large 
territories their salesmen had once travelled. to con 
entrate on the mushrooming industry in their own 


backyards. 


The “Middleman” as Villain 


On top of this, chain and mail order selling had 
captured the public fancy along with the new catch 


word “Mass Distribution,” that meaning of which 
was far from clear to those who mouthed it. Many 
thought it meant the end of the “middleman” and 
his profit. To buy direct was considered the privilege, 
at least, of bigness, and perhaps it would soon be 
everybody's privilege. 

Such were the warning signs thoughtful distributors 
took note of in the mid 20's. They began to think 
long and hard about selling the public and the industry 
on where the distributor fits into the economy. 

On one point all distributors agreed: profits, threat- 
ened by higher operating costs, could not withstand 
another epidemic of price cutting. While some firms 
prospered, a large number reported only token profits 
in the Golden '20’s. A National Association survey 
of 38 companies some years later was to show that 
from 1924 to 1928, gross margins about equalled 


be Fi 


expenses. There was an average 2% profit in 1929 


Hard Words, but Little Action 


Bitter charges and generalizations reverberated at 
the conventions held separately by the associations 
in 1925 and 1926. 

As D. W. McAllen, of SKF Industries, recalls it: 

“When we met, a distributor would get up and 
blast away at an anonymous manufacturer whom he 
accused of bad dealing. Then a supplier would take 
the stand and condemn certain, unnamed distribu 
tors. Year after year the same round robin continued, 
with little opportunity for constructive action to solve 
the real problem.” 

True, some suppliers had firm, proven distributor 
policies. One had recently dropped an extensive 
branch warehouse system to concentrate on down-the 
line distributor selling. And many leading distributors 
were meticulous in screening their sources of supply 

But distributors still echoed the old charge that 
suppliers, in the main, were fair-weather partners, 
selling direct when the spirit moved them, through 
distributors when the going was hard and the pick 
ings were scarce. They accused manufacturers of 
duplicity, of discriminating by area and by outlet, of 
selling to “every Tom, Dick & Harry” in every com 
peting fringe field from retail hardware to mail order 
houses. 

Suppliers retorted that duplicity was not confined 
to their camp alone; that price cutting was not their 
invention; and that distributors could have the firm 
selling policy they wanted if they would match it 
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Gattshall Urged Distributors to “Face the Facts” 


“ue distributing industry is on 
the defensive,” Ralph M. Gatt 
shall, of Republic Rubber Co., 
charged in a sensational report in 
1926. Mr. Gattshall had just can 
vassed the membership of the Na 
tional Association and some 75 
newspaper publishers. In his re 
port, “Face the Facts,” he said the 
distributor was losing ground be 
cause: 1. he had not sok himself 
to his community; 2. competing 
methods of distribution had been 
more alert; 3. the distributor him 
self did not realize his own 
portance; 4. the manufacturer 
not accept the distributor wh 
hearedly; and 5. the general pu 
understood him hardly at all 


man” as a class were low in the 
public’s esteem, and were likely to 
sink lower unless they advertised to 
counteract the propaganda of chain 
and mail order sellers. 

Later he followed up with a sur 
vey of industrial users, found that 
almost 40% of the buyers ques 
tioned thought distributors unnec 
essary. Almost half said distribu 
tors failed to give them any sound 
reasons why they should buy from 
them. 

About the same time Industrial 
Distributor and Salesman canvassed 
51 suppliers. Forty-one said dis 
tributors could not be depended on 


Ralph M. Gattshail to distribute their products. One 


added gratuitously: “Unless some- 


Mr. Gattshall said distributors suppliers better than if they didn’t thing is done in the jobbing field, 


+ 


failed to give a consistent pattern exist. Newspaper publishers were _ there will be no such animal a 


the 


of reasons why they coul crv inanimous on one point: “middle jobber 10 years from now.” 


with an honest buying policy of their own. In this 
era of specialization, volume production and service 
minded customers, some one had to do a volume 
selling job. If distributors could not handle it, who 


could blame the supplicr for looking elsewhere? 


Not So Splendid Isolation 


Often enough, mutual suspicion was equally intens¢ 
imong distributors themselves. Nineteenth Centur 
ndividualism, which discouraged camaraderie among 
ompetitors, was by no means casily subdued by the 
idvancing 20th Century. Automobiles, the telephone 
ind the trade press were breaking down regional isola 
tion, but as one old-timer recalls, “We didn’t pick up 
the long-distance telephone in those days unless the 
building was on fire.” ‘This reluctance was soon to 
disappear, of course, in even the most rural business 
establishment—but in 1925 many distributors felt their 
problems were entirely local 

Both the associations’ growth in membership and 
the increasing readership of the trade press—which 
then included Mill Supplies and Industrial Distributor 
ind Salesman, predecessors of ID—were to influence 
1 widespread change in this outlook after 1925 

But the single most dramatic event to reverse the 
trend of disunity was the famous cruise of the steam 
ship Noronic in 1927 

By 1926, sentiment was getting stronger in all three 
issociations to do away with separate conventions 
The American was meeting officially with the 
Southern; the National, to formalize manufacturers’ 
ittendance at its own conventions, signed up some 


41 suppliers as “associate members.” 

Active behind the scenes was an informal group 
of distributors and manufacturers, self-termed by som« 
of its members “The Rebels,” who were working hard 
to promote joint action. The Rebels stressed the 
futility and inconvenience of duplicate convention 
and urged more constructive business sessions 

Prominent in the group were D. W. MeAllen 
Frank Hill, of Greene, Tweed & Co.; Carl A. Channon 
Great Lakes Supply Co., Chicago; Pete Bovlan, The 
W. M. Pattison Supply Co., Cleveland; Charles | 
Curtis, Western Iron Stores Co., Milwaukee: Pet 
Mhayer, The Charles Parker Co.; Ralph M. Gattshall 
Republic Rubber Co.; Harry E. Ruhf, Cleveland Too! 
& Supply Co., Cleveland; and William C. Purtell 
The Allen Mfg. Co 

Both Mill Supplies and Industrial Distributor and 
Salesman had been promoting joint action editorialh 
for some time. In the fall of 1926, the magazines 
published the startling results of a survey by Ralph 
M. Gattshall, who claimed that distributors wer 
losing ground on all fronts and were very possibh 
facing their Armageddon without a fight (see above 

Late in 1926 the three associations agreed on 


The “Rebels” sparked th 
agitation t it an end ft 


separate conventions 
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The industry unites aboard the 


Noronic. attacks its 


nmon problems 


triple convention in the spring of 1927. The Great 
Lakes cruise ship, Noronic was signed up for a four 
day trip from Detroit, at $70 a head, midnight suppers 


included 


“The Peace Ship” 


lhe Mill Supply Council, the industry’s first form 
ly organized body to consolidate joint action, was 
Lake Huron aboard the Noronic. Don $ 
Columbus McKinnon Chain Co., presi 

American Association illed it The 

lhe rise 


Ss ate 
larmon 
thack 
l’s member 


& Co 


Detroit: VW 
H. W 


i CatTil 
sociations It urged the 
t of harmony to drop its manu 
members » thev could go back 
in where tl belonged. The Ameri 
vy members in which 


listributor’ 


xact 1 pledg 
icknowledex n the 
mporta! 
bvious, solid gain of the Noronic cruise was 
1 feeling it stimulated. Savs Horace Arm 


Armstrong Bros. Tool Co.. looking back over 


28 years: “This convention, probably more than any 


-s 


other held, increased the personal friendship be 
tween all who attended.” 


“One Big Association” Misses the Boat 


With the Mill Supply Council in business, many 
association members felt that unification of the asso 
ciations was only one step away. Some proposed 
czar,” patterned after the 


1 single strong leader, o1 
onvention in 


movies’ Will Hays At the next 
Memphis—another triple meeting, the Council was 
transformed into a new “Conference Committee of 
Nine” and assigned to draw up a consolidation plan 
But that was as far as it got The following 
September the National Association voted the plan 
down. Later, when unification promoters urged con 
olidation of the Southern and National alone, that 
too was voted down, this time by the Southern 
Opponents of merger said their reservations were 
m two grounds: concern with the anti-trust laws, and 
fear the suppliers’ and distributors’ interests were too 
liverse to make a single association practicable The 
Southerners opposed a merger without suppliers 


because, they said, it would put distributors in a posi 


tion to dominate the outnumbered 

The vear, 1929, had one fruitful result, however 
The American Association organized itself by indus 
tries, providing more intimate forums for distribu 
t together 


manufacturers 


tors with special product problen to 


vith suppliers in the same field Over the vears 


essions in the abrasi insmission 
eToup vere to 1 if 


The JMC as Hero 


the Conferenc nittee was no more 
nt a new plan wa | lustrv’s most 
mbitious joint w This was 
Joint Merchandi zed to sell 
the industry to itself an » indi omers 
Che Joint Merchandis : l parked a lot of 
nthusiasm at its outs ) Veal Gattshall’s 
Face the Facts to help meet 
industry's obvious n rift uv research 
ell as cooperative promotion 
D. W. Proctor of m Dorn Electr Tool Co 
headed the original Joint Merchandising Committee 
Its other members were C. A. Channon, Great Lakes 
Supply Co., Chicago; L. G. Puchta, Queen City Sup 
ply Co., Cincinnati; -]. L. Pitts, of Brown-Roberts 
Hardware Co., Alexandria, La.; F. M. Archer, Superior 
Supply Co., Bluefield, W. Va.; R. M. Gattshall; D. W 
McAllen: F. J. Hofacker, Evansville Supply Co., Evans 
ville, Ind., and H.R. freland. Industrial Supply Co., 
lerre Haute, Ind 
The committee's pre us said its aim was to 
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The Joint Merchandising Committee launched the industry's first major drive to pull 
together for a common cause. Here’s Mill Supplies’ report of its first year’s work. 


more recognition of the import f distribu sion effectively blocked the more ambit 
on the promise that suppliers must have their advertising schemes, the accomplishment 
ds sold better and more excl ly, and distribu five-year existence were impressive. Promotion a 
tors must get higher volume, | t of sales education pieces were distributed throughout the 
nd improved customer goodwill he group planned dustry, area meetings were held, a Model Sal 
to get its facts first, then pres¢ hen widely for suppliers was drawn up, talks were 
nd forcefully as possible to distributo upplicrs purchasing agents’ and suppliers’ groups. M 
nd users. Financing was b I I ubscrip portant of all, ambitious missionary work wa 
tion—from distributors at 1 12 o $156 out to convince individual manufacturers of th 
1 year according to volume of b fits of a genuine written distributor poli: 
All this took place six month 29 stock tributors of the rewards of buving from t 
nic; and while no one expect longed depres type of manufacturer 
n, industrial decline was apparent l. by Jun 
year later, 206 subscription had be lected pledg Missionaries at Work 
total of $66,621 4 slog rt] rs Serve 
lustry Economically,” d idopted, adver D. W. McAllen recalls the effectiven 
plans were in the works an t-finding extensive field works: “In those days it to 


port was ready of prodding, sometimes, to get a distribut 


Mill Supplies supported the prograr h a three beyond his own bailiwik and sce problems t! 


ged campaign of advert t | copious one had in common.” The Committee ofte: 
ymotion to distributors ar upp! towns where relations were strained betwe 
Che Committee's report, based on nterview distnibutor “We'd invite them all to dinner 
mncluded that distributors, from t | stand the next day they would get together and 

nt, had a big plum to shoot at i] of all Over night, people who hadn't been speaki: 
ndustrial customer Cf wed that nother found themselves in the posit 


butors were getting | ; industrial joint host 


} 


purchases The tota luding lhe Committee also explained the facts of fair 
} 


plates ypes. machinen } ung caquip dealing to manufacturer varticularly th whose 
i | 


ent) was estimated to be about a bill lollars distributor poli Ti were wavcring or non-cxistent 
R. M. Gattshall, Republ Lubb lit When a upplicr had made a succ clling 
h f the committee’ | ; I y I through distributor: said Mr. McAll 


is execulive manager depres to it that the word got around 
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Long lines of unemploved were an everyday sight in 1933. That vear the industry's sales hit rock-bottom. 


Section 2 


Depression Teaches the Facts of Life 


Distributors noted a steady falling off of 
1 the first half of 1930, and by 1931 the word “de 


VW ALt. STREET CRASH O} ivi? urprised ilmost busimess 
but the Wall Streeters themselves, for 
m prophet had been predicting wession” was established in everyday tall 
Soon politicians took the spotlight as the party in 
Prosperity Around the Corner’, and 
New Deal.” Meanwhile 


But its severity and chain-rea 


lustry was something else again 


und 29, the bull markets in stocks reache: their vigorous opponents, a 

rht unemployment mot 
than tripled from 1921 to its 
ilmost 90% in 1 new, unheard-of low—just 31.4% 
923-25. This was just before the national 
ident Frank 


ial Hundred 


things, the 


ower promised 


The Dow ] yes industrial iveTage tactories closed nted ind by 


129 high of February, 1933, distributors’ sales had plummeted to 
of the average for 


Industnal production climbed 


ime period, and gross national product nearly the years | 


Bank Holiday and the beginning of Pre 


While outlays for consumer durables and 
lin Roosevelt's spectacular ind controvet 


} | 
uilding 


had lagged ominously behind this 
and both industrial wages Days, which were to produce, among oth 
once widely-celebrated Blue Eagle of the NRA 

[he storm buffeted distributors lik erv other 
industry, but most of them weathered it. There wer 


inning in 1925 
wind “proprietors’ income” (including 


professional and wnincorporated — busi 
‘ were outpaced by corporate profits, rents and 


terest starting in 1927—few experts recognized thes« ome rr 


ome mergers, some ownership chai 
1 threat to permanent prosperity treats by firms on the industrv’s fring But when 
Oct. 24, 1929, the the initial shock wore off, new firms 


ik pot iS 
Then, suddenly, on Thursday 
ll market brok The degrading panic followed in 

45 billions in paper values went up in 


organized 
too, as salesmen without jobs had g to lose by 


going into business for themselves 


For everyone, the going was hard 
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Corporate Profits After Taxes 





All Industries 
(Millions ) 


The Great Depression was the worst 
any modern economy has suffered 
Here’s what happened to all corporate 
profits, which took a nosedive in 1929 
and disappeared entirely in 1930-3] 


PvOosNoys Pespuny 





Price Index of 420 Industrial Stocks ; a 


collapse on Black Thursday, Oct. 24, 





1935- 
The stock market triggered the big 
1929, when panicky Wall Streeters un 
loaded almost 13 million shares. Some 
45 billion dollars’ worth had been 
Hn HI | liquidated by 1932. 
3} : 1936 Department o ymmeree 


1937 19386 


Business Failures 
B® All business 
; . J Wholesale 
ond Retoil 

The dismal era of the 1930's was a se 
vere test of business staying power “ 
Distributors fared better than most in < 
dustries: they pulled in horns, worked B 
hard and rode out the storm until the E tS 
temporary 1934 recovery gave them a 
breather. * 


1929 1930 193)! 1932 1934 1935 9936 ‘957 i936 
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Distributors’ Sales 


Index 
Bose Period 


ut, but still expenses outpaced margins as price 
ishing and excessive services bit deep into revenues 
Booz, Fry & Hamilton, consultants, estimated that 
the expense ration of distributors had jumped from 
in 1929 to 32.26 in 1932. 
One distributor recalls that his sales dropped 55% 
the 1931-32 period and his cost of doing business 
ose from 19% to about 40%. “It was impossible to 


adjust. We kept on as many salesmen as we could, 


a $25 a week drawing account, which was more 
But his overall payroll had 
Price competition was extreme, he 


than they were earning.” 
re be halved 
Customers often demanded, and got, fully 

ff list for small staples, sometimes even more 


School of Hard Knocks 


| times sapped the strength of distributors, but 
f it. ‘They put up a brave front to the world 
’ said R. C. Duncan, 
“We recognize that 


We are starting 1933 fearlessly, 
Duncan Co., Minneapolis 
t possible to extract blood from a turnip. But 
ent conditions will not last indefinitely, and when 
mprove, the ‘dog’ who crawls into his house 
because he is afraid will not be getting the 
ness 
They were quick to see the good that came out of 
vdversity. Said Hesket H. Kuhn, of The Hardware & 
Supply Co., Akron, recently: “The depression taught 
ome of the facts of life. With bank accounts 
wen for many of us, we really learned how to 
perate 
lo cut expenses distnbutors had no choice but to 
ull in over-extended territories, trim off lines that 


vere not profitable, and control their inventories and 


nside operations with an iron hand 
Salesmen had to learn to conserve time, to stretch 


Low-point for distributors’ sales was 
February, 1933, when volume had 
dropped to one-third the 1923-25 aver- 
age. Recovery was halting and tortu- 
ous, stopped in its tracks when the 


1937 “recession” hit industry 


Mill Supple 
1932-29 ‘ 


erage m« 


epresentati 


cut the day and increase the number of calls, to sell 
creatively as never before. Even closed plants were 
fair game for sales; they still needed maintenance 
supplies; and less than half the plants in the country 
were operating. Said G. H. Halpin, of Minnesota 
Mining & Mfg. Co.: “Today a salesman should be 
averaging 12 to 15 calls a day. At least twice the effi- 
ciency, twice the work is necessary.” 


Partnership in Adversity 


The depression strengthened the working partner- 
ship of distributors and manufacturers. It forced 
suppliers to close branches, reduce their sales forces 
ind lean heavily if not entirely on distributors for the 
few sales available. 

Frantz Haverstick, of Haverstick & 
spoke for many distributors when he said: “One of 


Rochester, 


the brightest spots we see is the increasing recogni 
tion by manufacturers of the essentialness of the 
distributor.’ 

With hand-to-mouth buying the le. there was 
little temptation to try to buy or sell direct 

Writing in the Saturday Evening Post, Jesse Rains- 
ford Sprague said the depression had ushered in a 
new era for the American wholesale business. Distrib- 
utors in every field, he said, had found it wide open 

default, as manufacturers discovered the folly of 
ittempting direct sales in an undispute buyer's 
inarket 

But he added an ominous note on the overall 
economy of distributor selling: “There are now few 

yportant industries where wholesaler is much 
is 20% to do business on.” 
cure to 
2 much 


out of 


For industrial distributors, this 
kill the patient But the patient sur 
higher expense ratio and eventuall: 


the red 
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Section 3 
The Blue Eagle Screams 


Slow Recovery Begins 


r THE 1932 conveNTIOoN, the associations turned 
A all their guns on the anti-trust laws. Relief from 
Sherman Act restrictions, almost everybody thought, 
was the only hope for stabilizing a demoralized price 
structure and enforcing “fair trade Con 
ventioners listened to a fiery speech by Nelson B. 
Caskill, former chairman of the Federal Trade Com 
Without the assurance 


prac tices 


mission, in which he warned 


ot profit in productive enterprise, the whole complex 


social and political structure will collapse.” The speech 
cflected the temper of the tn the nation was 
cady for drastic remedies 
lhe associations speedily petit ed Congress for 
Emergency Industnes Preservation Act’ to save 


e price structure 

The following spring they postponed their triple 
onvention until fall on word from Washington that 
the National Industrial Recovery Act was in the 

ks. President Roosevelt signed it June If 

NRA had a dual purpose: to help business stamp 
out destructive trade practices through codes of fair 
mmpetition, and to boost purchasing power by set 


ind maximum hour 
work out its own 
Failing thi 
have its code set for it in Washington 


~ 


tng minimum wages 


Each industry was told to code, 


subject to Government approval it would 


The two distributor associations cut through the 


nevitable red tape of this enormous operation with 


onsiderable speed. Their new Code Authority was 
ilready working on the code when NRA became law 
ind the industry's code was the sixtv-first to receive 


Government approval among the several thousands 
By Aug. 21, distributors auth- 
rized to paste up their Blue Eagles following Presi 
Roosevelt’s issuance of Blanket Code 
had their codes ready. The po 
Washinet 


waiting action were 


; 
ent 


order 


‘ 
for those wh« tponed 


nvention was held in October to 


formalize the code’s procedure and administration 


Ruhf, 


B. H. Ackles, The Rav] Co. Detroit: H. F 
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Wide 
General Hugh (“Tronpants’’) Johnson was the czar of NRA. 
“May God Almighty have mercy on any one who attempts 
to trifle with that bird, But code enforcement 
wasn t casy. 


he warned. 


Cieveland Tool & Supply Co., Cleveland; J. L. Pitts, 
Brown Roberts Hardware Co., Alexandria, La.; Alvin 
Smith, Smith-Courtney Co., Richmond: W. T. Todd 


J1., Somers, Fitler & Todd Co., Pittsburgh; H. \ 
Hendrie & Bolthoff Co., 
Herbert Edge, Topping Bros., New York, comprised 
the Industrial Distributors’ Code Authority 

NRA outiawed, among other things, sales below 


Waterman, Denver, and 


cost or below suggested resale prices, discrimination 
between buvers and disguised price concessions. It 


NRA puts teeth in fair trade 
laws, cramps price cutting 


by distributors 


World Photo 





(te LL a a 


GROWTH OF AN INDUSTRY 


But a chicken processor killed 
the Blue Eagle when its welcome 
was wearing thin 


prescribed a $14 to $15 minimum weekly wage for 
non-salesman employees and time and-a-third for over 
time beyond 40 hours. 
lhe Blue Eagle lasted two years, until May 1935, 
the Supreme Court declared it unconstitutional 
mplaint filed by a chicken processing firm. 
benefits and failings are still being argued, and 
alled everything from the savior of Amer 
Though its 


been 
industry to a conspiracy for fascism 


influence debatable, it had a tremendou 
t on all industry at the time 
NRA brought distributors together a 


cooperated, or been allowed to co 


ertainls 
had never 
erate, before. The associations, through the Code 
became the effective arbiters of the indus 

heir prestige was unchallenged 
lose-working liaison developed with manufa 
NRA embraced all industries. The fact that 
xdes clearly defined the function of 
1 tribute to joint association efforts 


Wa 
ious years 
il distributors’ organizations got a boost, as re 
suthorities took over the grass roots ad 
lied with the Blue Eagle; 
the like the Central States Industrial Distributors 
Association, founded in 1933 with Wendell H. Clark 
f Samuel Harris & Co., Chicago, as its first president 
increased in size and inf 
NRA was hailed with enthusiasm in the dark day 


il ode 


nistration. Some of the 


influence since 
its inglorious exit, mam 

r to doubt the effectivenes 
ome procedur ind the 
\lso the hone 
Deal was wearing thin as 


time of 


hafed at Government control and won 
Washington's original aim of pric 
being subverted to a primary con 
| Labor 
body agreed that NRA had damp 
tting mat or a time and had 


mmon 


The New Deal's Mark 


New Di i hange be ime 
he Wagner Act institutionalize 


I 
the Wage and Hou 

ited steadils 

effect in 193¢ 


Distributors welcomed the Miller-Tydings Act of 
1937 which permitted enforcement of resale price 
agreements in “Fair Trade” states where a manufac- 
turer had signed a price agreement with at least one 
of his outlets (Until 1939, though, no one in the 
industrial supplies industry had availed himself of 
this privilege, in spite of the joy with which it had 
been hailed. ) 

And government public works and “pump prim 
ing,” for whatever they were worth, seemed here to 
stay, at least as anti-recession stimulants. Directly o1 
indirectly, distributors were doing business with the 
government on an ever increasing scale long before 


Pearl Harbor. 


The Lopsided Recovery 


Recovery was a slow, halting process. The initial 
timulus of NRA and public works caused distribu 
tors’ sales index to climb, crabwise, from its 1933 low 
¥f 31, to a high of 125 in June, 1937. Meantime a 
vave of serious strikes engulfed the nation’s major 
industrial centers, affecting, sooner or later, almost 
ill the major customers and suppliers of distributors 
In late 1937, business took another tailspin, the so 
alled “Roosevelt Recession,” and the sales indicator 
the following April was back down to 70. It turned 
ind broke 100 again the following May 


Onward to Bermuda 


By this time the new defense program was be 
ginning to get off the ground. But many distributors 
felt recovery now was genuine, defense or not. The 
three associations again chartered a ship, the Monarch 
of Bermuda, and in June, 1939, headed for a triple 
yuting afloat, with a long time-out for island beaches 
ind carriage rides. Outside of one report on the pre 
paredness program—in which the speaker predicted 
that $90 million would soon be spent for armaments 
there was not much talk about Europe's threaten 
ng turmoil. The nation as a whole that suramer sav 
war only as a distant and unlikely nightmare 

Behind the scenes, committees were hard at work 
gain on industry cost studies, sparked by an address 
the previous year by H. K. Clark, of Norton Co., who 
said the industry needed a diagnosis to find out why 
listributors’ total share of the market had dropped 
from 75% to 30% in a little more than 30 years. Many 
lisputed his figures—Mill Supplies in the first of its 
urveys of industrial purchases by product line, in 
1939, showed that in one major city at least buvers 
favored distributors over all other sources. But a new 
research project had the industry’s interest 

Then suddenly, on September 1, 1939, Hitler’s 
tanks invaded Poland. New uncertainties and trials 


were to interrupt basic fact-finding for some time 
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SPEED Defense Production 
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Par? Oef 


Depression problems fade as... Defense work gets attention and... 


~ Time 
Materials 


Manpower 


Money 


Wor brings controls .. . Distributors prove essentiality, . . . Adopt global thinking. 


rhese covers of special sections in Mill Supplies during the war reflect the problems of the day 


Part IV 
Distribution In Our Times > 
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Section 1 
obilization 
For War 


HE OUTBREAK OF WAR IN EUROPE found this industry 

feeling quite adult. Sales for 1939 were $890 
million. The experiences of the past decade had been 
obering and, in some cases, fatal as a few old houses 
went under. But, in the main, most firms found them 
elves toughened, with a strong nucleus of experienced 
personnel seasoned in the disciplined versatility 
demanded by depression operations 

On the debit side, however, most distributors found 
their inventories at rock bottom, geared to the slow 
pace of industry crawling out of virtual stagnation 
he international situation made inventory specula 
ton alluring, but there were few willing to take a 
hance Buildings, office equipment, warehouse 
ilities could stand modernizing 
By January 1940, sales 


tributors were keeping their fingers crossed. Costs 


had started climbing but 


cre the chief topic at the mid-year meeting of the 
National and American Associations. The Southern 
(Association earlier had urged formation of a joint com 
mittee to study costs and the idea was adopted. The 
prevailing attitude was that “this was somebody else’s 
‘al 
Nevertheless, the industrial pace was quickening 
sion of the Neutrality Act the previous November 
t foreign nations buy arms here on a “cash-and-carrv” 
Our own defense bill had doubled over 1938 


Distributors had to increase inventories. but thev 
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Distributor Sales 


a ——$ 
942 

| Industry goes al! out to accomplish 

biggest job in history, Conversion 

> wor work puts terrific strom 

on hard goods production and 

distribution 











94 
March 10: Lend-Lease voted; 
May 2!: “Uniimited Stote of 
Notional Emergency deciored; 
Now. 6 billion in Lend-Leose 
oid pledged to Russia; 
Dec. 7: Pear! Horbor 





1939 
Sept.| Germany invodes 
Poland, setting off Worid 
Wor II ; Sept 8: FDR 
deciores Limited . 
National “Emergency 


940 
Defence appropriations soar, 
contracts issued, industry ? 
up; Sept. iG: Selective Service 
Act signed 


940 94 4 1943 





‘eeeeuee iT 





Industrial mobilization for war, reconversion, 


did so cautiously. In the fall of "39, the Nazis crushed 
Poland quickly and quieted down to a “phoney war’. 
Some suspected a possible peace in the making. 
It didn’t last. Came April 9, 1940 and the Nazis 
Within a 
Belgium quit 


swarmed over Denmark and Norwa\ 
month, they moved into the Lowlands 
in three weeks, France in a little more than a month. 
Italy entered the war just before the fall of France. 


Mobilization Authorized 


Opposition to development of industrial facilities 
for defense faded. Events had been too fast for any 
change of the Dallas triple convention agenda, but in 
of moments delegates talked of nothing but what 
it would mean. ‘The World War I Advisory Commis 
ion to the Council of National Defense was revived 
May 28, 1940 in lieu of the Army-Navy “M” Day plan 
which called for a “czar” over industry. ‘The Advisory 
Commission controlled mostly by persuasian but this 
gave everyone a chance to prepare for more rigid 
controls. 

Industry generally had shown no enthusiasm for 
defense work, but stepped up its civilian good output 
in anticipation of shortages. The distributor began 
feeling stresses—buying difhculties, lengthening deli 
veries, hiring and training new employees, space short 
ages. He had to watch customers for a sudden switch 
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In The March of Events — 1939 -1954 


1949 
Peocetime pipelines filled , 
inventory-conscious buyers 
create slight production 


945 setbocks 
Moy 6 Germony surrenders; 
Aug 14 Jopdn surrenders; 
ndustry starts recornverting 
to peacetime production 


yeeeus 


a freer 


1951-$3 
“Guns ond butter” production 
send industria! soles to new highs 


1950 
Korean outbreak and announcement 
thot Russians hove A bomb ft 
starts Notiono! Defense productior 
again 








345 aGe + 146 


guns-and-butter” production sent sales to new heights in the last two decades. r 


to war work and be ready to meet the new require 
ments these customers would demand 

Things went along like this until December, 1940, 
when the Office of Production Management took over 
control of production, raw materials, priorities. More 
manufacturers began to seek defense contracts 

Che situation three months later, as reported by 
Although de 
liveries were getting slower, many supply manufac- 


distributors, was a little contradictory 


turers still had unused production capacity; prices were 
relatively stable and there was, as yet, little demand 
tor priority assistance. 

But OPM kept putting out more limitation and 
materials orders and authorizing more priorities. 
About mid-1941, the American, National and 
Southern Associations formed a National Defense 
Committee to coordinate defense efforts and to spread 
information about control regulations. Non-defense 
customers began to find it tougher to operate as 
priorities began to take up more of distributors’ 
stocks. Sales began booming as plants finished re- 
tooling for defense and still more contracts were 
With Pearl Harbor, sales hit $1.8 billion. 


coming 


Pouring It On 


With all industry going on a 24hour, seven-day 
week, the implications for the industrial supplies indus- 


I95C 


Industrial I 


try were immediately apparent. The industrial ma 
chine would be strained to the utmost. Maintenanc« 
would be paramount. Industry would lean heavier 
than ever on such vital services as local stocks, quick 
deliveries, and procurement aid. 

The distributor was by now accustomed to his role 
The pattern of his wartime operation was set—heavier 
demands by customers, shortages, priorities, price 
controls, manpower controls, lack of help, space, faci 
ities, paper; sales volume beyond the two billion 
mark. His doors were open longer each day and, 
where possible, he was employing more people than 
ever before. 

Inventories ranged from “same as last year” (and 
those were records) to about “60% higher’; deliveries 
were getting painfully slow. All distributors reported 
shortages, inventories out of balance due to gaps in 
key lines . . . cutting tools, particularly drills, reamess; 
precision instruments, galvanized sheets, brass and 
copper sheets and rods. Replacement was difficult. 

Informal rationing was adopted, being guided mostly 


Distributors whip war ftime 


problems, prove sentiality 
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Pyramiding alphabet agencies, 


yn-war plants, ratings 


complicated life 


by “common sense Some distributors maintained 
two stocks, one for defense customers and one for 
non-defense and the latter was depleted fast. The 
rationing was flexible, depending on lines and types 
if trade. No orders were accepted outside of the 
regular trading area. No customer was allowed unusual 
quantities. Some distributors allotted products on 
the basis of some prior interval of orders 

Under such stresses, pyramiding of orders became 
in almost accepted practice. Some distributors placed 
orders for a single item with many sources in hopes 
of getting steady deliveries of much-needed items 
This raised hob with suppliers who had to report 
to control officials on portions of their output going 
to defense work. But everything was selling 

With sales almost triple those of '39, the work 
load increased tremendously. Men were being lost 
to the draft and new help was hard to obtain, and 
then only at rates competitive with war industry 

Nevertheless, distributors had their work cut out 
for them. They had to master the problem of han 
dling rating and regulations. They served as liaison 
between customers who had more war contracts 
than their facilities could handle and those who had 
ivailable capacity but no war contracts. They advised 
ustomers on obtaining contracts Their salesmen 
had to advise customers on substitutions for scarce 
items and teach inexperienced help how to get longer 
tool life. The salesman had become a “procurement” 
gent for customers. If it was a war plant, he had to 
lig up scarce items in a hurry; if it was a nonwar 
plant, he had to try to keep them going with require 
ments hard to obtain without priorities. He made 
earches for hard-io-get items. He dug out surplus, 
ybsolete, idle materials and products and spread them 
round to where they could do some good. His 
xtra” services were manifold 


Alphabet Agencies 


Thus, when OPM was abolished and the War 
Production Board took over in January 1942, there 
wasn’t much difference in distributor operations The 
greater power given to the Office of Price Adminis 
tration, War Manpower Commission, Office of Dx 
fense Transportation and other alphabetical agencies 
iused some inconveniences, but they, too. wer 
mastered in due time 

The 1942 triple convention at Atlantic City indi 
ited how deep in the war the industry had saturated 
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itself as WPB and OPA officials were prominent 
speakers and some of them were members of the 
industry, too. 

Comparing distributor operations of 1942 to 1940, 
this magazine reported inventories had mounted 30%, 
sales were up 75%, daily orders up 30%, personnel 
up 20%, average order size up from $13.83 to $25, 
turnover up from 5.4 to 7, direct shipments down 
from 11.84 to 9%, and telephone costs up 15%. 

Late 1942 was the peak of Axis expansion, but the 
counter offensive had begun with victories at EI 
Alamein and at Guadalcanal. By the end of the 
year non-war production was down a third from 
1941 and war production had trebled. During 1943 
and 1944, non-war production would be 15% less 
than it was in 1942, and war production at its peak. 

Although it was a sellers’ market, the like of which 
had not been expericnced before, it was no picnic 
for suppliers and distributors. Many of the non-war 
plants were old customers and had to be served along 
with war plants which wasn’t always practicable 
Many distributors and salesmen were to “hear” from 
these customers after the war. 


Post War Thinking 


Postwar problems began to dominate the indus 
try’s thinking before the shooting was over. At the 
1944 triple convention in Chicago, they talked of 
manpower, contract termination, surplus stock dis 
posal, re-evaluation of sales methods and postwar 
competition. Robert Black, Black & Decker Mfg. 
Co., made the suggestion of adopting some means to 
facilitate contacts between distributors and manufac 
turers at future conventions. Registrations were run 
ning 1,200 and more; it was getting difficult to get 
around. 

The decisive vear 1945 opened promisingly. The 
Battle of the Bulge the previous December was the 
last gasp of the dying Wehrmacht. Inventories and 
sales were at record levels. Gross profits remained their 
usual inflexible self, operating costs were slanting 
upwards and net profit ratios were shrinking. But 
unprecedented sales volume made dollar net profit 
eemingly big (some distributors had even been re 
negotiated on government work). Distributors looked 
to what was ahead in the reconversion period. Manu 
facturers too. The war had disrupted many manu- 
facturer-distributor relationships. There would have 
to be a lot of mending done. 

As the climactic events of the year unfolded— 
the death of Roosevelt on April 12 and the accession 
of Harry Truman (who had spoken at the Cincin 
nati convention in "43 as a senator), Germanv’s sur 
render on May 4, the atom bomb over Hiroshima 
on July 6 and the surrender of Japan on Aug. 14 
there was a steady stream of war contract cancella 
tions and all industry began looking to postwar activity 
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Wide World Photos 


Donald M. Nelson 
WPB Chairman 


Section 2 


HE EXPERIENCE OF DISTRIBUTORS with government 
awe is one which they and their suppliers are 
not apt to forget quickly. From 1940 on to well 
after the war, manufacturers and distributors puzzled 
over, rebelled at and swore at the legalistic, complicated 
language of one regulation after another. It bur 
dened their already overtaxed staffs with the job of 
interpreting, accumulating and extending ratings of 
infinite variety and effectiveness 

At that, manufacturers and distributors were in 
troduced to the jungle of regulations and priorities 
ind allocations gradually. On May 28, i940, the 
\dvisory Commission to the Council of National 
Defense (World War I relic) was reestablished. Then, 
only industrial materials and production needed 
immediate attention and this body controlled only by 
pressure and persuasion. 

But, in the first seven months of 1941, things 
were getting a bit tight and tighter control was 
needed. The Office of Production Management, the 
Office of Price Administration and Civilian Supply, 
National Defense Mediation Board, Coordinator of 
Information, Petroleum Coordinator came into being, 
most of them as units of the Office of Economic Man 
agement, and the rule by paper was on 

It was the OPM which set the pattern for indus 
trial production control, beginning with three oper 
ting divisions—production, purchases and priorities 
Its chief authority was priorities power, which was 


Charles Wilson 
WPB Vice-Chairman 
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Rule By Paper 


not used extensively until late 1941 
it stimulated, advised, planned and coordinated. It 


On other matters 


was organized along commodity lines. 

Prior to formation of OPM, Mason Britton, vic« 
president, McGraw-Hill Publishing Co., was “loaned” 
to the Advisory Commission as advisor on machin 
tools. Through his efforts, machine tool and supply 
distributors secured representation in OPM. Repr 
sentation for the industrial supply and equipment 
industry had not been secured without some Opposi 
bon in policy-making councils. There was little 
understanding of the distributor's role in production 
of the services he performed for the profit he earned 
To clear up this misconception was one of this 
magazine's most persistent efforts during the war. 
The War Service Committee of the two distributor 
associations was almost wholly occupied with this 
problem also 

The real difficulty was that controls were concen 
trated on production, not on distribution. The best 
means of getting the right product or materials was 
constantly debated first in OPM and later in WPB 


Distributor’s representatives 
fight for the industry at Wash- 
ington desks —_> 
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Bewildering variety of rules 
and regulations keep industry 


working overtime on paper 


But, in OPM there was a Mill Supplies Section formed 
vith a work list that included abrasives, bearings, 
utting tools, belting, bolts, casters, lathe chucks, 
ocket head screws, hand pipe tools, machinist's vises, 
ilov and carbon wrenches, electric tools, hack saws 
nd blades, hand hoists, lubricants, precision tools 
id accessories and lock washers 
First to volunteer to head this section was Hesket 
H. Kuhn of The Hardware & Supply Co., Akron 
\ couple of weeks later he was joined by Harold I 
S Seymour (Columbian Vis« Thev were fol 
wed by a host of others to whom the industry owes 
uch for the rifice of personal and business in 
be ill-afforded 
cle 21 supph 
tly by Wash 
data 
of their 
in this job 


ish the data 


ith thy bur 

, , yrogra May 1941, 

ther than direct defense work had to 

nsidet Manufacturers of tool uppli ind 


uipment, for instance, needed priorities assistance 


Basketing Allowed 


Defense Supplies Rating Plan was developed 


facturers who ld part of their 


ctor: Getting the information wa 


output 


ustomers were reluctant to 
for fear of failing to obtain products 
later, this was inadequate 
Requirements Plan (PRP 
illowing accumulation of 


ndise sold out of stock and to apply 


defen c 


ne month 


n replenishing stock with a commercial 

rder, or “basket” rating 
After Pearl Harbor and when OPM became the 
War Production Board, distributors began to feel the 
m their stocks. Some wanted a “blanket 
industry which any distributor 
» replenish stocks. Lin White, White 
Supply Co., Waterbury, Conn., then doing volunteer 
ty at WPB, warned against the eventual priority 


t t 


nflation by which such a rating would be watered 
to ineffectuality. Finally, in April 1942, WPB offered 
the individual distributor relief by permitting him to 
file Form PD-1X in application for a rating to replace 
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all hard goods classified as maintenance, repair and 
operating supplies. Oddly, early response was slow 
as only some 300 odd applications were received in 
the first two weeks and most of these were improperly 
filied out. Eventually, more and more distributors 
applied. Later, June 1943, PD-1X was replaced by 
WPB-547 which eased the distributor's job by permit- 
ting use of either a book or physical inventory at least 
six months old instead of the Dec. 31, 1941 physical 
inventory mandatory under PD-1X. Many distributors 
had trouble furnishing the 1941 inventory figures. 

In December, 1942, WPB was reorganized to pre- 
pare for the adoption of the Controlled Materials 
Plan which was put into effect in mid-1943. In the 
process, the industry's unit was absorbed into a newly 
created Wholesale and Retail Trade Division of the 
Consumers Goods Bureau of which Lewis C. Green- 
leaf, (Behr-Manning) was director Mr. White 
resigned in protest, claiming that hard goods, with 
sales of eight billion a vear, and virtually on a 100% 
priorities basis, should be controlled separately from 

oft goods” as more necessary to the war effort 
Eventually, this division landed in the Office of 
Civilian Supply, which always fought and usually 
won its arguments for machinery repair parts, power 
ind transport facilities, etc. for the civilian economy 
Donald M. Nelson, head of WPB, was sympathetic 
to this demand also 

The bewildering variety of regulations is illustrated 
by their major elements. Under prohibitions, there 
were: 1. materials orders which banned use of scarce 
materials in manufacture of given articles, such as 
hrome trim on baby carriages: about 400 of these were 
issued; 2. limitation orders which limited or banned 
nanufacture or use of specified articles except on mili- 
tary contracts: about 350 of these; 3. inventory limita- 
tion orders which limited specific inventories 

Under priorities were general instructions to 

oducers and dealers requiring them to fill orders 
bearing a higher rating before those with lower ratings. 
lhe system started in 1940. The first priorities were 
simply A, B, and C, each letter with 10 subdivisions, 
which took precedence in that order. As soon as the 
\’s began to crowd each other out, new systems of 
lettering came in with A-]-a, etc, and finally, AA’s and 
AAA's 

There were other controls such as price, gasoline, 
rent, and others, but it was the price controls that 
bothered distributors most 
nd equipment, due to their importance to defense, 
were put under immediate price controls. But, suf 
fice to say, OPA kept aggravating distributors by stick 
ing to price-absorption policies right up to the end. 
lhe only relief possible was from an official interpre 
tation of what “fair and equitable” profit levels were. 
That usually meant increase the price only on a 


Most industrial supplies 


“dollars and cents” basis, not on a percentage level 
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Accelerated activity of post-war years was marked by fast inventory accumulation and increased coverage. 


Section 3 


Peace, “Guns-and-Butter”’ 


REDICTIONS BY ECONOMISTS as to the probable 
behavior of the economy during the first few post 

war years varied all over the lot. ‘Typicai of the 
opinions were: a little more than a third anticipated 
their business would be equal, or greater, in the first 
year after V-E day than it was in 1943; almost an 
equal number expected it would be from 66 to 90% 
of 1943; some 11% looked for a drop to 65% of 1943. 

In the Sept. 1944 issue of this magazine, Dr. Walter 
F. Crowder, then chief of the Distribution Division, 
Department of Commerce, wrote that on the basis of 
past relationships between employment and gross 
national product “we arrive at a rough figure of $180 
billion gross national product (at constant prices) in 
the assumed postwar year 1947”. (GNP was $111.6 
billion in 1939). The reaction was that this was 
highly optimistic. 

At V-] Day, the GNP was estimated at an annual 
rate of near $205 billion, (1944 figure was slightly less 
than $200 billion). But consumer expenditures were 
rising and, as industries converted to consumer goods, 
the demand swelled. 

Thus, instead of retrenching, manufacturers and dis- 


tributors found themselves even more active than dur 
ing the war and sales had doubled during the period 
1939-44. 

A new crop of distributors had emerged from the 
war. ‘The times called for better service, intelligent 
management, more sales training. This magazine pub 
lished a special section “Accent on Selling” to help 
distributors organize their sales effort, their markets, 


‘ performance, resources, sales programs, and sales 


tlaining. 

At the convention of 1946 (Atlantic City 
number of delegates, 1,300 attended. The theme was 
“Better Selling”. Commenting on the meeting, Arch 
Morris, Mill Supplies publisher, wrote; “They take 
over under tailor-made circumstances because one 
thing is evident. This industry is united as never 


, a record 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





. GROWTH OF AN INDUSTRY 


volume ro but 


listributors gross 


and net profits suffé 


before for cooperative action in meeting common 


problems it is not going 


i Having attained this 
to be very difficult to button up any loose ends in 
distributor-manufacturer relationships so 
Joint committee work was endorsed by the National 
ind Southern Associations which, conscious of the 
future role of government in business, sought repre 
sentation for distributive industries through the 
National Wholesale Council 
Price control, despite the end of the war, continued 
until June 1947. The American Association under 
took the sponsorship of a new series of regional meet 
ings for manufacturers and distributors to discuss sales 
ind marketing problems. Meetings were held in Chi 
igo, Boston, Memphis, Cleveland and Philadelphia 
The Southern Association organized a Planning and 
Development Committee to: study and promote 
methods to improve efficiency of members’ opera- 
tion; intelligently present to manufacturers the in- 
reasing sales potential of the South which, through 
war production expansion, had received an unusual 
timulus to productive capacity. This magazine joined 
the work also 
operation with mid-west distributors, Rha 
her, certified public accountant, made a study of 
ost of handling orders. The study showed that 
42 was the order on which a distributor “broke 
Previous estimates had placed this figure at 
the same time, this magazine instituted an 
tudy of distributor operations which showed 
t distributors were definitely on the move upward 
V-] Day: sales were up 17.4%, 


27 4 nlovee up 16.9%. 


inventory up 
number of salesmen in 


See chart on page 137 


Market Grows Fast 


pent-up demand for consumer goods, particu 

jutomobiles and major household appliances, plus 

th uccessful introduction of television, made a 

ternific market after the war. Then, on June 7, 1947, 

Secretary of State George Marshall announced the 

Marshall Plan by which the United States would 

| free nations in rehabilitation work, and that 

eant more goods, particularly machinery. In April 

+8, there was a war scare when the Russians block 

| Berlin to the Allies and the U.S. Army organized 

maintained an Air Lift to relieve the free half 

f the city. It meant some more arms output, although 
fense expenditures were on the wav down 


Up to 1949, distributors sales rose at an average 


annual rate of 15.1% a year. Their inventory build- 
They were increasing 


co’ 


up was even faster, 20.5% 
their sales forces an annual average rate of 17.35% 
and the number of employees at 14.4%. 

But high sales volume didn’t stop distributors from 
delving into particulars of operating expenses. At 
the 1947 Convention in Atlantic City, there was talk 
of wider margins, back order problems, canc ellations, 
overshipments by suppliers and inventory control (the 
fast inventory build-up was worrying distributors ), 
packaging, continuance of cash discounts (some manu- 
facturers were intent on abolishing cash discounts 
iltogether as having outliver its usefulness 

Ihe Southern Association raised its dues to under- 
take greater services and to increase membership which 
then stood at 131. ‘Today the figure is near 200 
and the association is still growing. It instituted mid- 
year meetings at the Edgewater Gulf Hotel, near 
Biloxi, Miss., and 350 distributors and manufacturers 


attended the initial meeting 


Booths Introduced 


Another milestone in manufacturer-distributor 
cooperation was achieved at the 1948 convention with 
the inauguration of the “contact booth” program 
originally suggested by Robert Black, Black & Decker 
Mfg. Co., back in 1944. The huge Auditorium at 
Atlantic City was leased and some 200 manufacturers 
contracted for booths and manned them with top 
executives. The convention attendance was around 
2,000, a new record and the booth idea went over big. 
The auditorium was open twe afternoons and the 
general reaction was typified by one distributor who 
said, “I’ve seen more of my sources of supply in these 
two afternoons than at any five previous conventions.” 

Awareness of the broadened nature of industry and 
of the service required was reflected in the change of 
names of the two distributor associations—from the 
Supply and Machinery Distributors’ Associations to 
Industrial Distributors’ Associations. The member- 
ships of the two associations also voted in favor of 
renaming this magazine and, with the May 1948 issue, 
Mill Supplies became INpusrriaL DistriBuTion. 

In the january 1949 issue of this magazine, Dexter 
Keezer, McGraw-Hill economist, forecast a recession 
of some 15% starting about the middle of the year. 
His impression was that the economy would remain 
level, handicapped only by manpower limitations. 
There were soft spots in some consumer goods but 
such industries as the automobile (for which people 
were still ready to pay $500 premium for a new car), 
were strong. Expenditures for plant and equipment 
und housing were high. 

By July 1949, a drift-off in distributors’ dollar volume 
was evident in this magazine’s sales index. In Novem- 
ber 1948, the index was 7.5% above the November of 


the previous year. Since that time, each monthly 
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index figure went below that of the same month of 
the preceding year. On the average, distributor sales 
of 1949 were 12% below those for the comparable 
months of 1948. “The slide-off” “so ran the editorial, 
in sales is no reflection on the efforts of distributors 
nd their salesmen but is a parallel development to 
the slackening of industrial activity across the 
ountry.” 

Inventory adjustments had been under way for the 
first half of the year and were extremely dynamic ele- 
ments in the business picture. As customers adjusted 
nventory positions, the effects worked back to dis- 
tributors and eventually to their suppliers 

Distributors’ inventories had been rising more 
rapidly than sales, and distributors gave this picture 
of the situation: 

1. Dollar inventories were double or triple what 
they were in 1945 or 1946 or before the war 

2. The growth of inventories created working capi- 
tal problems; 3. distributors were wary of a price 
decline which would mean severe losses; 4. manufac- 
turers were tending to “dump” all merchandise ordered 
on a scheduled delivery basis in a single shipment; 
they, too, were wary; 5. all this resulted in an inven- 
tory unbalance which would take time to straighten 
out 

Manufacturers had complaints too. They reported 
that too many distributors were placing too many 
small orders on a direct shipment basis. 

Still, there was a strong undercurent of optimism 
Ihe attendance at the 1949 convention in Cleveland 
set a new record, 2,300. All three associations reported 
increased membership. Joint action was heightened 
by the formation of new committees studying net 
pricing, packaging, decimal packaging. In 1949 sales 
dropped 18.7% from the high of 1948 and inventory 
was down 11.3% which told the story. 

The “inventory slump” continued into the first 
quarter of 1950 but, by March, things were looking 
up again as sales mounted. The budget for the mili 
tary, stockpiling and arms aid, which had been one of 
the props of the postwar period, had been cut to 
$15 billion. Regardless, employment was high and 
weak spots, such as textiles, were spotty. Talk of 


greater margins persisted. 


New War Threat 


With sales mounting as buyers began ordering more, 
a new threat to peace was unfolded. On June 25, 
1950, some 80,000 North Koreans crossed the 38th 
parallel latitude, an arbitrary boundary in Korea 
created by Russia and the U. S. at the end of World 
War II to divide the Communist North from the 
Free South Koreans. In answer to the United Nations’ 
ippeal for arms to halt the aggression, President Tru- 
man ordered General MacArthur to “provide cover 


and support” for South Korea and the Navy to 
insulate Nationalist China from the mainland. 
American industry, fearful of another outbreak of 
hostilities, began buying on a large scale and dis 
tributors found themselves replenishing inventories 
at a fast rate again. Congress passed a new Defense 
Production Act on Sept. 8, providing for some indus 
trial mobilization as defense expenditures mounted 
The National Production Authority was formed in 
the Department of Commerce with the job of con- 
trolling production. This time it was to be a “guns 
and butter” economy and, although the situation was 
different from 1939, industry felt it could accomplish 
it. Prior to World War II, there was an ample reserve 
of manpower but now there was none. Also, industry, 
despite the huge expansion during the war, had no 
Control gave military production 


idle capacity. 
priority on scarce materials and checked inflation 


Priorities Reappear 


Priorities appeared in November 1950 with NPA 
Reg. 2, establishing a single rating band to be issued 
by war claimants and NPA. They were extensible 
which alleviated distributors’ concern over replenish 
ing stocks. Steel allotments were assured for ware 
houses and were based on average monthly shipments 
during the first nine months of 1950. The Economic 
Stabilization Agency was organized to handle war and 
price controls which appeared early in 1951. 

By the end of 1950, sales showed a 175-point rise 
far beyond any previous peak. In January 1951, the 
Office of Defense Mobilization under Charles | 
Wilson, General Electric, was organized with Wil 
liam H. Harrison as Defense Production Adminis- 
trator and Manly Fleischmann as National Produc 
tion Administrator. Work began immediately on a 
Controlled Materials Plan similar to the one used in 
World War II. 

This industry was represented in the N.P.A. by 
Franz Stone, Columbus-McKinnon Chain Corp.; 
Eugene McCarthy of Beals, McCarthy & Rogers, 
Buffalo; Samuel Comly, Russell, Burdsall & Ward 
Bolt & Nut Co.; Oscar Iber of O. Iber Co., Inc., Chi 
cago. At the Office of Price Stabilization, was Edward 
L. Norman, Norman Supply Co, Norfolk, Va. Others 
followed these volunteers at three-month periods 

CMP went into effect on July 1, 1951, and produc 
tion rolled along. Industrial supplies and equipment 
were provided for, their importance having been 
pointed up by World War II experience. By the third 
quarter there were some scarcities of materials but 
none was serious. 

By April 1952, the international situation had eased 
so much that the end of CMP was forecast. It gradu 
ally evaporated into the Defense Materials System in 
June 1943 
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DISTRIBUTORS PROFITS SINCE 1940 
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A picture that is of growing concern to most distributors today shows dwindling profits. 


Section 4 


United for Progress 


He Seconp Wortp War had catapulted industrial 
T upply and equipment sales to the highest dollar 
level in the collective history of the industry as indi 
But postwar 


ited by the sales chart (see page 133 


ndustrial activity sent it on to a higher plateau. This 
was achieved despite some hectic economic weather 
hanges But in 1951 sales went to a record $4,128 
billion. Distributors were succeeding in the job of 
getting a high quantity of goods from their suppliers’ 
plants to industrial users 

Cutting across the remarkable sales growth, how 
ever, was the general price increase during the four 
years previous to 1954. Using 1947-49 prices as a 
base, InpustriAt Disrripution’s price index revealed 
that prices of goods sold by a sample of distributors 
during those years had jumped nearly 30% by the end 
or 1953. In terms of physical goods, then, distributors 
handled less physical volume than they did in 1947 

79 20% 


For example, 1953 dollar sales were 22.2% above 
what they were in 1947, a high postwar period. Adjust 


those for price increases and the physical volume 
would drop. 

Nevertheless, inventories took up more distributors’ 
dollars. The increase in inventories between 1947 
and 1952 was, if anything, a few steps ahead of the 
dollar sales increase. When thhe defense effort 
started rolling early in 1950, distributors had to build 
up inventories rapidly again. 

This presented a working capital problem which 
criginated with the fast build-up since 1940 and which, 
to a large extent, is still with the distributors. But 
in one respect, distributors in 1953 were in a happier 
inventory position than they were in 1947; their in- 
ventories were in better balance. 

Distributors’ position, with respect to the ratio of 
inventory to dollar sales was not too happy. Those in 
higher sales brackets showed a lower ratio in 1953 
than they did in 1947. Distributors in the lower 
sales bracket experienced a slight percentage increase. 

A glance at the chart showing average net profits 
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of distributers from 1941 to 1953 (see page 140 
indicates the reason for concern over profits, excepting 
| few vears between 1946 and 1948, net profits have 
been dwindling under the pressure of nsing operating 
osts and static gross margins 

Although there are many distributors who think 
the solution lies with manufacturers (increasing mat 
gins), there are others who show an awareness of 
their own responsibilities by analyzing actu illy earned 
control of 


offset increased trans 


gross margins by kev lines, by budgetary 


expenses, by traffic control to 
portation costs, by greater employee productivity 
{nother problem brought about by growth, and one 
mentioned before, was working capital. An INpusTRIAI 
DistripuTion survev showed that about half of the 
distribut 
wind that a large number resort to bank loans. This 


significant from an historical vi 


onsider their working capital inadequate 
since the indus 

has been traditionally conser ive with regard to 
financial policies—reluctance for borrowing, build 
ing by plowing back profits for slow, steady growth 
But the immense and rapid industrial expansion of 
the last decade and a half seems to hay llified tradi 
Net profits are inadequate for the 


yY mounting < ipital requirements 


i 
: . 
tional policies 


Trend To Selectivity 


; ‘ ] 


ration of these problem irted a definite 
oward greater selectivity on the part of dis 


particularly in the number of suppliers 


been a gradual cutting down of the number 

f manufacturers from whom distributors are buying 

tocked items. This meant that manufacturers have 
to keep hustling to re-establish outlet 

One of the chief reasons distributors gave for doing 

ness with less suppliers was to be able to increase 

ks of those items they continue to handle. It is 

f making available capital do a more effective 


was borne out in another special report made 
More Sales, Sept 


The section shows how four distinct types 


magazine (Organizing For 


of distributor organizations evolved over the vears to 


il concepts of service—the general line dis 
tributor with the traditional idea of supplying a cus 
departmentalized 


meet spec 


tomer with all his requirements; the 
distributor, with the policy of concentrating inventory 
nd sales talent in specialized departments; the selected 
lines distributor, with the basic philosophy of limit 


‘ 


ing resources to a selected number of lines not neces 
sarily related; and the specialist, with his idea of highly 
concentrated inventory and specialists in one or two 
broad categories of related items. They all have one 
thing in common—they are all selling industrial 
products to industrial users. 

Judging from percentage changes relating to invoices 


billed during 1947 and 1953, distributors weren’t able 


to shake off the small order problem. The average 
amount per invoice was lower in '53 than it had been 
io °47, if the price rise during the period is taken into 
consideration. 

Despite the postwar boom, manufacturers and dis 
tributors continued to give particular attention to 
sales training. Factory schools gained distinct prefer 
ence as training aids, indicating awareness of the 
technological advances made by industry during and 
since the war. The full-time sales manager, instead 
of a part-time sales manager and salesman, is now 
wecepted practice. Sales analysis is being used by 
more and more firms as a management tool for de 


termining policies on inventories, markets, coverage 


Alvin M. Smith 


The death of Alvin M. Smith, of the Smith 
Courtney Co., Richmond, Va., in December 1952, 
brought to close the colorful career of a man 
who for a half a century and more devoted his 
efforts toward improving the industrial supply and 
equipment industry. 

Mr. Smith was one of the small group of South 
ern distributors who met at the Argyle Hotel in 
Charleston, S. C., back in 1902 for the purpose 
of organizing the Southern Association. In 1906 
he took over the post of secretary for the associa 
tion and maintained it vigorously, providing lead- 
ership and guidance, until his retirement from 
the post in 1941 to devote more attention to his 
company during the war. Nevertheless, he was 
an active member of the National Defense Com 
mittee and later he was honored by the Southern 
Association by being elected president for 1943 
and 1944 at the Cincinnati convention. 


The idea of incentive pay for salesmen gained 


prominence also. Salary and commission is currently 
favored most, with commission on gross margins, 
salary and bonus, straight salary, profit sharing and 
commission on total sales following in that order 

\ significant event occurred in January, 1954, when 
Clarkson College of Technology at Potsdam, N. Y., 
imnounced that classes in a new four-year curriculum 
designed to train young men for careers in industrial 
distribution. would begin in the fall. It was the 
first course of its kind to be given by any accredited 
college or university, leading to a Bachelor of Science 


cegree with the major in industrial distribution 
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Keeping up with modern demands 


for greater efficiency, better 


ervice is today’s aim 


\ distributor-manufacturer committee assisted in 
planning the curriculum. This magazine, along 
with Beals, McCarthy & Rogers, Buffalo, N. Y.; 
Industrial Supply Corp., Richmond, Va.; Mill & Fac- 
tory, New York; Henry G. Thompson & Son Co., New 
Haven and Norton Co., Worcester, Mass., donated 

itial scholarships 

Efforts to “sell” the industry to a wider public have 

reased. Films produced by Inpusrriat Distrmv 
rion and Mill & Factory are now available to manu 

turers and distributors. Individual firms began 
their own campaigns, working with local Chamber of 
Commerce projects, such as Education-Business 
Week, in telling educators and ministers about their 
business and its economic functions 

[he technological progress of industry continues 
today. It brought about some profound changes in 
the product mix handled by distributors, enhancing 
his sales opportunities but, at the same time, creating 
problems of working capital, manpower resources and 
facilities. New manufacturers have entered the field 
the American Association now has some 365 member 
firms) and not all understood perfectly the role 
of the distributor, not at the start anvway. But the 
fact that so many new products are now on distribu 
tors’ shelves, many of them complex, is indication that 
distributors and salesmen are keeping pace 


Factory Training 


Manufacturers have trained many distributor sales 

men. For instance, one manufacturer of power trans 
mission products recently completed a 21st term of 
factory schools after 11 years, and now has 1,319 
graduates”. The influences which broadened and 
omplicated the range of products were many. A 
few will suffice to indicate the spread. Generally 
speaking, increased labor costs set industry searching 
for products to increase productivity at lower cost. 

Industry slowly began to learn how to use cemented 
carbides in the '30s but, by wartime, carbide cutting 
tools were on distributors’ shelves along with other 
cutting tools. Use of carbide-tipped tools required 
higher cutting speeds and this meant new machine 
tools of sturdier construction and increased power 
[he use of flexible couplings speed reducers and 
fluid drives has increased due to the demands of 
more efficient transmission 

New products had a leavening effect on distributor 
operations. On salesmen, they were perhaps the most 


~ 


dynamic force in the supply business. They are a 
stimulant to progress and new ideas, first choice among 
salesmen as door-openers. 

Distributors emerged from the depression into the 
war ill-equipped with physical facilities and many 
were hampered in servicing the suddenly inflated 
demand by old, often dilapidated quarters. But, 
since 1946, when construction materials became avail 
able again, there has been a growing trend toward new 
quarters for expanded and more efficient operations. 

Today, distributors are definitely on the move 
They are drifting away from the old warehouse dis 
tricts into which they shoe-horned operations years 
igo and moving into larger, more efficient quarters 
for more elbow room, for easier access and egress not 
only for customers, employees and callers but for 
merchandise also. The preference is for one- or two 
tories buildings—horizontal rather than vertical 


Up in the Big Time 

There is no doubt but that the industry is now in 
the “Big Time”. The annual volume of goods which 
pass through the distributor into the hands of the 
user is huge. It has created many problems which 
have yet to be solved. But there is an air of optimism. 
In an editorial marking the half-way mark of this 
century (Jan. 1950), Walter F. Crowder wrote 

“We've come a long way up to 1950 and may well 
ask, where do we go from here? Brace yourself for a 
look at the next 50 years. Without straining at origi- 
nality, let’s have a look at President Truman’s esti- 
mate. Briefly, here it is. Ovr national production 
in 1900 was $50 billion at today’s prices. Currently 
it is running at an annual rate of $255 billion. If 
we do as well in the next 50 years as we did in the 
past, it should total $1 trillion by 2000 AD. If I 
figure it correctly, that’s “1” with 12 goose eggs after 
it—and I haven't quite yet become accustomed to 
billions 


Unlimited Opportunity 


“That growth in national product can only be 
ittained by a continued, overall expansion of our 
industrial capacity and productivity. To industrial 
distributors, this represents opportunities unlimited. 
But, if we are not to go the way of the blacksmith shop, 
we've got to think big, plan big, adapt to changing 
requirements and develop an ability to roll with the 
punches. 

“This is not a peanut business any more. Certain 
trends that represent progress are already in evidence 

. . Looked at with some perspective and from the 
long view, all these trends are going to require a 
lot of doing on the part of a lot of distributors if we 
are to keep up.” 
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The Past Is Prologue to the Future 


W. HAVE SKETCHED in the preceding pages the history 
of the distribution of industrial supplies and equip- 
ment. Janus-like from this vantage point, we should 
look not only to the past, but to the future 

The end of World War II opened a new era for 

the industrial distributor. If the first 50 years of the 
20th century marked his emergence from obscurity, 
ind growth into an integral and valued part of our 
ndustrial economy, the second half should see him 
onsolidate and strengthen his gains by maturely as 
suming the responsibilities of his new status and acting 
igorously and imaginatively to expand the essentiality 
‘f his system of distribution of industrial goods. 

Che next 50 years will provide a challenging stage 
on which the distributor will have ample opportunities 
to display his talents for perspicacity, judgment and 
adaptability in the management of his resources to his 
own and his industry's welfare. All traditional, even 
“proven,” practices and methods are being questioned, 
scrutinized and refashioned to make them more pro- 
ductive, more economical, more effective 


New Products 


lo begin, there is the question of future products 
ind markets of the distributor. From the facts and 
trends of the past, it doesn’t take any science fiction 
expert, nor statistical legerdemain, to get a hint of 
what’s in store. The atomic age has already begun, 
and, granted reason prevails over human truculence, 
peacetime applications of this new source of energy 
are in the offing. The consequent spread of power 
sources should be revolutionary, opening new and 
vaster markets for industrial supplies and equipment 
in new and different places. 

The type, variety and complexity of industrial sup- 
plies and equipment have increased vastly since the 
early 1900's, as we have seen. There is no reason to 
issume that the type, variety and complexity of the 
supplies and equipment of the future will not show 
equally marked change. Research and experimentation 
is already producing new, improved and more complex 
products. It will be challenged by competitive pres- 
sures to do even better. Of the items currently on 
distributors’ shelves, two-thirds were not even in ex- 
istence in 1900. If we were suddenly transported to 
1 distributor's warehouse in the vear 2000, a 1955 man 


would not recognize two-thirds of the items on the 
shelves. 


Expanding Markets 


Economists and realistic business leaders have dis 
covered a pattern of growth and change in the Ameri 
can economy which, by 1970, should almost double 
the dimensions of our productive capacity. Let’s make 
two broad assumptions so that we can get a look at 
the Big Future without making too many “if’s” o1 
“but’s.”” These are: (1) that the country’s political 
climate will remain favorable to free enterprise and 
2) that a major war won't erupt in the next 15 years 
or so. A glimpse at the economic horizon of 1970 
then reveals: 

¢ 40 million more people living in the U.S 

¢ 17 million more workers. 

¢ Gross national product will leap from $367 billion 

in 1953 to $560 billion in 1970 (at 1953 prices). 
Output per manhour in private industry will jump 
60% from what it was in 1950—the dividend from 
faster machinery, automatic control and advanced 
technology. 

Within this broad compass are all the individual 
industries and services which go to make up the econ 
omy—industries which make the markets for industrial 
supplies and equipment. 


New Demands on Management 


Altogether, the changes that will be wrought will 
make new demands on the distributor's resources in 
management, finances, manpower and _ facilities — 
resources already strained by the rapid industrial ex 
pansion since 1939. There will be a demand for man 
agement that manages. It will be reflected in more 
distributor management participation in executive 
management courses sponsored by their own associa- 


8 major problems confronting 
distributor management and sales 


> 


men in the years ahead 
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onufacturer-dist r rela 
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in cooperation with colleges and universities 
(here will be a keener interest in, and increased de 
| for, modern management techniques. ‘The best 

ins of management will be concerning themselves 
th market analysis, human relations, public relations, 


ontrol, cost control, in 


keting policies, budgetary 
tor ontrol employment practices and 


} 
I 


policies 


with which sales analysis 


Ihe peed ind iCCula 


d sale potential hgure e proces ed today has 


d new control possibilities for management. ‘The 
vaste ind cost misdirected sales effort 
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New Look for the Warehouse 


tors warehouse of the future will be a 
insformation from what it is today, with 
etter la more mechanization and more automat 


perahon 


} 


Che distribut is already following industry “‘out to 


ind the trend will be accelerated pal 


ticularly in the next decade or so. The house operating 


th ountry 


in a congested warehouse area will become the excep 


; : 


The Salesman of the Future 


The introduction of new materials, new methods, 
ew products, new processes, automatic production, 
und new industries will make it more important than 


W. 42uw Sr 
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ever for the salesman to develop his technical back- 
ground. The need for more technological training on 
the part of salesmen will be accentuated as new and 
more complex products are introduced to the indus- 
trial market. Failure to demonstrate a capacity to dis- 
tribute these products more effectively and more 
economically will only lessen the distributor's position 
in the field. Only by training, and more training, will 
the distributor salesman be able to perform the mass 


selling function on an economical basis 


Living Together 


Finally, but probably the most significant of all 
factors conditioning the future of the industry is the 
direction manufacturer-distributor relations may take 
in the vears ahead. More sales through distribution 
hannels will follow when distributors and manufac 
turers work together as partners. And no partnership 


rangement can flourish without mutual confidence 
ind mutual respect 

We have come a long way in the past half century. 
(he methods for building effective and mutually prof 
itable partnerships are well-known. Unfortunately, 
many of the partners have not seen the light. Both 
manufacturers and distributors have responsibilities 
\nd in the discharge of these responsibilities, talk (lip 
ervice ) is not enough 

Just to take an example, a manufacturer who pro 
fesses to believe in distributors as true partners will 
turn around and, by unilateral action, arrive at a deci 
ion to change a sale policy vitally affecting his dis 
tributors without prior consultation. People don’t like 


to be confronted with unilateral decisions. They don’t 


like to be pushed around. In this the manufac 
turer’s acts belie his words 
Or, on the distributor's part, the 


i 


supplying sales coverage in his trading area and for the 


responsibility for 


maintenance of idequate tocks to supply local needs 


ire matters of paramount importance in the joint dis 


\ +} 


tribution venture. Among other things, these are what 


the distributor is supposed to be paid for; that’s why 
he gets a discount. ‘To take just one of these elements, 
the fact that 


is no excuse for his 


1 distributor's own financial problems 
he is short of working capital 
failure to live up to his responsibility to maintain local 
tocks of the manufacturer's products 

(he doors are wide open. The ways are known by 
which better, more friendly and more profitable man 
ufacturer-distributor relations can be brought into be 
ing. Great strides have been made, particularly in the 
last few decades. Beyond question, that healthful trend 
will be continued. We are all impatient of the glacial 
slowness with which progress in such matters appar 
ently moves. But, as we look over the preceding 48 
pages, we see that monumental progress has been 
made. The factors that made that progress possible 
in the past insure its continuance in the future. 


ey McoOsaw Hits Postiseuive Co., Ivo 
New Youn 36, N. ¥ 





NATIONAL 
FASTENERS 


are made to the highest standards 
of quality. With the most complete 
line of fasteners produced by any 
single manufacturer, National is 
well able to supply all your needs. 
Simplify your ordering and stock- 
ing—buy the complete, quality 
National line. 


CHESTER HOISTS 


are outstanding for performance and 
reliability. The complete line now 
includes eight electric hoists in 4% 
to 2-ton capacities—cable or steel 
link chain lifts; a fuil range of Spur- 
Geared Hand Chain Hoists, includ- 
ing the all-new Zephyr Lightweight, 
and Overhead I-Beam Trolleys, 4 


to 25 tons. 


== 
40 * 


a - 


HODELL CHAINS 


are made in types and sizes for prac- 
tically every industrial requirement. 
The quality Hodell Chain line 
ranges from electric-welded BBB 
Coil and Proof Coil to lighter, weld- 
less types including Sash, Safety 
and Register Chains. Buy Hodell... 
for the best in chain. 


= 
= 


oS 


Nat says: 


Keeping our standards high 


assures you of the b 
from the NATIONAL LINES 


Fasteners - Chains + Hoists 





THE NATIONAL SCRE 

ae —_ Company - . MIG. C0. « CLEVELAND 4, OHIO 
eveland 3, Ohio Chester Hoist Division 
Pacific Coast: Notional Screw & Mfg. Lisbon, Ohie 


Co. of Cal., Los Angeles 22, Coi. 


~ 





ae 
National 


Fasteners df Hodell Chains 


3 } 5 Chester Hoists 
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U.S. TOTALS 


January 1955 
Compared with 
December 1954 


-8% 








D py InpusTatat DistaisuTion 


January 1955 
Compared with 
January 1954 


+4.% 








Supply Sales Trend 


Final Figures For January 1955 





January 1955 
Compared with 
December 1954 


January 1955 
Compared with 
January 1954 








NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 

MIDDLE ATLANTIC 

New Jersey 

New York 


Pennsylvania 


©AST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


-11% 


- $% 


- 6% 


+ 2% 








- 2% 





Figures in this col 
umn ordinarily show 
cumulative sales 
changes, of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes 
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1905 — 19 


SALUTING 


50 YEARS OF PROGRESS 


IN 


INDUSTRIAL SUPPLY 

















WELCOMES TO CLEVELAND 


@ National Industria! Distributors Association 
@ Southern Industrial Distributors Association 
@ American Supply and Machinery Manufacturers Association 


THE TRIPLE INDUSTRIAL SUPPLY CONVENTION 
Cleveland Public Auditorium April 18-19-20 


We'll be glad to see you in Conference Booth No. 307 


THE MANUFACTURING COMPANY 


2064 East 61st Street Cleveland 3, Ohio 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
. Always marketed through recognized distributors 
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SALES TRENDS (Cont'd.) 





January 1955 
Compared with 
December 1954 


January 1955 
Compared with 
January 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virgina 


Alabama 
Kentucky 
Mississippi 


lennessee 


Arkansas 
Louisiana 
Oklahoma 


I eX 





| 
| MOUNTAIN 


Arizona 


Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Ltah 

W voming 


PACIFIC 
California 
Oregon 
Washington 





EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 





-11% 


- 6% 


- (% 


-29% 


NO 
CHANGE 











+12% 


+ 8% 


” C% 


+15% 


+10% 
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TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP... YARWAY Fine 
Screen Strainers. 


the modern steam trap with the little valve “Police the pipe- 
, ’ . ” 
that floats on the condensate load. Continuous lines” in thousands 
; of plants. 
condensate discharge gets equipment jot in a 
hurry and keeps it hot! Small size, lightweight, 


stainless steel construction 


YARWAY FINE-SCREEN STRAINER... 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE 


32 trained Yarway Steam Trap Engineers 
working with distributors from coast-to-coast 
on trap selection, installation and maintenance. 


YARNALL-WARING COMPANY 


111 Mermaid Avenue, Philadelphia 18, Pa. 


® Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area. 


impulse steam traps 


And Yarway Fine Screen Strainers 
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Price Index for 19 Product Classes 


(194749—100) 


% Change 
Jan. Jan. From 
NAME OF PRODUCT CLASS 55 °54 Year Ago 


Abrasive Products 117.2 116.9 +0.3 
Cutting Tools 126.3 121.6 +3.9 
Fans and Blowers 143.7 143.7 
Fasteners 55.! 157.1 
Incandescent Lamps 147.: 

Industrial Rubber Products 135.: 

Lubricants 

Materials Handling Equipment 


Mechanics Hand Tools 
(Files, saw blades) 


Metalworking Accessories 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, etc ) 


Valves and Fittings 


Welding Machines 


(Equipment, rods) 


Total Index 


Source: Bureau of Labor Statistics and Industrial Distribution 
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rolling action 
is designed 
right in 


ee ee 


Smooth, even finishes cre easier with Heller 
Spiral-Cut Half Round Files. Ordinary half round 
files require a skillful twisting. Heller engineering has 
removed this human element from good file perform- 
ance. The necessary rolling action is designed right 
into the Heller Spiral-Cut Half Round File. This new 
cutting principal is typical of Heller's continuous search 
for better files. By constantly testing, inspecting, im- 


A NEW JERSEY CORP. proving . . . Heller guarantees file users ‘the best."’ 


VIXEN Gpuucan-Swis NUCUT 


FAMOUS BRANDS MADE ONLY BY 


HELLER BROTHERS COMPANY 


America's Oldest File Manufacturer 
BRANCH OFFICES... New York Chicage Detroit NEWCOMERSTOWN, OHIO 


INVESTIGATE....Fon at. Your FILE NEEDS 
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Manufacturers’ New... 


raining Programs « Displays - 








duMont Corp. Catalog 
Has “Minute Man” Theme 


DuMont ( p Greenfield, Ma 
| Minut 


. Phil idelphi i, 
VCT- 


V belt. 


ind teel 


publicati 
illustr | 
dimen 
engineering 
The W ». WBC 
5-2 ntain it horsepower ratings 


firm § 


juirements up to 
Included in th 


“—-—** 


ONnVCVOT 

explanati I 
luty pulley line with 
The “Shaft-King 
SRC 


Vari 


c italog 
product’s 
ribes both verti 
equipped with the 
ve flat-belt drive 
| nts spe ifica 
hit pulleys, “Hi 
pullevs haft collats 
hangers and bearings. The firm’ 
E.con-O-Mati motor bases are also 
ussed 
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Mall Tool Co. Insures 
Its Chain Saws 

Mall Tool Co., Chicago, has an 
nounced it will offer one year of in 


protection to users of its 
rt of the 


surance 
chain saws iS pa 
plan. Through an insu 
Mall lool IS a\ uling 


ising 


original 
rance company, 
ustomers Cover- 
from fire, theft, 

ind a number 


age for losses 
falling trees and limbs 
of other hazards 

Ap insurance certificate is packaged 
with each saw, and the purchaser fills 
out and mails a card to Mall Tool’s 
company to obtain the 
one-year protection. To speed up set- 
tlements, claims will be processed, 
wherever possible, through the dealer 


making the sale. 


insurance 


Fairbanks “Comparison Chart” 
Tabulates Valve Data 
Fairbanks Co.. New York, has i 
a referen manual titled “Fair 
Valve Comparisot hart.”” com 


sued 
b ink 


ther 
publi it 
nstruction 
both 
manutacturci It 
assist in specifying ord 
the compam 


nuMmMct 


valves 





Packages « Films « Literature 





Southern Screw Offers 
Guide to Stocked Items 


Southern Screw Co Statesville 
N. C.. has 
tock guide” showing the sizes 
ishes of its line of screws ready 

shipment from its plant. Accord- 
it has ov 300,- 

of screws in package stock, 
) million screws ready for pack 
m bulk stock. The stocks in 
both slotted Phillips va 


brought out a “package 


} 
ind hin 


wood 


ry to the compam 


ind 


Starrett Catalog Highlights 
Firm’s Diamond Jubilee 


L. S. Starrett Co., Athol, Mass 
published a 464 page cat ilog 


wating the company’ 





s-referen ed 
; on tvpi 
ol It i 


im ichini 


Duro Puts Wheels 
Under Tool Display 


D f \i tal Pr ducts Co.. ¢ hic igo 
has equipped a fleet of station wagons 
vith 5-piece “Duro Master” power 
tool vorkshop to tour the U.S. giv 

dealers a first-hand look at the 
products. The power tool units 
bolted to twe sliding panels 
nted on wheels which can be slid 

t to permit demonstrations. Ele 

power is supplied from the deal 
premisé Duro Metal adopted 
nethod of promoting its product 
ninate th expensc¢ und 
f hotel demonstrations in 
cities 


incon 
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Ors wre! ie fetrns 
Gee Th CHART Te Peet Tae 


frwa: © 


—— 


Bridgeport Chart Chooses Screwdriver 


Bridgeport Hardware Mfg. Corp., 
Bridgeport, Conn., has devised a 
22x17 in. wall chart to aid in the scle« 
tion of a screwdriver for a particulai 
job. Tables for wood screws, Phillip 
screws, and machine screws show the 
type and size of screwdriver to use for 
each shank size and length 

Eleven different types of the firm's 
screwdrivers are illustrated on the two 


color chart 


Triangle Conduit Coils 
Pipe on Disposable Reel 


I'riangle Conduit & Cable Co 
New Brunswick, N. J., announces that 
its flexible plastic pipe is now coiled 
on a disposable reel-package combina 


(Continued on page 368) 





YALE gives hoist buyers 
thats why buyers give 





@ CABLE KING ELECTRIC 

A wire-rope Electric Hoist the only air- 
cooled electric hoist made. Hook, plain trol- 
ley, geared trolley and close headroom types 


<> o> o> £9 6 OP he Oe 


Capacities % to 15 tons 


oreo <)> (ot 


~oor 


LOAD KING ELECTRIC > 
Speedy, rugged, compact Electric Hoist 
Available in Wire Rope or Chain types 
lug, trolley and hook models 
Capacities %, %, %4, 1 and 1% tons. 


@ MIDGET KING 
ELECTRIC 
Compact, powerful and 
efficient Electric Hoist for 
general-purpose uses. In 

hook and trolley types 


( apacities ly to 2 tons 


WINCHES > 
Cable King Wire Rope Electric Winches are 
made for wall, ceiling or foot mounting. All 
have the exclusive features of YaLe Cable 
King Electric Hoists. 
Capacities % to 3 tons. 


There’s a Yale Hoist for every lifting job! 
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the fe 


atures they want... 


Yale HOIST LEADERSHIP 





@ SPUR-GEARED HAND 


Hand Chain hoists thatare 
truly a line of steel from 
hook to hook! Exclusive 
features assure long serv- 
ice and constant safety 
Capacities % to 40 tons 


LOAD KING HAND > 
Industry's leading port- 
able Hand Hoist...alumi- 
num -alloy, compact and 
lightweight delivering 
an unbelievable mechani- 
cal efficiency up to 95%. 

Capacities 4 to 2 tons. 


~ 


PUL-LIFT 
A lightweight but power- 
ful fitting and pulling 
tool...and as easy to oper- 
ate as a wrench. In roller 
chain models (Capacities 
% to 15 tons) and link 
chain models 
Capacities % to 3 tons. 








Point out these YALE 
advantages to your customers: 


MOST COMPLETE LINE. YALE makes Hand and Electric mod- 
els to fit every lifting requirement. Capacities range from \% 
to 40 tons. 


EFFICIENCY. Precision manufacture, pioneering design and ex- 
tensive research make possible YALE Hoists with unbelievable 
efficiency ratings as high as 95% 


ECONOMY. YALE Hoists cost less to operate and maintain... 
last far longer. ..no matter how long or constantly they're used. 


EXCLUSIVE FEATURES. YALE load brake lubrication and YALE 
cooling system are typical of the unique advantages that make 
the YALE line of hoists a standout in quality, performance and 
economy. 


SAFETY. Self-acting load brake and fracture-proof safety hooks 
are only two of the features—many exclusive—that mean greater 
safety for both the load and those who lift it. 


DEPENDABILITY. Quality construction assures extra years of 
continuous, trouble-free service. 


AVAILABILITY. Industrial Distributors handling YALE Hoists 
are located everywhere to provide approved parts and expert 
service whenever needed. 


All these Yave advantages are profit advantages for you. 
Each of them is a big sales point in itself... but, taken all 
together, they make the strongest sales story of any hoist 
line. YALE gets this story across to prospects through hard- 
sell advertisements that appear regularly in technical mag- 
azines. YALE also tells prospects that you are the man to 
see when they need the best in hoists for any lifting job. 
Take advantage of this preselling job YALE does for you. 
Make personal calls on hoist prospects in your area—and be 
sure to tell them the full YALE story. 


* INDUSTRIAL 
VA f FE LIFT TRUCKS 
AND HOISTS 


"Reg. U.S. Pot. OFF 


Gas, Electric, Diese! & LP-Gas Industrial Trucks « Worksavers 
Werehousers + Hand Trucks « Hand & Electric Hoists + Pul-Lifts 
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DISTRIBUTOR 














MANUFACTURER 











Three Companies Purchased in Expansion Moves 


Duff-Norton Mfg. Buys 
Coffing Hoist; F. W. Coffing 
Continues as Consultant 


The Duf-Norton Mfg. ¢ 
h has purchased Cofh 


t T)a 


Transmission Equipment 
Adds to Sales Force 


Donald S. Laughlin 


American Hoist 
Buys Thomas Laughlin 


(Amer H & Derrick (¢ 


lanufacti 


Phe 


Amer 


pro 
ng. the 
irtland 
nt will be 


Laughlin 


Church & Morse 
Adds Salesman 
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Firth Sterling Plans 
Purchase of Houston Carbide 
in Bid for Southern Market 


Pittsburgh, Pa 
completed plans t quire the 
ussets of Houston i Corp ot 
Houstor lexa 
of the Houston stock! 
The leal 1 CCT ec com 
Hous 


a din 


Firth Sterling In 


has 


ipproval 


pleted n the next f 
ton Carbide 
rth Sterling th its existing 


will ) ted as 


sion of I 
, ; 
organization hanged 


Its 


sinterm 


plant ssing, 


varicti 


Sterling 

xpected 

xpanding 
South in 
gsten Cal 
manu 

-_ . well 
product 
| partiall 
tablished 


L. R. Niep 

L. R. Niep Resigns 

From Great Lakes 
L.R.N 





Deming Co. Marks 
75th Anniversary 
Of Pump Manufacturing 
The Deming Co. this vear 
rating its 
manufacture 


Open House Launches New Rickert Quarters 


Sth anniversary of 
Chartered in 1878 to manuf 
neral ‘machiner the 
vitched te pumps two 
Silver & Deming Cx 
hanged it 


vears 
« 


il CT 
In 189 
s name to The Deming ( 
vith John Deming as president 
Beginning with old-fashion 
imps, the company rapidly 
ther models, including ‘|| rip] 
le mine units, spra\ 
Marvel” 


pumps am 
water s 


| 
a 


vstem. Industrial 
mmercial models followed, in 
centrifugals. submersibles Suy 
mY | 


Modern one-story brick building housing offices and warehouse of Rickert Industrial 
pply Co. is iocated at 4247 North 
in 





35th St.. Milwaukee 
company’s 
S have been iS 
for 25 vears and 15 
Deming 


nr 


products for 
founded its distributors 
pump school” in 1944 under Harn 
C. Ewens, factory representat 
The Deming familh 
in the 


Th 
i pal\ 


; 


has been ac 
management continu 
F. Deming II, president 
rrandson of the founder 
expansion projects 
factory in Mont 
md warchouses on | 
md Memphis, Ten 
npany has publish 
llustrated | 


recent 


the 
ded I 


yroch 


Rickert, pre sident 


right), and J. Lloyd 
in bie swe Will h pecialize 


Rickert. vice preside nt 
| n cutting tool 
San Antonio Firm Honors 50-Year Veteran 


head the 


Oklahoma City Firm 
Expands Quarters 
i 


Ihe Ross Machine & Mill Suppl 
Co ha leased 1 warehouse it 33 NJ 
28 St is part of 1 $100,000 expansion 
program 

Ihe ympany 
ganized H 


with 


ct was recently 
H. Steub, 


Allis-Chalmers Mfg. Co., is th 
new vice-president in charge of eng 
necring and sales 


Charles A 
pres lent 


TC 
forme rl 


Ross 


Ross-Willoughby 
Building New Quarters 


Ross-W illoughby 


Ohio, is building 
ind office 


right) re 


Co.. 
D. Eitt 
Mach 


new 


Columbus, 
a 


warehouse 
structure on a 1l2-acre tract 
on West Goodale Boulevard 


Purchased more than a year ago, the 
aoe ite has been divided in half, the front 
dire ~ os ction for the 
firm. He als 


tomer 
A h de ade 


vatcly marking half-cenutry of service with San 
ine & Suppl ' Texas, from Carl C. Kr 
resident, before portrait t er, founder of the firm. One 

f SAMSCO, and formerly | : I active with the 
received diamond lapel pin : i wit d 


one for ¢ 


time 


‘ 
Oo! 


iew building and cus 
parking, and the other six acre 
f the W. W. Ro ubdivision 
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lowa Machinery Opens New Building 


\OWA MACHINERY & SUPPLY ¢ 


& Supply Co., Des Moines, is located on a ]2-acre 


Ave., Des Moines 
located at 315 Court Ave. since 1906. 
The new building is located on a 
tract, mile north of the 

ss district. It has a railroad 

side, and hydraulic truck 
loading platforms on the other. The 


om 


ding on one 
t single-story 
building, 120-ft 
with 15-ft. ceilings 

There is a 


‘tora 


ru ure 1S 


wide by 380-ft. long, 


outside fenced-in 


about 


large, 
ge vard at the and 
00-ft. of open shed with overhead 
ranes for steel pipe handling. Offices 
I 3,5 ft.. and are 


reat 


e€ apout 2UU Sg 


ynditioned rye paved parking | 


wided for cust 
building 
ry to President 
total cost of the 
trackage, paving, etc., 
than $4.00 per foot 


John D. 


Stoddard ] hi 
onn 


building, 
was 


war 
qu iT¢ 


The firm had been | 


dock height | 


ymers at | 


D. | 


| O’Laughlin Heads Up 
| Commander Mfg. Co., 
| Continues Sales Direction 


Frank J. O’Laughlin has recently 
been elected president of Comman 
der Mfg. Co., Chicago manutacturers 
of drilling and tapping 
equipment. Formerly director of sales 
and distrrbutor re] Mr. 
O’Laughlin was a mm the 
before 


production 


ions, 
mber of 
nittes 


firm's management ym 


his election to his new post 

Prominent in activities of the Amer 
ican Supply and Machinery Manufac 
turer's Association and a member of 
ASMMA'’s executive Mr 
O’Laughlin will direct 
Commander’s sales activities 

A graduate of Notre Dame Univer 
sity and member of the Sales Execu 
tives and Lake Shore clubs, he will 
continue to make Chicago his head 
quarters 


committee, 


continue to 


Frank J. O’ Laughlin 


Atkins Saw Industrial Division Names Regional Managers 


n, Borg-Warner Corp., met 
Carl J 
W.H 
Butler 


rogram and promotion 
James E. Good 
Pickett, James | 
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Atkins Saw Din yf Borg-War- 
has appointed four new 
regional managers for industrial sales 

J. G. Deutsch will be Western In 
dustrial Div. manager and J. E. Good, 
Central Industrial Div. manager 

J. E. Butler will be I 
manager for both Industrial and Hard 
Sales. W. H. Brace is North 
Industrial Division manager 
Deutsch formerly sales 
for Acme Industrial Supply 
Co.. Los Angeles He will 

in California and Nevada 

Ange les he x quart Mr 
formerly Chicag inager 
J. H. Williams & C 

Mr. Butler 
Strand Co 
Mr. Brace 


vision 


ner (¢ orp 


stern Division 


ware 
west 
Mr 


manager 


was 


supery 1SC 
from 
(x od 
tor 


sales 
Los 


was 


was formerly with N. A 
Nicholson File ¢ 


been with Atkin 


and 


h a5 








Satterlee Co. Completes New Building in Twin Cities 


Modern: quarters of The Satterlee Co., located at 2200 East Contemporary design highlights the reception space and 
Franklin Ave., Minneapolis, are located in the geographical show room of the building. Display area was designed for 
center of Twin City industry actual demonstrations of machine tools 


One-way streets and a new viaduct, plus enlarged parking General office continues modern decor. Thirteen hundred 
space, encourage city sales at Satterlee ew pickup counter, plant supernt ndents purchasing agents and frie nds toured 
which features mcdern lighting throughout building during recent one-week open hous 


Boyer-Campbell Edward Valves Holds Sales Meeting 


Names President 


Ihe Boyer-Campbell Co., Detroi 
has elected James McMillan pr 
dent succeeding William P. Gou 
who has entered semi-retirement 
more than 40 years with the firm 

Mi Condi will continue a 
rector and will act as “roving good 
mbassador,” it was announced b 

ird of directors 

Robert G. Campbell, son 
f the company’s founders, w 
elected vice-president and secr 
ind John F. Phillips was re-elected 

president in charge of sal 
Mr. McMillan will continue as trea 
urer of the company, 

The new president was associat: 
for many vears with the old D. & ¢ 
Lines. He is a director of The Detroit 
Bank, The Detroit Trust Co., Ferry 


Morse Seed Co., and Studebaker Sales engineers inspect castings for surface flaws during hop session at recent week 
Packard Corp He is consultant to long sales meeting of Edward Valves, Inc., in East Chicago. Engineers and produc 
the United States Army Tank Aut tion executives of the Rockwell Mfg. Co. subsidiary explained exacting requirements 
motive Command. f valves for radioactive materials and other special installations 


FOR ADDITIONAL NEWS, SEE NEXT PAGE — 





Advisory Committee Visits Clarkson College 


Industrial Distribution Club of the colleg: mferred with 
Clarke H. Joy (right visitation committes hairman 
Club's officers are Allen J. Sinisgalli, Nutley, N. J.; Harold 
FE. Swanson, Sterling, Ill; Robert F. Koenig, Tarrytown, 
N. Y.; James D. Lafferty, Williamsville, N .Y.; and William 
RK. Jacoby, Amsterdam, N. Y 


A committee of seven industry 
leaders visited Clarkson College of 
lechnology, Potsdam, N. Y., recentls 


t 


view the performan ind needs 


Distribu 


Clarksor 
ylumnu j I ( mn nember 


Rob« 


president, 
e, N. ¥ 


ident i 





juiptin n 


chinery ( 

former publisl 
Standard ind i ( 
Thoma M. Ketth 
dian Stebbins Eng 
facturing ¢ 


The 


sales policy larks ; pion neg Industrial 
emphasizing that intro 
hown the effe 
product 
Skil dist: but rs. 


" 
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ADESCa provide quick 
eT 


PRO 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


Black 


MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


.- eee ee 


HAE-MG.103,55 
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IDEAS: 


How vou can... 


... demonstrate away from home 


... promote your house and lines 
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@ The votes of key men in companies through- 
out the country speak volumes for Lyon. For 
these men gave Lyon five times more first choice 
votes than the second highest manufacturer! And 
twice as many as the next twelve combined! 


A nationally known research company compiled these 
figures when they asked key men in 5,000 companies 
this question: 


“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?”’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment. 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 453 Monroe Ave., Avrora, Ill. 
Factories in Avrora, lll. and York, Pa. 


STEEL EQUIPMENT 
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ON THE MARKET .... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





Compressor/Vacuum Pump int shaft recently 
pany s inut i 

Two-Stage, The new shaft pe 

100 Ib. Capacity ing Gn 0 vextical 


ir COMpressor 
ystems, 

gas 

Ippix tions 

r cooled and 
pressure unit 

’ ure unit, both 
mmon bed plate 
direct conne< 
speed 


mo 


Dry Fluid Drive 
Handles Difficult 
Starting, Reversing 


ill istria! 


} 


Magnetic Base 
Now Equipped With 
Universal Joint Swivel 


Tool Grinder 


Reduces Set-Up 
Time To Minimum 


i Arc P 





in 
hank 


} | Adal maximun sizes iV ] No. 

| Iper Lock sheaves, and 11 B&S Tapershank 5 f cut. 

Shank itters held by nt 43 in 

rst to iameter, 5-in length of t and 10-in 
Flexi cral! length of cutter 

It is claimed clearances may be 

ground on straight or spiral teeth at 


0 to 90 deg. from cutter axis, up to 5-in 


lyn yuplings with Taper-Lock bush 
ngs for straight line drives. Fi 
offered will be four sizes of 


¢ Drives, rated at » 30 hp at 
1800 rpm Other sizes will follow 
Dodge Mfg. Corp., Mishawaka, In« 


] 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





of circular 
ilso be 
I'wist Drill ¢ 


unation 
ground. 


m pany 


Air Cylinders 


_ Twenty-Six Adjustable Drillhead 
Redesigned Models 


Features Full Ball 


['wenty-six 
venty-si Bearing Construction 


lamp cylinders have been announced 
Some of the features claimed in \ 
clude increased bearing 
lengthening cylinders; lar 
return Oilite According to the maker the spindles 
irtaces, where required, are have a large range of adjustment and 
machined; full-floating Hycar syn set to drill irregular hole pat 
thetic rubber piston cups; Greater rigidity and accuracy 
finish outside during drilling operations are said to 
Mead Specialties Compam there is no offset un- 


new single-acting air 
new full ball bearing double ec 
adjustable drillhead has been 


ger announced 


surfaces entri 
without 
diameter springs; ram 
bearings 
may be 
baked 2 | terns 

vrinkle 
nherent as 
d thrust load 


! porte 
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CABLE, WELDING 
{ State Rubl d c | . 


DRIVE, DRY FLUID 


CRADLI 
I master Manufact ry 


CONNECTOR DRIVES 
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ADJUSTABLE-SPEED 
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COOLANT DRIVES, GEARSHIFT 
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CYLINDER, AIR 
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—_— i. a } 
standard models are avail- 


or 5 spindles having 


Twenty 
rble with 3, 4, 6, 
illing capacities up to ]ys-in diam- 
It can be used for 
tapping or boring 
inv conventional 


r holes in steel 


ing, reaming, 
rranged to ht 

rilling machine. Special models are 

iilable to meet specific applications 


ait 
Thriftmaster Products ¢ 
Pa 


orporation, 


Lancaster, 


Air Ram 
Used Submerged 
In Oils or Solvents 


Model 70 Speedy air ram, to 
have a power factor of 15 times air line 
pressure, has been introduced 

According to the manufacturer, the 
diaphragm, gripped be 
iron surfaces, 1s 


aid 


heavy duty 


two 


le akproot 


tween ground 
] WW) oJ 

There are no piston cups or pack 

gs, and no lubrication 
rhe stroke is j-in with spring return 
Threaded ram screw adjust- 
Any pres ton is 


| 
when pressure 


ngs, required. 
has 24-in 
up to one 
with 


ment ure 


»btainable used 
gul ifor 
The W R. Bro 


orp ration, 


Puller 
For Tractor 

Pivot Shafts 

\ new porta le 100 ton Power-Twin 

)] built ( 


*t or dead 


sper ially to 
haft 


’ 
trial tractors 


17] 


hydraulic to 
nove and install piv 
mn Internations 


Continued on page 
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Means Customer Preference 


To lower the cost of tapped holes, recommend Winter 
Taps with BALANCED ACTION. All have uniform flute 


contours; exact flute spacing; accurate and concentric 


WINTER GAGES 


a a Are Now Available 
chamfers; and precision chip driver counters. 


Like Winter Taps, this new line of 


| gages is manufactured with ex- 
WINTER BROTHERS COMPANY treme core. Winter's BALANCED 
ACTION principle means the ut- 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in mest in accuracy. 


New York + Detroit « Cleveland + Chicago * Dallas * Son Francisco * Los Angeles 


Division of National Twist Drill & Tool Co 


YJ All Winter advertisements say: 


w CALL YOUR WINTER DISTRIBUTOR 











— 





NATIONAL | 


| @\TWIST DRILL 
\_| & TOOL 


The Cutting Tools That Give You The Edge 


Your customers depend on the cutting edge of the tool to 
give them long hours of dependable service. Nationals hold 
their cutting edges . . . With the National line, you have 
the edge. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in 


New York * Detroit « Cleveland * Chicago * Dolles * Son Francisco * Los Angeles 


o6 All National advertisements say: 
A5 CALL YOUR NATIONAL 


© End Mills 


Now Available With 
CARBIDE TIPS: 


National Twist Drills, Reamers, 
End Mills, Milling Cutters, 
Counterbores 


DISTRIBUTOR 


d and Special Tools 





re 


DISTRIBUTORS! 


! 
THIS AD IS WORKING FOR YOU! 


ike | i ake 
This advertisement and others like it are helping to — 
ILLINITE Standard Cutting Tools the fastest n ere 
complete line in the metal cutting rp sapiens 
distributor policy piu 
e backed with a sound a 
sales-building promotion plan. Write today for detaiis 








Get ILLINITE MILLING CUTTERS 
direct from yout local dietibutore stock ! 


Specify Illinite Milling Cutters—Designed and manufactured 
to precision standards for production metal removal. They're 


available in all sizes and styles from your local distributor's shelves. 


Get service, speedy delivery and prompt personal attention .. . 
plus the assurance of an Illinite Cutter to meet your 
exact requirement. 





A MESSAGE TO AMERICAN INDUSTRY 


FINANCIAL AID TO HIGHER EDUCATION 


© FOURTH OF A SPECIAL SERIES 


Our Colleges and Universities 
Are Living on Borrowed Time 


. . . time borrowed from underpaid faculty members 


The chart on this page tells a story of profound 
importance to every American. It is the story 
of the financial beating our college and univer- 
sity faculty members have been taking in the 
past 14 war and postwar years. 

On the whole, this span of 14 years has been 
one of great and growing prosperity. But, as the 
chart shows, our college and university faculty 
members have, as a group, had less than no 
share in it. 

During this period, from 1940 through 
1954, the real income of the average in- 
dustrial worker (that is, what his wages 
would purchase in goods and services) 
has increased by almost one-half. Among 
professional groups, physicians have en- 
joyed an increase of about 80 per cent in 
their real income. Lawyers, far less fa- 
vored financially, have had an increase of 
about 10 per cent. But faculty members 
have not only had no increase at all; over 
these years of prosperity their average real 
income has fallen by 5 per cent. These 
figures do not take account of the increase 
in taxes since 1940. 


Senior Teachers Hardest Hit 


These figures are, of course, averages. For 
some groups of faculty members it has been 


better; for others worse. It has been particularly 


hard on senior faculty members. Between 194] 
and 1953 their salaries lost about 8 per cent 
of their purchasing power. Being deeply com- 
mitted to their careers they could not respond 
to alternative employment opportunities as 
readily as could their junior colleagues. For 
junior faculty members there was some increase 
in real income between 1941 and 1953 but only 
about half as much as the average for the nation. 


What's Happened to College Faculty Salaries* 
INDEX (1940=100) 
180 180 


























FACULTY MEMBERS (~ 5%) 








80 80 
YEAR YEAR 
1940 1954 





* Real Income before Taxes 
Source: Council for Financial Aid to Education; U. S. Dep't of 
Commerce; U. S. Dep't of Labor 
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Public Colleges Fare Better 


There are also marked differences in the aver- 
age financial reward received by faculty mem- 
bers in different types of colleges and univer- 
sities. A recent study by the Council for Finan- 
cial Aid to Education indicates that, in the last 
academic year, 1953-1954, teachers in privately 
endowed, independent colleges and universities 
were paid an average salary about $1000 less 
than that paid to faculty members in tax-sup- 
ported institutions. The same study indicates 
that salaries far below the average are especially 
common for faculty members in the small pri- 
vate liberal arts colleges. This study found that 
during the last academic year the average salary 
of all college and university faculty members 
was about $4700. 

The special difficulties under which the inde- 
pendent colleges and universities, and particu- 
larly the independent liberal arts colleges, are 
laboring to get back on their feet financially 
have been discussed in previous editorials in this 
series. These difficulties underline the need of 
special help for these institutions to which busi- 
ness firms are now contributing in increasing 
volume. However, the problem of providing bet- 
ter salaries is not peculiar to any particular ty pe 


ot metitution. 


Faculty Members Not Greedy 


It is not easy to prescribe a precise standard 
of fair pay for college and university faculty 
members. This is partly because they put less 
weight relatively on money rewards than they 
put on rewards of scholarly accomplishment and 
prestige. Consequently, they have consistently 
been willing to work for very modest salaries 
in relation to the intellectual ability, education 
and application required. Obviously, however, it 
is the dictate both of fairness and good judgment 
to see that faculty members are given a roughly 
proportionate share in the general prosperity. 
Indeed, their crucial role in our society could 
be made to justify a larger share than this. 

There is no way to know with any degree of 
prevision what the underpayment of our college 
and university faculty members over the past 
14 vears has actually cost the nation in terms 
of reduced quality of intellectual performance 
of those institutions. One reason is that the dam- 


age has been minimized by the devoted services 


of many faculty members who have loyally 
stuck to their jobs in spite of the great financial 


discouragement. 

It is obvious, however, that, if no grave 
deterioration in the intellectual perform- 
ance of our colleges and universities has 
occurred so far, it is because we have been 
living on borrowed time. It is time bor- 
rowed from faculty members who have, in 
effect, been subsidizing these institutions 
by their financial sacrifice. This arrange- 
ment is not only a menace to the cultural 
and intellectual life of the nation, it is also 
a menace to our national security in a time 
when successful national survival may well 
depend in peculiar degree on the full de- 
velopment and utilization of our intellec- 
tual resources. We depend on our college 
and university faculties pre-eminently to 
provide this development. Adequate finan- 
cial reward for such service is an elemen- 
tary form of national insurance. 

Many of our colleges and universities are 
working hard to improve the financial lot of their 
faculty members. Business firms are also play- 
ing an increasing role of providing the neces- 
sary financial assistance. The methods being 
used by business for this purpose will be the 
subject of another editorial in this series. How- 
ever, vastly more must be done, and quick- 
ly, to stop the financial beating being taken 
by our college and university faculty mem- 
bers if the nation’s welfare and safety are 
to be properly protected. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 


parts of the text. 


Reuata Mba 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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IN THE 


n he tractor “A” frame to avoid 
stornmon. 
lhe Power-Twin hydraulic unit 1s 


integral, portable unit interchange 
du MONT 
QUALITY TOOLS 


with the company’s other pullers 
Owatonna Tool Company, Owa 
na, Minnesota 

— the kind of tools that make money for you 
because they save time and money for your 
Speeds customers 


Wood-Cutting 


On The Market Today 


Starts on page 164 





Power Tool 


TD-6, T-9, TD-9 T-14, TD-14 
I'D-18, has been introduced 
\ combination power feed mp unit 


Ihe set includes a complete range 
arbor saw, designed 


iT adaptors to cover the above models ind 12 im tilting 
to permit faster production in the 


nd is said to provide a means of bra 





Index of This Month’s New Products (Cont'd) > 
WMinute Wan 
KEYWAY BROACH KITS 


—a “must” in every machine shop and every 


FRAMES, HACKSAW PUMP, COMPRESSOR/VACUUM 
Victor Saw Work In . 208 \ Chalmers Manufacturing 


FEED, AIR oe 


The Walker-Tumer Dir RAM, AIR mointenance department, for cutting ony 


size keyway from ig" to 1” in any bore 
from 4%" to 3” — by hand in one minute. 


spr 


Winute Than 
SQUARE BROACHES 


GRINDER, UTILITY SCREW BIT KII i to meet the demand for stock broaches thot 
| re H r ¢ j will finish cost or drilled holes in one poss 
" oo - ; I D Cory available for to 44" squeres 
HOSE, WATER 


Boston W H 
( 


Kear & Trecker Cory 2 The W. R. Br 
FITTINGS, GREASE ROPE, WIRE 
\ | ment Cory | \. Roebling 
GRINDER, SAW RATCHET HEAD \ 
Manufact | H. Williams & a 
GRINDER, TOOI SANDER-POLISHER 
[wist Drill Ce I Black & Decker Mfg 





rm 
' 


Perey Mi ek Minute Wan 
MAGNETIC BASES 


LAMP Delta Power Tool Div 
G ! Ek I mp ! Manufta turmge Cx : , 
for dial indicator gages, with new 
LATHI rPRUCKS universal joint for 360° horizontol, 
Rivett Lathe 1 Nutting 7 wend Castes 180° vertical swing. Seve set-up 
time, increase work accuracy. 


PAPI 





LID 

Th Witt Cor 
MILLS 

son! 
MOTOR 

U.S. Electrical Mot 
MOWER, POWER 

( mson Bro In 
PACKING 

Crane Packing (¢ 
PIPE TEMPLATES 

Re Associate 
PULLER 

Owaton: 
PUMP 

The D 


VACUUM CLEANER 

The Black & Decker Mfg 
VALVE, HYDRAULK 

\. W. Cash ( 
VALVES 

Edward Vals In Sub 

Manufacturing Cx 
I Imperial Brass Mfg. Ce 


VISE HANDLES 


1} Columbian Vise & Mfg 


( 
VISE STAND 
ker | W TA 
{ 


WHEELBARROW 
\\ ; gtot Mi 


| do Pipe Threading Machin 


One sells another. 


du Mont H.S.Ground ‘1 
TOOL BITS, 


squore and rectangular, with the 
balanced combination of wear re- } 
sistance, toughness and red hard- 4 
ness that ovtperforms ordinary bits 

ond keeps users coming bock for ; 
more. 


For complete information on these fost 
selling, high profit tools, get in touch with 
The du MONT 
le] ste) F Vale). 
GREENFIELD 


Massachusetts 
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Use the Completely New 
UFKIN CATALOG 


n hdUud 
Delta Power 1 Div., Rockwell 
Manufacturing Company, Pittsburgh 


Coolant 


Make Your Selling Easier Eliminates 


Offensive Odors 


The most complete genera! catalog issued by Lufkin in + 49 
water soluble cutting 


ts 86 years. New sales aid lists many outstanding new items : 

; 
and improvements reflecting Lufkin's industry leadership as guarant not to cause foul 
the “Standard of Accuracy Wherever Measurements Are oora1 bOTS two months, has 


Token Its 320 pages, 8 x1! n size, contain complete 


nhosmation over 4.000 numbers in the Lufkin line. In rding he manufacturer, TL- 
additi< a illustrations and completely descriptive s us t me way as any con 
text and specificatior t has jt-awoy dr ngs ond action : : . 1) coolant. Their 
photos to help y PH Qua ind apf machine be 
You ll find 


rules 


3 
recharged 
Lufkin 
w coolant 


7 
f formalde- 


Stit JUFAIN TAPES @ RULES @ PRECISION TOOLS 


THE LUFKIN RULE COMPANY, SAGINAW, MICH 


132-138 Lofoyette $t.. New York City . Barrie, Ontario 


sell your ov 


to be trade advertisements 


2 Lufkin ' 
-— the messoge below 


~~ 


& 
2 


SAVE COSTS 


Consult Your Industrial Distributor 
® He cuts down your inventory investment in tools 
and parts 


® He cuts your purchasing costs by providing one 





source for thousands of items. 
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NEW MANAGEMENT...NEW LOCATION 


for one of the country’s oldest chuck manufacturers. .. 


TR. ALMOND 


DRILL CHUCKS 

A complete line of light and heovy 
duty drill chucks from %&’ to I” 
copacity 


Medium Duty LATHE CHUCKS 
Complete range of sizes of 3-jow 
Geeored Scroll Chucks, 3’ to 15", ond 
4-jow independent Lethe Chucks, 
from 4° to 24". 


NLY the long established Almond 
O name remains the same! This new 
company is owned and operated by men 
with years of experience in building 
high precision machine tools. In our 
new, modern Willoughby plant the 
same high standards required in this 
work are followed through every phase 
of manufacture of every Almond Chuck. 
And from our ideal central location— 


MEG. COMPANY 


in suburban Cleveland—we can assure 
you and your customers fast, often over- 
night, delivery anywhere in the East 
or Midwest! 

Franchise distributorships are now 
available! If you'd like to sell the profit- 
able, complete line of Almond Chucks 
—a line actively promoted in the trade 
papers your customers read—get in 
touch with us soon! 


* 


Let’s get acquainted ! 


YOU ARE CORDIALLY INVITED TO VISIT US 


AT OUR BOOTH AT THE 


TRIPLE INDUSTRIAL SUPPLY CONVENTION 


IN CLEVELAND, APRiL 18-20 


T. R. ALMOND MFG. COMPANY 





4610 BEIDLER ROAD 


* WILLOUGHBY, OHIO 
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ANNOUNCING THE ONLY REAL ADJUSTABLE 


or unlocks the adjustment instantl 
any opening you select. 


NO EXTRA COST 
SELLS ON SIGHT 


ADJUSTABLE WRENCH 


BUILDS EXTRA VOLUME and PROFIT FOR YOU 











BACKED BY THE BIGGEST PROMOTION 
EVER GIVEN ANY WRENCH 


Big color ads starting next month in Mill & Factory, 
American Machinist, Machinery, Machine & Tool Blue 
Book, Modern Machine Shop, Purchasing, Purchasing 
News, Buyers’ Purchasing Digest and other leading 
publications read by your customers 
Plenty of editorial Hard hitting Direct Mail 
publicity Informative Catalog 


Attractive “Tell-All” Sheets 
Packaging Data-Packed Folders 


LOOK AT THESE OUTSTANDING AND 
EXCLUSIVE FEATURES THAT SELL ON SIGHT 


No Obstructions One Hand Operation 
Structurally Sound No Fumbling 


Positive Lock Drop-Forged from Selected 
Rapid Adjustment Alloy Steel— Chrome Plated 





DR 


AVAILABLE ¢ AT NO EXTRA COST 
IN THREE MOST POPULAR SIZES 
No Size Capacity _List Price 
aL 8” 15/16 2.45 
10L 10” 1-1/8 3.10 
12L 12” 


YOU CANT MISS... 


when you stock, demonstrate and sell the 
new WILLIAMS LOCKING ADJUST- 
ABLE WRENCH. Order now. Cash in 
while the market is red hot. 


w LT Broadest Line of Its Kind" J.H. WILLIAMS & CO, 





401 Vulcan Street Buffalo 7, N. Y. 





they buy 
when you say 
“ANGLgear’’ 


rop-Ade Machine Compony, !n« 


ah 9 between a standard gear 


hat the ANGLgear has rolled up € 


a time tor 

the imagi 

lur distribu 
1947, whe 
vduced. th 

e bevel gea 
In scores 

pact design 

you say 
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more. 7 he 


near you that is oper 


may stu 


<< pIpBORNg == 


ACCESSORIES CORPORATION 
HILLSIDE 5, N.J 
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rL-131 is 
on and does not contain any fats 
egetable matter f eding bacteria. 
S. C. Johnso1 Racine, 


W isconsin 


im 
om posi- 
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Vacuum Cleaner 
Has Its Own 
Cooling Fan 


Adjustable-Speed Drives 
Wide Range, 
Single Groove 


¥ sing g vid nge ad- 


d b] as 


ible speed Y 
is been 


R” and “W 
ynnounced 
The new drive uid to permit a 
speed variation of h as 100% 
Continues on page | 5° 


as mut 











TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


For more than 15 years we have included this message in all 


advertisements addressed to your customers. 


We congratulate Distributors everywhere on the fine job 


they have done in handling these calls. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Steckrooms : New York 7 + Detroit + Chicage 6 + Dollas 7 + Sem Fremcisce 5 + Los Angeles 58 
fF. Barres itd, Londen W. 2, Englend 


TO THE 


NATIONAL 


STRIAL DISTRIBUTORS ASSO 





LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 
Aivo Plot, Squore 
or Tee Head 


-— 


SQUARE HEAD 
TEAM STOP 





YOUR CUSTOMERS if they 


know the advantages of 
standardizing on HAYS 


STOPS — VALVES — FITTINGS 


When you sell your customers HAYS products you are 
selling the best... and the most economical in terms 
of service for steam, air, water, gas and chemical lines. 
In over eighty years’ continued service to American 
industry HAYS has nurtured a tradition of pride in the 
quality of its output. The company’s carefully trained 
craftsmen, operating with modern precision equipment, 
today carry on that tradition. 

In the HAYS line you are able to supply hundreds 
eapuaten of items for practically every need in stops, valves, and 
DIAL STOPS fittings. Standardizing on HAYS reduces inventory 

= stock, reduces maintenance expense. 

Check your HAYS catalog... note the complete 

line that is available from one source. 


BRONZE 
GAS STOPS 


ALL IRON STOPS 


HAYS MANUFACTURING COMPANY 


General Offices and Factory 
® 823 West 12th Street, ERIE, PA. 
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THE FERRY CAP & * 


2153 SCRANTON ROAD « 


\ 
\ 
; 


“SHINY HEADS" 
America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin 
ished hexagon head cap screws 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 90,000 p.s.i 
Carried in stock. 


“LO-CARBS” 

Made of AISI C-1C18 steel — bright 
finish. For use where heat treat 
ment is not required and where 
ordinary hexagon heads are satis 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slote—lees 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam -tight on tap 
end unless otherwise specified 
with flat and chamiered machined 
int. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock 


— 
CONNECTING ROD BOLTS 


Made of alloy stee! — seat treated 

threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers ia poosusine connecting 
tod bolts by the cold upset process 


‘ST SCREW CO. 


t CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Block Satin Finish 
Made of high carbon steel — AISI 
1038. Furnished with biack satin 
fir ish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
ture Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
beurre Flat and chamiered machined 
point. Carried in stock 


7 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexe Feed style — to blue grist 
spectitastione—hanaeen heed har 
polished if specified — threeds solt 
to close tolerance— pointe machine 
turned, flat and chamiered. 


a 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head chepes with ofl holes end 
grooves o different kinds, and flate 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! ia- 

sert — steel cover Finish: plein, 
zinc plated, cedmium plated Sise 
9/16", 3/4", 15/16" ecross the flats 


Tepped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
scorn nut, showing bow steel heze- 
gon nut fite snugly isto shell. 


j 
/ 
/ 
rN 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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DISTRIBUTORS 





oa 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





It Pays to Offer STANLEY and “YANKEE”: Tools 


“YANKEE”, No. 130A 


Spiral Ratchet Screwdriver 


Wherever assembly lines want time 
and work-saving shortcuts, you have 
i potential customer for this effici 
ency screwdriver. The “Yankee” No 
130A takes the twisting out of screw 
driving. User just pushes handle — 
tool does the work. Can be used with 
one hand. Quick-return spring pushes 


handle back automatically after each 


Assemblyists can 
trate on their work when 
ng the ever dependab rle 


No. 130A Spiral Ratchet 


Automobile 





Santa Claus’ Helpers discover 
how “Yankee” No. 130A helgs. cut 
while doi an 


time and fatigue 
efficient job on the toy production 


line 


“YANKEE”, No. 4992 Angle 
Vise with Swivel Base 


Meets the demand for quick-setup 
xccuracy — and for work that must 
be machined at an angle. Six sturdy 
models available, with and without 
swivel base 








iT LASTS 


“\}\) 0 


\ 
\\ a \ ysununlads 
\\ 


LONGER! 


Z 
‘ 
wow y > 


j 
WO. tee STANLEY 
GRtIn END T1'G-IAG PVLE 


a 


Zig-Lag Rules Last Longer. Big black numbers, sharp, clear and easy-to- 


dded ; 


imbe 


har lwood 


into the wood for long rule life 
Both edges graduated in inches and 16ths. All markings protected 


sticks of selected 


White 


rackproof, wear-resistant, viny! plastic finish. Extra coating on end sticks. 


p 
cket 


Long lasting easy action 


Stanley Line with 
lence. For full infor 
and other Stanley 
i Yankee” Tools write today to 
Stanley The Tool Box of the 
W orld, Britain, Connecticut 


‘ I] the 


vt conte 


on thes 


Tools, 


New 
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ints of solid, stainless nickel-silver — laboratory proved rust- 








| FSTAN LEY | Teele 


A Division of The Stanley Works 
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Profitable Shipping and 
Packing Room Items 


WW 


No.11% Wo. 5IM%A 
“100 Plus” Bell Face 
Ripping Claw 


Bell Face, Cross- 
Checkered, Ripping 
Pattern 


Stanley Hammers 


Nail hammers of balance and dura- 
bility — including the famous “100 
Plus”, the finest hammer ever to 
drive a nail. These are Stanley 
Hammers! The kind that are in 
demand among your shipping and 


packing room customers. 





¢ 


Stanley No. 112 
Ripping Bar 





| 
| 
| 


Goose Neck 


A tough tool for tough jobs in the 
shipping and packing room. Drop- 
forged from hig yh- grade hexagon steel 
— won't bend or break easily. Six 
sizes — also Straight Ripping Bars 
in three sizes. 





Stanley No. 199 
| Knife A-Blade” 
Knife 


One of the most versatile and useful 
knives you can offer. An important 
shipping and packing room item for 
use Im Opening cartons, crates, etc. 
Protective blade guard — 5 blades in 
handle. 


Utility 





POWELL VALVES ...THE COMPLETE Al LINE... POWELL VALVES . 


FIG. 150—Bronze “Union” 
Vulcanized Composition Disc Globe 
Valve For 150 Pounds W.S.P. 


FIG. 375—Bronze Gate Valve 
For 200 Pounds W.S.P 


Ce 


-++ THE COMPLETE QWALITY LINE 


FIG. 2608—Bronze Full Flow 
Globe Valve For 200 Pounds W.P 


FIG. 560—Bronze Regrindable 
Horizontal Swing Check Valve 
For 200 Pounds W.S.P. 


aNID ALINVNO SBLA3I@WOD 3H1L*** SBATIWA TISMOd * 


eee 


POWELL VALVES... THE COMPLETE QUALITY LINE... POWELL VALVES 


Why Engineers 
Specify Powell Valves... 


. . . because they know Powell Valves are valves that have a proven record of long 

dependable and economical. Engineersalso _ life and dependable service. 

know that Powell has the COMPLETE Consult your Powell Valve distributor. 

quality line of valves If none is near you, we'll be pleased to 
Investigate the many outstanding fea-_ tell you about our complete line, and 

tures of the Powell Valves shown here... help solve any flow control problem you 

as well as the complete line of quality may have. 
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The Wm. Powell Company, Cincinnati 22, Ohio 109" year 


POWELL VALVES 


We will see you at the Triple Industrial Supply Convention, Cleveland Auditorium, April 19, Booth 408. 
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— PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrat ae hoists 
t handlin f hea parts Worker just picks up the k mcd. with 


I-beam. lowers it 


i evs simpl 
t tr brent relies it 1 Aten ar m the her wh top 


Where there’ s lifting to be done, 
there’s a Harrington Hoist to do it 


2. 
oO Cos 
PEERLESS MODEL C [ BEARCAT ELECTRIC HOISTS 
~ HOISTS for inter ttent or fast lifting of light to me 
lifting of loads from ‘4 diut loads 170 to 4000 Ib. 
t mir . 
“a 


PEERLESS PACKET TROL- 
Ley HOISTS f fting 


PEERLESS PACKET ALL- 
sTeet HOISTS for lifting 4 


“per 


BEAM 
rapid and 


PEERLESS PACKET ALU- HARRINGTON I- 
MINUM HOISTS for use TROLLEYS § for 


sat be c ’ eas ovement of materials 
Muel I-heams. Regularly 
a | yeared and plain 


ipacities from 


) 


VWarhets for these cost-cult — u 
Write for complete info won ale 


THE HARRINGTON COMPANY 


Makers of Hoists Since 
Turnpike, Prymovutn Meertine 11, Pa. 


cla are unli mited, and profids are good, 


our full line of hoist products 


IN7v6 


Gravers Roap aT TH 
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For High-Bay 
Industrial Areas 


lan 


ind d rt 
trica 


ita on the 
nechanical 
n max 


Wheelbarrow 


Motorized, 
Carries 400 Lb. 


irc i 
pin umatic 
tread, and 

said to 


‘ontinues " ; 1&S 
tinue | page io 











TANDARD 


FACTORY BRANCHES IN: 


THE STANDARD LINE 





STANDARD TOOL 


1g (ndlutlry since 1881 





@ The Standard Tool Man, Serving Industry 
Since 1881, can show you how to improve 
finish, increase tool life and cut production 
costs. He has broad experience on many types 
of metal cutting. Find out how his tooling 
knowledge can help cut your costs. The 
Standard Tool Man is at your service without 


obligation. 


Call him! 


i 


Complete line... stocked by the 
Standard Tool Distributor in your area 





» 
j 
bl 











O. | 


NEW YORK © DETROIT © CHICAGO # DALLAS © SAN FRANCISCO 








QOL { 


3950 CHESTER AVENUE LEVELAND 14, OHIO 


Twist Drills - Reamers - Taps - Dies - Milling Catters - End Mills - Hobs - Counterbores - Special and Carbide-Tipped Tools 








Leading 
industrial Distributors Say, 


Linco/n 


Lubricating Equipment : 


Mr. J. F. Phillips 


4. F. Phillips, Director of Sales, The Boyer-Compbell Co., Detroit, Mich. 


Lincoln Lubricating Equipment hes proven a very valuable and : 
profitable line D. M. Willems 
=—_ 


D. M. Williams, Vice President, LeValley Mcleod, inc., Schenectady, N. Y 
The Lincoln Lubricating Equipment line is one of the most profitable ‘ 
and satisfactory lines we handle’ . 
Clegg Walker, President, sooc Walker Hardware Co., Peoria, Illi. ( i 
Our association with Lincoln Lubricating Equipment is both pleasont 
and profitable F Mr. Clegg Walker 
L. L. Bremholts, President, Harris Pump & Supply Co., Pittsburgh, Po 
We continve to build a profitable repeat business on Lincoln 
Lubricating Equipment.” 
John N. Stene, Director of Sales, Stone Supply Co., Houston, Texas 
Notional advertising, unique packaging, and merchandising aids make 


selling Lincoln Lubricating Equipment easy, fast and profitable.” 


Paul W. Evans, Secretory in Charge of Sales, Beals McCarthy & Rogers, ic. l. L. Brenholts 


Buffalo 5, N.Y 
Lincoln's helpfuiness, integrity and quality-mindedness enable us to give 
ovr customers the best possible lubrication equipment service 
R. E. Ferguson, Jr., Assistant Manager, Industrial Supply Co., 
Clinton, So. Carolina 


Lincoln Lubricating Equipment has proved a valuable asset to us.” 


bed 4 Mr. Joba 4. Stone 


Mr. Poul W. Evens 


.§ 


Linco/n... 


THE MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT 
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1. NATIONAL ADVERTISING 


Lincoln's consistent program of 
National Advertising in leading 
s, constantly directs the 


publication 
buyer to the Industrial Distributor. 


2. DIRECT MAIL 
Attractive mailing pieces giving 

| actual case history records achieved 
by manufacturers through the use 
of Lincoln Equipment, are available 
to Industrial Distributors. 


3. SLIDE FILMS 
Color slide films of installations 


A Well-Planned 


Merchandising =a | Se cwemebte tor eon 
Program - 


Distributor sales meetings or 
in your prospect's office. 


4. SALES DISPLAYS 


Displays designed for 
increasing sales are available 
for use in Distributor's 
| Sales Rooms to pre-sell your 
customers . - Save you time 
.. sell while you're busy. 


5. PRE-FILED CATALOG AND 
INDIVIDUAL CATALOGS 
The entire Lincoln Line of 
lubricant application 
equipment appears in 
Pre-Filed Catalogs which 
are distributed to your 
customers each year. 
Individual catalogs are 
also available for your 

use and distribution. 


A Complete Line, _ AND SERVICE 


aels the Application . Yj Lincoln maintains a Sales 
and Service School where 


of Lubricants, =% Distributors’ Salesmen and 
, mechanics are factory-trained 


To Serve All Major “ to provide customers with 
the most complete and 


Industries efficient service. 
7. UNIFORM PACKAGING | 


. Lincoln Lubricating Equ is 
STOCK... FEATURE stacey packaged in mta-dge 
inventory control, quick identification 


.. SELL the Line 
and increased eye appeal. Accessories 


That Helps Build are pre-packaged in seg 
bags for additional protection from 


Sales For You dust and moisture. 
Write for complete information telling you how 
you can become a Lincoln Industrial Distributor. 
LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Ave., St. Lovis 20, Mo. 
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We .. for your convenience 
i em net pce 


for SIMONDS grinding wheels 








Quote PRICE and 
DELIVERY 07 40 HOW of 


SIZES 


3/8 scent) 


WSs Ae: 
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WAN e-Me-v 
WA60~J g_V7y 
WA60~ J&~\ 
W A6 O- Ja) 12 
WA60~J6-y 3 
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SIMONDS 


ABRASIVE CO. 


_ 


GRINDING WHEELS 


_ 
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A24— R5~V 1~ 1 
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Age~S5~V 
A24u-S5- 
4130-05-41 


Industrial Supply Distributors will find this book a boon to the prob- 
lems of grinding wheel pricing and delivery. Here, shown together 
for the first time, is complete availability of all stock items of Simonds 
Grinding Wheels and Consumer Net Price per wheel in every ordering 
quantity. Get your copy today and be sure your sales department is 


equipped with this most valuable selling tool! 
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HOW EASY 
IT IS TO USE! 


SIMONDS ABRASIVE COMPANY *° PHILADELPHIA 37, PA. 
a 
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A FULL 
BELT... 


and 6 in the 
cylinder 


\ 


=~ 
eo 4 
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On the firing line of today’s competition, 

Morse-Franchised Distributors are fully 
armed with high-powered ammunition . . . like the new and exclusive high- 
precision Vectormatic Ground Taps... Morse Electrolizing for 30% greater cut- 
ting tool life . . . a complete library of sales and technical literature, including the 
famed Machinists’ Practical Guide . . . a nationwide teletype and telegraph net- 
work to speed up service to Morse customers . . . close co-operation of Morse 
salesmen and engineers with Morse-Franchised Distributors . . . also Morse engi- 
neering service which is tops in its field. And “in the gun belt” is always the com- 
plete line of the world’s finest cutting tools. Now who could ask for anything more? 
Morse Twist Drill & Machine Co., New Bedford, Mass. Warehouses in New 
York, Detroit, Chicago, Dallas, San Francisco. 


THE MORSE CODE MEANS 100% 
DISTRIBUTOR PROTECTION... on all 


Cutting Tools 
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ONLY Tru-Set 


CHUCKS 


can guarantee accuracy 
to .0002 T.I.R. 


have rugged Meehanite bodies 
GUARANTEED FOR LIFE 


have 3 operating pinions for 
INSTANT PERIPHERAL LOCATION 


are available in both 3 & 6 
jaw styles in diameters to 12” 


are packed in 
reuseable airtight 
metal containers 


A complete line — TRU-SET, WINDSOR 
and HORTON —is sold only through 
authorized Horton Distributors who hove 
the advantage of selling the widest 
range of chucks of highest quality with 
tailored economy. New booklet “Our 
Sales Policy” tells why it’s practical and 
profitable to sell HORTON — get your 
copy at Booth 315 — Triple Mill Supply 


Convention WINDSOR LOCKS, CONN. 
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+ Ia} 
iDOT OFT 


Worthington Mower Company, 


troudsburg, Penna 


¢ 


Hydraulic Valve 


Four-Way, 
Rotor-Actuating 


inact 
D 


+4 GPM 


Underground 
Water Service 





Now you can have the 
extra power and performance 
of a SIOUX Impact Wrench! 


In no type of tool is good design 
and quality manufacture more 


important . . . nowhere will tradi- 


tional SIOUX dependability and 
long life be more apparent and 
more rewarding. 


‘ 


AN 

REMOVING WHEEL NUTS 

SPECIFICATIONS —— 
a 


Socket PRICE 


Drive Size 
Y”" 


Wrench 
No. 


Capacity 
Bolt Size 


325 %"-%" sq. $ 99.75 
330 Y%”-"Vie" ” sq. 127.50 


Free Speed R or L 2,000 RPM, Both Models; Impacts Per 
Minute 2,000, Both Models 


Vu 
4/2 











Us, aan 


« wa THROUGH 
S2Ux 
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** ELECTRIC DRILLS « 
GRINDERS » SAWS « IMPACT WRENCHES «+ VALVE SERVICE EQUIPMENT 


a 
with the 


EXCLUSIVE 
REVERSE CAP SWITCH LOCK! 


YourSIOUX Impact Wrench 
can’t be reversed with the 
switch on! This exclusive 
design feature eliminates 
a common cause of 
burned commutator— 
brushes, and switch 
contacts. It’s one of 
the reasons SIOUX 

Impact Wrenches 

will last longer! 








TIGHTENING CYLINDER HEAD BOLTS 


Please send complete information and 
prices on 


SIOUX IMPACT WRENCHES 


NAME_ 
ADDRESS 


ALBERTSON & CO., INC. | 


SIOUX CITY, IOWA, U.S.A. 


SANDERS POLISHERS 


189 





absorption, the cover designed to with- 
stand severe service conditions. 

Boston Woven Hose & Rubber 
Jompany, Boston 








Film Tapes 
For Marking, 
Labeling, Decorating 





Iwo new pressure-sensitive film 
tapes, said to possess unusual strength 
iithough 2-mils thick, have been an- 
hjounced 

Scotch” brand polyester film tapes 
Nos. 850 and 852 have metallic (sil 


ver) appearances, and differ only in 


4% | that No. 852 is printable and supplied 
DISTRIBUTORS with a special polyethylene coated pa 
pe! liner 
= 


Some of the properties claimed 





make their mark in their markets include: resistance to acids, alkalis, 
| ketones, hydrocarbons, esters, and 
other common solvents; resistance to 
load-handling units and accessories whose brand nomes — ‘Budgit', ‘Lood Lifter’ velar coneions <9 ~ ney 

strength per inch of tape width; 100% 


Shaw-Box"’ Distributors are up front because they sell a complete quality line of 


Tugit’ and ‘Tipit’ — spell the best in day-after-day performance and economy. elongation; 40 oz. adhesion per inch 

f width; will not crack, chip, or peel. 
That's one reason. Another is the great “Show-Box" manufacturing capacity that The two new tapes are MP be in 
enables every distributor to supply customers in a hurry from off-the-shelf. Still an- to 23-in widths on 72-yard rolls 
er widths and longer size rolls 


other is the factory training program that makes firsthand knowledge of each hoist ” 1 . 
will be made on special order 


and its applications available to every distributor's salesman. Factual sales tools, the Minnesota Minin und Manufac 
sor; i g i a! ac- 


counsel of our field sales staff, and down-to-earth advertising and promotion pro- turing Co., St. Paul, Minn 


Drill & Countersink 
Eighteen Combinations For 
All these factors foster a spirit of aggressive salesmanship — top flight salesmanship General Centering Requirements 


grams likewise contribute in special ways to create owners of “Shaw-Box"™ load- 


handling equipment 


that “Shaw-Box" will continue to support in ev ibl ; 
PP ery way possible. For the success Combined drills and countersinks 


of the “Shaw-Box"™ line will always remain in the hands of “Shaw-Box"’ Distributors, with spiral flutes in plain type and bell 
the organization whose leadership hos done so much to step up efficiency and cut type were added to the maker's line. 
Plain type sizes range from | to 18 
production costs for industry . : 

carbon and in high speed are avail- 
ible in 5 piece sets; bell type sizes are 
wvailable in sizes 11 to 18 in high 

NNING, MAXWELL & MOORE, INC. = only. +n P 
lameter of dri sizes range trom 

Shaw-Box Crane & Hoist Div ~ 

st Division é-in. through }-in and the length of 


. 


MUSKEGON, MICHIGAN the drill portion equals that of the 

drill diameter 
Builders of “Shaw-Box” and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ Another new product ‘ed by 
Hoists and other lifting specialties, Makers of ‘Ashcroft’ Gauges, ‘Hancock’ ANOWMET NCW 2 - —-"ee 7 
Valves, ‘Consolidated’ Sefety and Retief Valves, ‘American’ and ‘American- the Company 1S Type No. 10 heavy 
Microsen’ Industrie! instruments, and Aircraft Products duty drills, said to 





be designed for use 
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MUSCLES 


put the mules out of business 


No matter what the job may be 
wherever there's need for muscles of steel 
it’s a safe bet that Wickwire Rope is 


Oldtimers in coal mining can remember 
when mule-power was the only means of 
transportation in the mines. 

Today’s efficient coal mining demands 
big-capacity mechanized equipment. In 
modern underground mines, wire rope 
serves as muscles of steel—pulling cars 
from the loader to discharge point. In 
strip mining, also, wire rope provides 
the muscle for huge stripping shovels 


every industry benefits 


x Ww 


COLORADO FUEL 


THE 


THE COLORADO FUEL AND IRON CORPORATION—Ablione (Tex) - Denver 


AND 


OF STEEL 


busy at work. In the mines and the 
quarries. In the logging camps and the 
oil fields. With the fishing fleets and in 
materials handling. In all of these fields, 
Wickwire Rope has a record of eco- 
nomical and dependable performance 


that can’t be beat. 


from wire rope 
OPE 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 


IRON CORPORATION 


PALI COAST DAVRSION—Les Angelos + Oaldund = Pestierd » See 
WICKWIRE SPERCER STEEL DIVISION —Seston - Bulfeie - (hetiancege - Chicage - Detromt - 
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It's stre 





It's easy to see 


»@@ what CARBORUNDUM 1s doing for 
Distributors in "55. Just look at this 
compelling, full-color “stopper 
read the thought-provoking story. 


keeps hands from hazardous positions 


and lasts long, too 


Vour customers, foo, 
will find 


LOWELL WRENCH Co. 
WORCESTER. 8, MASS 


You'll get complete information on all Lowell Ratchet 


A twist of the knob at the end of the handle reverses the 
Wrenches from Catalog 60-A. Send for your copy now 


And people have always liked this Lowell 
ratchet 


They used the same wrench back in 1916! 
Series 20 Gear Type Wrench just the woy 
it was first made. So we haven't changed it 


Utility Grinder 


occupies Less Thon PET BOTTLES 


3 Sq. Ft. Floor Space 


\ H 


@e@eas they see this powerful mes- 


sage—and many others like it— 


& 
> 
v 
a 
_ 
vy 
- 
rs 
> 
° 
v 
= 
vw 
5 
° 
$s 
- 
- 
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in their favorite metal-working 


magazines throughout the year. 


And you'll like the profits 


e@eea hard-working tool to help you 
sell more quality abrasive products 
to Customers and prospects 


abrasive products 
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Bela -1-Meoial-1-)5 ile) mm isl-Ma-lo Mm celhi-m-lale Metele) 


safety guard was specially made for this phot 


Distinctive RED blotter on a new on die steels and hi-vanadium types on the bright red blotter. Your 
WHITE wheel is the sign of Cool And the outstanding form-holding CARBORUNDUM Distributor or sales 
tool grinding worth cheering about ibiliry of V40 Bond Wheels elim: man will arrange a free demon 
And that's not all...V40 Bond To nates costly stops for wheel dress stration. For Bulletin A-1410, write 
Room Wheels by CARBORUNDUM ng halfway through a job. Try [The Carborundum Company 

faster, last longer and permit ne in your shop today. There's a Niagara Falls, New York. In Canada 
eavier infeeds without burt r th type for every tool room opera Canadian Carborundum ( ompany 
k or overheating the tool, ever non...easily identiied by the V40 Led., Niagara Falls, Ontario 


Through product quality and application “know-how” 





REGISTEREC 


TRADE MARE 


continually puts more ETEM in your abrasive 














WHICH TYPE IS BEST? 


Since different fire hazards require different types of fire protection engineering service to help you serve 
fire extinguishers, PYRENE—C-O-TWO manufac- your customers better. To be specific, you become 
tures all types the finest and most complete an actual part of the foremost, nation-wide field 
line on the market today organization selling fire fighting equipment 

When handling the well-rounded PYRENE— Remember .. . handling the top quality, fully 
C-O-TWO line, you're in a position to give unbiased approved PYRENE—C-O-TWO line its now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there's the backing of an expert and see for yourself. 


— PYRENE--~ C-O-TWO 
Tene NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


CARBON DIOKIDE +- ORY CHEMICAL * VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL FOAM + AIR 


1928 
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FOAM 








For Power Transmission Belts 


Wirecrip STEELGRIP SUREGRIP 3 


Round Belt Hooks 


For Heavy Duty Conveyor Belts 


Belt Hooks Flexible Belt Lacing 


> : 
Me Asta 
7 ( sf 
; a 


sa 


‘- Conuiiane Line of Quality Pieduate 
bought daily by all Industry - - - - - = = - 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Illinois 
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major line in 1911 


The truth of the claims for the 
“American” Steel Split Pulley 
have been proven 4 million times and over 


re than a million 
ntire satisfaction 


1, 25,000 pulleys m sizes 6a 
fit all sizes of shaftng 


y mo “ Americans in use today 
giving © 


We have m stock ™ 


There are 4 great man 


ses throughost the world information free 


Pulley Company 


Carried by supply bow 
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more a major line TODAY 


The slogan in the advertisement (opposite page) of almost 
50 years ago—More than a Million in use”—gives you some 
idea of the product acceptance American Pulley products have 
always enjoyed. Back in 1911 American Steel Split Pulleys 
(incidentally an American Pulley invention) were well estab- 
lished as a major item in distributors’ sales efforts. Then as 
now, quality, immediate availability, and service to distribu- 


tors were a part of the American Pulley sales policy. 


The American Pulley Power-Transmission Line is today one 
of the most complete offered to industry, designed to meet 
changing requirements, to save customers’ time, labor and 
expense, to make extra sales and profits for you, the Industrial 
Distributor. In addition, American Pulley Engineers at home 
and in the field are always ready to give you whatever assist- 
ance you require in selling, servicing or installing American 
Pulley Power-Transmission Equipment, to make your job... 


and your selling easier and more profitable. 


At the Profit End of the Machine 


Power Transmission by 


MERICAN 


PULLEY COMPAN 


4216 WISSAHICKON AVENUE, PHILADELPHIA 29, PA. 
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and slotted for adjustable angle gage 
calibrated up to 90 deg 

Drive units are optional, and in 
clude 1 hp, 60 cycle motor in single 
phase at 110/220 volts, or triple phase 
at 229/440 volts. Belt speeds of 2800 
ind 4000 SFPM are available with a 
1725 rpm motor 


Engelberg Hu Syracuse 


Gearshift Drives 


5 HP Capacity 
at 1800 RPM 


ion the maker’s line 
of Gearshift driv [ype R3DC, has 
cen announced 
It i iid to provide four constant 
horsepower output speeds vhen used 
vith a single speed motor; eight out- 
put speeds are dev loped when used 
with a 2-speed m 
The new I I the following 
' to 1, 3.15 to 
In addition, 
) gear ratios 
ivailable, ranging to a maximum 


5 to | 


primary g¢ 


ir I 
1, 1.85 to 1 


Depending m Ss of motor used, 


the spec rane. ins from a low of 

; 3 to a hig! 1730 rpm, full-load. 

let BUFFALO BOLT do ')2 12) 010 pm, fulllond. 
pany, Lima, Ohio 


your LEG WORK 


Saw Grinder 


For Sharpening All 
Types Circular Saws 


You can save extra steps when you stock and sell the 
Circle @ line of fasteners. A phone call will give you 
immediate, accurate information on prices, delivery, etc. he new fox 3140 grinder is 
Our new streamlined service organization. ..in the field, iid to sharpen all types of circular 
district offices and factory... offers the finest and fastest saws—tip, crosscut or combination 
service in the industry. Use it to make your 
job easier. (note too) Nobody makes better 
bolts than the... 


WESTERN OFFICE 

Chicage 

HArrison 7-2179 BUFFALO BOLT COMPANY 
EASTERN OFFICE Division of Buffalo-Eclipse Corporation 


New York City 
NORTH TONAWANDA, N. Y. 
REctor 2-1888 -_ ¥ 


CENTRAL OFFICE Making both FASTENERS & FRIENDS for 100 yeors 


North Tonawanda 
4Ackson 2400 (Buffaie) 


Continues on page 200 
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Distributors entitled 


seal have a great 
story to tell... 


akprd 
COUNTER UNK 


AMERICAN PATTER) 


Way back in 1812, F. L. Grobet was famous in Switzerland and the continent 
for his precision files and rifflers ... America has used and respected them 
for well over a century. Fact is, distributors sold more Grobet Swiss Files last 
year than any other brand of similar type. 


You can see why the Grobet heritage is one you distributors can find mlahay 
useful as a sales tool. 
Of course, nowadays the line is rounded out to include all kinds of files— — 
machine and rotary files, burs, American pattern files, countersinks. There’s 
a Grobet file for every industrial purpose because Grobet always keeps — 
. is often a jump ahead of modern technology. 


dg FL GROBET VALLORBE 


promotional pro- 
help everybody sell 
for greater profits. 
‘or example, have you 
new brochure on 


led to industrial 


distributor or one 
formative bulle- 
hould be coming 
ot, write today 


we'll idd your 


GROBET FILE COMPANY OF AMERICA, INC. 


421 CANAL STREET, NEW YORK 13, N. Y. TELEPHONE: WALKER 5-7696 
CHICAGO: 311 NORTH DESPLAINES ST. @© DETROIT: 23509 JOHN R, HAZEL PARK, MICH 
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NEW LIGHT-HEAVYWEIGHT 
10° TILTING ARBOR SAW 


Engineered into it ore oli the feo- 
tures you ond your customers wont 
Clean, modern design ; more 
weight better bolance 
more sturdiness conveniently - 
placed, easier-octing controls 


NEW LIGHT-HEAVYWEIGHT 
RADIAL SAW 


Designed for capocity . . . it ri 
a 5 foot mel right down 
middle med for 

. it delivers ~ 
formance with 114 HP =~ phase 
direct drive motor 2 WP 
phase motor optional 





NEW LIGHT-HEAVYWEIGHT 
BAND SAW BLADE WELDER 


the ideal, re accessory 
for the W-T LIGHT-HEAVYWEIGHT 
or any other make) Variable Speed 
Drive BAND SAW. Low in cost, 
this mew portable Blade Welder 
feetures quick, easy operction . . . 
adjustable heavy-duty Camps 
built-in flash grinder. 15-volt 
and 230-volt models 


NEW LIGHT-HEAVYWEIGHT 
6° JOINTER 


Newly designed from the base up, 
this versatile Jointer is sure to be 


a hit in any woodworki 
Enlarged bese. More weight 


proved dual-purpose guerd allows 
operator to plane work ribbon-thin 


with complete safety 








ee, 


HEAVVWEIGHTS 
\ J 











Every one of these W-T power tools is newly 
designed . . . to give the W-T Distributor a 
new opportunity to offer new advantages .. . 
new accuracies . new economies .. . new 
convenience. They're all LIGHT-HEAVY- 
WEIGHTS—built to deliver top-quality pro- 
duction at moderate cost—the one characteristic 


W-T feature that’s so “Easy-to-Sell.” 


The completeness of the W-T line is sure to 
open the door to more prospects . . . more 
sales . .. more profits for the fully franchised 
W-T Distributor. 


A few choice dealerships are still available. If 


you do not already carry the famous W-T line 


NEW LIGHT-HEAVYWEIGHT 
14” TILTING ARBOR SAW 


Clean, modern design carries 
the entire line of new 


the: 
LIGHT-HEAVYWEIGHTS Note 
large table surfoce 36” x 48” 


Single operation flocks rip fence 
front ond back. Depth of cut up 
to ao full 5 inches. 5 HP motor; 


triple v-belt drive 


... they’re ALL 
PROFIT - MAKERS! 


of LIGHT-HEAVYWEIGHTS, it will pay you 
to look into the exceptional advantages offered 
by a fully franchised Walker-Turner Diszrib- 
utorship. For complete details, address your 
inquiry without obligation to Department LD. 


WALKER-TURNER 


* DIVISION - 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, WN. 3. 


ORIL PRESSES—t4ond ond Power Feed © AIR FEED DRM PRESS ATTACH. 

MENT © RADIAL DRRIS © Wood ond Meteo! Cutting BAND SAWS © 

TRTING ARBOR SAWS «© RADIAL SAWS « IG SAWS « LATHES 

© SPINDLE SHAPERS « JONNTERS «© BEIT AND DISC SURFACERS © 
FLEXIBLE SHAFT MACHINES 
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machine” per- 


three 





ANOTHER 








ates on 


PROFIT-MAKER sitadan | ei. ae 
5 Ibs. to 7 Ibs. air Major components of 


oll pressure; 4” drill on 20 tbs. 
to 25 ibs. air pressure. Feed weber 
pressure at drill point aver- a — 

ages 14x greater than air machining necessary. 
pressure, i. e. air pressure at Just connect to near- 
20 psi delivers 280 psi at drill est air supply. 


new W-T Air Feed. No 
“electrics”. No My 8 








point. 








PAT. PENDING 


AIR FEED 


tf 2 4 

















Drill Press \_ 





because this latest W-T product is an ideal addition 
to the complete line of Walker-Turner LIGHT- 
HEAVY WEIGHTS—and the only Air Feed with these 
features available to you as an Industrial Distributor. 
This gives you a decided competitive advantage. 


—because a 15”-4” travel W-T drill Press complete 
with motor plus this ingenious new Air Feed is priced 
from $344.00. The Air Feed unit features an attractive 
initial cost. For example: for a W-T Drill Press (or 
any W-T type drill press) up to 4” spindle travel the 
Air Feed alone lists for $185.50. Compare these prices 
with any other Air Feed equipment! 


—because the new W-T Air Feed quickly converts the 
machine to Automatic Cycling for a wider variety of 
production operations. 


—because the Air Feed installs in about 10 minutes. 
No machining. No electrical connections. No costly 
hydraulic components. 


-because the Air Feed fits as an integral part of the 
drill Press head, without interfering with any function, 
swing or position of the machine. 


—because the Air Feed’s ingenious, 100% pneumatic 
micro-valve provides continuous, positive, sensitive 
feed control—including checking and slowing-down at 
several points as well as at the break-through point. 
Accuracy of stroke holds indefinitely to within 0.003”. 





Another NEW LIGHT-HEAVYWEIGHT 
—Available Soon! 


Brand new W-T ROTARY TABLE with 2, 3, 
4, 6, 8 or 12 stations—the ideal accessory to 
the W-T Air Feed Drill Press. Provides 
maximum versatility. 











WALKER - TURNER 


DIVISION KEARNEY AND TRECKER CORPORATION, PLAINFIELD, N. 
FEED DRILL PRESS ATTACHMENT @ RADIAL DRILLS @ Wood and 
SAWS @ JIGSAWS @ LATHES @ 


J. 2 DRILL PRESSES—-Hand and Power Feed 
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AIR 


Metal Cutting BAND SAWS @ TILTING ARBOR SAWS ©@ RADIAL 
SPINDLE SHAPERS @ JOINTERS @ BELT AND DISC SURFACERS @ FLEXIBLE SHAFT MACHINES 





Here’s another example of mhy toothed from 5- in to 44-in in diam- 


eter. 


Positive settings a iid to provide 
correct pitch on all teeth as well as 
miform tooth height, depth and level. 

Other features claimed include: tilts 
to 45 deg. both ways for bevel grind- 


oy ing; pointer and graduated quadrant 


scales insure accurate positioning; 
meets all safety standards, including 
emery wheel guards; high speed $ hp 


motor with lifetime lubricated ball 


re 4 h : cf ad ca rings 
“a e Hn ay e ma Foley Manufacturing Co., Minne- 


’ 


apous 


Abe 
; 


Le 
n 


4 


cee 
For Drill Presses 


To 6-in Spindle Travel 


to fit the head 
drill 


wufacturer, the 
iraulic compo 
rcumatic mi 
the spindk 
l-and-retard a 
tion for ret I mnftinuous 


lucti rati for woodworking 


Manufacturer saves $5000 per year using ind metalworking. In special cases 
hydraulic check \ ivailable a 
DUMORE AUTOMATIC DRILL HEAD pes fis 2 


ess 


6 iene Anu prod s small aircra nstrument parts fre The manufact laims the 
t] juiring tolerances usured in ten thousandths of an inch uracy of feed will Id indefinitel 


er 
tomat Drill Head pa i off within 0.003-in 
ed small hole drilling The Walker-Turner Division 
of production alone. The Kearney & Trecker Corporatior 


Plainfield, N. | 


tC ine reased 


| that this Drill Elead will Welding Cable 


. ’ 
r tool 


For Easier Welding 
In Cramped Corners 


und for Dumore 


franchise 


easier to see. 
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phe 


TOP QUALITY 


MILWAU K EE inpustriat Brusies 


Here's a service complete in every respect 


Your industrial territory can pay well 
if you feature MILWAUKEE indus- 
trial brush tools and get them into 
the hands of users. 


All types of industrial brushes are 
available from this one source. Re- 
placement business is exceptionally 
good. Whether your customers order 
a few or quantities of any type the 
quality throughout the lot is of the 
same high standard ... this is so on 
repeat orders too. When you need 
custom-made industrial brushes to 
your customers’ specific needs, MIL- 
WAUKEE cooperation and quality 
makes permanent customers for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


‘Nae Reig SEND FOR 
om i ie CATALOG NO. 36-R-54 


IT FEATURES 
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PEERLESS 


POWER METAL SAWING 
EQUIPMENT TO FIT EVERY 
PRODUCTION PROBLEM 


6” X 6” SPEEDY-CUT 
Described in Bulletin SC65 


10” X 10” STANDARD 
Described in Bulletin SIOA 
Sted. 6” x 6" & 13” « 16” in 52A 


MECHANI-CUT 
Described in Bulletin MC-518 
7 a7"; 11% w 11%: 14" « 14" with ond 
without Automatic Conveyor 


HYDRA-CUT 
Described in Bulletin HC5SO 
7’ 27": 10% a2 TT": 14% « 14" with ond 
without Automatic Conveyor 


18” X 18° VERTICAL 
Described in Bulletin V-538 


PEERLESS MACHINE CO. 


1600 Junction Ave., 





Racine, Wis. 








202 


d with high impact, abrasion 
A reinforcing 

; ; 
"yon pl wides non lip pond 


whi h 


fay 
in 


jacket and insulation 


f a special natural rubber com- 

oun Conductors are said to bx 
ipped itl ms ting I per ft 
ipped with imsulating paper tap 

United States Rubber Company, 


New York 


Connector 


Insulates Around Joint 
And Between the Wires 
np connector, featuring 


insulator, has been inti 


manufacturer, in 
mger 


ling to the 
xddition to a mechanically str 
joint, the new 
fabricated insulation 
The company’s Electric 
with crimping die, is said to 
yw the electrician to crimp with 
twisting 


onnector prov ides pre 


ians’ 


new 


, 
he same to ised for 


utting 


Ideal Indi 


Valves 
For Panel Mounting 
And Use In The Line 


valves, Hi 


} 
lla 


N } 4 ] + »o} 
Mii Vai¥O5, LORR IC 


Duty plug type valves and packless « 


‘5 


wecoul 
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gig ORANGE 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heat-treated Available 
for chain sizes 44”, 5/16”, 
% Je, 4" 

SAVES TIME—<con be ottoched anywhere on 
the job. Only o pair of pliers needed 
ANCHOR and CHAIN 


Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes %&" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or golvenized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 











ATLAS 


for quality 
and strength 


BOLTS 


ry 





fy) 
Je. ATLAS 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. 10 
NEW YORK 13, N.Y. 





WHAT'S YOUR P.Q.? 


* Pump Quotient 





Why are more and more end-suction pumps 
being specified? The answer's simplification. 


Industry is turning to end-suction pumps because 
they simplify piping (especially in process applica- 
tions), need only one stuffing box, and make parts 
replacement easy. Get the full story on the 
Worthington end-suction pumps by writing to, 
Section PC.4.8. 


What is Worthite? worthite is Worthington’s 
“super-stainless”, corrosion-resisting alloy steel con- 
taining more than 50% of the alloying elements: 
nickle, chromium, molybdenum, silicon, copper and 
manganese. The balance is mainly iron. Worthite 
was first introduced in 1936 and has gained wide 
acceptance as an excellent construction material 
for applications where corrosion is a problem. 
Worthington, of course, offers a complete line of 
Worthite pumps. Write for Bulletin W-350-B4. 





Why are gear-type rotary pumps best for 
handling high-viscosity fluids? Lots of reasons. 


First, their large, unobstructed passages mean low 
entrance losses. Then, there aren’t any valves or 
valve springs. Also, there’s the flexibility in applica- 
tion offered by the wide speed range of gear-type 
rotaries. Write for Bulletin W-483-B2 for facts 
about the Worthington double-herringbone gear 
rotary pumps and vane pumps. 

















See your Worthington distributor for more information about end-suction pumps, 
Worthite and gear-type rotary pumps. But if you want to read up on these products 
before talking to him, write for our bulletins today. Worthington Corporation, Merchan- 
dising Division, Section PC.4.8, Harrison, New Jersey. 


Ads like this build preference for Worthington Standard Pumps 
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phragm I ded in a nev 


IT’S THE line of fi id control valves announced 


”"y the maxcr. 


I he new i forged Tass 
vodies, and are said to be designed 
ror use m istrumentano ennen;nies, 
laboratory apparatu yharmaceutical 


r circuit work icuum systems 


ON THE MARKET ad pressure flow control 


a nd a mone ma ker Needle and toggle valves are avail- 
Y ) rble in 4-in and 4-in pipe thread; pack- 


ess diaphragm valve n ind 3-wavy 
FAST... ACCURATE... / PRECISION ) ae alain 3 fauke wan 


thread to }-in flare connections and 


: HOLE g-in. O.D. solder ymnections; Hi 
WI] ia ef Ps K Duty plug-type shut-off valves in 2 
GAGES / types of nstruction 2. 3 and 4-w 1y 
types are available in a wide range of 
be furnished 


nd connections and can be 
V WHAT ARE THEY ? 
New Outstanding High Precision small hole gages 
that quickly and accurately measure internal 
diameters ranging from .025 to .380 inches. 


V WHAT DO THEY DO? 


Enable direct accurate readings within 5/10,000 
of an inch—eliminate many costly plug gages— 
give you QUALITY CONTROL of small drilling 
and punching operations. 


UV WHO USES IT? 
Engineers, Foremen, Inspectors, Machinists, Die 
and Tool Makers and Set-up Men. 


V WHERE ARE THEY ADVERTISED ? 


NATIONALLY — By o planned advertising pro- 
gram in leading Industrial Magazines, Aviation 
Age, Automotive Industries, American Machinist, 
Industrial Distribution, Mill and Factory, ISA Jour- 
nal, Tool Engineer, Tooling and Gaging, Conovar- 
Mast, Purchasing Directory, Thomas Register, 
MacRae’s Blue Book. EXHIBITS in National Shows, 
demonstrating its wide industrial use. 





for pipe sizes from 4-in to #@-in, and 
tube size from #-in 


rh Imper 


roe eee Oe PS ae ee ee eee (at ae 


Self-priming, 
“Motor Mount” 
Mot Mount” 


— 


V PWIA THEK GAGES ARE AVAILABLE 
IN THREE MODELS 


#20 Range - .025” to .130” Sold through i] a 

#30 Range .130” to .255” recognized . ) RPM, sing 

#40 Range .255”" to .380” jobbers. pase, oF three-puase motor, Une wae 
1S n ¢ tnroug! np motor 


110 GPM 





/ SELLING AIDS AVAILABLE $37 5° Each 
Attractive 2-color Counter Dis- Complete with plush- Jemin y mi [ Salem, 


play Cards (13” x 18”) show- lined leather cose ond 
precision steel setting 


ing an enlarged cut of the goge. 
Kwik Chek and how easy it is 110-00 Trucks 
to use, descriptive 2-color SET OF THREE Equipped With 


Brochures, reprints of ads and Complete with plush Non-Mar Glides 
lined leather case for : . 


one Oem, Snee fact information upon re- 
ory P 3 goges ond precision 


BO9 28 Dow ’ 
NEW STANDARD DIVISION © 


U. S. EXPANSION BOLT CO. - York, PA. + DEPT. 1D-4 equipped wit 


“Write for FREE Brochure” elts wh 











quest. steel setting gage. vw 





ng finish 
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A WORTHINGTON-GOODYEAR ENGINEERED DRIVE “Qa, & 





&. 
SMOOTH, NON-SLIP DRIVE is a must for these card machines of the Hardwick 
& Magee Company. Worthington Multi-V-Drive (overhead) does the job. 


High torque without slippage or stretch 


st distributor solves unusual overhead drive problem 


How to get a drive that would withstand high torque without slipping? That 
was the problem faced by the Hardwick & Magee Company, Philadelphia 
manufacturers of carpets and rugs. 

Hardwick & Magee Company needed a dual drive for their cards, made up 
of a drive from the motor to a jack shaft, and a drive from the jack shaft to a 
line shaft. The problem was with the second drive, which had fixed centers and 
consequently needed a drive that would not stretch and require take up. 

After consulting Industrial Transmission Machinery, Worthington distribu- 
tors in the Philadelphia area, Hardwick and Magee Co., decided that this was 
definitely a job for Worthington QD Sheaves and Goodyear Steel Cable belts 
because: 

1. The tapered, split QD hub would allow no pulley slippage on the shafts, and 
2. The Goodyear Steel Cable V-Belts would carry the high load with NO 
stretch, thereby fulfilling the requirements of a fixed center drive. 

As it turned out, Hardwick & Magee couldn't have made a better drive choice. 
The Worthington-Goodyear drive combination has proven itself through four 

FOUR YEARS OF TROUBLE-FREE OPERATION. years of trouble-free operation. 
That's what Hardwick & Magee like about Find out how this Worthington-Goodyear team work can pay off for you, too. 
their efficient Worthington Multi-V-Drive. Write for Bulletin V-1400-B7G to Worthington Corporation, Harrison, N. J. 


pian sci 


Ads like this build ees for Worthington Standard Products 
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MONEY-SAVER FOR YOUR 
CUSTOMERS—MONEY-MAKER 
FOR YOU...the Lawco, Jr. 


PORTABLE PIPE THREADER! 


The first big PLUS you have to talk 
about is the multiple uses of this modern 
portable tool! It threads pipe, digs holes, 
drives nuts and bolts, works as a hoist, 
pulls cable through conduit! Secondly, 
the Lawco, Jr. weighs only 20 pounds 

you can take it where the job is. And 
one these days is interested in 
Lawco, Jr. can 


every 
getting work done fast 
thread a 4%” pipe in 20 seconds, a 2 
pipe in less than a minute and a half! 

Adapted specifically for use with 
Ridgid OR dies for pipe up to |’, and 
with Ridgid 65-RC dies for |! to 2” pipe 
A square shank adapter drives standard 
cutting dies of larger sizes 

it's safe, and easy to use. Add to this 
low maintenance, and you can see why 
Laweo, Jr. gives its own sales talk. And 
you have a story for plumbers, electri- 
cians, oil men, plant men! 

Distributors for this versatile tool are 
$0 ted. Write now for price and prod- 


uct information. 
VELOCITY POWER 
TOOL COMPANY 


201 North Braddock Avenve 
Pittsburgh 8, Pa. 








Does a variety of jobs 
faster, better 


Portable winch 
easily hoists 500 Ibs. 





Augering—vertica! 
or horizontal 


Threads pipe in wulls, 
smoll spaces 
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gomg up or down, and permit smo th 
movement parallel to slope of curbs or 
stairs 

Available with open or solid plate 
in 5, 7, or 9-in lengths, the 
trucks are recommended by the maker 
for handling cases, crates, cartons, kegs, 
bags, drums and barrels 

Nutting Truck and Caster 
Faribault. Minnesota 


noses 


(Com 


pats 


Lathe 


Grouped Controls For 
Operator Efficiency 


An improved y-inl 
rbinet lathe has been announced 
Model 918 “Steelway is said te 
feature the option of 
drive permitting one-operator motion 
for multiple functions and a variable 
drive for instant selection of any speed 
10 to 3750 rpm 


swing precision 


1 production 


from 
Some of the features claimed in 
clude: improved work-holding meth 
xls; double-bevel steel ways; self-align- 
ing slide rest 
Rivett Lathe & Grinder, Inc., Bos- 
ton 


Mills 


Helical Flute Combined With 
Edge Hardness of Carbide 


Standard stagger-tooth side 
tters and interlocking side 


in mou S1Z have Der 


7] " 
miiiing 


or strad 





these magazines... 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 
TOOL ENGINEER 
TOOLING & PRODUCTION 
PURCHASING 


THIS Is 
MORE THAN 
JUST TALK! 








> 


This message to your customers tells the 
product story of the Jacobs Ball Bearing 
Super Chuck. It tells it clearly in words 
and pictures. It's more than just talk 
because these are facts supported by a 
long history of distinguished firsts in pre- 
cision chuck design, manufacture and dis- 
tribution. 


SO IS THIS... 
MORE THAN 
JUST TALK! 





This statement of confidence in our dis- 
tributors is displayed on every Jacobs ad 
to your customers. The one reproduced 
here is doing more than just talk. 


Fora Real Grip on things 


Try the Jacobs Ball Bearing Super Chuck. It’s a heavy duty 
chuck for heavy duty drilling ...a bear for grip and 100% more 
powerful than comparable plain bearing chucks. 


Here’s why. The ball thrust bearing rolls away friction between 


sleeve and nut. Steel jaws close 
smoothly with tremendous 
power. The Jacobs Ball Bearing 
Super Chuck grips harder, and 
more accurately than any other 
drill chuck made, 


The Super Chuck and the com- 
plete line of Jacobs Chucks are 
stocked and sold by industrial 
distributors everywhere. See 
yours, or write Jacobs Mfg. Co., 
1304 Jacobs Road, West Hartford 
10, Conn. Ask for Catalog 100. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 
are ready to deliver the chucks you 
need and the service you deserve. 
first in chucks . . . first in service 








CHUCKS 
if it's a Jacobs it hoids 








added to the maker's line of “Heli- 

carb” helical carbide milling cutters 
By designing the stagger-tooth side 
milling cutters with four teeth, it is 
claimed adequate chip load is provided 
to accommodate milling machines 
vithout high speed spindles and fast 

table feeds. 

= Standard cutte wre available in 
“ 


right-and-left hand, half-s mills, and 
} } 
ae 
Push-Top, 
Self-Closing 
new type self-closing, Push-Top 
j I to fit their line of heavy- 
duty nd garb cans, has been 


have 25 deg. helix teeth 
Sonnet Tool @& Mfg. Co. Haw 
ish I age 


innounced Dy the manufacturer 
Th \ i made 


xpecter wn on freight 


Anchors = 


Diamond Hammer Drive anchors need only «a hammer to Hacksaw Frames 
fasten brackets, pipe, conduit, 2 x 4's, furring strips etc., to all N L Lock 
types of masonry. If you sell any fasteners .. . sell the one piece oo re 

anchor that you would use yourself . . . you and 25,000,000 For Blade Tension 
other hammer swingers. An interesting 8-page booklet is ready Two 
to be sent to you. Write and ask for it, for whether you sell ing a new placement of the lever-lock 
DHD®© anchors or use them, you'll find this a most informative tha 

8 pages. DHD® anchors are made only by Diamond. 


® Perma-Zin heet steel with ; $§-1 
opening, and is available in * 
ind 2 n outside diameter sizes (20, 
27 ind 7TAi. SIZE ins 
An insid nsion spring is said 
to keep lid firmly closed when not in 
ise. The lids are snug-fitting and easily 
removed. Maker says shape and weight 


new hacksaw frames, featur- 


hat tensions the blade, have been an- 
nounced 
The lever swings out side-ways from 


DHD is @ Trode Mark of a recess in the lower edge of handle. 


The entire backbone of the frame is 


DIAMOND EXPANSION BOLT COMPANY, INC., GARWOOD, N. J. Continues on page 212) 
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%* Best approach to improve 
industrial distribution 


Ta nothing like getting heads together to solve prob- 
lems of mutual interest. Triple Mill Supply has been doing 
this for 50 years . . . and both distributors and manufacturers 


benefit. 

Members of Triple Mill can be proud of their 50-year associa- 
tion that has improved industrial distribution and contributed 
much to the progress of American industry. 

Osborn, which began making brushes 12 years before Triple 
Mill was organized, congratulates all members. We welcome you to 
Cleveland for the convention. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 

Drop in at the 


OSBORN CONFERENCE BOOTH #117 


OSBOR®> MAINTENANCE, PAINT AND POWER BRUSHES + FOUNDRY MOLOING MACHINES 
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O' YEAR 


DIXON 


reepeen 2 F Brennan 
j 


- 


A SOUND DISTRIBUTOR POLICY 


..» Consistently Backed-up 
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Some DIXON “Firsts” 
. 

Combination Nipple + Malleable 
lron Universal Hose Couplings - 
Cadmium Plating of Hose Covu- 
plings and Clamps + Double Bolt 
Hose Clamp With Saddle + 
Dredge Sleeve Clamp + Corru- 
gated Stems on Rock Drill and 
High-Pressure Couplings » Ground 
Joint Hose Coupling + Four-Bolt 
Offset Clamp + “King” Clomps 
and Anchor Bars + Spray Hose 
Couplings from Steel Bor + Steel 
Hose Mender + Sofety Lock on 
Universal Hose Coupling + “DIX- 
LOCK” Quick-Acting Coupling - 
Self-Honing Throttle Vale With 
Handle internally Attached + 
“DIXON” Swivel Connection - 
“DIXCO” Coupling 

















If you are not selling the Dixon line, now, write for 


details of our long-established Policy and Program, 





. ~~ a DIXON sug ame the 


GENERAL OFFICES FACTORY PHILADELPHIA 22, PA. BRA! 


BIRMINGHAM ~« LOS ANGELE 7) TON DIXON VALVE & COUPLIN 
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said to be a one-piece solid steel bar 


providing rigidity which reduces blade 


breakage 

Both frames are adjustable for either 
}2-in or 10-in blades im vertical) or hori 
zontal positions 


YOU DON’T No. 10 frame has a yellow Tenite 
TN, melemiele) at’: handle with rust-proof crackle finish, 
ind is equipped with the maker's 12-in 


TO DISCOVER unbreakable special flexible blade. No 
15 frame has a red Tenite handle with 


IS TOPS IN baked-on svnthetic la quer 4 12-in 
THE PRECISION SCREW Moly” high speed blad 


speed blade is supplied 

with the No. 15 

MACHINE PRODUCTS FIELD. Victor Saw Works, In Middle 
town, N. Y 


CAP SCREWS + SET SCREWS 
COUPLING BOLTS * MILLED STUDS 


our specialty 


YORK, PENNA. 


Ottemiller products are sold 
through Mill Supply Houses. 
Write for free folder and price information. Motor 
Explosion-Proof, 
Ratings 1—5 HP 


4 new NEMA-pecification explo 
sion-proof motor, said to meet Na- 
tional Board of Fire Underwriter 

FREE-SWING specifications, has been introduced 
TYPE ' Designated as 7 pe E, it is fulls 

2/2 and 5 gal. enclosed, with special provision against 

fire, dust and moisture, and equipped 
ii 


INSIST ON AEs. : with a sparkproof aluminum fan. Type 
EN is without fan 


EAGLE Se me 
Angeles 


SAFETY CANS 
e*eeseeeeeneeeee 
Approved by Underwriters Power Mower 
laboratories & Factory Mutual ® Available in 5 sizes from Handle-Bar Control, 
eee eevee eveeeeee eo 1 qt. te 5 gal. P 18-in Wide Cutting Reel 
— ® No waste, no splash, no 
spill A new power mower, featuring in 
® Strong 1-piece construc- dependent « lutche s and drives for reel 
tion—no seams ind wheels, has been introduced 
’ ie , ® Self-adjusting guard cap Other features claimed inched 
qt., 2 qt. prevents leakage Briggs & Stratton motor, safety mech 
1 gal. ® Safe for handling all ex- 
plosive and flammable 
liquids 


TRIGGER 





Ready for immediate delivery 
STOCK EAGLE SAFETY CANS 
Write for Cotalog 


MANUFACTURING COMPANY © Wellsburg, W. Va. 
Serving Industry Since 1894 
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> 
at 
4 
a 
uy 


TAPS 
FOR 
PRODUCTION . +. in all standard 


and special sizes . . . are available from your nearby 
Bay State Tap distributor. You will gain precision 
performance on every tapping job with controlled 
contour taps, made by BAY STATE TAP & DIE CO., 
MANSFIELD, MASS. 
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ee Day 


Plan Your Next Catalog 
for Years of Selling... 


Au |r CMI 


ea 


ose-Leaf Binders 


Unless all your lines change every year, why 
reprint your entire catalog? Low-cost, easily 
inserted sheets or sections keep it up to date 
. when you enjoy the sales 
advantages Heinn Loose-Leaf Binders bring. 
You measure your gains in at least six 


and in 


sequence . 


important ways 


> More efficient catalog distribu 
tion 


customers.¢ omple te presentations 


oth sections going to some 


thers 


> Easier selling, with no need for 


supple mentary catalog hulletins 


that often cause conjusion 


> Less sa 


o# 


es correspondence about 


errors 


>» No more staggering bills for tight- 
bound catalogs that may be obso- 
lete before they're in the field. 


> Greater customer interest because 
of logically prese nted catalog 
information 


> Custom styling that fits your 
“business personality.” 


Hundreds of manufacturers and wholesalers place repeat orders with 


They would advise you to mail the coupon for the whole story. 


: : , 
sm which sto vhen obstacles 

re encountered ind protechon 

vind axles 


\liddletown 


igaimst grass winding a 
Clemson Br 
a 


> = DIA. 
_ i 


| LENGTH 


tL \-29 - 


Anchor Bolts 


Angle Design 
For Secure Hold 


inchor 
to con 


, ry 
Pretor ned, 
l+ ] med f Orit 

Doits, designed i lorTiIng 
1) ' 
crete m ali con tion Work, 


have 
been introduced 


Furnished with nuts and 


f-in and 
iilable itl 
to 18-in 


Corpora 


Originators of the Leeose-Leaf System of Cataloging 
Leaders in 1896 


Represeatatives 


ie Principal Cities and Sell Leaders 


information, please 
CATALOG BINDERS 
SALESMEN’'S 
CATALOG BINDER 
WITH HANDLES 


Probable 
Quantities 


INDEXES 
PRICE BOOKS 


COUNTER CATALOG 
PLATFORMS 


Have vour representative call 


Screw Bit Kit 


For Phillips Head 
And Slotted Head Screws 


FIRM NN 
ADDRESS El 
’ 
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AIRCRAFT INDUSTRY, IT’S 


UNION DISTRIBUTORS 
While at the Triple SERVE THE NATION 


J Mill Convention, ron eiain 


make it a point to * ECONOMY 
° RELIABILITY 


i ail ‘S BOOTH, #510 
visit UNION’S eral * PERSONAL CONTACT 


CALL YOUR UNION DISTRIBUTOR 


——— 


UNION TWIST DRILL COMPANY © ATHOL, MASSACHUSETTS 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont end Rock isiend, Quebec 





his is the famous 
ALEXANDER trade mark 
symbol of one of the 
world's finest lines of industrial 
eather 


eather beltings 


pockiogs and reloted products 

The ALEXANDER line, sold 

through distributors for almost 

five generations includes many 
different types of belting, engineered 
to meet every conceivable power 


transmission problem 


(See below right) 





WHITNEY 


Pe © 








NNO. 91 BENCH PUNCH—~ 


Ta Arve vy. MARK 


REGISTEREO 


® A powerful line of punches that has 
been used by industry since 1907. All 
W. A. WHITNEY Punches are built for 
long yeors of service and carry our guor 
antee. Distributors enjoy good sales vo! 
ume when they supply their customers with 
the proper punch from this complete line 
OTHER PUNCHES 
92 Punch with 10° depth of threet 


93 Punch with 18° depth of throat 
94 Punch with 24° depth of throat 


cotelog ond 
distributor 


Send for owr 
oe your roce 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, HLL 





rews and Nos. |. 2 and 3 


lyps head s« 
: , 
meta 


Slotted 
Features 


xCTCWS wood OT 


he x 


} ; 
claimed include made 


from tool chisel steel, shock resi 
tempered-heat tre ited for hardne 
toughne 


The Dnil rporanion 


P tts} Th 


SODERING 
BRAZING 


Sold thru Distributors 
Send for Catalog 


L.B. ALLEN CO. inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31 


Valves 
New 600 Ib. Line, 
Internal Streamlining 
treamlining, said 


edu 


This ALEXANDER trade mork 

s alsg’o symbol of fair 

dealing and complete factory 
cooperation with every distributor 


who haadles the line. The ALEXANDER 


franchise leav@s nothing to chance! 


ALEXANDER BROTHERS 
j ] Belting Company 
\Vlanufacturing Comden 3,N. J 
igo, Indiana 


Grease Fittings 


Ball In Tips 
Keeps Out Dirt 
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ILLINOIS 


sell shim stock 


by 


...not by the inch! 


+ mentees This handy storage rack holds four cartons 
1LiO* iX)l Ih iu 
} 


es _ and holds of 6x 100" brass or steel shim stock 
ition at all other tim ...in gauges of your customers’ choice. 
Ihe new fittings are said t t Sell the stock — sell the rack ... then enjoy 

standard = mak the pleasure of your repeot sales. Na- 
any tionally advertised top quality products. 
we Kqu natch Your name printed FREE on rack with order 
for 25 or more racks. 


Wire Rope 
High Resistance To 


Bending and Abrasion SIMPLE TO USE 


Customer simply snips stock 
off roll, Handy, seves time, 


vire ropes th st Oo LAMINATED oO prevents waste and protects 


to possess 1) great shim stock too! 
nas been announced 
ng to the manufact t 
pe will be mad 4104 Union Street. Glenbrook. Conn. 
formed constructions in O COMPANY, INC. O 


r from 4-in to 34 











to hand] 


y riods the 





PLIERS 

| for every 
hn A. Roebling 

ion, Trenton, N. } PURPOSE 

Vise Stand <a ee eae Tools of the high- 


‘ est quality for all 
Tool-Steel Bottom day-long indus- 


Jaws Are Reversible trial uses 


i aad J 4 fos i : mn 
PEW pee see yon DIAMOND 


CTANCS Alki ¢ 


Long and needle nose pliers. Straight 





curved, bead or duck bill types some 
with electronically hardened cutters, 


The Popular 
DIAMALLOY WRENCHES 


all of highest obtainable quality 


Drop-forged of the finest steel, ma 
Short and long nose heavy duty chined to close tolerance, beautifully 

linemen’s pliers . with and chrome finished, individually boxed. 
without insulated handles but oll 


with electronically hardened cutting 
Redges 


- 





Sold by leading Industrial Distributors 


DIAMOND CALK HORSESHOE CO. 


DULUTH, MINN. Established 1908 TORONTO, ONT. 
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Ross “Master” internal collets are precision machined of the finest tool steel, 
heat treated and ground to insure long life, trouble free service. 


Distributors and Dealers Wanted for 
Non-Competitive Internal Collet Line 


Pre-market tests have proved there is a 


definite demand for internal collets. 


Ross “Master” saves on labor costs— 
no longer must work be bolted or 
pressed on and off. It is easy to set-up 
and take down. 


he Ross “Master” Internal Collet 

is a new multi-purpose tool for 
efficient and accurate internal hold- 
ing. This precision tool is made for 
use on Logan, South Bend, Atlas, 
Hardinge, Clausing, Le Blond ( Re- 
gal), Elgin, Monarch, Porter Cable, 
Rivett, Schauer, Sebastian, and 
Sheldon lathes. It can also be used 
on other collet attachments. 

This modern tool for internal 
holding is designed to lower pro- 
duction costs. Many companies have 


218 


increased output from four to eight 
times with this internal collet, plus 
reducing the number of rejects. It 
is accurate to .001 T.I.R. and grips 
firmly without scoring bore. 

This collet line has standard size 
working body diameters of .750, 
875, 1.000, 1.125, 1.250. All lengths 
are 1.250. There is also a custom 
design service which enables com- 
panies to order tools to their specifi- 
cations for any regular or special 
applications. 

Velocity Engineering is pe 
an extensive merchandising and ad- 
vertising program to help distribu- 
tors sell the Ross “Master” Internal 
Collet line. As these internal collets 
are a noncompetitive product, and 
have a specific demand, the theme 
in trade magazines will be directed 
at education of user on benefits of 
internal collets. 

For further information on dealer 
and distributorships, kindly write 
Velocity Engineering, a Division of 
Morris and Batchelor, Inc., 555 West 
Arden, Glendale 3, California. 
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s than one turn of the screw, has 

n announced 

Some of the oth rceatures 
include tool-steel top jaw 
with milled teeth; malleable shelf in 
sures rigidity and provides tool space; 
vertical visible pipe bender and ceiling 
hokl screw; pipe legs formed for maxi 
num stability 


Ernie Tool Works, I 


c laimed 


3 way rong 











Drills 


Faster Cutting 
Hardened Steel 


t pped drills 
tec] b «lies 
, : 

ude ends are 

to high heats 

hardened 


ible in 2 
n, with a 
a hex 


Combination Printed 
And “Write On It” 


combination pressure sensi 
m which | rinting and 


ire prote 1 transparent 


ylastic layer has been roduced 
are beneath 
the transparent layer and protected by 


Continues on page Zid 


Printing and 





UNITED 


Tie up all the sales angles— 


with “U. 


When you carry the tape line your trade knows will 
satisfy any insulating or splicing needs, you'll write up 
plenty of orders for tape. 

“U. S.” is one of the largest manufacturers of cables 
and tapes. “U.S.” Tapes are so widely known and 
widely used that they are the tapes that are wanted— 
because users and dealers have found them superior. 
Moreover, industrial users and dealers are continu- 


SECURITY 
ai 
FRICTION TAPE r 


U. S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, 
dielectric strength and stretch. Handles easily, 
fuses without heat. Also in a specification 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- 
cifications. 


S.” ‘Tapes 


ously sold on “U. S.” through advertising in the lead- 
ing trade and industrial journals —plus sales promotion 
aids. They respect the “U.S.” name because they 
know “U.S.” makes thousands of other products used 
day in and day out by millions of people. 

And 27 “U.S.” District Sales Offices from coast to 
coast can handle any of your supply demands quickly 
and easily. Check your stock. Order NOW! 


U. S. Security® Friction Tape 


For electrical and general purpose jobs. 
Strong and tacky—it stays on. Does not age 
or dry out. Unusually high tensile strength 
for tough assignments. Straight-tearing, non- 
ravelling. Also in specification grade — VU. S. 
Holdtite®—exceeds A.S.T.M. specifications. 

















SECURITY 


RUBBER TAPE 


L | he et SHES 
"a 
' Rrra nm 


U. S. Royalastic Plastic Tape 


Makes a thin splice, keeps wiring neat and unclut- 
tered. Does the work of both rubber and friction 
tape in many applications. Complete mechanical 
and electrical protection. High dielectric strength 
and resistance to abrasion, water, 

oils, acids, alkalies and corrosive 

chemicals. Good stretch, tight 

grip. Approved by Underwriters’ 

Laboratories, Inc. 


STATES 


RUBBER 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


COMPANY 
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Variable Speed 


IR HOIST 


Variable Speed . . . 1000 Ibs., 0 to 38’ per 


minute . . . 2000 Ibs., 0 to 20’ per minute . . . load 
can be inched or zipped. 
AiR-powered for Safety . ~~ 10 spark 


hazard ... explosion-proof motor . . . can't burn 
out... can't overheat ... unaffected by dust or 


fumes. 


Lightweight eee only 28% lbs. for 1000 Ib. 
hoist... 2000 Ib. hoist weighs only 47 Ibs. Over- 
all length all models, 101%” to 11%" 


SEE YOUR ARO DISTRIBUTOR 


THE ARO EQUIPMENT CORPORATION 
Bryen and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Calif. 
Aro Eavipment of Conada, Ltd., Toronto 1, Ontario 
Offices in All Principal Cities 


ARO AIR HOIST 
Also ... Air Tools . . . Lubriceting 
Sestenend. « . Aircraft Products 


++ « Grease Fittings 
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biggest volume . . . biggest profit 
The BIGGEST Distributor Line 


BOSTO 


again 
sets the pattern for progress with a 


new series that means 


— bigger than ever 


VOLUME POTENTIAL 


— bigger than ever 


PROFIT POTENTIAL 
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it against 

dirt, dust, oil, 
Manufacturer 

sure by the writing 

quired to m 

no ink, 

quired 
Label n | ipe ( 


pen 


Pipe Templates 


For All Standard 
Sizes 2-in to 20-in 


New Wrap-A nd pipe t mplates 
said to inst pert ht and | 
welding joi 

Accordi 
nity mn 
iround the 

nterpunch 

a perrer t nt 


Ree As 


Packing 
A Complete Line of Welded, Weldless and Stamped Chain — Handles Corrosives At 
Alloy Steel Chain, Oil Field Specialties, TM V-Bar Tire Chains! High Peripheral Speeds 


Distributors’ salesmen all over the country call Taylor Made Chain a 
Diamond in the Rough’! On their toes —these men know the extensive 
use of all grades of chain in every industry. Instead of regarding chain 
as an item they carry should the customer ask for it, they sell it at every 
opportunity. It's easy to sell because Taylor Made Chain is advertised 
in all the leading trade journals. Taylor Made is a highly respected name 
too, because the same people have been manufacturing this famous top 
quality chain for over eighty-one years. The result, of course, is that these 
men are drawing sizeable new commissions and the distributors are 
chalking up substantial new profits. Hop on the band- 

wagon. Start selling Taylor Made Chain now! 
5S. G. TAYLOR CHAIN COMPANY, General Offices and Pient, 
Hemmond, ind.; Eastern Sales Office end Plent, Pittsburgh, Pa. 


Send coupon for FREE CATALOG! 


5. G. Tayler Chain Co 
Dept G, Hammond, indianc 


Rush Free Copy of new Coteleg giving off the 


fications on | or Mode Chams 
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Will this piston packing 
give ne a tight seal? 


% 


. Li 


Right: J-M MOULDED “~_ 
PACKINGS 27e custom made 


they! save power- cut wear! 


4 





Sell more . .. make more profit 2 C= 


by giving your customers the facts 
about this modern way to pack ~ oe 





Where to sell them: There’s a broad 
market for J-M Moulded Packing Cups, 
(A-Cups, U-Cups and Hat Gaskets) 
on all types of slow-moving pistons 
and rams operating under high or low 
pressures and temperatures. Custom- 
made for rods, plungers and pistons, 
these packings have proved their 
value in reciprocating pumps and 
cylinders for many other types of 
pneumatic and hydraulic equipment. 


What their selling points are: Made to 


give a precision fit, these ]-M Moulded 
Cups form a highly efficient seal. This 
improves equipment performance and 
reduces operating costs. Your cus- 
tomer also saves on maintenance costs 
because of longer packing life and 
easier installation. Generally, the 
power savings alone make these cups 
a worthwhile investment for him. 


How furnished: Shapes, sizes and com- 
positions available to fit a wide variety 
of equipment and operating condi- 


tions. Also, Style 80 Pump Cup Sets 
(two cups, two followers, one spacer) 
for converting pumps equipped with 
conventional pistcns. 


J-M National Advertising reaches pack- 
ing users everywhere, refers them to 
the local J-M Packing Distributor. 
For more details and additional copies 
of this advertisement, write Johns- 
Manville, Box 60, New York 16, 
New York. In Canada, 199 Bay Street, 
Toronto 1, Ontario. 


J Johns-Manville PACKINGS & GASKETS 
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1. MELVIN W. PAULY, General Manager of Sales, THE 
LUNKENHEIMER COMPANY, notes that “Our advertising 
efforts are being increased for 1955 because we ore 
introducing two extremely important new products through 
our distributors this year—and we want to be sure those 

‘Ss u ol on © og e: ££ 5s he ke LS¢ distributors get maximum advertising and selling support." 
The company's revolutionary new Luncor PVC Valve and 
its soon-to-appear LQ600 Valve are being introduced with 
the Lunkenheimer “Coordinated Promotion” technique, 
keyed to distributors’ sales efforts. 





r 


Duali 
(owntuerimen 
POP LarETY ant OR FAL OTD 











distributors i 

















SELL 


4. CONSISTENT ADVERTISING TO INDUSTRIAL BUYERS 
through business papers keynotes each “Coordinated 
Promotion,"’ enabling LUNKENHEIMER to pre-sell distribu- 
tors’ prospects . permitting salesmen to concentrate on 
making specific proposals and getting orders. 


FACTORY... 


MANAGEMENT AND MAINTENANCE 











2. SELLING HELPS play an important part in Lunkenheimer 3. LITERATURE AND SUGGESTED SALES LETTERS are for- 

“Coordinated Promotions." Visual aids and training warded to distributors for their use in conducting local 

material are made ovailable to distributor salesmen be- tie-in campaigns to take full advantage of the national 

fore each campaign is launched. Lunkenhimer follows advertising and promotion. In addition, LUNKENHEIMER 

through with frequent ‘Salesgrams"’ to its own men so runs a continuing Sales School at its factory to instruct 

all the effort will be closely coordinated distributor salesmen in product information and selling 
iechniques. 


5. “FACTORY is a key publication for 
us and for our distributors . . . has been 
for over 35 years,"’ says Mr. Pauly. 





“Our experience has been that FAC- ; 
TORY provides the kirid of powerful sales Ask "AAOSTICK Fm muanet WA SHROOAS 
help we need... and the inquiries we oe INCENTIVE Wire 
get from FACTORY readers indicate that diate: <4 

they are vitally interested in the solu 

tions we have to offer for their valve 

problems." 


FACTORY gives maximum selling support 
because it is read by over 60,000 men 
who operate America’s manufacturing 
plants . . . by buying influences you may 
not even know because they are behind 
the “sales iron curtain"’. 


sales volume for you—on every product line you handle. Ask for the sales support that includes regular advertising in FACTORY 


A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 
































YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 








GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They are also the factors that will help you stimulate sales, provide 


@ more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING @ 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS, 
COTTON OR NYLON @ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @ WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 





Flour Mills * Bokeries * Canneries * Cereal Mills 
* Textile Mills ¢ Grain Elevators * Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
* Woodworking Shops © Printing Plants * Candy 
Monufacturers 
@ The long lasting qualities, dependability, and economy of serv- 


ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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CONGRATULATIONS 


to the Members 
of the Industrial Distributors’ Associations 
for your 50 years and more 
of important service to American Industry 


(Sywnh 
Ritsaib Pipe Wrench 


The makers of 
cainal wrench with 
CUNRANTEED housing, Fl Sib 
sizes 6” to 60” Pipe Tools 
invite you to visit them 


at 
1&.__ | Conference Booth No. 416 
Crowe Vis> | on Api 19, 1955 


Public Auditorium 


| 


Cleveland, Ohio 





The Ridge Tool Company 
Elyria, Ohio, U. S. A. 








Va\fold ao lok 4-1 al 4] ol: (ole) | MEM a lokt am ode) oli iol amis ma dal mn A olale 
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YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 








GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They ore also the factors that will help you stimulate sales, provide 


a@ more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING @ 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS, 
COTTON OR NYLON @ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @ WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 





Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills ¢ Grain Elevators * Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
* Woodworking Shops © Printing Plants * Candy 


Monufacturers 


@ The long lasting qualities, dependability, and economy of serv- 
ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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CONGRATULATIONS 


to the Members 
of the Industrial Distributors’ Associations 
for your 50 years and more 
of important service to American Industry 
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The makers of 
iginal wrench with 
GUARANTEED housing, rPiksip 
sizes 6” to 60” Pipe Tools 
—~| invite you to visit them 


| at 
| Conference Booth No. 416 
| on April 19, 1955 


Public Auditorium 
Cleveland, Ohio 





The Ridge Tool Company 
Elyria, Ohio, U.S. A. 








Work-Saver Pipe Tools --.Mos} Popular in th 
aii. a eS Pa 
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how your Porter-Cable man 
helps you sell more tools... 


Your Porter-Cable Representative knows why you're in 
and why he is. It’s his job to 


the portable tool business 
help you to bigger profits 
He's the man who can do it. He'll work directly and 
closely with you and your salesmen—help train, 
explain, demonstrate. He's ready with tested promotion 
plans and merchandising ideas. He'll lend a hand to 
you at local Do-It-Yourself and Trade shows. He'll 

he Ip you with inventory control, customer service, 


hard-to-close prospects. 


He's one of the big reasons why the Porter-Cable Dealer 
Franchise means business. A few franchises are still 


available... 
lliustrated: Model 136 Belt Sander 


write today. 


only $59.50 retail 


PORTER-CABLE MACHINE COMPANY 
5304 N. Selina Street, Syracuse 8, N. Y. 


Porter-Cable 


DRILLS + SANDERS 
SHAPERS + PLANES 


SAWS + 
ROUTERS «+ 
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Vise Handles 


Tubular Steel, 
For Eight Models 


lity of tub stecl handles 
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Woodworkers’ Models IR, 9R 
IRD, 5C, 3C, SCD, 3CD 
The Columbian Vise ¢ \ife Co., 


Cleveland 


c are 


IRD 


Cradle 
Handles Coil Stock To 
32-in Wide, 60-in Diameter 
Koil Kradle of 4000 Ib. ca 


ommodating coil stock up to 


liameter, has 


A new 


pacity, ac 


> in 


wide and 60-in in 
ntrod wed 
mmended for use im conjum 


vith punch p y shears, roll 


equipment, slitters and imilar 

















GREE FAGUS L POW GASIERELE 
HERE'S A LIBRARY OF BASIC FACTS ON FASTENERS 
WRITTEN ESPECIALLY FOR THE BUS 
DISTRIBUTOR SALESMAN. IT CONTAIN 
OF THE MAJOR INFORMATION YOU NEED! 
TO-DAY SELLING — — MINUS THE CONFUSING 
TECHNICAL "GOBBLE DEGOOK" FOUND IN MOST 
BOOKS ON BOLTS AND NUTS 


THIS BOOK IS FREE TO INDU STRIBUTORS 
AND THEIR SALESMEN. WHY NOT ORDER ENOUGH 
COPIES FOR EVERYON ZATION. 
WRITE THE LAMSON & SE 0. AND ASK 
FOR YOUR CASTENER FACT BOOKS TODAY - 








FOR PROMPT 
DELIVERY AND HELPFUL SERVICE - STOCK THE COMPLETE 
LAMSON LINE 


BaP? 22 TF 





— The LAMSON 
Lumen 6 seinen oo 
KENT, OHIO « . 


‘ 5 
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COLLET EQ 


Supply the proper unit from a complete 
types, and sizes for Drill Sleeves and 
Lathe Centers, Chuck Arbors, 
We will handle your orders promptly. 





The Collis 


UIPMENT 


made by EXPERTS 


itd 


COLLIS Equipment fills today’s important produc- 
tion needs so well because they are made by 
men skilled in making this type of equipment. 


range of 
Sockets, 


and Drill Drifts. 


"Call COLLIS For Service” 





em THE COLLIS COMPANY mame 


Dept. A, CLINTON, IOWA 


THE MOST VERSATILE TOOL 


THE TOOL 
YOU CAN SELL 
TO ALL 
INDUSTRIES 


The Key-Hok SELLS FAST becouse it cuts wood, 
cuts metal, cuts costs on all types of installation 
and mointenance work. Cuts steel plote, transite, 
pipe, corrugeted metals, all kinds of building mote- 
rials, etc. Can't be beat for heavy duty cutting jobs, 
in Ve" ond heavier steel and other alloys—even 
stoinless steel! Here is ao tool that makes ALL 
industry your reedy customer. Key-Hok fits ony 
heavy-duty ‘4” electric or air drill with chuck 
speeds of 2000 to 3000 R.P.M 


KEY-HAK DIVISION 


PRODUCERS & DISTRIBUTORS Inc. 


1321 Allentown, Pa 





Hanover Avenue 


COG Key-Hak assures 


XY J 


PORTABLE 


POWER SAW 





repeat sales of PAD high 
speed power Saw Blades 


= OT 
Se 


And for every Key-Hok Sew you 
sell, there ore continuing soles of 
PAD Power Sew Bilodes. There is 


combinetion of the Key-Hok Porto- 
ble Power Sew plus PAD Blades is 
a source of profits for 
industriel! distributors 
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mach inic ) supply a loop 
chine can freely 
draw with automatic feeding devices 

Benchmaster Manufacturing Com- 


pany, Gardena, California 


} 


from which any 


“. 


Vise Stand 
Portable Work Bench 
For Pipe Fitters 


A new portable vise stand for pipe 
s has been introduced 
I'he new stand, made in one piece 
with no said to set up 
jul kls 
\ built-in tray pushes 
for compactness 


Features include: large 


loose parts, 1s 
up and folds 


. 
base for vis 
+} 


mounting. thr DID tor 
mounting, irce pipe 


yenders, 

lots, pipe rest, and ceiling brace 

Toledo Pipe Machine 
Toledo 


[Threading 


Sander-Polisher 
Weight 65 Ibs., 
Length 7,’,-in. 
for the 


introduced 


im sandc! 


\ ncw 


mall shop has been 


polisher 


It is supplied with 64-in rubber 
backing pad, polishing pad, three sand 
ng discs, reversible side handle, clamp 

le and plug, 
lease trigg witch that can 
ON”, and a 115 volt univer 
sal motor for AC or DC operation 
rhe Black & Decker Mfg. Co., 
Towson, Marvland 


washer, 3-conductor 
instant re 


} , , , 
De 1OCKed 
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PROFITABLE 5) Y PARTNERSHIP 
" YEARS 


+ 


* 


INDUSTRIAL 
DISTRIBUTORS 


In 1905—a partnership began that paid 
off in sales and profits for all concerned. 


> ep ee Cee 


A ei & 


* 


That was the profitable partnership between 
Bond and its industrial distributors. 

For Fifty Years, Bond Foundry & Machine 
Company has set itself one goal: developing 
products that industrial distributors will be 
able to sell to their customers in volume and 
at a profit. The measure of their success is 
the continued loyalty of the many distribut- 
ing organizations that consistently and profit- 
ably promote Bond Casters, Materials Han- 


dling and Power Transmission equipment. 


In 1955—as in vears past, your customer's 
best buy is Bond and he'll want you to help 
him select the right Bond product for his 


2? = eee + &@ Se +s eS OU 


jobs. We appreciate this helpfulness in ser- 
vieing your customers and enthusiasm for 
our Bond line—it speaks well for the future. 


Join us in our second fifty years of profit- 


* 
* 
* 
* 
* 
* 
* 
* 
* 
7 
* 
* 
* 
* 
* 
* 
* 
* 
* 


able partnership / 


Pe) FOUNDRY & MACHINE COMPANY 
Manheim, Pennsyivania 


 & 
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has worked with 

INDUSTRIAL DISTRIBUTORS 
and pledges 

continued cooperation 

in the future... 


1904—1955 


mplete line of vises for all industrial requirements 
sive solid steel slide makes them stronger and 
» serviceable. Write for our No. 60 Vise Catalog and 


sheets 


price 


Desmond-Simplex Machinists 


Vise a 


Desmond-Simplex Drill Press 
and Milling Machine Vise , 


VALUES FOR cusTtTomeas 


sSsmond 


URBANA, CHICO 


Y,roue® 


- oe ae ¥vis 


THE DESMOND-STEPHAN MFG. CO., 


Re el OE Ee 
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Ratchet Head 
Ratchet Gear 
Has 24 Teeth 
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J. H. Williams 


Power Saws 
Heavy Duty 
Light Weight 


tv portable elec 
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GETTING COLDER 


Monufocturers’ shipments of room 
cir conditioners for 1954 were about 
1,230,000 units, Electrical Wholesaling, 
McGraw-Hill publication says. This 
compores with 1,044,691 shipped in 
1953, or an increase of 18 per cent 
Although room air conditioners have 
been sold for over 20 years, 90 per 
cent of all units have been sold in the 


last five yeors 
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Operations Ideas— THE DESMOND-STEPHAN MFG. CO. 


Can You Use Any? has depended on 


INDUSTRIAL DISTRIBUTORS 





Photo Copier for profitable sale 


Operatorless Truck of its products 


Airtube Booklet 
and services 


Shipping Operations 
Visible Front Cabinets 
High-Lift Truck 


Planning Guide 
We monufacture the only complete line of Grinding 


Portable Elevators 
Wheel Dressers and Cutters. Also Diamond Tools and 


Steel Loading Ramp 
Nibs. See that your purchasing and sales organizations 

Pegboard Panels are equipped with copies of our new No. 75 Dresser 

Machine Ribbon Booklet and Cutter Catalog. 

Packing Booklet 

Preproduction Booklet 

Wall Calendar 

Warehousing Booklet 

Stand-Up Lift Truck 

Portable Storage Unit 

Layout Models 

Binder Selector 

Electronic Office Help dy Desmond Beltbrasive Dresser 


Printing Press W Desmond Hex Dresser 


Photocopy Paper 


Photo Copier 


» match the 

opied 1utoma 

i iTp, ary COp 

printed, draw 
my 


ae an 
Sika mit 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


THE DESMOND-STEPHAN MFG. CO., URBANA, 
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new developer design whereby the 
operator never comes in contact with 
the solution, filling, and emptying 
the developer tank is done by a 


queezc plastic bottle and tube. 


Ol LE R sy * Operatorless Truck 

ss 4 fully loaded tractor train, making 

ee : -¥ . s; way, without an yperator, through 
. plant to the shipping room is not 

1 mirage The train follows a route 

et by a guided wire strung from the 


ceiling. This will be shown in oper 


Quicker and Easier Sales : on it the Nati nal een Han 

: al u xXDOS oO nicago 6H 

with New Take-Down Feature f ' : ‘we es ae dosiep 
; ment and presents new possibilities 

for the more economical handling of 

=F i / naterials and products The truck, 

Pa x Sa Fa yw tractor, is completely automatic. 

m3, - Neithe ope! ry nor physical con 

\ , = - | I ion is rr red w its operation 
CONSTRUCTION : id moves in a steady path to 

les rT ny speed desired 

that control the 


| 


leakproof, wearproof ; I re transm d over the wires 


rue ALL new 
le 
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ty 


Container is drawn with 
1 seamless bottom, is 


und perfectly sealed vy means \ igi boxes installed 
Finished in nickel or : esir throughout the 


AA 
. WN 2 \ 


copper l truck simply press 


BASES 1 button and truck will come im 


m from which 


Oiler is provided with 
handy wall holder or the 


nted 
new patented det ichable mice On the 


rom the guide 


non-tip base 
niffer box con 











’ c in that answers 

Completely mmand instantly, causing the tractor 
: rain to follow t te set by the 
Disassembled — hen Rear aB «hos 
For Cleaning in ' in inations served auto 
I ] I rund wire IS easily 

50 Secouds ng ling along the de 


toc krooms 
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The only line of oilers 


featuring complete SPOUTS 1] » - 
take-down for cleaning. and NOZZLES 


All moving parts may - 
be dienseaasiiied. No ere interchengestie. HNos- 
zles and spouts of the K-I . 

need to throw away Oiler line are of different Airtube Booklet 
plugged oilers. Any shapes and sizes. They can lla _ Ly) :; 
parts may be replaced be used for oil, cement, ad- mu int ; : oklet des 
either individually or hesives, ink, and other liq- ribing Cc yped _ prefabri 
groups uids. Both rigid and flex- ted airtube system is being offered 


ible spouts available by the manufactur f equipment 


The booklet d ribes the svstem 





+ 


——_— uggests a varie rrangements for 


installing it in any e of building 


; ind lists all components in the “kit’”’ 
JOBBERS | PRECISION CONTROL / md Tet oll components fo the 
By making a simple adjustment laving out and installing a double-tube 
the amount of liquid to be used svetem: in Leelee 
Available in 16 sizes: 60z can be regulated from a fraction ! cluding 


K-? offers a complete line. 
ind side view 
l -surinee 

to 1 quart containers. | of a drop to a full stroke. ¢ —— 
down waste, reduces material 
spoilage, and saves money. Ideal 
for textiles, food processing, and 
other industry 


Write for low prices. 


Shipping Operations 











\ kit containing descriptive litera 


MANUFACTURING CO. 
* zing shipment addressing and mark 


1 mplyfying 


1221 LINDEN AVENUE © MINNEAPOLIS 3, MINN. pers 1 label and 
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HARPER 


" 


EVER 


ASTING 


with HARPER/FASTENINGS 


Greater Earnings— Y ou profit two 
ways when you stock and sell 
Harper Fastenings. There's 
industry's growing demand for 
corrosion-resistant fastenings— 
pioneered by Harper. And, to this 
sales volume, add your higher 
margin on superior stainless steel 
and non-ferrous fastenings 


A Complete Line—To meet your 
customers’ toughest requirements, 
Harper produces a broad line— 
over 7,000 different items are 
available from stock. You can 
obtain bolts, nuts, screws, wash- 
ers, rivets and other fastenings 
promptly—in all types, sizes and 
corrosion-resistant metals 


Established Leadership— Harper 
is the world’s largest exclusive 
producer of corrosion-resistant 
fastenings. A third of a century of 
metallurgical and engineering ex- 
perience—plus the latest manufac- 
turing techniques—assure your 
customers the finest in fastenings 
when you sell Harper. 


FOR FURTHER INFORMATION, MAIL THE COUPON. 
CATALOG AND LATEST DISCOUNT SHEET WILL BE SENT WITHOUT OBLIGATION. 


¢ BRASS 


* NAVAL 
BRONZE 


« SILICON 
BRONZE 


FASTEMINGS 


« NICKEL 


« COPPER 


e ALL STAINLESS STEELS 


« MONEL 


The H 


M. Harper Company 
8219 Lehigh Avenue 


Morton Grove, Illinois 


Please send me 


0 ( atalog 


« ALUMINUM 


Name 
ts mpany 


A1ddre 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS Gn 
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MEMnER 


Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

The experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your profit record on pump 


sales. 


Ist step—Find out ali the details your 
prospect’s pumping problem involves: 
what he’s going to pump, how fast, 
from where to where, under what 
conditions. 

Asking questions shows an interest 
in his problem that no prospect will 
resent—and it answers the unknowns 
that make you shy away from pump 
problems. 


2nd step —Check the appropriate 
Goulds bulletins and manuals for what 
you need to know to help your customer 
select the pump that matches his need. 


Then, if you're still uncertain as to 
whether you've made the best selec- 
tion, write or phone your nearest 
Goulds branch office. They'll be glad 
to help you in any way they can... 

bulletins — prices —deliveries—and 

any other pertinent information, 


eeoreerr= 


(TLANT 4 « BOSTON « CHICAGO « HOUSTON « NEW YORK « PHILADELPHI 


PITTSAt ROH « TULSA 
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marking systems firm. Intended as 
a file-folder system rather than a 
catalog of products, the kit describes 
ind illustrates methods and tech 
niques for addressing or marking 
product identification information 
directly on shipping containers; print 
ing and addressing or marking ~ 
ping labels; and addressing or mark- 
ing tags. Systems for integrating the 
preparation of shipping paper work 
with the actual addressing operation 
is also explained. In addition to the 
descriptive literature, the kit also con- 
tains actual product samples for 


examination and trial 


Visible Front Cabinets 


A sturdy steel cabinet with eight 
crystal-clear drawers will answer many 
small-parts storage needs. The trans 
parent plastic drawers enable the user 
to spot at a glance the drawer in which 
the desired parts are stored. Adjust 
able crosswise and lengthwise dividers 
make it possible to set up various sized 
compartments in the drawers which 
are 5% by 22 by 1% in. and to estab- 
lish a really efficient method of “filing” 
small parts. ‘This new method, says its 
maker, will serve the storage require 
ments of assembly line workers, keep 
ing the small parts at the workers’ 
fingertips. It is ideal also for service 
and maintenance men for their resis 
tors, condensers, terminals, switches, 
etc. Office workers will find this new 
8-drawer cabinet just right for pencils 
clips, pin rubber bands and other 
supplic I he rawers have a safety 

itch so they accidental h 
withdrawn out just right 
tor easy ( ntents. Slots are 
provi h | I fronts for 
labels if desir cabinet is fin 
ished I ilver-erev baked 
namel bl} DY tect desk 
ind 0 


High-Lift Truck 
A new 


tory or W | ‘ 
furnished equipment 
All dials 
ire on the it ment panel at the 
operator s finger iS arrangement 
uncluttered 


mast controls 


ilso leave 
nd makes rem isv to get 
off the t either side 
powered 1 40-brake 

powce! 4-cvlind I verhe id-valve 

wd industrial engin The maker 
tates that the extra horse powe}# allow 
yperate a nore efficient 

mcratin 


n nance 














a ALIGNMENT BUSHING 
Revolvers on Retomer Pin 


VINCENT DRESSER CUTTERS 


Vincent Dresser Cutters, in styles and sizes 
for every job and every Huntington-type 
dresser, are made in our own plant of 
cial analysis steel. They are heat-treated in 
our own plant—one of the country’s three 
and best equi —to just the right 
degree of hardness. They are hard enough 
to give clean accurate dressings; tough 
enough to stand up under aes from 
rough snagging wheels. gus: and Sher- 
man cutters carried in stoc 


HOODED DRESSER 


Has hood for catching flying 
particles. Available in No. 0 
No. 0 Special, No. 1, No. 1 
Special, No. 2, No. 11, No. 22. 
All except No. 0 have side 
thrust bushings for extra wear. 


REGULAR DRESSER 


Open type. Available in No. 0 
and No. 0 Special (with side 
thrust bushings) only ('”" 


cutting face). 


BUSHINGS & PINS 


A complete stock of standard 

and specia! bushings, pins and 

side plates for all Huntington Z 
dressers is carried at all times. v4 
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WHICH V-BELT 





% In this way V-Belts can be made up 

in any length wo fi any drive the fast 
V-Belts that per- 
well, Don't dis- 
help them avoid 


economical way 
form exceptionally 
appoint customers 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just owe strong joint .. . stretch and 
follow-up maintenance are reduced to 


a presverrrinern 


INTRODUCTORY V-BELT 
é DRIVE UNITS 
J contain V -Belt- 
ing, Fasteners and 
Tools — every- 
thing you need in 
one compact 
Dy package to make 
Sup V-Belts quick- 
ly. Available in 
sizes A, B, C & D. 


ALLIGATOR 


Ask for Gulletine V-215 and V-216 


FLEXIGLE STEEL LACING COMPANY 
4633 Lexington Street, Chicege 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 


, front and rear, pro 
to take full advan- 
In addition, 

sis Gill 


es € | 


| Planning Guide 


} " 
An all-time planning guide, designed 


t make More 
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Portable Elevators 


vervthing 
accessible 


of the high 
tockrooms 


It 1S electri 


rrent or battery, 


| on either side 
spe 1cahions 


in both 
vading safety 
it either New 


upping poimfts 


} 


uch features as 
weld d construc 
positive locking 


pacities of 15,000 


t sizes 


Pegboard Panels 

New modular unit 
hooks, bars and shelves 
ind may be used for display, demon 


1;ccommodate 
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steel hardening compound 
PRESENTS 


damit 
PROOF OF PROFIT 


for every customer 
you call on! 


AUTOMOTIVE PARTS 
MANUFACTURER 


“HNT on 1020 steel 

gives ductility plus 

hardness. We're 
sold on HNT.” 





RAILWAY COMPANY 


“We just cant wear out 

door catches and brake 

rod grommets hardened 
with HNT.” 


MINING COMPANY 
“HNT treated bit 
goes five times 
farther in 
flint-hard rock!” 


AVIATION COMPANY 


“Our specifications for 
hardening special tools 
and parts used in the 
manufacture of Aircraft 
call for HNT.” 





CHEMICAL CO. 


HNT and 1020 
>) steel—perfect for 
conveyor pins 
and parts. Solved 
our problem!” 


DIE MANUFACTURING CO. 

“HNT treated tool of cold 

rolled steel outlasts high- 
speed tool 17 to 1!” 





DOUGHTY LABORATORIES, INC 
500 Fifth Avenue New York, N.Y 





SKIL’s Trade-In Program is 
really moving SKIL Saws 


What a sales story SKIL distributors have to tell! A 
customer can save $22.50 on a brand new super duty 


a Saw by wading i in his old, worn out saw Yes, 


Senteanees who seli to construction and industry 


for plant maintenance and for production cutting. 


Here is SKIL’s Offer 


Your customer's old saw is worth $22.50 in trade— 
regardless of make, age or condition—when he pur- 
chases either of SKIL’s new super-duty saws. And, the 
SKIL distributor makes his full profit on the net amount 
cf the sale. Trade-in program ends May 31, 1955 


NEW SKIL 77 NEW SKIL 825 
(7V%" Blade) (84%” Blade) 


Allowance.... 
Cost..........$ 90.00 





AND HERE'S THE ADVERTISING 
THAT’S HELPING SKIL . DISTRIBUTORS 


Practical f Trade in layout gn saw and 


on 


\ " 
AMERICA ~~ \\* 
BullOER ig Ss 


PENTER 


a | 
consi Rcrion 


SKIL was the pioneer in portable electric saws and has re- 
mained the !eader for over 30 years. Now here is this great, lol bat ta: TOOLS 


trade-in promotion . . . uneq ialled for sales building value 
. advertised to the hilt in lea ling publications. If your aie aa 
organization is ready to take advantage of sales promotion 
programs like this, call your SKIL branch or write direct to 
factory headquarters 
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“Never mind the 97 rooms and 56 fireplaces. Has 


it got Campbell Chains on the drawbridge?”’ 


EE Pe Sa a sans 
ins oes +f SE 


Never take chain for granted. On thousands of 
jobs of hauling, holding and hoisting, there’s no 
substitute for reliable, long-lasting CAMPBELL 


(CHAIN 


Practically every business uses chain, for main- 
tenance, on the production line, or as original 
equipment. Increase your profit-per-call by 
selling CAMPBELL CHAIN. Write for your copy 


of our complete catalog. 


CAMPBELL CHAIN Company 


CHAIN 
Main Office, York, Pa. + West Burlington, lowe 


Pertiend, Oregon + Sacramento, Californie 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 


240 INDUSTRIAL DISTRIBUTION © APRIL, 1955 


stration and other purposes where easy 
ind rapid moving of displayed mate- 
rials is required, such as at sales meet- 


ings. 


Machine Ribbon Booklet 


The selection of proper ribbons 
for typewriters, adders, calculators, 
tabulating machines and teletype and 
addressing machines for specific jobs 
is described in a new six page booklet 
being offered by business systems 
manufacturer. The differences in silk, 
nvlon and cotton ribbons are covered. 
A special insert sheet delves into the 
proper selection and performances of 
carbon paper ribbons and special 
formula fabric ribbons for photo- 
graphic processes and offset repro 
ductions 


Packing Booklet 


A new four-page folder gives com 
plete, illustrated description of a new 
method of packing articles or pack- 
iges of different sizes and shapes. The 
new method uses adjustable fibre 
board sections tele scoped together to 
form an outer container. Folder 
shows, step-by-step, how various sizes 
of modular units can form a compact, 
quickly assembled container for a 
variety of packages 


Reproduction Booklet 


\ booklet which tells you how to 
prepare copy for the camera when pre 
paring advertising material, catalogs, 
office forms and the like through offset 
printing is being offered by a print 
firm It is titled “Preparing Copy 
lor The Camera” 


Wall Calendar 


rhis is a jumbo appointment wall 
calendar which your salesmen could 
use. There’s a lot of room in every 
date-block to write many memos and 
there are six full weeks on every sheet 
You get a 12-month calendar no mat 
ter when vou buy it. Costs a buck 


Warehousing Booklet 


\ manufacturer of storage equip 
ment has just released a new 16-page 
booklet “How To Double Your Ware 
house Capacity”. Purpose is to show 
that while there can be no single, fixed 
formula for greater warehouse econ 
omy, sizeable savings of space and 





HOW TO BUY RUBBER TRANSMISSION BELT 


For MORE POWER 
AND 
LONGER BELT LIFE 


7 


“More Use per Dollar’ 


Look for a belt engineered to give 
uniform ply tension and eliminate 
major causes of premature belt 


failure. 


Unequal distribution of tension 
among the plies of a rubber trans- 
mission belt is the cause of most 
belt weaknesses and eventual fail- 
ure. With ordinary belts, the inner 
plies “loaf’’, become loosely crum- 
pled when rounding a pulley. 
Outer plies become overworked 

pull more than their share 
of the load. The thicker the belt 
the greater the tension of these 


outer plies. It is here where belt 

failures begin . . . plies separate, CO 4 DOR COM PENSATED BELT 
outside plies rupture—especially ; P : , 

ath ne P i . An exclusive Manhattan method available +; various machine 


at the fasteners. Where ply wualizi anemiani f ments... from 
- required degree 


stresses are equalized during 
manufacture, every ply pulls its engine 
ply se} sentative show 
tener tages of Condor 
Compe ‘an mean more 
pulley, « ; ouble-free belt 
service, : T ” ” 
tension “a to Buy nt mog ver Dollar” on 
full shar} This - and ts—the - lission drives. 
i . C trade poper rs ° s on TT] oO e k } 
; arives, r cus "% co loo ask about 
mission belt with exclusive equal- holds fas reaches YOU men you con " ers te 5 Belts with 
: : ents 7m . = call on to R 
ized ply stresses ... specily R/M’s longer tk ytors sell 
Condor Compensated Belt. selection @ the feat’ “embers. ¢ 


share of the rated horse-power of 
the belt . . . you get more power, 


more belt life, longer trouble-free 


Specify by name the only trans- 


MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


scimmatiieinaatiti taal INC. 


< F te SP 


Roll Covering Tonk Lining ae eat 


Fict Belts V-Belts Conveyor Belts 


Other R/M products include: industrial Rubber * Fon Belty « Radiator Hose «+ Brake Unings © Graken Siete 
Asbestos Textiles + Pockings + Engineered Plastic, ond Sintered Metal Products + Bowling Boils. 6 
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time are nearly always possible through 
better use of existing facilities and, 


NEw - where advisable, through use of spe 
, ) ; are 


cial storage equipment. Copies 


LUG-ALL 7: 
a) il) : 
PULLER ¢ rz Stand-l Pp Lift Truck 


A new electric stand-up hydraulic 
lift truck designed for operator efh- 
ciency and safety is being offered by a 
leading manufacturer of such vehicles 
Where operations require frequent 
mounting and dismounting, this truck 
can perform any warehouse job. It is 
available in 2,000, 3,000 and 4,000 
Ib. capacities. Top speed with full 
load is 4.5 to 5 mph; it will carry load 
up a 10%grade and has a lifting speed 
NEW LUG-ALL TOOL OFFERS NEW PROFITS |<..." 

Slightly under 28 in. in width, stand 
Every railroad and every shipper using boxcars ard models are available in 68 in., 83 
MODEL HDR-27 $4975 —— dhe 


needs the new Lug-All Car Door Puller. One man : 1 90 t | ht 
opens boxcar doors in a jiffy. Weighs only 1244 lbs (reach 27 ft.) tet, FOS im. ane im. mas eights. 
will right-angle turn in a 58-in. aisle 


easy to > easy to use. Extra long cable (27 
{t)}—-enough to 50° boxcars from end of car ‘ a 
SAFER—bas 3000 Ib pull when double riqged. MODEL HDR-12 $3775 ind features 5 deg. forward and 19 
Tested to 100% overload. Safety Handle will ind (reach 12 ft.) list, FOR " L ] 
if Puller is dangerously over-loaded. Eye bolt and deg. backward tilt 
clevia heok combination at end of frame permits 
right angle anchorage. Write tor information wn 1 -Y- and guor- 
dealer discounts, etc. TODAY. - , LA one year by 
2 mokers of 
y Se - Lug-Ali 


THE LUG-ALL COMPANY Winch Hoist. Portable Storage Unit 
Nevertens 00, Pomme Phone: Midway 23-0164 The manufacturer of this item 
calls it a “perambulating stock 
room” as it can be rolled around 
any place. It is a smali parts stocking 
"|: Payers —— unit with 200 individual easily re 
, REEP THEM COMING BACK FOR. movable stee! containers 6 by 4 by 3 
in. deep, or any other combination 
desired. All containers are tilted for 
ward for maximum visibility. Round- 
bottoms make small parts easier 
a 














Layout Models 


If you're planning to m r to 
Here is a line of circular saws that F onstruct a new building and would 
your problems of complaints like to move your shelving, fixtures 

and dissatisfaction. They insure a “ 
ind what-have-you around without 


relationship between you 
de : breaking your back, you might try 


asting 
and your customer. You can 
¢ rd ’ : “0 « . el f . 

pend on Chicago saw ther one of these lucite planing layout 


lain or carbide tipped " 
—— PE models of your building exactly to 


Write for scale, and with every piece or equip 
eatelon and ment such as benches, trucks, racks, 
price list bins, conveyors, etc. Just experiment 
Stock the line vith the model unt ] vou get th best 
that's best for possible lavout 
your custom 
ers 

<= Binder Selector 


YEARS \ new form that speeds up selec 
tion of correct basic types of binders 
and indexes for catalogs, manuals, 
price lists and other presentations uses 


CHICAGO SAW WORKS, Inc. pictorial techniques to spare catalog 


6136 Oak Park Ave. . Chicago 38, ii, planners the chore of reading hundreds 
of words of full description. It also 





THE QUALITY Line Or OVER THIRTY 
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24 ACRES 


... With TOP QUALITY 


DROP FORGED STEEL 


VALVES, FITTINGS 
and FLANGES 


Henry Vogt Machine Co. 


, 
D his 24 acre Vogt plant supplies the 
most comprehensive line of top quality 
drop forged steel piping materials 
anywhere available to industry. That’s 
why they’re the choice of leading 
refineries, power plants, chemical 
plants, etc., the world around! 


Flanged, Screwed and Socket Weld End 
Globe, Gate and Check Valves ¢ Ells, Tees 
and Crosses * Couplings © Bushings © 
Plugs * Unions © Flanges and Flange 
Unions ¢ Welding Heads 


HENRY VOGT MACHINE CO. LOUISVILLE 10, KY. 


Branch Offices: New York, Philadelphia, Chicago, Cleveland, 
St. Louis, Dallas, Charleston, W. Va. 
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By.) 
CHAINS 








MADE BY THE OLDEST MANUFACTURERS 
OF CHAINS IN AMERICA: 


Proof and BBB Chain ® Boomer Chains 
Steel Loading Chain © Conveyor Chains 
High-Test Steel Chain © Liberty Coil Chain 
Sling Chains Machine Chain 
Grab Hooks, Slip Weldless Chain 
Hooks and Cold 

Shuts 


Elephant Brand Chains are pre-tested for uniformity, always 
standard, full size. They meet Government and railroad specifi- 
cations 


FASTEST SERVICE FROM OUR CENTRAL LOCATION 


Write for Catalog and prices today 


NIXDORFF-KREIN MFG. CO. 





for Murry-Up Shipments Teletype $i 892 








INDUSTRIAL DISTRIBUTION © APRIL, 1955 


provides a checklist of important items 
for consideration so that jobs won't be 
delayed by lack of necessary informa 
tion. Requests for copies of the 
Selector Sheet and “Facts at your 
Fingertips” a booklet on planning 
loose-leaf catalog and manuals, are in 
vited by the « opyright holder 


Electronic Office Help 


We don't want to discourage the 
office help but progress is progress 
You mav remember that in our March 
issue we forecast the automatic op 
eration of the business office. Well 
the future i ipon u Think of this 

A manufacturer of electronic busi 
ness machines is introducing a new 
one designed to keep perpetual inven 
tory and record withdrawals and sales 
without the use of cards, taps, or other 
external media! Moreover, the ma 
hine can perform a number of other 
important and useful business ac 
ounting functions such as payroll 
accounting, sales analysis and produ 
tion scheduling 

It is no larger than an office desk 
ind is as easy to operate as a cash 
register. It is a completely self-con 
tained unit requiring no auxiliary 
quipment 

Getting back to the “simple” job of 
inventory control: the machine main 
tams in its magnetic memory com 
plete inventory information on 10,000 
different items; it reads a tag which 
the sales clerk has removed from the 
item: it figures out the total price for 
the quantity the customer has pur 
hased; it adds Federal and local taxes 
ind it typewrites automatically a com 
plete sales slip bearing all the perti 
nent information. It also comput 
ind remembers the number of items 
remaining in stock after subtracting 
the sale, the sak lerk’s dollar sales 
volume, and the items which must be 
recorded. It prints information at the 
end of the day covering the entire in 
ventory of a selected list of active 
items. The buying department then 
has its next day’s work cut out for it 

You can have a bulletin giving 
descriptive information ibout the 
machine free 


Printing Press 


You can produce printed matter 
idvertising, announcements, circulars, 
labels, memorandums, notices, price 
tags, etc.—quickly and easily with this 
press. Just a fiip of the handle from 
ink pad to post card or paper and 
there’s your message. Constructed of 
cast iron, it is available in five sizes 
with dry mk pad and ink distributor 





Stock these Deming Pumps 





DEMING “Motor-Mount” Centrifugal Pumps 


These “MoTOR-MOUNTS” are designed to 
permit mounting on any motor having 
“Nema” type 'C’ mounting flange. Avail- 
able in vertical and horizontal types, as 
illustrated. Capacities range to 200 G.P.M. 
Write for BuL.eTin 4350 


Here’s a quick-action view of what Deming 
“MOTOR-MOUNT” pumps can mean to you. 
Market-wise, they have almost countless 
applications in most industries. Quick ship- 
ments from your stocks would best serve your 
customers. Increasing demand for these 
standard units means faster turnover and 


higher profit per inventory dollar! 


Prepare NOW to meet the steadily rising 
demand for Deming “MOTOR-MOUNT” 


Centrifugal Pumps. 


a Ye 


This is one of the “MoTOR-MouNTSs' designed 
for compactness, high efficiency, wide 
adaptability and economy. The complete 
line covers a full range of capacities up 
to 600 G.P.M. Write for Buiietin 4303. 


This type of “MoTtor-MOuUNT” pump is 
designed primarily for air conditioning 
service but has various other uses such os 
booster service, general circulating service, 
etc. Capacities up to 200 G.P.M. Write 
for BuiteTin 4355 A. 


This is one of the Self-Priming types of 
“MOTOR-MOUNT” pumps. These units ore 
especially adapted for air conditioning, 
swimming pools, lawn sprinkling, irrigation 
and general industrial service. Capacities 
range to 140G.P.M. Write for BuLtetin 3350. 


Complete details about all types of Deming 
‘MOoTOR-MOUNT” pumps are available in Bulletins 
3350, 4303, 4350 and 4355 A. Write for copies. 


THE DEMING COMPANY 
511 Broadway «+ Salem, Ohio 
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ANOTHER FAIRBANKS PRODUCT! 


| 


al 


=) 


Ibi, 


DART MALLEABLE IRON UNIONS - 


Bronze to bronze seat with precision-ground true ball joint 
for tight seating 

leak-proof. Practically indestructible body and nut. Can 
be used again and again. Dart Malleable Iron Unions also 
available in all iron construction. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Dart Malleable Iron Union. This means extra business, 
extra profits for you if you tie your own promotion and sell- 
ing in with our “Product of the Month”. You chalk up extra 
sales! Extra profits! 
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ind adjustable two-way guide for 
alignment. Interchangeable type, in all 
point sizes and fonts, is snapped into 


place 


Photocopy Paper 


The manufacturer of this paper 
says that it is actually 500% more 
resistant to pre-fogging in_ incon- 
descent or fluoresent lighting than 
papers previoush offered. Sharper 
copy, higher contrast, less exhaustion 
of developer are also claimed 





For information on where to 
obtain these items, write “Oper- 
ition Ideas”, Industrial Distnibu- 
tion, 330 W. 42 St.. New York 
36, N. Y 





The Buyer Looks 
at Business 





Composite opinion f purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 


Renewed Vigor 


There is renewed vigor in the busi 
ness picture according to purchasing 
executives in their February report 
Production continues high, with 43% 
reporting an increase over the previous 
month and 49% the same. Those re 
porting an increase in new orders 
55%) are the greatest since Septem 
ber, 1950. However, the 8% who 
reported a reduction in production 
ind new orders were most vociferous 
rhey felt strongly that business condi 
tions for the company or in their area 
were not good. The general consensus 
of all reporting members, though, : 
that current business conditions ar« 
good and there is a comfortable ordet 
backlog and high production rate. 

Commodity pnces have definite 
moved upward, in spite of increased 
competition and discounts on some 
items. Inventories are balanced and 
there is strong evidence that purchas- 
ing agents are unwilling to jeopardize 
their good inventory position by “sec- 
ond guessing” to protect against 





. . - another advance in mercury lighting from G. E. 


Now 54% more light from 
-E 400-watt mercury lamp 


New General Electric 
H400-RCI gives top 
color balance, too 


In another mercury lighting first, General Electric has 
raised the light output of the H400-RC1 mercury lamp 
from 12,300 to 19,000 lumens! This 54% increase in 
efficiency results from using a special fluorescent phos- 
phor as a reflector as well as to improve color balance. 
Its color characteristics are best of any mercury lamp for 
general lighting. Color rendition approximates a mix- 


ture of % filament light and % mercury light. 


rhe new G-E H400-RC1 mercury lamp has a life rating 
of 6000 hours at 5 or more hours per start. It operates 
on the same equipment as all other 400-watt mercury 


lamps and is interchangeable in most reflectors. 


With its controlled beam, good color, easy mainte- 
nance, and high light output, it is first choice for most 
mercury lighting applications. 

For more information on how this new mercury lamp 
can fit your customers’ operations, call your G-E Lamp 
office, or write General Electric Company, Lamp Division, 


Dept. 166-ID-4, Nela Park, Cleveland 12, Ohio. 





COMPARE NEW G-E RCI WITH OTHER 400-WATT MERCURY TYPES 
NEW RCI VS H400-E1 NEW RCI VS H400-J1 NEW RCI VS H400-Al 





@ Light on the work | @ Delivers 10-20% more FR @ 35% more iight on A 


light on the work in the work in most 
= 7 equipment 


equal or greater in 
most equipment most equipment 


@ Has somewhat better \ @ Has good color 
@ Adds color balance “ ette 8B 
balance 


color balance 
@ Lower cost of light 








@ Less maintenance @ Lower cost of light 














Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy ind your assurance 
of extra profit and extra customer 


good will 


From factory to you to the customer 
B-RIGHT-ON products are satis 
faction controlled They always 


measure up on 


PRODUCT Carefully selected ma 
terials, precise modern production 
methods and rigorous inspection 


guarantee consistent high quality 


PROMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT 
ON distributor for what they need, 


when they need it 


POLICY. Brighton sells through dis 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 


yourself that 
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strikes or world unrest. With regard 
to buying policy, there is a definite 
trend to lengthen coverage just a little. 
[he items being bought further m ad 
vance are generally those in short 
supply or where “bargains” have been 
: ulabk 

I mpl yment remains high, with a 
hortage of clerical and skilled help. 
In some areas, there is a surplus of 
mmon labor 
Prices Up 

Prices are up say more than half 
if the reporting purchasing agents 

is the largest number reporting 

increases since February, 1951. The 
parade of increases was led by basic 
raw materials such as ypper, alu 
minum and rubber 

Offsetting these increases, however, 
ompetition is reported very keen on 
many manufactured items and on 
ome products; an example is heavy 
lectrical equipment, where the mar 
ket has been unstable 


Inventories “Balanced” 


‘Balanced” sums up the general 
consensus of porting purchasing 
gents on inventories of purchased 
materials. More new orders and better 
production have caused many to in 
crease raw material inventories corre 
spondingly. Some express concern 
over the shortage of copper, nickel and 
some kinds of steel, feeling that in 
ventories on th tems may be toc 
low 

Over { I eporting in 

ire the same 

t increased busi 

ness early all are satished with 
their preset nventory picture 


Employment High 

] mplovn nt remain it a high 
level Scat port how some 
surpluses of unskil labor, but even 
most of these look ptimustic ally at 
slow but steady pickup in employment 
is Spring approach Skilled tech 
nical help and good clerical help ar 
reported in demand in some areas. Of 
the purchasing agents reporting this 
month, only 8% indicated any drop in 
their employment ngeures and these 
were explained as being normal or of 
little significance. 


Buying Less Conservative 
Buving Policy is a little less con 
ervative, with 76% of the reporting 
purchasing agents operating in _ the 
hand-to-mouth 60-day range, as 
ompared to 95% last month. There 
is some scattered evidence of advance 
coverage on items which are, or may 
become, short—such as steel and 
copper. Also, some coverage has been 
lengthened to take advantage of “good 





i — “Ten to epee Inches” 


ON [yy ol —_ 
Te | 


SHELDON 
10” Bench Lathe 


a longer line 
for more sales 


and greater profits 


Write for Catalog 


13° 15° 16" 
20° and 24° 
SEBASTIAN 
Geared Head 
Lathes 
Built by 
SHELDON 


SHELDON MACHINE co., INC. 


ao hines ~ “See oper. ond in stion Geored Heed Lothe 
4232 N. KNOX AVE. ° CHICAGO 41, TiL., U.S.A 
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iluminum 


uvs” available on certain mechanical 

nd clectircal items 

Specific Commodity Changes 
Again this month, copper, bras 


the 
st generally reported as up in price 
Coffee, following the recently an 


Us versaily for inst... 78 sc 
its saleability for you 


ind rubber were tems 


no 
mice cuts, was 
commoditi 
nth 

On the up side were: ( 
Dra bre 


ferrous 


} 


Opper bra 5 
mill produ ts, 
ind 


fin 


nze castings 
scrap almui 
rubber, t 


jute varn 


nonferrous 
chains 


otton var 


num ires nine 
MApPCt 


] 


Sf 


n fuel 


ind lumber 
On the down 
lectric motor 
inter 


In 


prime 


Cofte 


++ 


side 
ind 


wer 
om n 
rt nick ] 

stec] 
steel sheets, some 
et ] steel 


md 


he supply 
iluminum 


Id roll d 


Copper 


galvanized 


soTIM 





Book Reviews 





PEXT BOOK OF SALESMANSHIP 
Frederic A. Russell and Frank H 
Beach, McGraw-Hill Book Co., 330 
West 42 St... New York 36, $ ; 
Th if the fifth edition of 
Vii WOTK I he iuthor 
wnt the great 
since the first 
the necessity 
elling for the vast 


Because one 
machinist 
may prefer to 
strike work with 
a rawhide ham . 
mer another ting 
with a softer com 
position still ‘ : 
others with plastic, = & oo, — il product 
copper or babbitt, you can . } ive arrived the ind 
get all the business with pplication of m« 
BASA “replaceable face” il facto 
Hammers. No room for dif- Experience 
ferences of opinion on this ed 
point, Mr. Distributor: The a 
replaceable faces of his a. 
choice slip into the split ~ oe r r pee 
head of a BASA Hammer a 
in a flash. It’s as easy as 4 ry 
changing a razor blade on "Me 
and holds like a vise ‘ zs 
Stock up with BASA Ham baterview 
mers and refills of all 5 Approa h Demonstration, 
mating interchangeable ing OSjections, The Ctose, and 
feces. Multiples sales ep- techniques ° tre ited methodi 
portunity 5 times! m readable sty! 


have taken 





hanges in 


edition in 


4 


particularly ol 


pecialized 


cen 
precise ps 
selling tech 
r¢ ader Vvno 
earli . bOTNS : gun 
raised 
text, 
well 


prog! Wns iso ipp 
olk g 

ind 

on retail and 
imstructive se 
Pre 
Prospect, The 
Sales Manage 


Designed 


omp ’ THSivVe 


nto three parts 


rie 


and 


BUSINESS 
BOOK 
tice-Hall 


FINANCI HAND 
dited by Lillian Doris, Pren- 
Inc Fifth Ave., New 
Ooo This 928 


designed to 


GREENE, TWEED & CO. ns , mo : question a man 


$10 


Write for Bulletin BE-20 


the fiekd of 
» float stocks to 
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WOULD YOU LIKE 
YOUR ORDERS 
SHIPPED THE 

SAME DAY THEY 
ARE RECEIVED? 


WELL ... THAT'S 
JUST WHAT HAPPENS 
WHEN YOU ORDER 
ZIP ACCESSORIES 


Give your customers 
the quality and 
service they deserve 


ORDER ZIP 


Immediate delivery from stock 


any quantities” 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 


No More Rummaging 
Through Stacks of Drills 


Sell it te industria! plants. hord 
wore stores, stock rooms. The en 
tire stock of drills con be seen 
et @ glence. Compertments with 
rounded bottoms hold dozens of 
dritls Huot’s bwilt-in inventory 
system does awoy with cost sheets 

speeds up soles l4\4 long 
714" high, 714" deep. Hommertin 
boked enamel finish over steel 
Dispensers for Fractional. number and 
letter drills. Write for catalog pages 


HUOT MANUFACTURING: CO. 


55! Ne. Wheeler St St. Paul 4. Mine 





ask your 


Bunting 


distributor... 


HE HAS PLENTY 


Your Bunting Distributor carries 
in stock for your money saving 
convenience completely machined 
and finished Bunting Standard 
Stock Industrial Bearings, Elec- 


inting Bronze tric Motor Bearings and Precision 


Every size of 

stock bearings is selected with scrupulous, painstaking 
care. Each individual bearing not only fits many 
common applications in all kinds of 


industrial machinery but can be altered 


Bronze Bars in a complete range 
of sizes, meeting all your usual 
production and maintenance needs. 
You will find him listed in the 
classified section of your telephone 
book— most likely under the head- 
ing Bars, Bronze or Bearings, 
Bronze. Your Bunting Distributor 
is an industrial distributor or a 
specialist in certain § industrial 
items He has been 8 pec ially se - 
lected for his responsibility and 


quickly and economically for many other and 


his understanding of bearing re 


unusual requirements. quirements. Ask him for the 


Bunting Catalog or write 


Samtleeg | wes. 


_— 


BRONZE BEARINGS « BUSHINGS + PRECISION BRONZE BARS 
This odvertisement appears in 

Iron Age ¢ Mill & Factory © Modern Machine Shop 

THE BUNTING BRASS & BRONZE COMPANY 
Machinery © South Po & Industry © Steel 

TOLEDO 1, OnIO ee, 


BRANCHES IM PRINCIPAL CITIES 
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YOU are part of the friangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade an accepted blade a blade you can prove is 
better by actual test 


Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You the Industrial Distributor the man who knows his 
prospects like the palm of his hand—the man who is known 
and respec ted by his customers be« ause he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex 

a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively be« ause their own competi- 
tive tests have proven Powerflex blades superior 


Griffin 


Perhaps you are already a part of Griffin's 
Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 


support, and you, can make for easier sales 


Write today 
THE TRIANGLE industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Agents: Joba 4. Grobom & Co. inc., 105 Dwone Street, New Vork @, N.Y. 
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methods ot collectin id debt Lhe 


following subjects, t ame only a 
few, are included: Working Capital 
Management; Budgeta Control; Fi 
nancing Working Capita Needs; 
Seeking and Obtaining Short-Term 
Credit: Financial Aids to Small Busi 
Controlling the Inventory In 
tment; Credit and Collection 
How to Analyze Other Firms’ Finan 
ial Statements; Dealing with Em 
rrased Debtors and Their Estates; 
Administering Ca ind Funds; Man 
ring D Buildings, 
Raising New 

ing tory; Bu 
ing 1 Prof I ss; Reviving a 
Declining Busine , ntive Law 
n Financial Matt Amon ou 
ontnibutor I >. McFadyen 
United ites G. EI 
lomberlin, T] t & Southern 
National Bank of Atlanta, Ga.; Joseph 
L. Wood, Joh: ville Corp.; Dr 
Miller Upton n of the Business 
School of Washingtor niversity; and 
Ewing W. Reill n & Co 


g Vall 


FORD: THE TIMES, THE MAN, 
THE COMPANY, by Allan Nevins, 
Charles Scribner's Sons, 597 Fifth 
Ave., New York, N. Y., $6.75 The 
birth of the n production era 
which made the industrial supplies 
business and all other industries what 


they are toda 
, 


SO ial econom« 


in the earh 


| p 
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INDUSTRY IN THE PACIFIC 
NORTHWEST AND THE LOCA 
rION THEORY, by Edwin ]. Cohn, 
Jr.. King’s Crown Press, Columbia 
rsity, New York City — Thi 
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Now, distributors can sell Besly quality in a complete line which includes Taps, 
Twist Drills, Too! Bits, Reamers and End Mills. 


Complete Line Plus Selective Distributor Policy 
Builds Besly Cutting Tool Sales 


“We can supply a quality cutting tool for 
every job in the shop” — that’s a statement that 
is helping distributors of Besly Cutting Tools to 
substantially boost their sales. And boost them 
they have ! For example, twice as many Besly Taps 
are being sold today as five years ago. Recent sales 
records indicate the trend to Besly is even stronger. 
Besly's complete line of cutting tools is sold 
through distributors exclusively. To protect 
“spade-work” done by distributor salesmen, Besly 
maintains a selective distributor policy which elim- 
inates unnecessary duplication of sales effort. 
An aggressive promotion program backed by na- 
tional advertising, technical help from Besly Cut- 
ting Tool experts, fast delivery, extra service on 
“specials” and an inventory control plan that keeps 
stock moving are other important factors contri- 
buting to more profitable cutting tool sales for 
Besly distributors. 

You can be a part of this highly successful organi- 
zation — and get a share of the profits that other 
Besly distributors are now enjoying. Write, wire 
or call us today for all of the important details. 


BESLY-WELLES 
CORPORATION 


Established os Ches. H. Besly ond Co. in 1875 
106 Dearborn Avenve + Beloit, Wisconsin 


New Tap Package Receives Tremendous 


Response from Distributors 


. makes stocking and tap selection much 
easier .. .” “Now, my customers are asking 
for the taps in the new ‘cigarette’ package.” 
These are just a few of the enthusiastic com- 
ments Besly distributors have made about the 
new Besly Tap Package for 0-80 through 
5/16” taps. This new package not only pro- 
tects taps from damage and makes stocking 
easier, but also can be used to hold cigarettes, 
fish-hooks and small parts when the taps are 
used up. It's another example of the smart 
merchandising that backs the complete Besly 
line. 
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PUTNAM —- 
POSTIV-LOK END 


Here are the tools many of your customers have been 
looking for—a new end mill series designed to cut 
tool and operating costs on large boring mills, pro- 
filers and similar heavy-duty applications. 


With the new POSTIV-LOK end mill (2” Dia. and up), 
Putnam takes the shank off the tool and puts it on a 
positive-locking holder that soon pays for itself. Your 
customers will like them—buy them—becouse— 


1. POSTIV-LOK reduces set-up and change-over 
time required on large tapered shank tools. 


2. POSTIV-LOK is versatile: drilling, reaming and 
other operations con be done with same set-up, 
using POSTIV-LOK adapters 


3. POSTIV-LOK lowers tool costs by eliminating 


need of integral tapered shanks 


Remember: it pays to push Putnam world’s leading 
end mill producer. Putnam Tool Co., 2981 Charle- 
voix Ave., Detroit 7, Michigan. 


INDUSTRIAL DISTRIBUTION « 


lhe Northwest, he feels, where hydro 
electric power has influenced the lo- 
aluminum, atomic energy, 
ibrasives and other industries with 
specialized needs. still has most of its 
ndustrial growth to look forward to. 
Population and markets will have to 
ome first The book contains a can 
did and interesting account of the 
egion’s economic history and a de- 
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hint of the future potential 
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SELLING COSTS AND MARKET 

POTENTIAL: CONTROLS AND 

GUIDES, Marketing Series No. 92, 
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Every U.S. Rainbow V-Belt has 
its own built-in salesman 


THE FAMOUS 
EQUA-TENSIL 
CORD SECTION 


This unique “‘U. S.” development insures that 
each of the cords pulls its own share of the 
load—for full strength under all operating 
conditions. Known as the Equa-Tensil Cord 
Section, it constitutes a sales point no plant 
man interested in performance and 

long life can resist. 

U. S. Rainbow® belts have other strong 

selling points too: 

(1) They keep cool under constant stretch 
and return (because the top rubber 
cushion is in perfect engineering balance 
with the lower one). 

Inherent stretch is worked out beforehand 
in the factory, yet enough elasticity is 
retained to enable the V-Belt to take 

the heaviest shock loads. 


Straight sidewalls grip the grooves the 
full height of the belt, giving complete 
contact for greater non-slip pulling power. 


(4) Nationally advertised! 


Order from any of the 27 “U.S.” District 
Sales Offices or write address below. 


Sales for You— Satisfaction for the Customer! 
The U.S. Rainbow V-Belt line is complete. A nation- 
wide chain of warehouses provides complete stocks. 
You, the distributor, also get ‘U.S. engineering help 
and sales aids. You need never lose out on a sale 
with U.S.Rainbow— AND your customers get product 
performance and top satisfaction. 








A COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS + F.H.P. V-BELTS + SHEAVES 
FLAT BELTS AND BELTING ~- SPECIAL PURPOSE BELTS 


PowenGair TIMING” BELTS AND SHEAVES 


“U.S.” Research perfects it...“U. S.” Production builds it... U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, WN. Y. 


Hose + Belting + Expansion Joints + Rubber-to-metal Products + Oil Field Specialties « Plastic Pipe and Fittings + Grinding Wheels « Packings + Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings « Conductive Rubber + Adhesives + Roll Coverings « Mats and Matting 
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ANOTHER ADVERTISEMENT 
now appearing in trade n 
-agazin 
help sell your customers on U-W cntien. 


WIRE ROPE 


Available in all stand- ENGINEERED 


ard sizes and construc 
tions. Upson-Walton F R FET 
also.supplies slings °o SA | 


and rigging work. 


TACKLE 
BLOCKS 


Drop-forged or Drop- forged steel st les Turnbuckles, with or with- 
- ; " . " > om 


able roa chain of anc e hook, eye, ofr 
clips pin of round pio jaw end httings 


FOR PROMPT SERVICE, call your nearby Upson-Walton Dis- 


tributor. Write for free catalogs covering our complete line. 


THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York . Chicago . Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS—ESTABLISHED 1871 
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)bjective is a strong “company group, ” 
the means, good communications. As 
James Menzies Black, Personnel Di- 
vision manager of the A.M.A., ob- 
served in reviewing the book, the 
means that small companies use to 
transmit management news to em- 
plovees are often refreshingly varied 
In one case, m replying to a survey 
juestion as to how he communicated, 
i superintendent simply wrote across 
the face of the questionnaire, “Speak 


n a loud voice.’ 


HOW TO RUN A LATHE, South 
Bend Lathe Works, South Bend 22, 
Ind., 50 cents in paper binding; $1.50 
in fabrikoid—This is the 53rd edition 
of the well-known source book, which 
was first published in 1907. New ma- 
terial published for the first time cov 
ers the use of toolmaker’s buttons for 
locating work on the lathe fence plate, 
ind the use of the steady rest, follower 
rest, internal grinding attachment and 
precision gauge blocks. The book 
measures 8 by 53 in. and contains 128 
pages and 365 illustrations. Its eleven 
chapters are written in nontechnical 
language understandable by beginners 
Subjects covered include correct in- 
stallation and leveling of the lathe; 
rrinding cutter bits; turning, boring, 
thread cutting, taper turning, drilling, 
eaming, tapping, machinability rat- 
ngs and cutting speeds for various 
kinds of steels. standard tolerances for 
press fits. running fits p sh fits and 
liding fits: allowances for finish turn- 
ing, filing, polishing, grinding, ream- 
ing, lapping and honing; and tooling 
dimensions for South Bend Lathes 
More than 24 million copies of the 
book have been published so far 





Toke your dirty old honds off me!” 





CUSHMAN chucks 


tuck, - biti 


CHUCK-ABILITY — The ability to SPEED 
your work . . . ELIMINATE fatigue . . . 
IMPROVE your products . . . and REDUCE 
your costs .. . through design and selec- 
tion of the right work-holding devices. 


ypical Manually Operated Cushman Chuck- 
bility Chucks designed for Engine, Tool 
loom ond Manufacturing Lathes: 


the key to 
machining efficiency 


If you don't hold it right, you can't machine it efficiently or 
economically . . . a positive truth for any chucking 
operation, whether it is the everyday simple routine job, 
or complex machining operations with many 


surfaces and close tolerances. Cushman Chucks give 


you Chuck-ability . . . the answer to efficient and economical 


machining of the new steels and alloys at high spindle speeds. 


Chuck-ability is available to you in Cushman's complete line 
of manually and air operated precision chucks, an 

invaluable combination of Cushman's exceptionally broad 
engineering experience plus know-how of the 

leading chucking specialists. Write today for catalogs 

fully describing Cushman Chucks. Consult us on all 


of your work-holding problems . . . standard or special. 


THE CUSHMAN CHUCK COMPANY 
Hartford 2, Connecticut 
a woritd standard for precision 
CUSHMAN 
CUSHMAN CHUCKS. . CHUCKMAN 


a Product of American Quality, Labor and Materials 
—— EE YOUR INDUSTRIAL DISTRIBUTOR 


manufacturers of 
Visit us aot Booth No. 1079 Air Operated Chucks, Cylinders, and Accessory Equipment The Cushman 
ASTE Western Industrial Exposition Cushman Manually Operated Chucks and Face Piate Jaws 


Power Wrench 


4csss 








precision motor driven spindles or work heads 


NEW LINES 


7 
taken on by 
: DISTRIBUTORS 
- Firth Sterling Inc. has appointed the 
following distributors for certain of 
its lines 


e( ing T WS »s 
all units dynamically balanced ae Lin - , aie - 





precision belt driven spindles or work heads eae ee 
© Utility & Industrial Supply Co 
Jack mn, Mi h 


B-H Tool & Supply Co., Detroit, has 
been appointed an authorized dis- 
tributor of carbide tools of Carboloy 
Department of Generai Electric Co. 


James Supply Co., Quincy, IIL, has 
x 
been appointed distributor for car 
bide and Tantung products of Va 


all units dynamically balanced lov.R c 
1O*V imet Co 


. +. and precision machine tool attachments 


Machinists’ Tool & Supply Co., Los 
Angeles, has been appointed a di 
tributor for Norton Co. in the Los 

Ang le Tca 





D-A-T-E-§ 


TO REMEMBER 
hy Ce B71 tae 


CHHNT HAN \pril 1.6—Southern Pine Association 
+ 40th Annual (Convention & Ma 
these units chinery ] xposition, Municipal 


Auditorium, New Orleans 


. 
igs naturals for special April 6-10—World — $ ip ? 
mona sulare 


I'rade Exposition, 





M h 4 T | 4 Id Armory, Los Angek 

a c ine 00 ; Bul ers April 18-21—National Packaging Ex 
position, International Amphithea 
ter, Chicago. 

April 18-20—Annual Triple Indus 
trial Supply Convention, Cleveland 


. } oe } \ y 3-8 TI N Oil pos 
Tal manual, air, or hydraulic. Contact your customers who design fa ? International i]_ Expos 
, tion, Coliseum, Houston, Texas 


or build special machine tools and show them how STANDARD’S : 
rsat | i : May 4-6 International Aviation 
versatile | will save time and cut costs on special equipment. Trade SI 6th Resiment Ar 
Write for complete literature. (See us in Booth 304, Triple Industrial — N oo : ; ' _ 
cw OTK ITY 


Supply Conv. Apr. 18-20, Cleveland, O. mory, 
ao aoe May 14-18—First Foreign Trade 


; 


A eas with position Shrine Expositi n ll 
the STNG electrical toot co. S05 

May 15-19—New York International 

MACHINE TOOLS Trade Fair, 69th Regiment Armory, 


2520 RIVER ROAD © CINCINNATI 4 © O10 New York City 


hown here is only a small part of STANDARD’S complete line of 


; on spindles and attachments including Traverse, Slides, Feeds, 
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A COMPLETE LINE OF QUALITY cutis, 


tools is now available from your Butterfield distributor. Milling Cutters 


are made to the same exacting standards as Butterfield laps, Dies, Drills, 
e ers oO ‘Trbo . iT ‘ \ Ils 
Reamers. Counterbores and End Mill 88 Sune 10 visit 


UNION TWIST DRILL COMPANY BUTTERFIELD'S BOOTH, No. 512 


BUTTERFIELD DIVISION TRIPLE ina Convenient 


DERBY LINE, VERMONT, U.S.A. 
#P 


au ” 
Ras, siemens 





SLIPPER 


GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
WNo Factory Sales to Users 
VW Nationally Advertised 
Firm Resale Price Policy 
v Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 


LIGHT AS YOU WANT IT 


for Machine Tools, Assembly 
and Inspection Benches 


FOSTORIA 


LOCALITES 


SEEING 


FINEST OF ALL 
LOCAL LIGHTING 


MODEL 2-MH-700 
Overall! length 35° $ 4 in std 
‘ 
Each pkg. of 8 
Less $8.80 ec. 
Reflector‘ long x 37%" wide x 3” deep. Rotates 
460 Accommodates 100 watt A-21 or 60 watt 
A.19 lamp 
Arm Jeints—-New patented tension disc o- 
Easy, smooth action with only one hand. Avweilable 
with |, 2 of 5 arms 
os Needed 8e8¢-——-Universal for vertical or horizontal mount- 
img. Also adaptable to outlet boxes. Collet revolves 
10 
Wiring McGill industrial socket 4101-FL with 
Levolier switch. 8 ft. POT.32 18-2 heavily insulated 
| resestant wiring with molded plug 
Finish Gray baked enamel. Reflector interior, high 
temperature White 


WRITE for complete catalog of 

Localite models for every indus 

trial use 

THE FOSTORIA PRESSED 

STEEL CORPORATION bm. - 4 
Festeria, Chie for Light OM the Job 
Localstes aveslable through e058 
wholesalers everywu bere 
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May 16-19—Electronic Parts Show, 
Conrad Hilton Hotel, Chicago 

May 16-19—American Mining Con 
gress, Coal Convention & Exposi- 
tion, Public Auditorium, Cleveland 

May 16-20—National Materials Hand 
ling Exposition, International Am 
phitheater, Chicago 

May 23-25—Sales Aids Show. Bilt 
more Hotel, New York City 

May 27-30—Maritime & Industrial 
Exposition, Broadway Pier, San 
Diego, Calif 

June 19-23—36th Annual _ Interna- 
tional Cost Conference, National 
Association of Cost Accountants, 
Waldorf-Astoria Hotel, New York 
City 

June 30-July 10—Canadian Interna 
tional Trade Fair, Exhibition Park, 
‘Teronto 

June 31-July 3—Basic Materials Expo 
sition Products Development Show, 
Convention Hall, Philadelphia 


1956 


May 20-23—Annual Triple Industrial 
Supply Convention, Atlantic City 





Have You Heard This? 





Automation a Scare Word? 


“*Automation’ has become a men 
acing word—a kind of bogey-man 
with which to frighten our people 
Actually there is nothing new about 
automation except the word _ itself 
The facts of automation ind the 
mechanics of it i iider than our 
American repub The word 
conjures up visions of a wholly auto 
matic factory where machines with 
super-brains will grind out products 
without any human payroll whatever. 
hese fears are just plain silly. There 
are no such factornes and no such 
machines; nor will there ever be either 
in my time or your Benjamin J. 
Fairless, United States Steel (¢ 
speaking before the Johnstown 
Chamber of Comn 


Bigger Inventories, Please 


[he pressure is being put upon 
purchasing agents by controllers and 
management to keep inventories 
down. But I firmly believe that the 
international situation behooves the 











FORGED 
STEEL FITTINGS 


for all high-pressure 
installations 






CAPITOL 


a“ 
MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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we GROW TOGETHER 
Thanks ts Your. Cooperation 


The phenomenal growth in the acceptance of 
RAWLPLUGS and RAWL PRODUCTS reflects a 
splendid spirit of co-operation from everyone in 


your industry. 


The more co-operation we receive the greater our 
wr 

responsibility to keep pace with modern products 
and your modern methods. 


TODAY MORE PEOPLE ARE USING 
RAWLPLUG THAN EVER BEFORE 


Write TODAY for catalog 











RAWLPLUG Co., Inc.| 


271 Church St., New York 13, N. Y. HH 
SAAN. so : oe: J 
“Yi LED yyy) 








G5, 
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large corporations in this country to 
maintain large inventories’—Jone E. 
Timberlake, Jones & Laughlin Steel 
Corp., speaking before a National As- 
sociation of Purchasing Agents mect 
ing in Houston 


The Office is not an Office 


“The office that designers are now 
asked to contrive is no longer a simple 
citadel of bureaucracy. It is expected 
today to be a civilized environment 
more civilized, indeed, than may of 
its occupants enjoy in their own 
homes. They are no longer expected 
to be tied to its desks; it must compete 
for their attention against coffee 
breaks and that greatest enemy of 
conscientious labor, the business 
lunch, which a generous Government 
has seen fit to subsidize by exempting 
it from taxation. The office must 
prove itself in cempetition with the 
demimonde of the expense account 
a dimly-lit universe of restaurants and 
cocktail lounges where the most 
pertinent affairs are increasingly con 
ducted”’—Eric Larrabee, “The Cult of 
Work—What is Happening to the 
Modern Office?” Industrial Design, 
April 1954 


“Motivators™” Are After Us Too 


I am convinced that psychological 
factors which affect purchases for in 
dividual use are equally potent in the 
industrial field. The emotional surges 
which make us, as individuals, suscep- 
tible to appeals based on pride, fear, 
umbition, competition and _ similar 
factors outside the realm of dollars and 
ents logic, are likely to be just as 
much in evidence in industrial buying 

We think so much of the possi- 
bilities in this field that we now have 
two psychologists on our consulting 
staff, and are using their services with 
increasing regularity’ —head of an in- 
dustrial advertising agency quoted in 
Industrial Marketing, Feb. 1955 


Hang Onto Those Dreamers 


‘We realize now that the dreamy 
nuclear physicists of the 1920’s and 
1930’s were doing things which would 
have far more influence on men’s 
future, good or bad, than the activities 
of all the businessmen, bankers, engi 
neers and politicians put together,’ 
says Dr. Lee A. DuBridge (California 
Institute of Technology). The toler 
ance and the encouragement of the 
dreamers is not just a job for the shel 
tered in our universities. Those among 


h man’s lo 


; 


us who are dissatisfied wit 
ind present capability to extract new 





Designed for rugged use, the Emergency Pipe Clamp is ao clamp of 

almost unlimited strength. You might say it looks fairly simple. Yet fifty years 

of experience have gone into its design... the heavy ribbing to “take” the 

bolt-pull, the skillful shaping of the bolt lugs for terrific strength and c free 

wrench swing. The full length, massive hinge which no strain can loosen! The 

over-thickness of metal throughout to make child's play of any pressure! The 

Write for Catalog GW glove-like fit... result of shaping each clamp over an accurate mandrel, 
M.B. SKINNER CO., South Bend 21, Ind pulling it down with a 12,000 pound air vice and sledging to complete snugness. 


Mode in all pipe sizes /2” to 12” for steel pipe and in cast iron pipe 


sizes from 2” up. 


Carried in stock by over 1200 distributors! 


SKINNER-SEAI, — EMERGENCY PIPE CLAMP. 


a 











Industry needs a padiock that connot 
be Rapped or Shimmed Open! 


CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 


tumbler mechanism. § Applications 
Plant gotes 
Teol cribs 
Lockers 
Machinery guards 
Electrical distribution panels 
-.. and any other 
point requiring a padlock of 
maximum security 
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If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 
Folder P-104—suitable for mailing to your customers 


CHICAGO LOCK CO. 


2030 MW. Racine Avenve + Chicago 14, Iiinois 
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secrets from nature and apply them 
for human benefit are the ones who 
insure our prosperity’’—Sales Manage- 
ment, Dec. 1, 1954 


Specialists a Three Ring Circus 


“There are simply too many spe- 
cialists in business today—too few men 
with diversified ability and knowledge 

not only in business, but in Govern- 
ment, and the professions too—yes, 
even in sports, we have too many 
specialists and too few ‘triple-threat’ 
men. As a result there are many busi- 
ness operations which could and 
should be one-man shows, but which 
have become a three-ring circus, full 
of ‘relations men’ public relations, per- 
sonnel relations, consumer relations— 
experts of all kinds. There are market 
analysts, research directors, and so on— 
all specialists. No wonder business 
today is having such a hard time find- 
ing top-management men, all-around 
men, capable of running the whole 
show”—John V. Vaughn, president 
Sillers Paint & Varnish Co., in a talk 
before the Purchasing Agents’ Asso- 
ciation at Los Angeles, Oregon Pur- 
chasing News, Feb. 1955 


Raps Fair Trade 


“The ‘Fair Trade’ laws are honored 
more in the breach than anything 
else. Some manufacturer's establish 
3 price and then make no effort to 
enforce it. Others have tried to en 
force their retail price only to find it 
impossible to do so; th marketplace 
has a way of circumventing all price 
mtrollers, Government or private 
It is wrong to have a law which 
savs that a buver and seller, freely 
coming together in the open market, 
cannot agree upon a price between 
them but must accept a price set by 
some third party’’—Editorial, Wall 
Street Journal, Feb. 23, 1955 


Salesmen Here to Stay 


Personal salesmanship and adver 
tising are not mpetitive. They 
should—and usually do—supplement 
ind complement each other’—Sales 
Management, Nov. | 


Going to the Dogs 


Our vouth now love luxury: They 
have bad manner ntempt for au 
thoritv; They show lisrespect for 
elders and love hatter in place of 
XCTCIS Children are now trvants, 





DUTCH BRAND 


DISTRIBUTORS MASKING 


find fast turn-over... steady repeat business INSULATING 


Here is one of the fastest moving lines you can handle. Your HOLDING 


customers and prospects have thousands of manufacturing SEALING 
uses for various tapes. Handling the DUTCH BRAND Line 
means extra sales. There are Masking tapes, both flat and SPLICING 
crepe back in regular and extra strength, cloth back tapes, 
double tack tapes, and a complete line of electrical insulating 
tapes. Tapes are consumed and steady repeat business results. 
Distributor arrangements give you an ideal setup for profit- 
able tape business. 


REINFORCING 


PROTECTING 





It will pay you to discuss tapes 
and their possibilities with a 


DUTCH BRAND salesman. ¢, 
' Johns-Manville 
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SPRING LOCK WASHERS Yi iM oy 


against 
BOLTED ASSEMBLIES 


ELONGATION 


Designers and production men are weii 

awore of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal occeptance of the nut, bolt and lock 

wsher type of industrial fastening. A Reliance Spring Lock Washer has 
range and reactive pressure to keep tension on a boited 

1g after wear, vibration and bolt elongation have destroyed 

ness of a less efficient type of fastening. That is why we say 

pring Lock Washers keep bolted assemblies tighter longer. For 
formation, write for engineering folder W-50. No obligation 





EATON MANUFACTURING COMPANY 
a) RELIANCE DIVISION 


OFFICES end PLANTS $50 Chories Ave., S.£., Massillon, Obie 


Sales Offices Mew York * Cleveland * Detroit 
Chicege * St. Lows * Sen Francisco * Montrec! 
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not the servants of their houscholds 
They no longer rise when elders enter 
the room. They contradict their par 
ents, chatter befor ompany gobbl 
up their food, and tyrannize thei 
teachers”—Socrates, 5th Century BC 
quotation submitted by Hesket H. 
Kuhn, The Hardware & Supply Co., 
Akron, Ohi 


Obsolescence Is Necessary 

Very few foreigners understand or 
ippreciate the American system of en 
forced obsolescence They consider it 
wasteful. It isn’t wasteful, because it 
onstantly enlarges our market by un 
covering lower stratas of buyers. The 
two-vear old :r that is traded in 
doesn't go t unk heap but goes 
instead ( buver on the next 
economic Tt ry who turns im a Six-vear 
old car which in turn goes to some on¢ 
who becomes a car buver for the first 
time, etc.”’—Sak \lanagement, Jan 


loss 


Who Wants to Be Stable? 


‘Emotional upsets are good for you 
contrary to the accepted view that 
such upsets are bad id that we must 
rush to get help 

Emotional ‘stability’ is undesira 
ble: it is death to energy, imagination 
accomplishment (contrary to modern 
psvchiatry mpt to bring forth 


: , "3 ' 
ti pert t il rdjusted 


Concl tt wuited to Dr. 
Frederick W. Dershimer, psy 
hiatrist for FE. lun Pont d 
Nemours & ( in artic] 


» ( j Sept. 4 5 


The Art of Delegation 


I would nev tished with the 
ndividual wh ontinually 
ponsibilities, 
ind who, in 
to make de 
ng made by 


eeKxing 


thers perhaps n directly responsi 

General Lucius B. Clay, Chair 
nan of the Board of Continental Can 
Co., at the Har B s School 
National Busn [ June 
1954 


Selling as an Art Pays off 
lake three or four salesmen from 
mpeting aluminum product com 
panies, all thoroughly schooled in 
— > 7" 
product and technical knowledge, all 
selling a quality product and I'll lay 








Rugged Warren-Teed sledges hit harder on 
A R F ‘x every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
| or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
" | 7 f} special high carbon, heat treated steel. They're 
stand up under the most severe use. Quality 


rugged 


buyers spot these outstanding features quickly. 


TRUE-FACED FOR 
ACCURATE STRIKING sty today and sock exten 


~ 


e¢ and profit 
» you sell the best—W arrer 


WAR EED 


trade 


WARREN TOOL CORPORATION 
: sch tools WRITE FOR 
NEW CATALOG 


turers of Warr 
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FOLEY automatic 
SAW FILER 


The FOLEY SAW FILER is the OWLY 
machine that files BAND SAWS up te +.” 
wide. CROSS-CUT CIRCULAR SAWS up 


The FOLEY SAW FILER Practically Sells eg, 2, tA, 4s, 
itself on ower 30-DAY TRIAL OFFER with a three cornered a 


FOLEY MANUFACTURING CO. 
3363 WN. E. Sth St. Minneapolis 18, Minn. 


We else make Foley Retoothers for hand saws, Saw Setters, Grinders, etc. 








FITLER 


PURE MANILA 


ROPE 


“W ATERPROOFED” 


and 


“MILDEW-PROOFED” 


For your protection when buying rope, look for 
the Blue and Yellow Registered Trade Mark 


Congratulations to the Dis- 
tributors’' and Manufacturers’ 
Associations on Their Fiftieth 


Anniversary Convention. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


NEW ORLEANS 17, LA. PHILADEPHIA 24, PA. 
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my bet for the order on the man who 
has had training in the art of selling” 

J. R. Schultz, Manager, Sales Person 
nel & Traiming, Kaiser Aluminum & 
Chemical Sales, Inc., Sales Manage- 
ment, Feb. 15, 1955. 


Buyer Beware 


It shall be unlawful for any 
person engaged in commerce, in the 
course of such commerce, knowingly) 
to induce or receive a discrimination 
in price which is prohibited by this 
section” —Section 2(f The Clayton 
Act, as quoted in The Hoosier Pur 


chasor, Feb. 1955 





FROM THE 


ove FILES 


25 YEARS AGO 





Conventioners converged on the Hotel 
Peabody, Memph for the tripl 
convention [ ppern in every 
one’s mind wa I vorsening 

mom pictu ind I new 

Merchandi ng Plan” the Ameri 

in Association had pr pr ed t 
promote th industr 

Most distributors agreed there were 
threc principal threats to their 
future: direct seller curbstoners,” 
and factory warehouse systems. 
Also mentioned frequently were 
“territory jumper ind mail order 
and chain stores (One major mail 
order house was devoting 50 pages 
of its catalog to distributor items 

Mill Supplies proposed a slogan 
the industri Buy It from th 
Distributor’ It also planned t 
sponsor a three-point program to 
support the industr merchan 
dising effort with an advertising 
editorial and promotior ] campaign 
slanted to user listributors and 


suppliers 


Sir Oliver Lodge. the British scien 
tist, reflected the optimism of the 
era of the °20’s in this statement, 
reported by Bruce Barton: “If ever 
we find, as I think we are begin- 





4 
4 
, 
‘ 

‘ 


— 
~~? 


' ~<s 
Lis 5 > 


customer reduces 
estimate of job cost 
$24,000 

by switch to 
WELDOLETS 


An oil piping 

contract recently 

was reduced by $24,000 

by changing specifications to 

WELDOLET welding fittings. 

Comparable savings are possible for your 
customers on almost every piping contract. 
It will pay you to point this out to them 

as a positive means of reducing their 
piping costs. Write us for details. 


Warehousing distributors 
in all principal cities. 


WELDING FITTINGS DIVISION 


FORGE &€ TOOL WORKS 


734 MEADOW ST., ALLENTOWN, PENNA. 
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ning to h 

need not 

but can 

life wil 

troubles 

existence 


or problems 


asks 


Acme engineers ask for your problems. Where roller chain 
is involved, Acme’s engineers are willing to work along with your 


designers for the better, more efficient use of chain drive equip 


25 Yea rs 


Ago (Cont'd) 





The pure 
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tors 


and tl 
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vey sl 


tomers 


books 
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Chand 
bur 


org 


by 


He ivy 


ne 


ini¢ 


Blac 


elevated 
whi 
to 


“ lebrated 20th 


life and mind 
ciated with matter 
empty space, then 
subject to the 


ganism an 


find, that 


t be is 
inhabit 
] not be 


of terial or 


i} } 


Chicago 
m arti 
n distribu 
yuse expense 
invoices 


hasu f the 


he 
i 


NI 


ICT in 
of the cu 
ompany . 
f its tot 


noun 
1OWINg 


ry 7; 
p 


Pitt 


t 


anni 


Mill Supph 
in Macon 
& Gregg 
was named 

ge Winship 

Atlanta, vice 


Co... W 
nined n erre Haute, Ind 
former officials of Terre Haute 
Hardwat FE. Mer 
ld, W. R 
i i. C. Gl 


3) 


; 


k & D h 


imong 


\ 


femphis 


1 
pane 


1] 
! 


ment. Don't hesitate to call on Acme whenever a problem arises 


Write or call ji fhe rson 2-9458. 


Dept lol 
for mew illus 
trated 76 page 
‘ stalog Om Mie 
snd application 
; roller chains 


and sprockets 


Write 


» 6 


4g 
AG 
> s 


HOLYOKE 
MASSACHUSETTS 


(on 
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N YEARS AGO 
e newly created 
Board dé 
wned cutting tool 
posed of through t 
ducing manufactur 
distribut 

mild flood the 


Surplus Property 
that (,overnment 
vould be 
he original pr 
quieting f 
nxiety that 


stwar m 


ided 
dis 


1 time 
thev w 
ket 


I 


ne, WPB tools consul 
desk in Wash 
to 


St 
returned to his 
ifter a long 


ind ( hina ( 


ranz | 
tant 
ngton 


junket 


- 


m war busines 


pe 


published 


McGraw-Hill Book ¢ 


new book with a provocative titk 
Prosperity, We can Have It If W« 
Want It.” “hun book predicted 55 


v 
, 
we lian jobs wn 


milli 


1950 





THE LINE THAT’S GOT EVERYTHING... 


Chicago Wheel 


THE ABRASIVE FRANCHISE 


That makes More Money for You 


A franchised Chicago Wheel distributor has a peach of a 
deal. He has a complete line of abrasive wheels and mounted 
points for every industrial need on which he makes one of 
the largest profits in the abrasive field. He doesn’t have to 
carry a large inventory, and, more important, he can get fast 
delivery on any order. Our distributors are key men with us, 
and we treat them as such. Why not write for full particulars 


on our franchised plan today. 


New Advertising 


and Merchandising Program 


Chicago Wheels are known 
and respected in industry. 
But to bring our message of 
the quality we put into our tory. In addition, we can 
products, we have launched furnish merchandising tools 
one of the greatest adver that are proven sales makers 


tising Campaigns in our his- Let us send you samples 


Whether you handle a complete line or specialties, 
Chicago Wheel has a franchised plan that will interest you 


amid bhikesuhe CHICAGO WHEEL « wre. co. 


Dept. 1D, 1101 W. Monroe St., Chicago 7, Ill 


MANUFACTURERS OF ABRA EF PRODUCT HANDEE PORTABLE GRINDERS 


GRINDING WHEELS AND MOUNTED WHEELS AND POINTS FOR INDUSTRY 
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asier 





ulling Means More 


SIMPLEX JACK SALES 


SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from oa 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 

the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Re-Mo-Trol 


eliminate torque in removing wheels, 


Jenny and completely 
pins, shafts, clinder liners, keys, bush- 
The pull rod is 


drawn through the center of the puller 


ing and valve seats 


for direct, straight-line pulling. Ac- 


tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
hes remote controlled “center-hole” ram and 


10 Years Ago (Cont'd) 








puller. Torque-free pull quickly removes shoft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 


screw 


and hydraulic 


There 


jacks 


are more than 125 different Simplex 


models 


No other line offers your 


customers such a wide selection 


no other line enables you to fill all 


jack needs from one source. 
in lower 
costs, less ordering detail, easier ref- 


profit, too, 


Ne. 310A 
RATCHET LEVER JACK 
© am a preference 
18 tons caper ity 
wor.o’s taecest 
MECHANICAL AND 


et.mo.TROL ACKS JENNY 
uTt-a-TOOL 3 2OL-TOE 


erence and selling 


You 
inventory 
SCREW JACK 


plus customer 


mmGes OF INDUSTRIAL 


HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 
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The Penn General Supply Co. added 
three new salesmen 


Hinds & Coon Co., Boston, celebra 
ted its 50th anniversary. Fred Berlo 
was president and Hedley Halfyard, 
vice-president 


E & B Mill Supply Co., was organized 
in Perth Amboy, N. J 


Salesmen of Masback, Inc., New York 
City, visited th plant of Bay State 


Abrasive Products Co 
The American Supp! Co 
Alexandria, La., by 
ind I. L. Sumrall 


was organ 
John 


ized in 
Swanson 


( irl I Anderson wa 
dent of Leighton Supply Co., 
Dodge 


elected presi 
Fort 
lowa 

Alert to the possibility of an early 
V-E day using extreme 
caution in placing orders for ex 
deliveri said the Pur 
Agents Association Survey 


buver ire 


tended 
hasing 


won its fourth 
So did The 
Mfg. Co., The 
Instru 

and 


The L. S. Starrett Co 
Army-Navy | 
Black & Decker 
Ohio Injector Co 
ments Co., Delta 


Plomb Tool (¢ 


ennant 


Brown 


Mfg Co 


OPA officials announced that they 
vould tighten up n holders of 
C” coupon gas ration privilages 
C cards would be granted only for 

work necessary to the primary func 


tion of 


a defensi plant 

The Hardwar rac Association of 
New York 1 to forego its tra 
ditional corne f-and-cabbage St 
Patrick's day fare due to the short 
we of this delicac\ 

mnell founded Barker 

Pr idence, R I. 


r Oo 
( hadsev Co., 


France annonced plans to buy $100 
million worth of machine tools in 
the U. S. to rehabilitate war-ravaged 
industry 





SWALLOWING THE WHALE 


An importer reports that the sale of 
whale tenderloin increased from 8,000 
pounds in 1953 to 20,000 pounds in the 
first ten months of 1954, Food Engi- 
neering, McGraw-Hill publication, says 

















vee, : 
? 


i 

7 4 
They 
ny 
| 


> 


™% 


r. P ident of | Vogel, In 


He knows how to suit the women! 


he wanes it fast,” Without Air Express wed never suit women as well as 
we do! 
yr How Air pres savs of nm two ways Ir wins . stor 
oney! For instance, it costs $4.10 
from New York to Louisville 


ywest-pri ed air service 


insistent 
leliver 
self clearly. Say Air I xpress! 


__ & Air Express — 


Gears THERE FIRST via US. Scheduled Airlines 


CALL AIF EXPRESS , iviston of PAILWAY EXPRESS AGENCY 
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Hugh E. Hulburd 
Somebod alwa S Hugh E. Hulburd, 
y airways Geo. Worthington Co. 
| Hugh | Hulburd, 89, a former 
n Ss cas ers; president of The Geo. Worthimgton 


( veland hospital 


Broken leg or not, this is one tortoise who isn’t giving up the race. Mr ) ulburd had been with the 
Not while his master knows that a caster is the best way to keep 
things maneuverable. mtinuously from 1889 until his re 

Maybe the race isn't always to the swift, but the race for caster tirement in 1947. H 
sales is usually won by the salesman who remembers that somebody lent from 
always needs casters. Even the hardest-shelled purchasing men wake Joining the company as a salesman, 
up to that fact when you remind them that efficient materials-han- he was weed issistar ) the president 
dling often depends on reliable casters. Like those Bassick makes. n 1906 and - re later mee 
They've earned their keep in thousands of plants ... on the t, iles manager. He later became 
toughest jobs. irector of sales and vice-president 

So ask for an order for Bassick’s ym Medina, N. Y.. he worked 
in every office you enter. People know hardware tore there before 


what you're talking about, too, ming to Cleveland. His wife, Eliza 


because Bassick’s heavy advertising beth Bilton Hulburd. survives him 
campaigns make them know it with his three daughters, Mrs. Lloyd 
F. Allen, Pittsford, N. Y.; Mrs. John 
A. S. Brown, Jr., of Cleveland, and 


Cleveland supply and hardware hous« 


was its presi 


RUGGED SERIES 99 CASTER takes rough ; : P , 
assignments in stride. Valuable Grease Mrs. Raymon W a : \lexan 
Retainer is standard on all sizes from 5” dria, Va x - nid , and six 
up. It prevents loss of great-gran iret 

swivel lubrication, adding 

extra miles of trouble 

as cee. Rowe Oat q) 4. H. Dunberg. 

irdous grease off floors, 

too Central Engineering 


THe Bassick Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


A ervmneee Vith the con 1915, 

, : hookkeen md 20 1 
rox ; wiles a a ae 
ctr r mal irs in outside 
lent in 1940 


MAKING MORE KINDS OF CASTERS im is aes te & 


MAKING CASTERS DO MORE 
WARNTER 
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HY-PRO SPECIALIZES 
TAP TESTING 


... f0 cut your customers 
tapping costs. 





5 


Hy-Pro specializes in producing 
taps. Every step in the production, 
from design to shipment, receives 
the full attention of Hy-Pro special 
ists. 
Each tap is made under the severe 
Seeeaaie ose Ay qpegpemedietiapcetss cs standards of Hy-Pro, and is indi- 
operation for | vidually tested and checked before 
it is sent to your customers’ produc- 
tion line. It is this consistent quality 
which has helped Hy-Pro win the 
reputation of “The Tap Special- 


ists” 


This specialized production can help 

cut your customers’ costs. Remind 

them about Hy-Pro’s specialized 

as | . service. They will benefit from a 
it ie ie full line of high-quality taps, backed 
Ses See Ea kB nae, | by the experience of specialized 


EVERY TAP IS PRODUCTION-TESTED AT HY-PRO—as in engineering. 
licated on their exclusive Torque Test Chart, which 
registers « rx ' m ¢ 4 o. Ihe 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 
DISTRIBUTORS IN ALL LEADING CITIES 


109 EDISON PI 


ADDITIONAL WAREHOUSES: KLA BCA DETROIT 21, MI CHICAGO NEWARK 5, N. J 
PIEDM 13 NIVERSI $-1077 GARDEN 021 MARKET 2-4314 
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BIGGER SALES ws.%c"c: mace. es 


randchiidren 


BETTER PROFITS , ha RG FASTENING ( 


WERE RR oo oe CTS 
ALUMILADDERS mo lied March 3 in Stamford, B Oo LTS N U T S 


WASHERS — RIVETS 
tinghouse Electric FASTENING DEVICES 
Supply Co. i 25, became general | IN ALL METALS aa 


nanager 1 Z ind president in © STEEL “© BRASS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes : ; 
them extra rugged and reliable to more te vice-president of the © EVERDUR © MONEL 
than meet industry's requirements nt mpat it he took o ‘evaseccens Seine 


Electric's | ALUMINUM 
ubsidiary 


1 in 1949 but during the 4 NAVAL BRONZE 

erved as director of the 

juipment Division of the SPECIALS AG) 
rn ZB, A es 


duction Authority. For FACTURED 


NICKEL ALLOY STEEL 


given the James H > | csecwentiies 
r Flectrical Men in ; CATIONS | re) 
UTHORIZED. OISTRIBUTORS mm / 

merly director, | PARKER-KALON 


rman of the board : 
ciation of Ele 7 
He Vas also i ee 
f the board of gov- | 
lent of the National A 7 Y ¢ T ¢) N t 
tfactur Association 
' Clark's wife, Kath- | BOLT & NUT CORP 


daught , mn 135 CHURCH ST ® NEW YORK 7 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


N | i T 10 T] } 
Holds twelve men yet light enough for one ; ' ' | DISTRIBL TORS ! T. 


man to handle with ease. Wide steps on 

both sides for double convenience each | 

braced for sure safety. Heavy rubber feet | Fred E. Forsgren. WHAT EVERY 
prevent slipping. Substantially constructed , . om , 

throughout Illinois Tool Works WIRE ROPE 


No. 600 Series I I rsgren Sf of Fort 
Platform ladders, VI n died February 14 in| USER 


omte oe ft. mu h nd, Ind He was district WANTS! 
Big 14” x 18” slip proof | nanager in northern Indiana for 
platform provides lots of | lino ool Works. having been 
room for comfortable + .. ‘ ” 
working. Side rails add 
to worker's safety 


Strong braces support yni | A 0 % 
every step, add to ri- 
Holds up to 800 . TT 
Rubber skid-proof | Josenh Waldeck, = Rope CU het ERS 


Lunkenheimer Co. because it's a “must” 
Also ... for better sales... DELIVERY for everyone who cuts 


Werner Industrial Joseph Waldeck. retired sales repre | wire rope—contractors. 


Extension Ladders 20 ft. to 60 ft. ntative of the Lunkenheimer Co., PROFITABLE industrial plants, ship- 


Single Ladders 6 ft. to 20 ft. died January 20 after a short illness es oe ee rERY. 


Step Ladders 3 ft. to 14 ft. | When he retired in 1949, he had MARK-UP —ameGShesees® on. 
Swing Stages 8 ft. to 30 ft heen with the ympanv 30 vears | dens cuueed eunsbes 


| 
| 


vai 


Write for complete catalog information on | GUARANTEED tion; easy operation: 


sales-making, profit-making Alumiladders safety. Light, medium. 


3 SIZES FOR heavy duty models. 
R. DO. WERNER CO., INC., Dept. 127 Our advertising sends 
Sales Office: 295 Fifth Ave., New York 16, N.Y. FLUE-FLAW DETECTOR ALL NEEDS business to local dis- 


tributors. 





A chimney sweep in Stockholm 


“WWERITE Riss Sweden, has invented a radio trons 


ee ee mitter and receiver for detecting flaws v 24 B AUSTIN ST 
in flues, Electrical World, McGraw-Hill WeWARA 5 AL 


publication, reports ~e Bigelow 8 1046 








| 
| 
| 
eee ———————— ———— 5 
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IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


here is 
what we 
offer 





A COMPLETE LINE OF 
PRECISION BRONZE BUSHINGS 


NIFORMLY EXCELLENT 
NOMICAL TO BUY 
800 STOCK SIZES 
ADY FOR IMMEDIATE USE 


e ces gned for easy as 





from Randall's cast phospor 

SAE 660 specifications. Each 
f exacting foundry practice 

sround finish outside 


ret talalii 








« o“ 
1 ia 
As 


e 


PILLOW BLOCKS * BRONZE BARS * BRONZE BUSHINGS * GRAPHITED BUSHINGS © SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


for details on how to become a Randall distributor! 


Write today | 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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Starts on page 15¢ 





Fred S. Shumaker 


Leschen Wire Rope 
Yes, you can sell this fast-moving line of fine Names Representative 
tools wherever you see a smokestack! Because ; 
even a one-lathe shop is a hot prospect for three Boras , Rang, wanes eo eye a 
different types of Gorham tools . . . tool bits, Ditties aciee anne f Leschen Wit 
cutoff blades and wear-resistant centers. These Rope Division of H. K. Porter C: 
tools are basic needs for any shop... and because Pittsburgh 
they're basic, they're the best “door openers” 


you'll ever find for all your other lines! : 
; : yunts in the 


And these tools are just a small part of the vast it area for the past 13 years, part 


Gorham line that gives you “The right tool for mpany 


every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 


wel penin 
eninsula 


grades . slitting saws . . . cutoff blades .. . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 





alloy centers, lasts as long as carbide, and costs 


less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


TOOL COMPANY 
TEVERYTHING IN STANDARD AND SPECIAL CUTTING QUOTATIONS are th 


14400 WOODROW WHSON + DETROIT 3, MICHIGAN Ellis Machinery & Supply Tampa 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. Fla., and Ed Davis, Klipt ves, In 
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Elevator Buckets 


Chairs and Attachments 
















































































opportunity ) 





Spiral Fittings a 


vv! 


Spiral Flights 


unlimited for JEFFREY 





4 : Jeffrey’s broad line of trans- 
distiantes. 20~<e- 





Valves and Chutes 


equipment — covering the entire 
industrial field — gives Jeffrey distributors a big advantage. 

For instance, the prospect who inquires about elevator 
buckets may have other equipment that needs genuine Jeffrey 
replacement parts. And, if properly advised, he can improve his 
operations by adding several new Jeffrey units. 

Jeffrey distributors who are profiting most are those who 
“open the door” to sell one item and “stay inside’ to sell 
many others. 

By keenly analyzing each customer's needs . . . by looking 
for more orders when you visit a customer . . . you can make each 
sales call pay. 


— 


DEF F RY tiie 


* 
“= JEFFREY DISTRIBUTORS SELL— . 


CHAIN © SPROCKETS © IDLERS © PILLOW BLOCKS © CAR PULLERS 
POWER SCOOPS © FEEDERS © PULLEYS © CRUSHERS © TAKEUPS wy in principal cities 


BUCKETS @ VALVES ©@ SPIRALS © CONVEYORS © ELEVATORS malt IW CANADA, ENGLAND, south AFRICA 
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CHAN pyc, LOCK 


_—... 
oe — 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Chennellock line. Get your 

display beerds ovt front where your customers can buy from the 

wide Chennellock selection. Millions of readers every month 

are being told about the Channellock line! There are real profit poss 

bilities for you in the ph Ch Hock line of highest quality tools 
Check your stock fodey . . . be sure it's complete! 





— 
it~ atl 


THE PLIER DESIGN THAT OBSWLETES ALL OTHERS 








CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 








BETTER 
WELDED 
CHAIN 


for every industrial purpose. for 
every essential industry wherever 
cheins are needed, you'll find 
Wesco Chains doing a better job be 
caus2 they are better welded chains 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


WESTERN 


1819 BELMONT AVENUE e 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


7 lie Cclome mk Ole al tel. 
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Donald J. Zeigler 
Wright Hoist 
Names Sales Head 


Donald J. Zeigler has been ap- 
pointed Pittsburgh district sales man- 
ager for the Wright Hoist & Ford 
Chain Block divisions of American 
Chain & Cable Co 

With the company since 1952, he 
has been a sales representative for the 
divisions in the Southwest. A grad 
uate of Bucknell University, he taught 
school for two years before jomuing 


the company 


Babcock & Wilcox 
Names St. Louis Salesman 


J. N. Rogers has b 
district salesman in the St. Louis area 
for the Tubular Products Division of 
The Babcock & Wilcox ( 

With the company since 1947, he 
has been office manager in the divi- 
sion’s Chicago sales office. He attended 
Northwestern University and served 
as a Navy pilot during World War II 

His new headquarters will be in the 
Continental Building in St. Louis 


en appointed 





WATCH THAT COFFEE BREAK 


“Coffee breaks,” usually consisting 
of coffee and a sweet roll ot mid- 
morning and a bottle of soda or a 
candy bor in the afternoon, are a pri- 
mary reason why nearly half of 600 
executives studied in a survey were 
found to be overweight, Factory Man- 
agement and Maintenance, McGraw- 
Hill publication, reports. Besides ad- 
ding calories, snacking cuts down on 
the appetite for vitamin-rich foods 














Whatever the job... 


PERMACEL 30 HEAVY DUTY PLASTIC TAPE 


PERMACEL 97 ACETATE FIBRE TAPE 


Pesinacet Tares 


In our complete line, there's a self-sticking tape for every job write Permocel Tape Corporation, New Brunswick, N. J. 


a dohwen alohwron company 
4 c 
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Here’s the Vise That Gives You 
More Features . To Sell! 


Stationary Base 
or 
Swivel Base 


Features : 
* Cast f 

semi-steel COMPARE 
* Rear jaw broached MATERIALS 


to insure perfect fit 


with sliding bar 
DESIGN 


* Sliding bar milled 


on all 4 sides C CONSTRUCTION 


Screw of cold-rolled 
steel with deep cut 


==" 174 HEAVY MACHINIST Vises 7 





Jaws faced with 
high grade tool 
steel over entire 

face. Knurled, heat the 
treated, milled, 

tongued and 

grooved. Attached 

to jaw faces with 

screws for easy 

replacement 





* Convertible! 
Standard stationary 
vise can be con 
verted to swivel 
vise by addition of 
base. Swivel model 
can be made sta 
tionary by removing 
base 


AMERICAN SCALE & VISE CO. 


2745 Southwest Blvd Kansas City, Mo 


Sold everywhere only 
through Distributors 
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Minnesota Mining 
Names Tape Managers 
Minnesota Mining & Mfg. (¢ 


ippointed Kalph E. Unterzubx 
George H. Williams to new p 
its industrial trades tape division 

Mr. Unterzuber has been 
entral regional sales manager 
three years as sales manager 
Company’s Cleveland and Detroit d 

ions. He joined the company 
446 as a cellophane tape salesma 
ind later was made sales supervisor f 
industrial tapes 

Mr. Wilhams suc 

ber as industrial 

inager of the Clevelan 

erations. He joined t 

)3 1 tap salesmat 
ig World War II service in t 


ret i] 4 


Firth Sterling 
Names Detroit Manager 


guarantees 
quality performance, 
broader range 
of standard sizes, 
complete line, 
price and delivery 


second to none. 


The meamer Specialists 


LAVALLEE & IDE, INC. 


ROSERT ¢ SANDERSON fat iael 24: MASS. 


C.N { | 
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Thomas C. Mortimer 


Sales Executives 
Named by Delta 


ale 
~ Thomas ¢ Mort 


+ 


can’t be copied! 


only AERO-SEAL Hose Clamps 


have these proven features: 


“Precision worm gear drive that’s really 
precision. Tightens band evenly all around 
*Won't shake loose when tightened. Withstands 
air-hammer vibration. Try the others on such tests 
*Threads of worm engage DEEPLY 

in precision-made band slots. Wiggle the 

gear — see how tight it fits — won't rattle 
*Removable with a twist of the wrist. Clamp 

is undamaged — re-usable again and again. 


Established market acceptance and demand are 
worth more than extra discounts. It’s teal GP. tackes 
TURNOVER that makes faster profits, and 
that’s what AERO-SEAL assures you! 





MINING AIDS MILK BUSINESS 


The Yukon gold rush gave a needed 
lift to the then-struggling canned 
evaporated milk business, Food Engi- 
SION WORM DRIVE neering, McGraw-Hill publication re- 


eh) 2 CLAMPS calls in speculating on what uranium 
anortwre (BREEZE) rxo00 will do i nstent mith 








700 LIBERTY AVE., UNION, N. J. 
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‘i 4 we 
SEE US AT BOOTH NO. 101 . . . TRIPLE INDUSTRIAL SUPPLY CONVENTION 





lool Cb 


These are the tools that keep production 
moving. Theyre vitally important and your 
customers often judge you on the quality of 
the line you carry 

There's no question about the quality and 
dependability of Billings Vitalloy” Forged 
and carbon steel Wrenches and Shop Tools. 
For three quarters of a century Industry has 
accepted them as the finest tool crib 
essentials 

For Prestige and Customer Satisfaction . . . 
Sell BILLINGS the Profit Line! 

THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONN., U.S.A 


Dp gualiiy 0 ana forgingd dince (sty 


érecent additions 
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BELMONT 


PACKINGS 
for WATER...STEAM...OIL... 


' BELMONT 9. . . for all 
/ hydraulic services 
from low pressures 
to extremely heavy 
duty, hot and coid 
water. 


BELMONT 19... . for hot 
and cold water rods BELMONT 30...for high 
ond plungers;low and pressure steam rods, 
intermediate steam expansion joints, air, 


rods and gas. 


for better sealing— LONGER 


that’s the story we'll be telling packing buyers in 1955 as the above 
illustration appears in leading POWER PUBLICATIONS in conjunction 
with the BELMONT advertising. 


These power-packed stories will bring to the atten- 
tion of your customers the user benefits obtainable 
when Belmont Packings are used. 


Customer satisfaction brings repeat business and 
profits to STOCKING Belmont Distributors. Learn 
more about Belmont — the COMPLETE PACKING 
LINE sold through DISTRIBUTORS. 


CLIP and Send Coupon 


BELMONT PACKINGS 


Butler & Sepviva Streets Philadelphia 37, Pa. 


Crisacross Without obligation — send us infor- 
Braid Folder mation as checked: 


# $4 Condensed 
Catalog Company 


[J # 40 Catalog Address 
City 


[J SEND NAME ond ADDRESS of NEAREST BELMONT DISTRIBUTOR 


Name 
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T. V. Parvin 


General Manager 
Amgears 


Amgears, Inc., ha 
Purvin as general 1 
Prey 
will now 
manutacturing 
Amegcal 
Hupp ¢ 


Named by 


Mult-A-Frame 
Appoints Manager 
Russell H. Randolph has bee: 
nted manager of the Mult-A 
rame Division of Ainsworth Mfg, C 
Sak manager f the sion for 
ntinue in 


Division 


ome time, he will 


that « apacit He ha | 20 years 
experience in the dist ion of heavy 


machinery, | lwa ind lied lines 


HOBART C. RAMSEY, chairman « 
Worthington Corp., Harrisor 
has been elected boar 


National Industrial 





applicant 
can fill this job 
for you! 


Who is this super-salesman? The ‘Yellow 
Pages’ of your telephone directory. 

Your advertising in the ‘Yellow Pages’ 
tells the buyers of industrial equipment 
in your marketing areas where you are 
located, what 
your telephone number is. 


products you sell, what 


You make it easy for purchasing men to 
pick up the telephone and call in their 


orders. And remember, your ‘Yellow 
Pages’ advertising is at their fingertips 
any hour of every day. 

Suggestion: Make sure you're represented 
in the ‘Yellow Pages’ under every heading 
that will mean more business. The Classi- 
fied Telephone Directory representative 
will gladly help you. Call him at your local 
telephone business office. 


THIS EMBLEM REFERS PURCHASING MEN TO THE ‘YELLOW PAGES’ 
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For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


Michael R. Conran 


Central Division Head 
Named by A. Y. McDonald 


ouiias cannes nim toneee Y. McDonald Mfg. Co., Du 
® buque, lowa, has appointed Michael 
20 arbor sizes %" to #” 19 thicknesses PI 
OOI" to .125". Specify with or without f : 
keyways. Also available—hardened and dustrial Division, with headquarte rs in 
ground spacing collars (with standard tl mpany’s Des Moines branch 
keyway) 34” to }° long in all popular sizes . e succeeds Edgar J. Thompson 
For use in milling, slitting and gang-saw : aA i . 
setups, shimming gears and bearings 


mran manager of its Central In 


now manager of the Bloomimgton 
branch 
Mr. Conran worked in the construc 
tion industry for several years before 
World War II, and later became a 
manufacturer's representative in indus 
upplies. Before joining McDon eeeveeeeeeeee 
vas manager of the industrial 


FEELER STOCK * Made from tempered department of a Midwestern distribut 


stock, rolled to close tolerances 4" « 25 | ing firm 





Whotever the security job there's @ Master 
Podiock to fit providing moximum pro- 
coils packaged in transparent plastic boxes | ' nt i] Industri i] Division co tection ot the lowest possible price 

cneeee hove Hee - Seago TS 8 NS. i ord iles through McDonald's 
cellophane 27 thicknesses. Al! thicknesses . ? 

from .001" to .032". (For use in precision : I DI nes 1 the area 


COMBINATION PADLOCKS Strong, double 
woll construction; 3 number dicling; self- 
locking tumblers; virtually unlimited combina- 
fitting, checking carances, inspection tions. Also aveilable with key-control 


and production work ome company-owned key opens ali locks 





LAMINATED PADLOCKS Stronger thon oa 
solid steel block; hardened tool sheckles; pin- 
tumbler mechonism. codmium  rust-proofed 
throughout strongest padlock protection 
known 


Special service on master-keyed 
ond keyed-alike sets. 


Sales Tip — Check the number of yeors 
your customers’ podiocks hove been in 
vse. Old instalictions ore dongerow 
and shovld be reploced . . . NOW! Per- 
sonnel turnover, lost keys, efc. might 
SHIM STOCK ® Selected from material permit occess by unovthorized persons. 


rolled to precision limits, free from burrs 


eoeeeenseeneeeeee#e: 
and protected by oi! coating. Coils packed ; > 
in carton for easy dis pensing and protec- 
Tt » ' FREE! 
tion. 15 thicknesses .00!" to 032". Sheets 
6” x 12°; coils 6 x 120". Available also in . 4 Cateleg of 


assortment package of I2 thicknesses . t complete Master 
O01" to OI" line. Write 
for it 





SALES of abrasive saw blades were the 
bic Yalto ce-pres 
Write for complete . a 7 . a, —- a > aie 
‘ information it, ‘sales, (Chicago eel 6 zg 
dropped in on Earl Eagan, presi 


( 
DETROIT STAMPING co. lent of Thomas M. Eagan & Son, in 


332 MIDLAND AVE. © DETROIT 3 MICH. East Orange, N. J., recently 
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SAWS — BAND SAWS 


-CEPTED NAME 














The door is open to the dive 0 fa 


he offers a well-known product with the « qua ‘ 
performance inherent in Barnes hack and bonds -saw 
blades. Dependability for performance has made 


Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 


tive advertising of a product of superior quality. 


If you are planning to be in Cleveland for the 
Triple Industrial Supply Convention—April 
18th, be sure to stop in at the Barnes Booth 


Booth 710 


W.0O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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“FINETEX”’ 

“INNERLOK” for Biscuit and 
for Industrial 
Conveyors 


jp, FRANKO 


REG.U.S. PAT. OFF 


SOLID WOVEN 
BELTING 


for dependable 


SERVICE + SALES + PROFITS 
ORRUGATOR”’ 


at 
gated Dox 


SUPER 


the nation's leading indus- 


trial plants ro! nveyving many varied 


products, I ranKo Belting has proven 


- 


s quality in delivering long trouble- 


t <r\ \ 
Wet } ; rree Service 
\ . 
7. 
“a 


art 


Leading distributors, too, know that 


there is no substitute for this top- 


quality belting 


If you are not yet stocking FranKo, don't miss out on this fast 


selling, profitable line. You'll build greater sales, greater customer 


satisfaction with FranKo. Write today for the profit-making 


story of FranKo Belting 
& 


The Franklin Cotton — Company 


6 CENTRAL PARKWAY C INNATI 10, OHIO 
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J. P. Sprague 
Ensworth Executive 
Retires after 36 Years 


J. P. Spragu 
manager 
Hartford, Con: 


iT with 


ompan 
Mr. Spragu 
plaque bearing 
mem Ders t 


week before 


Mill Suppl D 


A Correction 
] M iTc h 


In the 
TRIAL DisTRIBUTION 
the pul hase f 

\ net 
Inc.., referred 
& Cabk Cc 
Division The 
have been “Campbe 
vision.” The 
American Chain & 
und Campbell Chai: 
affiliated in any 


} 


the youn sment 


have 1used either 





AIR COMPRESSORS, HOISTS and CYLINDERS 


Production 


C08 poling 


CU il 


AIR TO DO INNUMERABLE JOBS AT LOWER COST 
WITH A PRECISION-BUILT CURTIS COMPRESSOR 


@ Timken roller main bearings equipped—easy external adjustment. 
@ Self-oiling—pressure lubricated rod bearings and piston pins. 
@ Air-cooled—no danger of freeze-ups. 
@ Tank Mounted Compressors Y% H.P. through 15 H.P. (up to 
78 cu. ft. displacement per minute) 


Simple Compressors % H.P. through 50 H.P. (up to 300 cu. ft. 
displacement per minute). 


LIFT OR LOWER LOADS QUICKLY 
WITH A CURTIS “ALL STEEL” AIR HOIST 


@ Cut costs with these time-saving, work-saving air-powered hoists. 


— —— 


——— 


PUSH IT, PULL IT, 

LIFT IT, LOWER IT 

WITH A 

CURTIS “ALL STEEL” AIR CYLINDER 


@ Curtis Bracketed Air Cylinders can work in 
any position from horizontal to vertical. 


@ Delicate control of lifting and lowering speeds. 

@ Cylinders ground and polished on inside diameter. © Valve is disc type. Returns automatically to 

@ They bring new time-saving ease where lifting, neutral position when operating chains are 
lowering, pulling or pushing is required. released ... and effectively hold the load. 


Get all the facts about cost-cutting Curtis equipment! 





1854 101 — @ wart S pneumatic macHinery Division 


yee 2s) 








of Curtis Manufacturing Company 


1911 Kienlen Avenue + St. Lovis 20, Mo. 
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CUT 


MACHINE MAINTENANCE COSTS 
with E vi PCO leveling jacks 


EMPCO Leveling Jacks cut 
down on set-up time and keep 
mamtenance costs to a mini 
mum! They provide a solid, 
level support for machine tools 
assembly fixtures, industrial fur 
naces, and all types of produc 
tron equipment Machines 
leveled with EMPCO Jacks are 
easily installed and relocated 

maintain new-machine perform 
ince longer! Equipment can be 
re-leveled in a matter of sec 
onds by a simple turn of the 


new Sorew 


VI-SORB Mounting Pads are 
optional with EMPCO Jacks 
c control vibration from 
the machine itself, and 


ransmitited vibrations 


Style JD 


Available in two styles and 6 
models, there's an EMPCO Sack 
for your every requirement 
Write today for complete infor- 
mation and illustrated bulletin! 





THE ENTERPRISE MACHINE PARTS CORPORATION 


2/ JEROME AVENUE 


° DETROIT 12, MICHIGAN 





YOST VISES 








Top left, the new “YOST 


Combination Vise modern 


FOR 
EVERY 
SHOP 


design tong = pipe jaws 
HEAVY CORRUGATED 
SOLID STEEL WELDED JAW 
FACINGS will not loosen 
im most severe use. Never 
need replacing. Extra size 
geared swivel bose 


Left, the YOST” All-Purpose Vise, the only 
quality vise designed to meet the present dey 
requirements of Automotive Mechanics, Re 
pow end Memtenence Men 

wer right YOST” Drill Press Vise 

Lower left YOST” Stationery Base Mo 

chimest’s Vise with hole mounting 


YOST Vises will meet ony shop's require 
ments. The only Vise line with on UNCON 
DITIONAL GUARANTEE 
MODERN 
DESIGN 


UNCONDITIONALLY 
GUARANTEED 


Sold only through 


distributors 


YOST 


MANUFACTURING COMPANY 


MEADVILLE Est. 1907 PA 
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C. Frederick Wheeler 


Porter-Cable 
Names Executives 
Machu ( } pro 
det Wi tr from 
rtisin nanagcr t handising 
manager and Manucl V. Nodar, for- 
merly Mr. Wheeler's assistant, to suc- 
ceed him as advertising 
Mr. Wheeler joined Porter-Cable 
in 1949 from Spirella ¢ id became 
idvertising manager in 1952 rhe 
st of merchandising man 


a to hat 


president 
nnou! he merchandis- 
manager will be 1 e for 
rtising, and promot 
ring. distribution res 
inalysis an lated projects 
Nodar came to Porter-Cable 
wo as assistant to the ad- 
manager He worked as 
for thr for Bausch 
Lomb Co i! two vecars 
in the Nav 1 World War Il 


Manuel V. Nodar 





-< 


TAPER PINS” 


Which can be — and generally are — shipped within 24 hours 
after your order is received. 

HMS service on standard screw machine products is one sure 
way to keep P. A.’s happy — with your service. 

And besides support in emergencies, you're carrying a line 


noted for quality——- made by a company that is a leading 





supplier of precision screw machine products to the aircraft 


industry. 


FACTS ABOUT HMS 
TAPER PINS 


_ _ 
ray wound «we ne eo | THE HARTFORD MACHINE SCREW COMPANY 
Rust-resistont bive-black finish pene 

all 
trates. Dimensions of HMS toper pins 


ore the same after coating as before HARTFORD Ze CONNECTICUT 








PLEASE WRITE FOR OUR CATALOG — IT KEEPS 2371 ITEMS HANDY 
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Here's what experienced 
ee 
, for safety’s 
sake we use 
Genuine 
CROSBY CLIPS 


LOOK FOR THE 
RED-U-BOLT 





For absolute wire rope safe- 
ty on the job, insist on 
Crossy Cuips to safe- 
guard men and equipment 
They’re drop forged for 
maximum strength and 
hot-dip galvanized for ex- 
tra durability 


CROSBY PRODUCTS DIVISION 
AMERICAN HOIST AND DERRICK CO 


St. Paul 1, Minnesota 


GENUINE 


CROSBY CLIPS 


THE NAME THAT 
GUARANTEES SALES 


CROSBY CLIPS, the leading seller among drop- 
forged wire fasteners, are backed by the hardest 
hitting merchandising program in the industry! 


What better proof of its sales potential! 


What better reason to ask for your CROSBY CLIP 
order on every call! 


CROSBY PRODUCTS DIVISION, Dept. 10-4 
American Hoist & Derrick Co 
St. Pew! |, Minnesota 


OPPORTUNITY 
FOR NEW 
CROSBY 
culP 


DISTRIBUTORS 


Please send me full information on the Crosby franchise 


in my oreo 
NAME 
FIRM 


ADORESS 


CITY ZONE STATE 
Baan aaaaaaoaananannanana a 
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Reichman-Crosby 
Marks 60th Anniversary 


Reichman-Crosby ( Memphis, 
lenn., will distribute its 60th catalog 
in May commemorating the com 
pany's 60th anniversar 

Compiled by R Donnelley & 
Son, it will ha SU0 pages covering 
the firm’s industrial and electrical sup 
plies and machinery line About 
6,000 items will b t many with 
llustrations 

Ihe mpany’s original founders, 
H. H. Crosby, preside ind J. A 
Reichman, vice-president, are still offi 
CeTS R. W 01 secretary-treas 
urer, has 35 years’ service and Frank 
A. Reinhardt, assistant secretary-trea 
urer, 45 vear K. Jennings 


manage! 


American Brake Shoe 
Names Executive 


R L. Salter has bees ippointed 
first vice-president of the Southern 
Wheel Division I rican Brake 
Shoe Cx 

Formerly vice-presiden the di 
vision, he has been with the com 
pany since 1924 in prod on and 
idmuinistrative capacit 


Named for Convention 


John West, vice-president of Lewis 
Supph Co., Memphi Tenn., has 
been named finance chairman for the 
annual convention of the Tri-States 
Oil Miil Superintendents Association 
to be held in Biloxi, Miss., June 7-9 


as 
2 = 
IRRIGATION is 
m Pipe & Suppl 
Ben Safer 





Statement 


of 
Sales Policy 


«ce 
oy 5. reomesee ® sé 
tat eee va +, conmaguest: ©0* 
ave eo 


though Guaranteed Soles Policy Potion... 


PLUS ENGINEERING SERVICE 


Proof of MILFORD's belief that the only logical, profitable way to sell Saw Blades is through Industrial 
Distributors can be found in the MILFORD Statement of Sales Policy. First published in 1933, strengthened 
1952, the MILFORD Sales Policy guarantees to MILFORD Distributors the benefits from the sales they have 


in i 


worked to develop 

And that’s the keystone of MILFORD Engineering Service. Apart from its recognized technical competence 
both in the factory and in the field MILFORD Engineering Service supports the MILFORD Distributor 

That's because a MILFORD Engineer, either out of New Haven or from the territory, is always working 

FOR the Distributor 

As MILFORD Distributors prosper . so does MILFORD. That's why MILFORD Saw Blades, regardless 

who sells them, always reach the end-user through MILFORD Franchised Distributors 


a 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 5S, CONNECTICUT 


a 
MILFORD 
ae Profile and Band Saw Blades « Hand and Power Hack Saw Blades 








INDUSTRIAL DISTRIBUTION © APRIL, 1955 











"EM 
ROLLING! 


It's good to know you can 
always depend upon Kester 
Flux-Core Solder to keep pro- 
duction rolling. That's be- 
cause Kester makes solder 


quality a never-swerving 


SELI 





habit, insisting on constant 
solder alloy control and con- 
sistent flux formulae. When 
you want dependable solder 
and soldering, Kester Solder is 


the right name to remember! 


YOUR CUSTOMERS ON KESTER 





Thomas K. Wells 


Sales Vice-President 

Named by Flexonics 
i lexonics ¢ 

K. Well 


ii ind 


George G. Toepper 


8 fluxes in cored solder, all available in 


5 core sizes 





Memphis Firms 


: Expands Force 
Industrial Supplies, Ir 
lenn., has added two sal 
rorce 
John Hodges. engineer. will 
Arkansas ind southe ist M 
Warren Woolev has been 


. to the city of Memphis tert 
COM PAN Y 6502 wrightwood Avenue, Chicago 39, Illinois bees ME oe yy A 
Newark 5, New Jersey + Brantford, Canada ible experience in the fiel 
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In 1955 and for years to come... 


The @ De Warr Franchize will help 
you. Aet the pace in selling powor toola! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 
e Consumer acceptance is established 
e Turnover factor is very good 
e Gross profit is high 
e Big ticket sales in dollars 
e Selective distribution protects 
your franchise 
e Expert field help produces sales 
e Inventory depreciation is nil 
e Handling and storage factor is excellent 
e Competitive position is unbeatable 
e Prestige is high among users 
e Plus Business in tools and accessories 


e Built-in. De Walt quality practically 
eliminates service 


e Sales Policy protects your profits 
e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 
If not—now is the time to act! There are still some e: y 
Select Franchises available. Write (De Walt Inc., Dept. ) a || \\ Mt 


ID-55-4, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
jor full details. 


EXTRA ! FREE! AMF DE WALT, bert 10-55-4, LANCASTER, PA. 


Send for new idea book Please send me full details on an AMF De Walt Dealership 


on industry. Outlines dozens Please send me your ideo book for industry 
of ways to cut costs 
on cutting jobs. NAME 


ADORESS 


Be sure to see usin Booth =613 ot the Triple industrial 
Supply Convention, in the Cleveland Public Auditorium, 
sterting April 19th 
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Henry M. Mann 
Chicago Wheel & Mfg. 


Names Secretary-Treasurer 


M. Mann t 


Ask your RED-E representative Sales Development Head 


about a RED-E distributorship— Named by Tube Turns 


TODA 4 I awe ser tt wana age 


with tr RED-E rade money market ished Sales Deve ment Dyivision 


vhich is charged with developing nev 


issisting 1 broadening 


‘FREE—98 % of oll comin tool build- 
ers specify RED-E Centers on origina! equip- re a.  ieolieil 
ment automatically! poor eg err 


s the con 
, e Division 
7 ee formed in 1945, and | be staffec 
ndustria! with the same personnel, John G 
46 years Seiler, executiy vice-president anc 
general manager oO he Nationa 
Cylinder Gas 
younced 
> your nearest RED-E Mr. Tolliver | ir ko 
fu aeto r » RED-E n World War ind attended th 
YOUR University of Louisvill He joiner 


ervice 


, n »bligat n' K EEF 
MERS STOCKED WITH 
ALL PRECISION CENT 


lube Turns as an engineering-sal 
et \\ Ss trainee and became tant manager 
ER ws f the Engineering Divisio 
Reversible Cam Action last veat 
Reger W King 68.5 Meade Co Fred G. Little) 
L Swale Ave. 623 Morris Avenue 4511] Melrose Ave STOP AT BOOTH #819 


Meriden, Conn. Soringicld. & Les Angeles, Cal 





RED FLANNELS OUT 


Edgar |. Haas. Ir e " » 
PO. Bex 637 1955 The sale of knit shorts has increased 

201 Camp St thant ' TRIPLE INDUSTRIAL 

New Orieans 7. Lesisiana SUPPLY CONVENTION 124 per cent since 1941, according to 
o report in Textile World, McGraw 


CLEVELAND, OHIO te 1941. obs 
Hill publication. In about o 

APRIL 17-20th P ’ 
CENTER SPECIALISTS SINCE 1908 third of the male population wore knit 


ted shorts; aow, half are said to weer 


AD , them. The sale of woven shorts has in 
creased 37 per cent since 1941 


563 Iranistan Ave. Bridgeport 5, Conn. 


and get acquainted! 


ORIGINATOR OF LIVE CENTERS 
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Munnell & Sherrill 
Marks Anniversary 
Munnell & Sherrill, Portland, Ore.. 


ecently celebrated a double anniver 
marking the firm’s 40th vear in 
siness and its 10th vear of emplovee 


rshi 
trial New, 


me 53 emplovees of the industrial ~ Ss 
ind fire equipment frm and light-weight, 
r wives attended a banquet at the heavy-duty 
Club, under Edward Curran as No. 404 
rman for arrangements 
nder the ownership plan, all em 


Latest addition to Millers Falls famous line of 
portable electric grinders, the No. 404 weighs 


ire eligible for participation 
only 914 Ibs., yet has a 5.5 amp. rating. Ic uses 


firm and 9 of the staff are 
MILLERS FALLS 4” diameter wheels up to |” wide and is de- 


In varying amounts 


oard of directors consis G a i ne D £ a % signed for continuous heavy-duty service such 


sner, president; Gec as snagging castings, grinding welds, grinding 
vice-president and sales mat off rivets, etc. Other models up to 6” with 
ae , + “ = 
Edw wd Be nett, treasurer, speed ranges from 3700 r.p.m. to 5500 r.p.m. 
iniparou, general Manager I 


larpenning, branch manager 
} 


The company operates a branch it 
gene. Ore 
Ten Regional Meetings 
Planned by Skil 
Skil Cory will hold a series of on . 
lay regional sales-training meetings it ee fi High-speed 
n luring the spring and : . 
' high-powered 
refresher courses f No. 270 
alesmen, the sessions will be at 
} bv so { br c } TCT oure F 7 
7 me ae ran a nag This husky, recently-introduced Millers 
Rae te Ii rye " , gee Falls Polisher has the extra power (a full 
pels > “ phe ae = 5 amps.) and greater spindle speed (1900 
™ Me ~hre see Ye ii ele <> ee r.p.m.) needed for best results with the 
Cie | = oaks Clevel . 4 Ch , latest type cleaners and polishes that are 
St] 1 ro Dall ¢ gg proving so popular. It's light, compact, 
a ee a oe pleasant to use — and it's supplied with 


Francisco and Los Angeles ; 
5 deep, ca -pile wool pad, th ‘ 
POLISHERS elective gaits baad over decaiened. 


miuters aus SANDERS 


A beautifully engineered 7” unit, the 870 weighs 
only 742 Ibs., but carries a full 5.5 amp. rating 
and can handle continuous operation. Its no-load 
speed of 4500 r.p.m. makes it perfect for driving 
the new laminated phenolic grinding wheels and 
discs as well as for fast sanding. Other models 
available up to 9”. 





high-power 
No. 870 


id Write for full porticulers on the profit-possibilities offered 
by Millers Falls wide line of odvenced-design grinders, 
polishers ond sonders os well os the mony other high 


; * , performance Millers Falls electric tools 
She Mark of yperiorvily 
Y) MILLERS FALLS COMPANY, Dept. ID-7, Greenfield, Moss 
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Norvell-Wilder 
Elects Officers 


. Beau- 
Frank S$ 


ind general 


was re- 
lent and 
s, treas 


SODA-ACID ee eh 
STAINLESS STEEL % 0c i den’ 


rida I I it Manion 
EXTINGUISHERS r. Douglas, Mr. Carothers and Mr 


“LARGE RADIUS ELBOW 
“LEAD STOPPLE 
-POSITIVE BOTTLE CLAMP New Order Index 
~ STAINLESS STEEL CAGE 
“WATER LEVEL MARKER - : 
-HEAT-PROOF 8 OZ. BOTTLE The new order index of ind istrial 
~ STAINLESS STEEL sup] s and machine ontinued its 
ELECTRIC WELDED CONSTRUCTION rise in January to reach the highest 
LIGHTWEIGHT 7 Ibs. or int since the end of the Korean 
ighter than ordinary types r. the American Supply & Ma 
STRONG tested to 500 ibs., tag </ay ser a \ a Pe 
ordinary types tested to 350 Ibs. n inufa omen 
DURABLE rust, acid, 
corrosion resistont 
KINK-PROOF HOSE 
—CONVEX BASE for strength 


— PLASTIC NOZZLE 
CONVENIENT HANDLE 


Continues Rise 








2% GALLON SIZE AND 
20 & 40 GALLON WHEELED ENGINES 


UNDERWRITERS’ LABORATORIES, eee 
AND FACTORY MUTUAL APPROVED! Iwo Texans Buy 
Oriental Gasket Firm 


W.... — see Ss = larence L Merriam and Henry 
line you can be sure you sell the finest because there's enden have bought it the in 
more fire protection built-in. Highest engineering [=~ rest of S. O. Womack in Oriental 
standards, exacting manufacture and precision in " , & Packing Co., Dallas, Texas 
spection produce the finest extinguishers possible Merriam will be president of 
Buffalo's exclusive Distributor Sales Policy and con he firm and Mr. W 
sistent advertising program to your customers direct ry-treasurer. The 

ing sales to industrial distributors makes the Buffalo 

line very desirable. If you are not already a Buffalo 


Distributor, write today for complete information! 


Ifenden secre 





IG LIFT 
WRITE TODAY FOR THIS COMPLETE wee 
POCKET GUIDE TO FIRE PROTECTION! The ROR—rocket-on-rotor — device 


to improve lift of helicopters requires 
SINCE 18695 ... 300 pounds of fuel for six minutes of 


34 U i F A a oO F { R E A P P L . A NG Cc if operation, according to Aviation 


Week, McGraw-Hill publication 
D A Y T O N 7 O -. s.. 
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You can answer this big-profit, sixty-four-dollar question! 


(You can take it right out of stock) 


Anybody in the shop could have this wheel, Charlie, because almost 
everybody wants it! And multi-use Brightboy Wheels in other textures, 
too! 

The reason why Brightboy Wheels are so widely used and demanded 
is because they're specially “matched” for loads and loads of jobs that 
otherwise could require special wheels necessitating time-taking dress- 
ing, before-use preparation. You can sell big-profit, ready-to-use 
Brightboy Wheels right from stock! 

MORE: Brightboy is now available in both ALUMINUM OXIDE and 
SILICON CARBIDE GRAINS. Each of these absolutely uniform texture com- 
binations comes in grain sizes from extra coarse to extra fine 


“cushioned” all through in soft, firm or tough rubber binders, 


Rubber and abrasive work simultaneously 

@ BURR, CLEAN, FINISH POLISH, IN ONE OPERATION 

@ FREQUENTLY SAVE 50% IN FINISHING TIME 

@ PROVIDE THE FINISH THAT IS OFTEN THE FINAL POLISH 














Brightboy’s action, applications, ver- 








satility, give your customers a com- 





pletely new concept of finishing—give 




















you completely new, wider sales op- 








portunities. It takes up where 
other abrasives leave off. Quick 
deliveries. Write jor details and 
the New Brightboy Catalog! 





Brightboy is also made in a full range of accessory 
products: Rods, sticks and blocks for machine and 


manual operations. 





BRIGHTBOY INDUSTRIAL DIVISION OV 
WELDON ROBERTS RUBBER CO. ; - 
95 North 13th St., Newark 7, N. J. RUBBER CUSHIONED ABRASIVES 


America’s Pioneer Manufacturer of Rubber-Bonded Adhesives 
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“Donnelley 


Builds a 


Quality 
Catalog” 


o 





Richard R. Mease 


Parker Appliance 
Names Sales Engineer 

Parker Appliance Co. has appointed 
R hard R Nic ist les ¢€1 mince! px 


ing hy 
ng im hve 


4 


ontrol 
ind hy 





ittended 
Have you recetved your copy of this book ? a ee ile eee Te ai 


Handsomely printed with many pictures. Full of information, too, 
lor nyone who wants to know more about modern catalog-building. 


Here are some of the subject he dings 
leas Come First Packaging-Handling Show 
sits Covering 80.000 Merchandise ' To Be Held in New York 
The National Packaging and Mate 


1 


le 
I 
kasy on the Customer 
by 


rst Cs iP avouts 7" J 
{ ack i Page l ivout rials Handling Show will be he Id for 


-Eyed Customer Critics the first time in New York Cit 


Donnelley Merchandisers Take a Hand year, on September 90-2? 
Detail-lroning-Out Division bridge Armory 
Double-Check: Manufacturer's O.K. \ short cours \ 
What Should Follow What? meeting's technical prograt 
Index and Cross-Index Allyn C. Beardsel, of Container 
Design Can Be Decisive ratories, Inc., as chairman 

Paper Ribbon Casts Type Ihe Society of Industrial Packaging 
& Materials Handling Engineers spon- 
sors the event. The show will have 
double the floor space of last vear's 
show in Chicago 


Selecting Standard Unit System Cuts 
( atalog Page s on the Press 

Cover joins Book Body 

Quality Catalog—on Schedule 


Six Books Hard at Work 


. » 5 S . 
Is the catalog an important tool in your business? If, for any reason, a copy P. & H. : upply 
of the booklet described here has failed to reach vou hands—send us a post- Names Director 


card today. One will be sent you at once, with our compliments. William H. Bell h [ n elected to 


the board of dir rs tf P & H 
THE LAKESIDE PRESS Supply Co.. Fort Wayne, Ind., suc- 


ceeding his father, the late C. E. Bell, 
ear ‘47 Oo. Cc TO ’ > TY who had been a director since 1919 
R. R. D¢ YN N ELL KY & S¢ YN 5 CC MI AN Y All other direct rs and ium were 
re-clected in a joint meeting of the 
firm and its industrial division, Fort 
350 East Twenty-second Street, Chicago 16. CA lumet 5-2121 Wayne Pipe & Supply Co 


CATALOG COMPILING DEPARTMENT 
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'Pin-Up Picture’ that Means 
Better Service for You! 


‘Dolly socket screw Prooucts 


A EW HAVEN 
CHICAGO 


now...5 coast-to-coast 
tactory and warehouse 
locations... 


FRANCISCO 


LOS ANGELES 


“tod-tok” Socket Set 


ete stocks of all Blue Devil Socket Screw Prod- ge Socket Cap Screws 
i Screws 


yw maintained at these convenient-to-you 





s. It’s a part of our continuing program to give | go> Socket Cap 
Screws Socket Pipe 


‘ i 
faster, better service in everything Blue Devil } ae 
Plugs 


the “sockets” you need when you need them Flat Head 
. . Cap Screws 





Socket Socket Screw 


Socket Screws Exclusively! 
Stripper Bolts Keys 


————— — ——E 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


Witenes Cocker Corew Lo. 6500 Avondale Avenue + Chicago 31, Illinois 


WAREHOUSES: Detroit, 19665 Mr. Elliott Ave - New Haven, 425 West Rock Ave. + Son Francisco, 149 Bluxome Street + Los Angeles, 2010 East 7th Street 
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...when your customers want 


» 


Tool & Cutter Grinding 
Capacity... 


Model “RK-2” 
is the answer! 


It provides More Capacity 
for grinding tools and cutters 
at about the cost of a Uni- 
versal Grinder because it is 
designed —for Tool and Cut- 

ter Grinding ONLY 

eliminates 

tables re- 

* grind- 

ers; makes possible a compact, 

easy-to-operate, tool and cutter grinder that is ideal 
for shops needing tool and cutter grinding capacity. 


New principle 
heavy, expensive 


quired for “‘Universal’ 


Protected Dealer Franchise. Write TODAY 
for complete information and literature. 


McDONOUGH MFG. CO. csc ctaice wis. 


“Everiasting” Protection 


for ae customers 
STEAM JACKETED we a an te ee 


EMERGENCY PROTECTION 
stulfing box ond glond stop 





immediate and positive 
weighted pendulum 


Assures 
ection with 
Assure continued free flow of 
ony moteriol which congeols of 
ordinary temperotures 


CYLINDER-OPERATED VALVE 
For eccurete control of process 
work. Straight re « flow, drop 
tight seol, oir of hydraulic con 
trol for operetion of any speed 


EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. 


TRADE MARK EVERLASTING REG US PaT EV 367A 
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American Steel & Wire 
Names Product Manager 


Wire Din 
Corp has ip- 
Heimberger man- 
ot lectrical product sales and 

C. Brandle director of 
tri il ile 


American Steel & ision of 
United States Steel 
d Vernon W 


pomtc 


cen- 
ifCa el 
Heimberger, w ined the 
22 been in 

ime man 

c il prod 

tor of 

al di 


ith the di 
prod 


Jon Kenkel 


Master Rule 
Names Officers 
Master Rule Mfg. Ci 


Kenkel . sales manag 
Theodore M. Riehle, Jr 
nt in charg 


cid B ; 


McGlon 
Mir. Kenkel has worked for the firm 
it of New York City, msas City 
uthwe n recent 

Pacifi 
crine, 
Angeles 
nm \ irs 
Ider, 

Janu 


nsibili 

| be to 

several 

I din austrict, 
San Francisco and Pacific North 
inada. He will also 


e of the Los An- 


west areas, and ( 
h 


ontinue his coverag 
reles district 











PARKER VISES 


Serving American industry for 123 years. Parkers were here 
before any way of selling except direct. Then came the Traders, 
then dealers, then wholesalers then jobbers, then mill supply 
houses and now we have the industrial distributors. As these 
people came we sold through them, they were a part of our 
sales force and they are today. 


The Sales Policy is 100% through Distributors. 


1832 1955 
































Shown here is HERE are your PROVEN Selling Points 
one of the early 
PARKERS Our Jaws GRIP \ a —n 
(Qua Hanoves) | LIKE AGRIZZLY| 4 pane . (Loox arour >) 
STAY PUT ——————< eft eg BL 
{ Too. STEEL~ re vee and ARE | Gas \ 
PINNED ON- | RENEWABLE | | Suremon | 
THEY CAN \ et 4 (\O"iiates) } 
GEE) [NOT meme ~  o-y — 
=a Loose/ WEeoT 
\ STRONG SCREW 
WE Mant 2 
OUR Own — 
CASTINGS of 
\ PARK O-METAL 





THE COMPLETE LINE 


MACHINIST’S COMBINATION PIPE 
SEE US IN TOP SWIVEL JAW HINGE PIPE 
BOOTH B-12 DOUBLE SWIVEL SHEETMETAL WORKER'S 
AT UTILITY FILER’S 
HEAVY DUTY WOODWRKER’S 
CLEVELAND SMALL ANVIL 


Individually packed in cartons or wooden boxes 


“FIRSTS” by PARKER VISES 


—FIRST Vise to bz made in U.S.A. A distinct improve- 4 —FIRST to adopt Hex Wrench to tighten base, elimi- 
ment over Eu-opean design. nating cumbersome binder bolt. 


5 —FIRST with outside screw retainer (saddle) resulting 
2 —FIRST to use renewable jaws adding years to the use in quicker tightening action and increased strength 
of the vise. in the slide. 


6 —FIRST to adopt tension spring in handle and increas- 
3 —FIRST with the “Above the Bench” swivel base with a ing speed in operation and preventing “Pinched 


positive locking device. Fingers.” 


THE CHARLES PARKER CO. a Master Vise MERIDEN, CONN. 
Le RIP LIKE A GRIZZLY 


emma 
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You, too, will put your stamp of approval on the 
Arro line when you use any of Arro’s devices for 
solving your drilling and anchoring problems. 


=TSeSecs 


ARROFLUTE CARBIDE MASONRY DRILL 


Se =) 


LAG SCREW EXPANSION SHIELD TwO WING 
SPRING.TYPE 
TOGGLE BOLT 


VEZ ~<OUUVEZ 


S 


A-C-E EXPANSION SHIELD , 


- SPRING HEAD 


et = g) ee, 
DOUBLE EXPANSION SHIELD Ps 
: RIVETED HEAD 


TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


ay 
—" 


Ouuy 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


FOUR-POINT DRILL POINT 


Ss 


LEAD SCREW ANCHOR TWIST DRILL POINT 


a 


« 


RUBBERGRIP 


Ri P 
MAL-LEAD BOLT ANCHOR DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY y 


1230 Boone Ave., Marion, Ohio 
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we <4 


we 


Packaging Show 
Aanned This Month 


Ihe American Management Asso- 
ciation will hold its National Packag- 
ing Exposition and Annual Packaging 
(Conference the week of April 15 in 
Chicago 

Ihe show will be held at the Inter- 
yational Amphitheatr April 18-21 
and the conferen it the Palmer 
House April 18-20 

More than three acres of exhibits 
have been set up showing equipment, 
materials, and services for the packag- 
ing, packing and shipping of indus- 
trial and consumer goods. The confer 
ence will consist of 15 sessions with 
some 40 speakers reporting on newest 
developments in packaging materials, 
machinery and methods for almost 
every major American industry. Space 
has been reserved at th show bv 380 
exhibitors 

The Sponsor i wu! ed that this 
vear's exposition is expected to put 
greater emphasis than previously on 
the packaging of industrial goods 


Yarnall Waring Names 
New York Manager 

Charles H. Grosjean has been ap 
pointed New York district manager of 
Yarnall-Waring (¢ succeeding J. A 
‘Steer, recently made manager of the 

P. ympanv’s Boiler Trim Division. 
Iwo new representatives have been 
idded t the New York staff, J I 
‘Curran, who serves Connecticut, New 
York and western New England, and 
R. T. Dewhirst, handling the northern 

New Jersey and surrounding area 
L.. W. Denison is assistant district 
manager serving New England. Other 
staff members are E. T. Carroll, New 
York City and Long Island; L. G 
Chase, New York district steam trap 
specialist, and R. W. Westlake, west- 

ern New York Stat 





DISAPPEARING IRONER 


The less-wrinkled appearance of 
clothes coming out of the clothes- 
dryer, plus the trend away from 
“starchy”-looking children’s play 
clothes, sheets and towels, is causing a 
lock of interest in the home ironer, 
Electrical Merchandising, McGraw-Hill! 
publication, points out. An added ob- 
stocle to ironer sales is the growing 
acceptance of “miracle” fabrics, which 
require little or no ironing 














J Why are the BIGGEST 
= and BEST 
~ Industrial Distributors 
' signing with U.S.G.? 


seen 
—_—_ ~~ oh A 
he, iss 


Y Profit from the most complete line of 
TEFLON proprietary products and 
materials offered to industry. 


Recognized leadership in engineering 
and production know-how. 


Powerful national advertising — 
more than three and a third million 
messages annually, plus generous 
supplies of tie-in materials. 


An attractive distributor plan and 
policy with competitive prices and 
liberal discounts to make this line 
worthwhile for every sales organization. 


Write Harry Stott, General Sales Mgr. 
for Complete Plan and Details 


UNITED STATES GASKET COMPANY 


Tefion Stock 
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Wall Mfg. Co. 
Buys Hommel Corp. 


Wall Nfg Co. of Grove City, Pa., 
has pur hased all assets of Hommel 
Corp., Greensburg, Pa., manufacturer 


1. ae PLEWS OILERS of screw driver bits, sleeves and 
} finders 
IMPROVED Wall, which makes soldering prod 


‘ will transfer the Hor ] 
FOR EVERY INDUSTRIAL NEED > age <snend a rover Fig 


Grove City. Products of the two com 
ll be integrated under present 


panies Wi S 
management and supervision of the 
parent cumpany, officials announced, 
though both Wall and Hommel will 


continue to operate a individual or- 


ONLY 
OILERS , 
ganizations 
MANUFACTURED BY =) Additional personnel will be hired 


PLEWS following the integration, H. H. Sher- 
n, vice-presiden 1 charge of pro 
GIVE YOU ALL THESE meme ene nana ee oe aes 
ADVANTAGES! . Silverman, vice-pres 
S GES “—s-. ADDED TO PLEWS LINE | . Wl. S. Silv« yr gee che 
ees, — steel 965 ORS . Write for new bulletin containing : ‘le ~Z ' 7 ill ‘ , ] 14 pci 
90d 1e8 no bottom complete informetion on few turers’ le agent mie ting distrib- 


seams, no crimped or rolled bottoms! reas ladustetat reeset — ded 
products include welde encn ' rs his w provide fo ) 

Positive, powerful forced-feed pumps. Steel ball oilers, welded stee! supply cans itor his y ll I - - Ag inde 
valves, quality bronze valve springs traction oilers, grease buckets coverage and volun © said 
: tallow pots and pyromid torches 


Welded steel, seamless rigid spouts 
30 Modeis dev eloped through more than a quar PLEWS OILER INC 
e . 


ter of a century of leadership in the manufacture 705 South 7th S ; 
of quality forced-feed oilers OU TH STOR Atlas Valve Co. 
Minneapolis 15, Minnesota 


Names General Manager 


Harry T. Wentworth has been ap 
pointed general manager of Atlas 
Easy to sell because Valve Co 


its the soldering flux | ‘Ch f envincer r the past nine 
that's easy to use | years, he will nov ssume responsi- 


Menvufecturers of PLEWS, GEM, ROYAL & REGAL ONERS AND INDUSTRIAL PRODUCTS 














Reg. U. S. Pot. Off 





ind marketing 


Fast selling as well as | ae hp aga dill ‘ 
NO. 10 FILE CLEANER (os pan policies 


fast acting to proper! 
g properly experience in 


condition metal for a POPULAR With Distributors valve gineerit work for various 


strong union 


COLO yore 
Sy Wit Ciatik * 
Cost less S766 Bacn Panag ¢ back 
in the : 

long run. 





Steel Back, Frame, and Face 
CLEANS 
ALL TYPES OF FILES 


Because a good file is worth cleaning, 
skilled workmen in railroad shops, air- 
craft factories. mills, mines, shipyards, 
vocational schools, and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obstin- 
ate substances. The COLTON'S File 
Cleaner is of strong metal construction 

mo wood—nc nails—no glue... 
handy and light. SOLD ONLY THRU 
DISTRIBUTORS. Write for prices and 
samples. 


— oe - . = 


CHEMICAL CO. 
76 S$. MeDowell St sal ltiate 
Columbia §&, Ohio bristies 


are nere mag 


rE Cc KUNDSO JOHN H. FOUNTAIN serves as sec 
. . retary-treasurer of Bert Lowe Supply 
MANUFACTURER Cx Tampa, Fla., and also does some 

Dept. M—4616 W. Randolph St. Chicago 6, Ill. oon 


1¢ billing 
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ication 
Carbide Drilling Applicat! 
ec PER DRILL 


U 
There's @ STANDARD S 


pally super! 


Six points of superiority — 
Result of two years’ research. 
Extensive tests indicate it's the 
most durable and the fastest 
cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8" per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 


NEW LOW PRICES 


Write to Dept. 332 for 
new Catalog No. 55 





Pate) 
2 


_* 
j 


j s 


ww GS YS 
QUALITY CARBIDE TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan . 5210 San Fernando Rd., Los Angeles 3, Californi« 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





50 Years of Satisfaction 


to Distributors and their Customers 


wii 


BRAND 


VLIGATo 


PATTERN 


FILES 


For 50 years Carson Newton Distributors and their cus- 
tomers have found Alligator Brand Swiss Pattern Files, 
tools that they can rely upon for their most exacting re- 
quirements. Also, when it comes to American Pattern Files 
in all sizes, shapes and cuts, we are ready to continue to 
service distributors promptly. to help them serve their 


customers profitably. 


For superior workmanship, extra fine finish, exacting 
quality standards, you cannot buy or sell a better file. 


CARSON-NEWTON 


BELLEVILLE, N. J. 





7 G4 C2 Ligs 
AUTOMATIC EMERGENCY LIGHT 


Mede! 
2ATWw 


it's the mosi COMPLETELY DEPENDABLE emer 
gency light ever built! When regulor lights 
fail this new Big Beam turns on instantly 

provides hours of illumination. The bottery 
is charged to capacity af all times by an en 
closed trickle charger. Your customers deserve 
Big Beam quality and dependability 


Aad 72 
2 U7 Li 
PORTABLE ELECTRIC HAND LAMPS 
Medel 166 
This seoled beam model is one 
of mony types of Big Beam 
portable electric hond lomps 
used in thousends of plants 
onc warehouses throughou! the 
country, leer more about the 
complete Big Seam line 


@® Write for Literature Today 
U-C LITE MANUFACTURING CO. 


12? West HMubberd 5 Chiceoe 4a 


The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 
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George S. Case, Jr., and 


Major Roy H. 


Smith 


Lamson & Sessions 
Honors Chairman 


Major Rov H. Smith, chairman of 
the board of the Lamson & Sessions 
Co., was recently honored at a testi 
monial dinner in veland marking 
his 50 vears’ service in the bolt and 
nut industn 

Close friends attended the dinner, 
held in the Union Club 
Case, Jr., Lamson & Sessions presi 
dent, presented Major Smith with a 
ind tray engraved 


George 5S 


silver coffec 
with names of offi 
bers. A slide film depicted events in 
Major Smith's career 

Major Smith was born in Virginia 
but journeved to Rhode Island after 
school to beceme apprenticed to 
1 silversmith. After graduating from 
Brown University he joined Russell 
Burdsall & Ward as a designer of auto 


went t 


SCTVICE 
ers and board mem 


high 


matic machinert Later h 
the Waterbury Farrell | 
Machinery Ce l draftsman 
Later joining tional Screw 
& | ick Co in leveland he re 
mained with tl irm tht 
then went into busin for himself 
is founder o ivet ¢ in Kent, 
Ohio This merged with 


°1 


Lamson & Sessions in 192] 


uindry & 


years 








METER READERS’ BEST 
FRIEND 


Greot Danes may be the coming 
safety device for electric meter read- 
ers, Electrical World, McGraw-Hill pub- 
lication, notes. A meter reader in Ari- 
zono takes his own dog on his rounds 
@s protection against yapping dogs, 
pugnacious cots, and other forms of 
residential hezards 











Global Ring Blamed 
For Kinsey Tool Thefts 


1 intemational burglary ving sok} Aan MSS od hae BERT = 


probably responsible for recent thefts 
of precision tools around the coun e - . 
try, according to Wilson W. Radcliffe it Gives dale Most Ta Service 
president of E. A. Kinsey Co., Cincin 
nati, which recently had some $15 
worth of tools stolen 
The burglary occurred during th 


February 19 weekend. It must have 


involved several men, according t 
Mr. Radcliffe, since one would 
have been able to carry off th« 

He described the thieves 
tremely selective.” Thev to 
the same types of tool stolen in 
burglaries around the country, h 
in some mstances removing 
quantities, such as 100 of 
ind 24 of another. Tools wer 
removed from their individual 
and the boxes then tossed | 
their bins 

Some $17,000 worth of to 
taken from Kinsev’s Columb 
plant three vears igo Ther 
been a number of such thefts 
nation over the past several \ 
Cincinnati police have 
in that citv in the past « 

Mr. Radcliffe said h« 
tools were going to Mexic 
America, though so far non¢ 


} 


thieves have been caught H 


there was no question that it was tl 
work of an organized gang, and that 


the National Industrial Distribut 
Association is aware of the activit THIS 
TRUE BALL JOINT 
Standards Association MAKES THE 
Publishes 1955 List DIFFERENCE When selecting unions it will pay you to 


The 1955 edition of th remember 2 things: (1) Darts can be 


American Standard has bec : : 
lished by th \ - used over and over again — on location 
HSTiCce \ the mcr dar 

Association after location (2) On location after location, they give a drop-tight 
About 1500 American Standa seal. How can you beat this combination for economy .. . at any price? 
listed in the 48-page booklet, c ' 

the construction and civil eng ring QUICK FACTS 

mechanical, electrical, iret pet 

leum products, chemical, metallurg e Extra wide bronze seats resist pitting and corrosion 

ae ae | 

i DumMing ipplancc 


ber, office equipment sad pas ge e Nut and body of air-refined, high test malleable iron are practically 


other fields unbreakable 
he publication is fre 
American Standards A 


East 45 St., New York | e Each Dart is individually vacuum-tested 


@ Heavy shoulders can withstand the toughest wrench abuse 


by 
% 


Talk up the “‘Costs less because it 
New Atlanta Plant Opened Gives the most in Service’’ story to 
your customers. It’s nota claim but a 
fact your customers will appreciate. 


ML 


Jones & Laughlin Steel 
started production of shipp 
in new facilitics in its Container 
vision plant in Atlanta Ih unt DART UNION COMPANY 
replaced the company’s former Providence 5, Rhode Isiend 
ized ware facilities in Atlanta The Fairbanks Co., General Distributing Agents UNIONS 
wo Boston «- New York «+ Pittsburgh - Rome, Ga 
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INDUSTRIAL 


BRUSHES and BROOMS } 








@ Maintenance and cleaning — 
constant, necessary work — goes 
on constantly. Plant men are ever 
on the alert for the equipment that 
best fills their needs. Many of the 
largest industrials have standard- 
ized on CAPITAL Industrial 
Brushes and Brooms because of 
their long wearing qualities. They 
know they get their money's worth 
and reorder when replacements 
are needed. Join the many distrib- 
utors who are enjoying good busi- 
ness selling CAPITAL Industrial 
Brushes and Brooms. 


© We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 


BRUSH AND BROOM 
CORNER BRUSH ond BROOM STS. 


MANUFACTURING CO. 
Est. 1890 
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INDIANAPOLIS, 7, IND. 
RR RE SSS ARTE STS | TES 


Edward V. Biven 


Cleon L. Kegerise 


U.S. Expansion Bolt 
Names Southern Manager 

U. S. Expansion Bolt Co. has ap- 
pointed Edward V. Biven as district 
wering Tennessee, Ala- 
ida and the city of 


sales manager < 
bama, Georgia, Flor 
New Orleans. 

He will operate it of the 
pany’s stockpoint in Atlanta 

Cleon I . Kee rise 
sales representative in New Jersey and 
New York State with the exception of 
Long Island and Metropolitan New 
York. He will also represent the com- 
pany’s new Standard Division in New 


Jersey and New York 


com 


has been named 


Addresses Power Group 


Ed Williams, assistant sales manager 
of Boston Gear Works, was 
speaker at the recent monthly mecting 
of the New York Chapter, Power 
Iransmission Council. He described 
“Application of 20-deg. Pressure An 
le Spur Gear Drives.” 


guest 














Pump room at State Teachers College in Fredonia, N.Y. “Featherweight” 859% Magnesia Insulation was installed on heating equipment 


and K&™M Duplex Pipe insulation was used on cold water lines. Plumbing and heating contractor — Sans Corporatior 
State of New York — Architect: Cornelius J. White. State Architect 


Insulation ntractor 


E. J. Eddy, tr Buffalo, N.Y Owner 


Jamestown, N.Y 


“FEATHERWEIGHT” 85% MAGNESIA 
keeps your inventory to a minimum 


Every size and thickness of “Featherweight” 85% 
Magnesia fits into or over another size and thickness. 
This feature makes it easier for you to stock, handle 
and sell this top-quality insulation 

And—to makea more effective insulation—you simply 
add another layer. It’s easy to see how “Featherweight” 
85% Magnesia keeps your inventory at a minimum, 
cuts down on the number of special factory orders and 
enables you to fill many unusual requirements out 
of stock. 


What a top-notch product “Featherweight” 85% 


Magnesia is! Made of 85% basic carbonate of 


Magnesia and asbestos fiber, it effectively insulates 


piping and equipment with temperatures up to 600° 

K&M Duplex Pipe Insulation has a universal liner of 
saturated felt impregnated with a special water-proofing 
compound. It is adaptable to hot or cold water pipes 
and is effective for temperatures between 40° and 212°P. 

New and now available is “‘Featherweight” Water- 
Resistant Magnesia insulation for temperatures up to 
450°F. It is used underground where severe water expo- 
sure may damage the insulation or on indoor steam 
heated lines and equipment where high humidity and 
moisture are present. 

For an exceptionally outstanding line of low pressure 
insulations, write us today for complete information. 


KEASBEY & MATTISON company « AMBLER « PENNSYLVANIA 


. . Keesbey & Mottison hos mode it serve mankind since 1873 


Noture mode osbestos 
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Unconditionally 
guaranteed! 


Laurence G. Holfelder 


guarantees 
distributor profit, 
customer satisfaction 


That's right. First, Rapistan replaces 
the entire caster if the kingpin ever 
breaks or works loose on the famous steel- James A. Coleman 
forged line casters. Then, Rapistan guarantees 
the distributor a profit by offering to take back 
any part... or all... of your inventory for a 
full cash refund, if you find this isn’t the line you 
want. But you won't let it go, because you get more 
with Rapistan 
LOWER STOCK INVESTMENT because Rapistan is the only 
competitively priced caster line which meets so wide a 
range of specifications with so few casters. 
PERSONALIZED MERCHANDISING assistance through our 
trained experts gives you profitable sales coaching, and 
help when you need it 
SALES AIDS, consisting of demonstration samples, dis- 
plays and tested direct mail campaigns, assure you of 
better sales results 
NATIONAL ADVERTISING in leading publications 
reaches big volume users, keeps them up-to-date on 
the Rapistan line. 


Write, wire or telephone for complete franchise in- 

, Raymond B. Goodale 
formation on how you can have a caster line with a 
guaranteed profit. 


The RAPIDS-STANDARD CO., Inc. Sales Appointments 


506 Rapisten Bidg., Grand Rapids 2, Mich. Made by Norton 
a 

d | N 

hanges for two otl 


FASTEST GROWING NAME IN CASTERS neers wv 
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Laurence G. Holfelder has been as 
signed as abrasive engineer to the cen- 
tral Indiana territory and James A 
Coleman has been named abrasive en- 
gineer in the Kansas City, Mo., terr- 
tory. Raymond B. Goodale has been 
appointed field cngineer at Norton's 
Chicago district office. 

All three representatives are former 
members of the company’s Sales En 
gineering Department. 

lerritory changes involve Wilham 
4. Simonds who will now cover 
northern Texas, and Paul B. Foxwell, 
who has been shifted from Kansas 
City to cover southern Texas 


Handling Show 
Planned for May 


The sixth National Materials Han 
dling Exposition will be held in the 
International Amphitheater, Chicago, 
during the week of May 16-20 

The Materials Handling Conference 
is scheduled concurrently during the 
first three days. 

New systems of handling to imple 
ment the growth of automation in the 
nation’s factories will highlight the 
events, which are sponsored by the 
American Matcrial Handling Society 
I'he theme will be “The Concept of 
Obsolescence.” More than 200 com 
panies are expected to have exhibits 

Topics at the conference will in 
clude the effect of handling on produc 
tion problems; receiving; warehousing; 
shipping; containers; palletizing; stor 
age patterns; loading and unloading 
facilities; purchase, leasing, replace 
ment and maintenance policies; analy 
sis of materials handling problems and 
their relationship to layout and pro 
duction; and water, rail and over-the 
road carriers and yard handling 





UNIFORMS ARE POPULAR 


Truck drivers like to wear uniforms, 
Fleet Owner, McGraw-Hill publication 
reports as the result of a survey of 618 
operators who contro! 98,022 vehicles 
Becoming an important item in fleet 
operation, uniforms are now worn by 
drivers of nearly half the fleets sur- 
veyed. Providing uniforms as a bonus 
or award for meritorious service is a 
growing practice. Main conclusion is 
drivers like, in this way, to be identi 
fied with their employers, with a sub- 
stantial number paying some port of 
the uniform cost. Gray is the fovorite 
color, with green as runner-up 











a 


Ta 


catawissa 
| PERFECT SEAL 
a 
unions 
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THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Cotawissa Union (hot forged from solid 
steel bors) with several extra value feotures that 
ore exclusive here ot the UNION SPECIALISTS! 


All Catawisse Unions are designed to give a 3-to-! 
SAFETY FACTOR... 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-Ib. 
tested to 18,000-lIbs., etc. 


service unions 


Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure co UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
ofter machining, LEAKPROOF 


CONSTRUCTION! 


Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 


gvarantees 


tremely high pressures and temperatures (for air, 
oil, gos, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 1! 


CATAWISSA VALVE & FITTINGS COMPANY 
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Only 
HARGRAVE 


Superclamps 
offer you all 


these features 


© eee 


* Individually 
tested with 
orking loads 
* Forged Steel Frame 
* Heat Treated 
* Positive Action 
*® Easily Adjusted 
* Special Alloy Stee! Screw 
% Heavy Duty Construction 
*% Wide Choice of Sizes 
*% Local Distributor Stocks 


distributor for a y of the 


Ask your 
new complete Hargrave Catalog 265 


teatur- 


Masor 


Cutters, File 
Visit es at Beeth 277 


THE CINCINNATI TOOL CO. 


4302 Montgomery Road 


Chewetand ‘Trigte’ Suepely Meetin 


_ 


Certificates of Necessity 
Total 30 Billion 


Certificates of necessity issued by 
Government for faster-than-nor 
offs now represent almost 3 
in new plant and equip 
ling to the latest hgures 
Office of Defense Mo 


have been issued 
ost recent two 

\ ilues havc 
ites were issued 
th of proposed indus 
list went 
Authority 


ccn au 


rnment 
uch facil 
llowan 


Refining 


hes 


rehning 


Paint School Planned 


B 





PERSONAL ATTENTION 
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Farguhar 


power-belt and gravity 


CONVEYORS 


are profit makers 


FOR YOU 


AWerws Proof 
They are presold for you by 
hard selling ads in Flow 
Modern Materials Handling 
Chain Store’ Age, Business 
Week, and many other busi 
ness publications. They pro- 
duce red hot inquiries—help 
make Farquhar a more profit- 
able line for you to handle. 
Write for. franchise details 
today! 


WRITE TO 
THE OLIVER CORPORATION 


A. B. FARQUHAR DIVISION 
Conveyor Dept. D-46, York, Pa. 


Does.jobs no drill can do! 
up to 10 Times Faster 
than Boring ! 


“HOLE-MAKER” 


Totally new — maximum rigidity, 
no chatter’ R ughs or finishes 

holes to exa ize in FORG 
INGS. ¢ ASTINGS BOILER 
PLATE, THIN STOCK, TUB 
ING, CROWNED, CYLINDRI 
CAL AND FLAT SURFACES 
One of 5 blades is aiweys in 
the cur on odd work shapes — 
4 b action even om smtermat 
en ‘ Use new HOLE 
MAKERS in radial drills, drill 
turret lathes, portable 
tf pneumatic drills, etc 
trepanning and 

ring L.D.'s in Tubing 


a real production 


dru pradie can't 
a 2 way 
1 t framing, 208 
7Oms metal asmiess teal, et 


5 ADJUSTABLE SIZES: Specify Straight Shank er 
M.T. 2. 3. 4. Other tapers on order. 

Models: | 102 203 | 308 | 405 | 506 
Capac wt to2 , to 3" |3" to 4" | 4” to 5“|5* to6 
Order from your dealer or write for catalog 


ROBERT H. CLARK COMPANY 
9330 Sente Monica Bivd., Beverly Hills, Collf 


| 
. 








whether you know him as... 


wholesaler 
jobber or 
distributor 


VALVES: 
Bronze - lron Body - Steel 


ertieaiiil and now... 
Cast Iron Screwed, Flanged Superior - Dependable - Economical | 
Cast lron Draina 
aaa vel Unions Ad DGEPLUG 


NON-LUBRICATED STEEL PLUG VALVES 


STOCKHAM VALVES & FITTINGS 


BIRMINGHAM 2, ALABAMA 


WEDGEPLUG VALVE COMPANY 


NEW ORLEANS, LA. « A STOCKHAM AFFILIATE 
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WITT CANS 


Nout 


guaranteed 


,™ ’ a, ‘~48 


WITT CANS and PAILS are guaran- 
teed to outlast 3 to 5 of the ordinary 
kind. Yet, in 54 years, not one guar- 
antee claim has been reported. It's 
no wonder, for today many WITT 
CANS and PAILS are still in excellent 
condition after five, ten, fifteen or 
even more years of service. Genera- 
tions of satisfied users report that a 
WITT survives severe treatment that 
soon wrecks the ordinary container. 
They prefer WITT as the best buy, 
regardless of price. 


Sell WITT CANS and PAILS... the 
WITT gucrantee will mean greater 
customer satisfaction and surer 


profits 


WITT CANS AND PALS 
HAVE THE “RIGHT"ANGLE 


Witt Cam 


Originetors of the Corrugated Can” 
| THE WITY CORNICE COMPANY 
| 2111 WINCHELL AVE. CINCINNAT! 14, CHIO 


| Please rend me your FREE Cotolog 


i Addrew 


J City Tone Stote 


Leaner erenenenasesenesesaneseranasc 
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William H. Foster 


Pittsburgh Gear 
Names General Manager 


William H. Foster has been ap 
inted general manager of Pittsburgh 
subsidiary of Brad Foote 
W orks 


been manager of tl 


rit Cal 


f Philadelphia Gear Co. and 
f the ge bbing division 
Jon indry & Machine 


Fenway Machine 
Names General Manager 
Ma 


Amer 


Named by Link-Belt 


Basile has been appointed 
sident of manufacturing and 
f Link-Belt Speeder Corp. Pre 

th Link-Belt Co., the 


d the subsidiary com 


parent 


h ran niyo 





MINOR DEFECT 


Remote control con create some un 
usual situotions, Electronics, McGraw 
Hill publication, points out. Recently, 
a California broadcast tronsmitter, 
equipped for unattended operation by 
remote control, went off the air with- 
out warning. The studio wos mystified 
—wantil it learned thot the distant 
building housing all the gear had 





burned to the ground 
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FENWAY PORTABLE NIBBLER—14 Gauge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10", 8 Ib 
portable Nibbler with guts enough to chew 
through 14 gouge stoiniess—without dis- 
torting either side. Perfect for irregular 
shapes, tempiotes uts corrugated sheet, 
openings in pipe, without domaging con 
tour. Will cuta % radius. Handy in tight 


places 


Sells Everywhere: The Fenway Portable 
Nibbler gets you a hearing olmos!t ony 
where sheet metal or pipe is cut dem 
onstrates impressively. in both production 
and maintenonce work, Fenway Nibbiers 
have solved problems, saved money for 
hundreds of users including Otis, Corrier 
Esso, RCA, GM, DuPont, GE, North American 
Aviation, Kirk and Blum 


Complete Line: Right now, Fenway offers 
the 14 gouge Nibbler, a light-duty 18 
gouge Nibbier, and o special 90° head for 
either. Coming scon—on 8 govge sheor 
o powerful 8 gauge Nibbier, and a portable 
jig sow and file. Send now for literature 
on the profitable, nationally advertised 
Fenway Nibblier ne and for information 
on = distribvtorships 
through distributors 


FENWAY Machine Company 


263 N. 23rd St., Philadelphia 3, Po 


Fenwoy sells only 


Please serd more information on 
Fenwoy Nibbliers Distributorships 

Nome 

Compory 


Address 





To sell quality ... sell 
FEDERAL-MOGUL BRONZE BARS 


complete line . . over 400 sizes of cored and solid bars 





in a wide range of alloys, including many S.A.E., A.S.T.M. and govern- 


ment specifications. 


quality control . « «Means consistent high quality from one 
of the world’s leading manufacturers of bearing metals. From Federal- 
Mogul you get true-to-alloy bronze bars, accurately finish-machined 
on O.D., |.D. and ends. 


Investigate the opportunity to sell quality 


and make money. Call, wire or write us now! 


FEDERAL-MOGUL CORPORATION 
11057 SHOEMAKER : DETROIT 13, MICHIGAN 


~ 


a 


» 


> 
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; 
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| — INDUSTRIAL 
\\ DISTRIBUTORS’ 
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CO-OPERATION + SERVICE + INTEGRITY 
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fitting occasion to express our appreciation of 
past accomplishments and to extend our sin- 
cere wishes for the continued success of this worthwhile 
organization. . . 

1955 also marks an anniversary of our company. For 65 
years ARMSTRONG has manufactured ARMSTRONG 
TOOL HOLDERS and TOOLS and for 65 years has sold 
them through industrial distributors. Through “panics,” 
“depressions,” “crises,” “recessions” as well as in “normal” 
and “boom” times this mutually profitable relationship has 
been consistently maintained. ARMSTRONG has continued 
to advertise its products and to promote the industrial dis- 
tributor; industrial distributors have continued to confi- 
dently recommend and sell ARMSTRONG products. 


It is with satisfaction on this double auniversary that we 
review this long and profitable relationship. It is with 
optimism that we contemplate its continuance in the future. 














ARMSTRONG BROS. TOOL CO. 


" “The Tool Holder People 
5205 WEST ARMSTRONG AVE. + CHICAGO 30, ILLINOIS 
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WANTED 


DISTRIBUTORS 


FOR UNCONDITIONALLY GUARANTEED 


4tectston TWIST DRILLS 





Due to increased production facilities, 
Precision Twist Drill and Machine 
Company now offers its quality twist 
drill line to qualified distributors in 


ertain territories 


Complete Your Twist Drill Line and 
Secure MORE BUSINESS 


Precision HSS and CARBON twist 
drills are available in sizes from 
0059 diameter to {" diameter straight 
shank. By adding Precision twist drills 
you round-out your entire line and au 
tomatically guarantee yourself more 
twist drill business simply because 
the Precision line makes your drill 


stocks FINALLY COMPLETE! 


Lower Priced Precision Drills De- 
crease Your Competition 

Well over 35 years of expert twist 
lrill production “know how” and de 
sign techniques afford you and your 
customers the benefit of lower Preci 
sion prices. This money-saving appeal 
decreases your competition tremen 


dously and gets you more business 


Make Easy Sales—Sell Precision 
Drills on a@ NO-RISK, UNCONDI- 
TIONAL GUARANTEE Basis! 
You make easy sales with Precision 
for your customers purchase Pre 
cision twist drills ONLY on a NO 
RISK, UNCONDITIONAL GUAR 
ANTEE basis 


Precision fully backs you with their 
famous UNCONDITIONAL GUAR 
ANTEE 100%! 


mo customer can deny tf recognize or 


This is a selling point 


take advantage of 


Send Today for the Precision 
Profit Story 

If you arte an aggressive distributor 
able to stock a reasonable quantity of 
the faster-selling, most popular sized 
Precision twist drills, can offer good 
sales coverage and want to get more 
business by rounding-out your present 
twist drill line—wire or write today, 
while choice territories are still open, 
for the complete Precision distributor 
plan. There is no obligation 


Precision Twist Drill & Machine Compony 
Dept. 10-4, Weedstock $t, Crystal! Leke, it! 
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PRECISION PRE-SELLS YOUR CUS- 
TOMERS with NATIONAL ADVER.- 
TISING 
% and % page ads (like the ad be 
low) in Machine and Tool Blue Book, 
Modern Machine Shop, Screw Ma- 
chine Engineering, Metal-Working, 


Powerful, attention-getting 


etc.—plus catalogs and promotional 
literature support your Precision sell- 
help you to make them 


easier too! te 


CUT DRILLING COSTS 


ing efforts 
more profitable 


SSD 


STEP-UP DRILLING PRODUCTION 
LICK TOUGH DRILLING PROBLEMS 
THESE 4 PRECISION WAYS 


ORE HOLES AT LESS cosT — 
] ya? hardened and deep - freeze 
© treated for longer life, Precistes 
drills give consistent, dependable 
performance ; : 
ORE HOLES PER GRIND — 
? Precision drills are made of tough, 
© durable heat-treated stee! to exacting 
ifcations that guarantee longer 
rill life! » means 
ACCURAT _- 
3 Siar pointed Precision drills are 
® ground from solid hardened bleak 
on Precision-self Sabine pole! grind 
hines which combine por - 
os aa fluting . . . GI ARA: ‘TEE 
wimost accuracy .. - longer 
ECONOMICAL — Precision drills 
A, con ies . save you money. - 
© up to 15%! 


PROVE IT TO YOURSELF with Precision’s 
NO-RISK UNCONDITIONAL GUARANTEE .. . 


WRITE TODAY for FREE catalog! 
NCUSLOH wei Tas 
Machine Company 


Dept. 1D-4 Woodstock St. —Crystal Lake, til. 
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e 
Charles M. Merritt 


Howard E. Robinson 


Jones & Laughlin 
Names Sales Head 
Charles M. Merritt been named 
nanager iles of Jones & 
hanges an 
were: How 
reneral man 
L. T. Willi 
| manager of sales 
inager, Shect & 
R. Johnson, 
| t< 
mmpany as 
ving 16 years’ 
Motor Co. and 
Steel. He be 
ger in Detroit 
neral manager 


Corrigan 

1935, when 

is general 

va its vice 

when Otis 

& Laughlin. He 

& Laughlin’s assist- 
( f ics 

rted with Jones & 

vorking in engi 
*< 


I he Wal 





. T. Willison 


Howard A. Knox 


> 


Harry R. Johnson 


stant 1 


es im i¥>5 


f the 


partment 


NEW HEINRICH MODEL 44 
air vise 


Complete with foot treadle 

valve, hoses and fittings. 
Users like the new Heinrich Mod- 
el 44 Air Vise becouse of its 
larger 4” jaw width, 4," open- 
ing and %” travel. The name 
Heinrich, recognized for high 
quality machine tools, boosts 
sales for the complete line ot 


“GRIP-MASTER"’ 
SCREWLESS VISE 


FREE 
CATALOG 


HANDNIB 


ms neinrich 


QUALITY TOOLS 


HEINRICH TOOLS INC., DEPT. 225-0, 
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1536 CLARK ST., RACINE, WIS. 
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id C 
- port Blades 
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WILLEY’S CARBIDE TOOL CO. 


pieli me igi i elm [tte las Ti 


1342 W. Vernor Highway Detroit 1, Michigan 





Hove your pick of 7,000—that’s 
right, “seven thousand” —sizes 
RIGHT OFF THE SHELF! And 
thet’s not all. We can give you 
speedy service on “specials,” 
too ‘Don't’ turn down your 
customers’ inquiries on special 
items. Turn them over to us 
if it’s stainless, we con moke 
it. We mill, drill, grind, tap, 
slot, thread, heed, stomp and 
bend. We'll get off to a quick 
start from cither a blueprint or 
sample. 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU 

Bolts and Cap Screws 

Socket, Set and Cap 

Nets, Washers 

Sheet Metal Screws 

Wood Screws | 

Fipe Fittings 

Meochine Screws 


| 


| 


Write, wire, or phone for your 


copy of the new STAR catalog 


STAR STAINLESS SCREW CO. 


645 Union Bivd., Peterson 2,6. 43. * ‘phone: Little Fells 4-2300 
Sta «Os«~Diirect New York Telephone: Wisconsin 7-904! 
MANUFACTURERS’ REPRESENTATIVES: A Few Chelee Territories Open. inquiries lovited 


viously with American Sheet & Tin 
Plate Co. and (¢ 
C 


Mr. Johnson has been with Inland 
Steel Co. for the past 32 years, serving 
successively as Washington represen- 
tative, Milwaukee representative, as- 
sistant manager of Tin Plate and Sheet 
ind Strip sales, and district sales man 


tT) 
ager in New York City 


Plomb Tool Co. 
Acquires Subsidiary 


» Tool Co. has purchased all 
of Industrial Tools Mfg. Co 
subsidiary, Plomb’s sixth plant 

near the parent firm’s 

he Los Angeles industrial 
It will be yperated under 
Industrial Tools Mfg Corp 
m, director of PROTO 

s elected president of 

Other officers are 
ice-president; D. M 


isurer, and Tom 


ols facilities are 
manufacture of 
ducts to buvers’ 
iddition to modi 
tandard PROTO line, 
pecials in a wide 
izes, shapes and 
roduction problems, 
pairs and to accom 


nment 


Faries Co. Marks 
75th Anniversary 


t ts 75th an 


ufacture this 


the 
became a 


Mfg. Co 


“ entral 
Flwood, Ind 
I dent and 


igcl 





PSYCHOLOGY TO THE RESCUE 


Psychologists for the National Ad- 
visory Committee for Aeronautics had 
an important role in solving some very 
tricky problems thot had the group's 
mathemoticians stumped, Aviation 
Week, McGrow-Hill publicetion, re 
ports. Statisticol techniques used by 
psychologists are able to handle prob- 
lems thot usucl mothematics can't 


touch 








INDUSTRIAL DISTRIBUTION © APRIL, 1955 





weg ea PLUS VALUE= 


The one sure way to step up your sales is to make sure that every prospect 
in your territory gets all the facts about the Great New CLAUSING PLUS VALUE 
Lathes, Drill Presses and Vertical Millers. Feature by feature . . . dollar for dollar 

. or by any other basis of comparison these new machine tools are the leaders 
in their fields for Accuracy . . . Capacity . . . Versatility . . . and Economy! 
There's a prospect wherever you turn! For heavy duty production, tool room, 
maintenance, experimental or research work you can get the lion's share of the 
market with the Great New CLAUSING PLUS VALUE Line! A few territories still 
open — write today. 


THE NEW CLAUSING 18” 


pele, 


What a sales story you have with this 
BIG Tool and Job Capacity Drill Press! 
A heavy-duty GEAR DRIVEN power feed 
that's positive and sure — No belt slip- 
page to dissipate power. Instant feed 
selection — BY DIAL — No belts to posi- 
tion. New spindle bearing engineering, 
vernier depth stop, exclusive head and 
table positioning mechanism. Drills 1” 
cast iron, %” steel — No. 3 M.T. — 
6%” spindle travel. 


THE VERSATILE 
NEW CLAUSING 
VERTICAL MILLER 


Especially designed for tool room, pattern shop and general pur- 
pose use, the new CLAUSING Vertical Miller is many machines com- 
bined in one! It Mills, Drills, Bores, Reams and Shapes . . . at all angles 
. . « with one work setup! Rigid, high precision spindle head with 7 
ball bearings, chrome nickel steel spindle, chrome hardened, ground 
steel quill and honed bearing seats, micrometer depth control stop and 
two feeds. 6” x 24” table, 6 spindle speeds, 180 to 3250 R.P.M., No. 
7 B&S or No. 2 M.T. spindle optional 


WRITE FOR ILLUSTRATED LITERATURE TODAY! THE onsar titan 

4-117 LAU SI N G DIVISIO a AWN 5300 1 = PRECISION LATHE 
Atlas. Press. G Scar Sane te aera 

@ CLAUSING Quolity Machine Tools Since 1917 clutch ond ‘brake cqvloped eoettershaht . 1" cole 

SEE US IN CLEVELAND sradsiae quuhd, Dowed oui nde: +See Saat 


BOOTH 515 tailstock with tang socket * double-walled avtomotic 
apron * quick change mechanism * mossive pre- 


cision ground bed 
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Only Browning offers this profitable... 


COMPLETE 
POWER TRANSMISSION 
SERVICE 


Truman R. Lynch 


Two Sales Appointments 
Made by R. C. Neal 
lruman R. Lynch and Fred J. Sel 


bach, Jr., were recently appointed to 


the sales for f R. ¢ Neal Co., 


GRIPBELT BROWNING Buffal 

DRIVES ROLLER CHAIN Mr. Lynch first jor the company 

BROWNING DRIVES 1945. He nside sales 
POLY-V nin th ir & li Depart 
me man r at the company's 


DRIVES BROWNING COUPLINGS 
Svracuse branch, and salesman in the 


BROWNING 


post he will 
chester office, 
CHAIN raulic equip 


spent several 


DY ~ me hime And of Curtiss 
FLEXIBLE Vrigh Ip rved for a time in 
tl r ( Warfar — 
BROWNING ory post with Utica Drop Forge & 
All with PULLEYS 
Browning’s Malleable # 8 
Split Taper Bushing 


As a Browning distributor, you can supply every power trans- 
mission requirement expertly, quickly and profitably. Right from your 
shelves you select equipment exactly suited to each customer's par- 
ticular need. Yet you need maintain only minimum stocks, because one 
simplified bushing system is utilized in Browning sheaves, sprockets 
couplings and paper pulleys. They are simpler, more efficient, easier to 
install and maintain. Offer this standardized system to your customers, 
and share in the splendid profits now being enjoyed by those many 
distributors who handle Browning products. Write for Catalog GC 101 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 


Fred J. Selbach, Jr. 


326 





LLL 
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THERE'S 
NO NEED 
TO SHOP 
AROUND 


If you are in the market for fasteners, 
there’s no need to shop around for 
certain types or sizes. Instead, you 
can save time by ordering every- 
thing you need from the Bethlehem 
line of headed and threaded prod- 
ucts. Bethlehem fasteners come in 
a complete range, numbering hun- 
dreds of individual items. They're 


all top quality fasteners, too— good 


heads, strong shanks, smooth-fitting 


threads. Try them and see! 





HERE ARE MORE REPUBLIC PROFIT 
BUILDERS FOR THE INDUSTRIAL TRADE 


Stee/ Pak 


BL IC 


i 
CHAIN SELLS FAST when you hove it out where customers con see it and 
handle it. Republic Round Chain Products ore packaged for ease of selling 
and handling, like this customer-attrocting Steel-Pok (re-usable 5-galluon boked 
enome!l pail) Display. Customers see, stop and buy Republic supplies all types 


of welded and weldiess chain for every requirement 





HERE'S ANOTHER WAY to keep customers happy ond increase your profits 
Stock ond sell Republic Cold Finished Stee! Bars and Shafting. Your customers 
get all the qualities they want in steel parts production—occuracy of section 
close tolerance and a bright, smooth finish that rarely requires further machin 
ing. Republic produces rounds, squares, hexes, flats and special sections in all 


standerd ond special carbon, alloy and stainiess analyses 


SaTisrig® CusTOmERS hove been buying Republic Stee! Pipe for over 40 
yeors. And today it's better thon ever. improved Butt Weld Process mokes the 
weld even stronger. Pipe has uniform strength and ductility, tight adherence of 
the galvanized coating, is easily threaded, readily bent. Republic supplies a 
full line of this high quolity pipe in sizes you wont 





WHEN YOU STOCK 


There are no lost sales when you stock Republic— 


the complete line, the quality line of headed and 
threaded products. You're ready to meet every cus- 
tomer’s request—ready to supply the bolts and nuts 
they need. 

And you are selling quality in every sense of the 
word. Republic takes no chances. Quality is con- 
trolled at every stage of production—from raw ma- 
terials to finished fastener. Republic uses its own 
ore, makes its own steel, employs the most modern 


machines and procedures. 


REPUBLIC 
Worlaa Wiles Riuige of Slividlard, 
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REPUBLIC FASTENERS 


You're also selling a well-known name, respected 
throughout business and industry—Republic Steel. 

Republic is backing you all the way in 1955 with 
advertising that will deliver millions of sales mes- 
sages each month in the nation’s leading consumer, 
industrial and business publications. This means 
more sales, more profits for you. 

Order Republic Fasteners now. Republic makes 
and stocks over 20,000 regular types and sizes of 
headed and threaded products for all industries. 
Send the coupon for more information. 


STEEL 
Shs and, Sle Ppedkita 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street, 
Cleveland 27, Ohio 


Please send more information on 


Fasteners () Chain () Cold Finished Steels () Steel Pipe 
Name 
Company 


Address 


ee ee 


> 
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More NEWS 


From Mellowes! 6 Qe 


PLATED 
LOCK WASHERS 


—In Modern 
FUNCTIONAL 


Packages John M. Maitland 


Detroit Manager 
PATENT PEND ‘ : , 
tee Named by Bristol 


John M. Maitland has been ap- 


) in COIN PAK ; : near, whey autre Cate 
r he risto sales s SIT 
and 2-LABEL if ; ak he ha ae succe Fex-eghiage 


company’s Cleveland, Schenectady and 
Telescope CARTONS pon Ss New York offices. He has also been 
, : with the North Range Mining Co 
Yes, now you can buy Zinc or Cadmium 1 the Craseclli Chemicals Division 
Plated Lock Washers .a new (white tube) Machine- wre oper ge + voce ip 
Crimped End COIN PAK, in 9 popular sizes: 3/16”, 1/4”, 5/16”, 3/8”, of E. I. duPont de Nemours Co. 
7/16”, 1/2” in tubes of 50, 20 tubes per carton of 1000 washers; 9/16”, 5/8” Active in instrument organizations, 
and 3/4” in tubes of 25, 20 tubes per carton of 500 washers. he has been president of the New 
The 2-LABEL Telescope Cartons may be stacked upside-down or right- York Section of the Instrument So 
side up, and open carton may be telescoped in cover — all with Readable ietv of America and the Eastern New 
Right-side up End Label. ' 
York Section of the I.S.A 


Sold Only through Recognized Distributors 


@) in JOB-PAK the New Bulk Package osican Putte 


Names District Head 


for ; 
Paul L. Bartholomew, Jr., has been 
Volume appointed St. Louis district manager 
Users of The American Pulley ¢€ 


Employed for the past several years 
The contents of a keg by a tool and equipment manufac- 
in ONE Shipping Con turer, he studied at Temple Univer 
tainer divided into 6 
sity He 
equa! cartons—tabel- oe - 
Individual Inner ed and Counted. ing course at American Pulley’s home 
Carton is the some office in Philadelphia 
as a Distributor 
Pochage 


recenth ympleted a train 








TO DE-SALT THE SEA? 


A pilot plant for de-salting sugar 
juices through ion exchange mem- 
branes with the aid of electric current 

— will be installed on Maui, Hawaiian 
PLEASE SEND ITEMS CHECKED AT NO COST TO US Islands, Food Engineering, McGraw-Hill 

Sample box of Plated Lock Washers in COIN PAK publicction, says. As applied here, the 

Full information on Coin Pak Trial Order de-mineralizing involves partial re- 

Home Assortment of Zinc Plated Lock Washers in Miniature JOB PAK moval of salts such as potassium 

) List Prices on all sizes of Lock Washers chloride, thus enabling increased re- 





covery of sugar. The technique further 
COMPANY NAME is seen as a possible means of de-salt- 
BUYER'S NAME ing sea water 
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SOLVE SHAFT CONNECTION PROBLEMS 
“ DIAMOND FLEXIBLE COUPLINGS! 


@ POWER TAKE-OFF 


Diamond Flexible Coupling connects drive shaft from 
tractor te hydraulic pump on trailer type back-hoe. 


Diamond Coupling 

provides quick, easy 

installation. Driving and driven 

shefts need not be of the same diameter. 


MACHINE TOOL APPLICATION 

This modern multiple wheel hydraulic grind- 
ing machine uses a compact Diamond Flexi- 
ble Coupling between motor and hydraulic 
pump. 


ELECTRIC MOTOR TO SPEED REDUCER 


High speed shoft connections require little space with com- 
pact Diamond Couplings. Installation is quick and easy 


Diamond Couplings Absorb Shaft 


addy 6 Shamed Goapings to cheat End-Play and Moderate Misalignment 


end-play and slight misalignment makes 
unit assembly less costly, cuts down | Diamond Couplings consist of only three major parts: 


time-wasting shim installations. 
two hardened steel sprockets and a length of two-strand 
Diamond Roller Chain. Moderate angular and parallel 
misalignment and shaft end-float is absorbed in the clear- 


ances between the chain and sprocket teeth. The load is 
' carried at the greatest possible radius and spread over the 
entire chain length so that the strength of the chain 
greatly exceeds the requirements. 
Ease and speed of installation, long-life dependable 
service and minimum maintenance are outstanding ad- 
vantages of Diamond Flexible Couplings. 


Bulletin Ne. 19 conteins com- DIAMOND CHAIN COMPANY, Inc. 
Where High Quolity is Traditional 
Dept. 480, 402 Kentucky Avenue, Indianapolis 7, indiana 
power. Vour copy will be The user of Diamond Couplings is as near to your stock as his telephone. Diamond 


national industric!l advertisements corry this message See the yellow 


dassified local telephone directory for the address of your Diamond distributor.” 
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Laclede-Christy THERE’S 


ar aed Sales 4a ae # | G MO N EY 


NMicWa 


VARIABLE SPEED TRANSMISSIONS 


; 
gcnecral 
ponsibl 


to 4 


TANDARD TRANSMISSION EQUIPMENT CO 
0 West Union Street, Pasadena 1. Calif 


STOCK 


*KLEIN KUT PLIERS | STANDARD 


for both regular and VARIABLE SPEED TRANSMISSIONS 
heavy-duty cutting | 





THE MOST COMPLETE SOURCE 


bord raw hid cop ; BOLTS NUTS 

pe , WASHERS 
poy pee = RIVETS — FASTENING DEVICES 

leverags and th ALL TYPES 


Te easily Ss . y , “ALL 4 a 


4] 
William H. Filter We ANY QUANTITY 


Monarch Rubber 4 EVERDUR © MONEL 
{> Names Area Manager ALUMINUM 
a \T wa aw NICKEL ALLOY STEEL 
Regular pattern availabie\ ~ . mas bes aven aaieiee 
Same high-leverage design, b " ) : 
he original Kiein side s 
SPECIALS 


Ask for N 13-9 


rite for free C of Bulletin 1054 , ‘7 ’ 
ae an necare the treas * MANUFACTURED 


"Trade Mark 


TO BLUEPRINT 


DISTRIBUTED THROUGH ’ tetail sales 4] | | 
JOBBERS mt. | , x SPECIFICATIONS 


reign Distrib Inver 


= onal Standard Electric t t ‘ ' if ” 

Ce New York . 
| yor. Ne : | of wifless 
a oe ae Ee one il SCREW & BOLT CORP. 


oom KLEIN oom 


REE VE Ww 
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SALUTES 


INDUSTRIAL 
DISTRIBUTORS 


in recognition of... 


THE FIFTIETH ANNIVERSARY OF THE 
NATIONAL INDUSTRIAL DISTRIBUTORS ASSOCIATION 


... AND THE FIFTY-THREE YEARS OF THE 
SOUTHERN INDUSTRIAL DISTRIBUTORS ASSOCIATION 


Thor Power Tool Company takes pride in joining 
industrywide recognition to the fifty years of progress 
of the National Industrial Distributors Association. Thor 
extends congratulations to the members of the associa- 
tion—and to members of the Southern Industrial Distrib- 
utors Association who in 1955 mark their 53rd year. 
To Thor industrial distributors who have contributed 
to our 62 years of progress in manufacturing the 
world's finest electric tools, Thor expresses appreciation. 
Thor Power Tool Company, Aurora, Illinois. 


. Meatacee powse 


333 


WORLD'S FINEST ELECTRIC TOOLS 
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WE SAID: 


WE SAID: 


Wea ca 


WE SAID: 


Wea ca will 


WEATHERHEAD 
LLOWS 


Promises! 


Seac! 
Promises: Promises! 


In 1954 Weatherhead made several significant statements about 
what it would do in the fiela of industrial distribution. Promises are 
dangerous, unless you are determined to keep them. So let’s look 
at the record. 


and HERE IT IS! 


eatherhead sales engineers in the 18 ke industria 
areas. They are all at work with Weatherhea 
listributors providing technical and other assistan 
listributors and their customers. The stafi 
leveland are at work and have already provided 
tributors with vital data on their markets, new prospec 


and the myriad details of industrial distribution 


and HERE IT IS! 


\ frank mprehensive statement to assure a profitable, 


+} 


working relationship. This clean enunciati 
its business philosophy has made the Weatherhea 
stributor policy the standard in its field. This poli 
is only the formal documentation underlying all « 
tacts between the company and its distributors, bri 


mple nderstanding 


and HERE IT IS! 


Ihe Weatherhead Distributor Advisory Counci wi 
in its first two meetings made decisions that have 
tributed greatly to the sales effectiveness of both com 
1 distributors. The commonly used phrases of * 
und “joint effort for the common good” are 
words with Weatherhead and its distributors 


and HERE IT IS! 


Product, price and promotion “follow-through” com- 
bined the Weatherhead Yellowbook a complete 
casy-to-use catalog. The Yellowbook makes it casy 
iustrial purchasers to order quickly and accurately 
The catalog, is of course, only one example of the pr 
otion of the Weatherhead line of products, which i 
backed by a full program of advertising in leading indus- 


trial magazines, Dy direct Malings and cists butor P 


Fulfilling these promises made sense—and sales—to Weatherhead distributors. 
In 1954 industrial distributors tripled their 1953 sales of Weatherhead products! 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





 rypoueH...POR You! 


WHAT MADE THIS UNUSUAL SALES SUCCESS POSSIBLE? 


Simply a combination of those well-proved 
elements of sound business: fine products, 
fair pricing, and enthusiastic co-operation 
between manufacturer and distributors. But 
Weatherhead is not depending upon these 
factors alone. In co-operation with its dis- 
tributors the company is constantly working 
on challenging ideas that will bring even 
better products to the distributors’ markets. 


Weatherhead is developing new means of 
service that will strengthen the over-all 
position of the industrial distributor, as well 
as sell more Weatherhead products. An ex- 
ample of these advances is heralded below. 
It is being advertised to distributors’ cus- 
tomers this month in Mill and Factory, 
Factory Management and Maintenance, and 
Buyers Purchasing Digest. 


AND NOW WEATHERHEAD 


PROMISES SOMETHING 


NEW an 


Mf 
PROJECT 


€\) WEATHERHEAD 


BUG! 


new sales approach mut one that has 
sting vaiuc 
Project S makes the distributor a more im- 
portant source for the indus | consume 
And only Weatherhead distributors will rid 
high with Project S 


Ny 
w* 


... is showing the way 
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Jf — YOUR KEY TO BETTER PROFITS 


Metalworking—47% of all industry with 50,000 plants producing 
$120 billions worth of products—is a mammoth market for 
socket screws. 

In this industry, high-strength alloy steel screws have become 
indispensable fasteners to assure better original equipment. In all 
industries, these screws are preferred for maintenance requirements. 

To get maximum profits from this expanding “gold mine” 
market, investigate the Mac-it line of alloy steel socket screws. 
Here’s what Mac-it offers distributors: 

@ Complete line—Mac-it has a complete line, including socket 
screws, square head set screws, tool post screws and others, 
so that you can service every customer requirement. 

@ Specials—Mac-it’s engineering and production are geared to 
solve tough fastener problems fast. Mac-it’s speedy service 
on specials means better service for your customers. 

@ Promotional program—Mac-it’s “distributor-profit” program 
gives distributors real assistance, includes proved selling tools. 


You can obtain more alloy screw sales with Mac-it—‘“‘your key to 
better profits” 


You are cordially invited to contact us at 
Triple Industrial Supply Convention 
Booth 213 - April 18-20, Cleveland 


wen AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 320 STREET ° CLEVELAND 13, ONIO 
Manufactured by Mac-it Parts Co., Loncaster, Penna. 
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Central Engineering 
Elects New President 


Murray 
president of 
Supply Co., Passa N J . 
his father, A. H. Dunberg 
February 19 

rhe 
three years ag [ tid 
Army service 
of the firm 
sales 

A gr 
he Saw ict 
Theater duri 

Mrs. A. H 
late pre id 
new secreta 
Frances Phillips 

E. L. Grahar 
manage! 

The mp 
tions as bef 
officials state 


\. Dunberg has been clected 
Central Engineering & 
succeeding 
, who died 


| the firm 
War I 


secretar\ 


new p! 


in outside 


tart 


Field Warehousing 
Decribed in Pamphlet 


small manu- 
de sc ribed 


Field warehousing foi 
facturers and proces 
in a new pamplet published recently 
by the Small Business Administration 
in its Management Aids series 

Entitled “How Field Warehousing 
Concerns Help Small Business,” it was 
Benoist, presi 
use Co., San 


prepared by Louis A 
dent of Lawrence Wareh 
Francisco 

Wendell B. Barn 


istrator, 


, S.B.A. admin- 
terms field warehousing “par- 

mall manu 
ind their dis 
extreme flexi- 


— , “ 
ticulariv advantageous to 


The leaflet cites two prin ipal wavs 
n which field warehousing can assist 
small business: 1. by making it pos 
d loan on in 


ible ti 
entory from any chosen bank 


ompany or 


finance 
ind yA by 
making it possi yUSINESS 1S 
1 manufacturer or |} or with na 
tional or regional n, to place 
1 full stock of pri 


it little or n [ t risk 


with distrib 


ufors 





ITALIAN TELEVISION 


Over 100,000 TV sets were operot- 
ing in Italy by the end of 1954, accord- 
ing to Electrical Merchandising, Mc- 
Graw-Hill publication 














THERE’S PROFIT FOR YOU IN 


FLEXIBLE SHAFT 
MACHINES 


The Most Complete 
Line Available 


AS ADVERTISED 
TO YOUR CUSTOMERS IN 


Machine and Tool Blue Book 
Modern Machine Shop 
Mill and Factory 


Canadian Machinery 


hang : 


« Wider : 
e to Not COUPLING 


quick-cHe SNAP # : 
oR ES> . ‘ iesignee 
Pe attecks 


Industry and Welding 


New Equipment-Digest 


m Oo 
elo ly itor wuts only the 
bys as ¥ . +? powt the op*** ; , uc 
te jo8 TO jo8 ; ting . 2 ei reducing fate 
FRO : ; y moto 
4 yar ] ’ 
wid 
hiweie 
rea euit un 
aoe y" eountersnet oe dives 
y bee . grieutor or 
s 


’ inctudin® 
st hanc #1 Machines: nd 

st ‘ —— Fle nible — ae eccossories © 

jets with oP seatog 6-2 108" 


~ 
dels + ter Cot 


wna doscribe* 
| 

new CA 

direst or" 

goats. 800 TO" 


@ If you are not already 


Fr ANKLIN oe - handling this famous line, 
CorPoRAT get in touch with us now 
for information on open 

territories. ASK FOR NEW 


CATALOG C-210E,. 





FRANKLIN BALMAR | 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryltend 
5001 N. Wolcott Avenue, Chicago 40, Mi. 
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NO GET MORE BUSINESS 
™ FROM THE BILLION DOLLAR 


INDUSTRIAL MAINTENANCE MARKET 


@ iINSTO-GAS offers Industrial Distributors a line of 
equipment that is a sure-fire account opener with 
Industrial Maintenance Departments. 


@ INSTO-GAS creates a repeat business for Distributors 
that brings each customer back to their places of 
business repeatedly for many years. 


@ Distributor Sales of INSTO-GAS products continued 

to show a steady increase in 1954. 
Insto-Gas manufactures a full line of portable heating equipment 
consisting of torches and furnaces, hose and cylinders. This is the only 
complete line of portable heating equipment listed by both Under- 
writers’ Laboratories and Factory Mutuals Laboratories, making them 
the ideal line for Industrial Maintenance Work. 
Insto-Gas equipment is sold through authorized distributors, who re- 
ceive full advertising, sales promotion and sales training cooperation— 


Get the complete Insto-Gas Distribution 
story TODAY. Phone, wire or write — 


INSTO-GAS CORPORATION 


1979 EAST WOODBRIDGE DETROIT 7, MICHIGAN 
Phone: LOrain 7-3181 


NEw if 


Speedy 


i TON 
AIR PRESS 


No. 80 
only $85 
%®& Heovy grey iron casting, machined surtaces. 
® Power factor—15 times air line pressure of 5 to 150 tbs. 


‘ %& Throat clearance to center of 10” diam. circle. 
4 ® Rom clearance 0 to 5” stroke 56”, table 5” x 5”. 


Me SPEEDY AIR VISE No. 60 


- ¢ ed dewg wi oper! 


SPEEDY AIR RAM No 


70 

ary Position om 6 en > 

. © pressure m plete with trem rdy. Exerts gentile pressure | 
Fittings ‘ thrust. 644" high, 534° wide 
$44.00 $35.00 


«, Air Mose 


Write For New Complete Catalog 


W. R. BROWN CORP., » 


’ N. NORMANDY AVE. CHICAGO 35, ILL 
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Louis C. Billings 
Field Engineer 
Named by Lamson 


Lamson Corp. has apy 
C. Billings as (¢ 
field engineer res] 


Directs Purchasing Group 

R. F. Holtman, edit rf 
Hoosier Purchaser, Indianapolis Pur- 
hasing Agents Association publica 
tion, has been appointed to the newls 
reated post r executi secretary 
Indianapolis Purcl 


Association 


er of the 





DENTAL SERVICE 


An unusual plon in free plant med- 
ical examinations is a dental clinic at 
a Long Island aircraft plant where 
student dental hygienists from a local 
college give professional tooth clean- 
ing plus free dental advice, Factory 
Management and Maintenance, Mc 
Graw-Hill publication, reports. In ad- 
dition to cleaning teeth, the student 
technicians examine them for cav'ties 
and, where treatment is indicated, re 
fer employees to their family dentists 
It’s good practice for the trainees, free 
dental service for the workers and 
smort employee relations for the com- 
pony, the magazine points out 














with cullman’s 
packaged 

roller chain and 
Grip Master 
sprocket line 


* Cuts your space and * Clearly identifies the 
storage costs products that you sell 


* Expedites shipping * Protects your stocks— 
and order handling your dollars and cents 


* Reduces inventory 


Ny 
In addition, you’re backed-up by the largest “across-the-board” inventory 
of stock sprockets in the country—plus roller and conveyor chains for any 


need. 
Take advantage of the complete Cullman power transmission line and 


sell quality that will reflect in long service life, repeat sales and more 
profits for yourself. 


SELL THE LINE THAT HAS THE SERVICE! 


ullman 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL-COMPANY, 1347 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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"NATION AL” 





c | 


BL 


MODEL 400 


National 
line of 


makes a « omplete 


portable sanders 


air or electric driven with 


straight-line or orbital 


Their 


construction, 


either 

action simple and 
rugged illus- 
the draw- 
Model 


long years of dependable oper 


trated by cut-away 


ing of the 100, means 


ation to the user and 
satished customers to the dis 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system in a profitable manner 


Write today 


Three prelubricated 
bel! bearings no 
other points of friction 


Crenkshott assembly 
only moving port 


4 


Kugged- Dependable 
Block Sanders 


Counter belanced 
crankshoft 


Completely seoled 
rubber housing 


SELL NATIONAL’S COMPLETE LINE... 


MODEL 300 


MODEL 


$00 





NATIONAL AIR SANDER, 


2820 AUBURN STREET, 


ROCKFORD, 


ILLINOTS. 
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Government Alters 
Copper Quotas 


Defense 


reduced 


The Business and Serv- 
Administration ha the 
of copper prod 


ces 
amounts of most types 
ucts which mills and foundries must 


1 atomic 


reserve for military an con- 
tractors effective April | 
The agency ordered a reduction of 
% m production capacity for un 
s mill products which mills 
1 to set for 


Inder the new 


slloyed bra 


have been require iside 


lefense use up to now | 
rules, mills will have to reserve 7% of 
their monthly produ 
inalloved 


| 
I 
to meet detense or 


ipacity for 
ind rolls 
ler Chev will 


their 


slate, sheet, strip 
also 
+ 


output 


f their p 


have to reserve 10% of 
of rods and bars and 5 
duction of 
meet defense need 


The B.D.S.A 


amount of 


camless tu 


ut ff 
the teel and 
strip which brass mil nu reserve 
for defen for al 
loved rod 4 
Mills will 
nstead 
less tubs 
month 
otal 1 
pase pI 
itoml 
uarter 
Th 
than 
wder 


Vice-President Named 

Joy Mfg. Co. has elected I 
Helmick, ]r., as vi resident of n 
ifacturmng 





BUYER for industrial and marine 
n, Knight & Wall C lamps 


s Luke ¢ Messenh 





YOU HAVE MORE TO OFFER 


WITH R/M’s BIG 7 PACKING TYPES 


ing ty pes 


“Take it from me, you really have a story 
handle R/M’'s Big 
With them, it is no trick at 


when you Packing 


Ty pes all to 
show a plant how to reduce downtime, cut 
maintenance costs, lower inventories, and 
simplify ordering. Most plants can standard 


ize on just three or four of these basic pack- 


and get custom-built performance 
for 95% of all their applications 

“Get behind the R/M Big 7 line and 
you'll find your selling time worth more. 
Raybestos-Manhattan will supply you with 
the finest of sales aids and support you con- 


stantly with solid, convincing advertising.” 


R/M’s BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS 


RAYBESTOS- MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


R/M packings for 
maintenance purposes 
are sold only 

through authorized 

R/M distributors 








FACTORIES: Bridgeport, Conn.; Manheim, Pa.; 


No. Charleston, S.C.; Passaic, N.; Neenah, Wis., 


Crawfordsville, ind.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Packings + Asbestos Textiles « 
and Sintered Meta! Products «+ Abrasive and Diamond Wheels « 


Linings . Brake Blocks . Clutch Facings 


industria! Rubber, Engineered Plastic, 
Rubber Covered Equipment + Grake 
Fan Belts « Radiator Hose «+ Bowling Balls 
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TYPE 1 Universal plastic packing for! 
pumps and valves 


TYPE 2 High temperature vaive stem 
and expansion joint packing 


TYPE 3 A packing for high speed rotary 
air compressors 


TYPE 4 A specialist in handling corrosive 
liquids, acids, and viscous materials 


TYPE 5 


Terton” for use with chemicals 


TYPE 6 Gasket materiais for every) 
Service requirement 


TYPE 7 Molded packings for hydraulic 
end pneumatic equipment 





PRECISION 
BALANCING WAYS 


EXTRA PROFIT’ 


FOR YOU 


selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


MFG. CO. See 


ILLINOIS 


ANDERSON BROS. Write today .. . 


can profit 


DEPT. A, ROCKFORD 


how you 





THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’? 


Popular package 8-o2. can fitted with 
Kakelite cap holding soft-hair brush 
for applyi right at bench: meta! sur 
face ready of layout in « few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
vency and accuracy 


Write bor full mbormation 
THE DYKEM COMPANY 
Esteb/ished 1920 
2305A Nerth 11h St + St Lewis 6, Me. 





oll— MONOFLO 
Gt ONE WAY 
Rotating Cable Conveyors 


THESE 
“MADE TO ORDER" 
MARKETS 
are profit makers 


FOR YOU 


In-use by electronics @ motor parts 
® furniture © garment mfr's for 
carrying loads up to 30 Ibs. Mono 
flo meets needs of volume operators 
require modernization a 
packaged, iow-installed cost con 
veyor. Tested; permanent 


who 


Means more satisfied customers, 
more sales for you and more stead- 
ily continuing growth business. Live 
leads through trade sales messages 


A DEMAND MARKET— 
YOU SELL WITH GOOD PROFIT! 


Write for 


Distributor Information 


PPPYT) M-H STANDARD CO. 
MONOFLO DIVISION 
513 Communipow Av. 
Jersey City, N. J. 


Product Dota 


STANDARO 
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Defense Mobilizers 
Name Advisory Group 


\ six-member committee of mdus- 
trial executives has been named by the 
President to advise the Office of De- 

lization on components 
m eq upment 


idvise the ODM 
eliminate 
in components 
bearings, optical 
types of gears, 


1 period of 


gram to 


deral policies 
ect to machine 
equipment, it 


ymmiuttec 

rman of the 

f the Stud 
mem bers 
sident of 


Sylvania Opens 
Philadelphia Quarters 


Products Inc. has 
ts new 58.000 


iles office at 
West Phila 


Small Business Loans 
Now Total 631% Million 


lhroug] ruary, the Small 

Busin Administration had ipproved 

207 financial assistance loans 

it $63,539,038. Wendell B 

1dministrator of S.B.A.. an 
recently 

ed in Sep 

ticipation Wa 

ns, totaling 

412 loans 

1 were made 





PROGRESS trapition? 








1954 Wilton 42" Vise 
1944 Wilton 4%" Vise 


10 YEARS OF PROGRESS IN DESIGN AND MANUFACTURE OF 
WILTON VISES ARE GRAPHICALLY ILLUSTRATED ABOVE. Both 
vises are 42 inch “Wilton’s”—the one on the right is the 1945 
version; on the left is the current 1955 model. 


The list of improvements in Wilton Machinists’ Vises includes: 


WILTON DISTRIBUTORS know and appreci- 
: , ate the constant development responsible for 
5. Lengest mentum apenings. these changes. Whether it is improvement of 


3. Wider and deeper steel jaw inserts machinists’ vises or development of brand 

with sharper serrations. new automatic and manual milling ee 
type ; , : vises, these Distributors know they can de- 
+ Dew owivels with S00" sotaten pend on Wilton to be there first—with the 


and double lock-nuts. best! 

5. The new Wilton Vise made of stronger And that's important—because when buy- 
malleable alloy castings is as heavy ing decisions are made, it's progress, not 
as ordinary vises made of grey iron. tradition, that counts! 


1. Increased depth of throat. 


YOUR WILTON REPRESENTATIVE WILL BE GLAD TO SHOW YOU THE 
BROADEST LINE IN THE INDUSTRY! 


WILTON toot mre. Co., Inc. 


9525 W. Irving Park Road, P. 0. Box 56, Schiller Park, Illinois (Suburb of Chicago) 
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INVESTIGATE THE 


SALES OPPORTUNITIES AND 


PROFIT POSSIBILITIES 


WITH THE myh LINE OF 


FANS and BLOWERS 


The nyb line offers everything you have been looking for 


@ Complete selection of types and sizes in both direct and 
belted drives. 


@ Rugged welded steel construction featured. 
@ All fans skillfully engineered and laboratory tested. 
@ All wheels dynamically balanced for smooth operation. 


@ Certified ratings in strict accordance with NAFM Test 
Codes. (myb is a member of NAFM.) 


@ Guaranteed, dependable merchandise that will bring re- 
peat orders and satisfied customers 


@ Generous discounts. (Ask about our distributor policy.) 


GENERAL PURPOSE FANS JUNIOR FANS PROPELLER FANS 


Two types, ten basic sizes 

Totally enclosed motors 

Square steel panels sim- 
With SLOW SPEED plify instalation Wheel 
W heels Rotatable hous diameters 10 in. to 48 in 
ngs. Five sizes. Capacities Capacities from 675 to 
rom 160 to 4100 cfm 23.500 cfm 


Made in three types, cight 
basi sizes Capacities 
fron i) to 19.000 cim 
Non-overloading wheel 


Why not identify your sales with this old-line dependable company 
with 65 years of manufacturing skill and experience back of it? Write 
today for bulletins and full details. 


THE NEW YORK BLOWER COMPANY 


SALES OFFICES * 3173 SOUTH SHIELDS AVENUE © CHICAGO 16 
PaCTee?, taroart, (moana 


Send at once 
end ¢ . ADDRESS 
descriptive uterature 


on your line of fans 


and blowers 
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Elden T. Davis 


David Round & Son 
Names General Manager 


I. Davis, former vice-presi- 
ind controller of Cleveland 
Mfg. Co., has been ap 

vice-president and general 
tr of David Round & Son 
he past 27 years he has been an 
executive with a joint management of 
the two companies, which were affili 
prior to 1949 

He has recently been engaged in 
liquidating assets for the former own 

f Cleveland Chain, purchased last 

ir bv Republic Steel Corp 


Lima Electric Motor 
Expanding Plant 
The Lima Electric Motor Co. is ex 


nanding its main plant at Lima, Ohio, 

to increase production facilities 
Construction 1s expected to be com 

pleted in two months, H. FE. Reeder, 


president, stated 


Named by Atkins 


Atkins Saw Division of Borg-War 
r Corp. has appointed W. M. Bar 
ber as industrial sales representative 
in Northern Oregon, working out of 
the Portland branch. He was for 
nk rls WW th Or ron SUDI h Co " 


I ugcmn . 





STOCKINGS IN THE SOUP 


Noting the failure of a recent at- 
tempt to sell a soup mix by means of 
a hosiery premium, Food Engineering, 
McGrow-Hill publication, suggests that 
perhaps association of the two prod- 
ucts gave rise to a mental picture of 
“the overalls in Mrs. Murphy's chow- 
der.” 














SOMETH 


\ ae | 


N 
for the MAC 


| 
ST 


6 fe 


MOUNTING WORKPIECES ON ROTARY TABLES WITH TEE-SLOTS UP TO 1” IS A SIMPLE 
JOB WITH NEW J & S DOWNHOLDING TEE-SLOT CLAMPS. 


ELIMINATE STRAPS 
and SAVE 75% 


New J & S Tee-Slot Clamps eliminate straps—keep entire 
work surface free—cut handling time up to 75% 


Up to now, loading and unloading 
workpieces on a rotary table has been 
an awkward, time-consuming job. New 
J & S downholding Tee-Slot Clamps 
make the job easier, save as much as 
75% of the time usually required with 
old methods. 
Other Advantages 

J & S Tee-Slot Clamps avoid the use 
of U-clamps and straps. They keep 
the entire surface of the workpiece 
free, prevent interference to the drill- 
ing operation. They allow a bigger job 
to be handled on a smaller table 

“Double-Action” Principle 
The Tee-Slot Clamp is typical of the 


entire line of J & S downholding tools. 
Attaching parallel blocks are integral 
parts of the clamp, make it a complete 
unit. Because of its ‘“‘Double-Action”’ 
principle (an exclusive feature of all 
J & S Jaw Clamps), centering is quick, 
simple. 


There’s no distortion in centering. 
Turn the adjusting screw and the jaw 
travels straight in and down. This 
forces the workpiece horizontally against 
the opposite clamp and downward 
against the rotary table. 


Write for complete information. 
Fill in the coupon and mail it today. 





OTHER J&S WORKHOLDING 
TOOLS for MACHINE TABLES 
Feature ‘‘Double-Action" 
Principle, exclusive with J&S Tools 


— 

Ke, 
\ — 

AS \ 
ac, PN 
J&S “All-Purpose” Jaw Clamps. 
For use on lathes, planers, milling 
machines, boring millers, drill 


presses, etc. Eliminates U-clamps 
and straps. Sets up easy, fast. 





os , 
womens 
. reruee 
a “- | 
+—_+— don 
; 


J&S Counter and Fixture Clamps. 
For rapid loading and unloading 
Drawing shows how you can 
machine one piece at a time, using 
pins to locate workpiece 


J&S Double % Vise. For use with 
J&S “All-Purpose” Jaw Clamps. 
Hinged, spring-loaded jaw gives 
positive downholding action 











J & S Tool Co., Inc, 
W. Mt. Pleasant Avenve, 
Livingston, N_J. 


Please send me complete information on 
J & S workholding tools. 


ciTy.. 


Representatives in Principal Cities 





JES > 


WHEEL DRESSERS » JAW CLAMPS + PRECISION VISES + SINE BARS *» DOWN-HOLDING DEVICES 





TOGL CO_INC. 


648 W. Mt. Pleasant Avenue, Livingston, N. J. 
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ROYERSFORD 


SPLIT JOURNAL 
BEARINGS 





SPLIT 
& 
REAMED 
BABBITTED 
BEARINGS 


Here is something you can sell to OEM 
accounts plus your regular customers 
Available for immediate shipment. Shaft 
to 2-15/16 


sizes 


ROYERSFORD FOUNDRY & 
MACHINE COMPANY, INC. 


ROYERSFORD 
PENNSYLVANIA 


MEADQUARTERS FOR PROMPT 
DELIVERY ON 

Fiange Cols Compression Cols 

Split and Solid Collars, “Sells 

Roller Bearings, Commercial Rir. Brgs., 21 

ond 22” Drill Presses, Hock Sow Machines 

Arbor Presses Foot Presses and Power Presses 


Hangers 
Ribbed Cols 


The new Royersford Split Journal 
Bearings are designed for moderate 
speeds and loads with the use of 
babbitt. The slotted holes in the 
two-bolt base provide alignment 
and adjustment. The removable 
cap hos an oil groove and is 
drilled for grease cups or pressure 
fittings which provide lubrication 
throughout the length of the bear- 
ings. The angular parting of the 
cap is provided with shims to com- 
pensate for wear and adjustments 
The bases are ground and the ends 
are faced moking dimensions A 
and L the same on all bearings 
The compact design and high qual- 
ity gray iron gives strength and 
rigidity which makes the bearing 


the best in its class 











SALES POINTS 


that help you SELL 


+ 





GRINDERS 


BALDOR Grinders have totally enclosed, spiash 
preet meters pretected against dust, dirt, grit 
and metal particles less servicing 
Motors are dynamically balanced for smooth op 
eration (wide clearence between wheels and mo 
ter frame fer fast. precision grinding 
Large ball-bearings, lubricated for life 
Wide range; ‘4 to 3 he.. & to 12” individually 
balanced wheels Bench & Pedestal types for 
shops and industry 
Sturdy-bwilt for heavy-dety and fully guaran 
teed by Baider—e basic manufacturer of grinders 
tor mere than © years 

6. Competitively priced—a better valve considering 
initial cost and years of service 


BALDOR ELECTRIC CoO. 


4364 Duncen Ave. ST. LOUIS 10, MO 


- 
ASK 

FOR 

BULLETIN 


ABOVE. Baldor Bench Grinder, No. 8200 castes, 


wheels, List 





\% hp. motor, & 
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DISTRIBUTORS WANTED 


LR 
lan. 
ee 
GENERAL DUTY, 
INDUSTRIAL GRADE 
HAND TRUCK 


WITH SNAP-ACTION, LOCKING 
DIRECTIONAL WHEELS 
DIRECTO-TRUCKS 

There's nothing else like them and 
they are revolutionizing basic mate 
rials handling wherever put into 
operation. Wheels lock torwards or 
sidewards to eliminate hand-carrying 
of long material through narrow aisles 
doorways, into trucks, etc. Save stor 
age space. Literature gives full details 
Priced competitively with ordinary 
hend trucks. Write. 


DIRECTO-TRUCK COMPANY 


j6s ANFIELD OHIO 
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Warehouse Association 
To Meet April 12 


Th American Warehousemen’s 
Association wil! hold its 
ing April 12-16 in Chicago 

Clem D. Johnson, president of the 
National Chamber of Commerce, will 
deliver the kevnote address at the 
group's opening general luncheon 

Meeting jointly will be the associa 
tion’s two divisions, the National Asso 
Refrigerated Warehousc¢ 
ind the American Warehousemen’s 
Association Merchandise Divisions 
Panel discussions on industry prob 
lems will feature the business session 
Iwo ssions will be held 
one of man-hour production and th 
ofhce machin nd pro 


innual meet 


ciation of 


ill-industry s« 


other on 


aur 


Permacel Tape 
Moves Dallas Office 


Permacel Tape Corp. has moved it 
Dallas, Texas, division ofiice and war 
house to larg it 9000 Der 
ton Drive 

(,corge \ 


Ss ile » Manager, 


I quart rs 
Fitzgerald, industrial 
said the move is ex 
provide faster and mort 
territory. It 

compan 


pected to 
ficient 
irk | Set ti the 
branch In 


n 
ha en] 
Januar quarters wet 
moved 
building 

Ihe Dallas D 
tomer in Louisiar Oklahoma 
Arkan i l'exas New Nex 0 Colo 
lo and the western vart of Kansa 


mstructe 


American Crucible Builds 





THAW DETECTOR 


Frozen food packagers may soon be 
trying a new device to indicate if the 
food has thawed and been refrozen, 
according to Chemical Week, McGraw 
Hill publication. Developed in Peru, 
it’s called Temp-Tec 
volves litmus paper and a capsule of 
an undisclosed acidic chemical. Thaw 
ing melts the capsule and the litmus 


Principle in 


turns red. The invention is still being 
tested 














s33,946 
times a year 


Your customers read why they should 
triple their gauge glass purchases 


(and triple your profits!) 


“Your customers are “getting educated” in four important 
magazines—six times a year, about the advantages of buy- 
ing three gauge glasses instead of one for each gauge 
Keep fully stocked with a complete line of Corning 
gauge glasses—CORNING®, PyreExX®, and MacBeTH®. Make 
a few phone calls each day, and you'll watch profits on this 


small, easy-to-stock item rise and rise and rise! 


y/ CORNING GLASS WORKS 


Corning, New York 


Corning meash wedeiaich tt Gltetd 


Total circulation of these four magazines is 138,991 
Corning’s campaign, over a year, exposes your cus- 
tomers to 833,946 sales messages! 


Every 37.8 seconds (average), one prospect 
is exposed to advertising which tells him why 


he should buy Corning gauge glasses 


It makes sense to tell your customers always to order “ONE 


FOR THE GAUGE AND TWO FOR THE SHELF Why? Let our 


3 advertising characters* tell you your 3 sales points 


PLUMBER McGORY says:* 
You want gauge glass No. 1 to put in the gauge 
right now 


THE MARSHAL OF BOWLEGS worns:* 
Gauge glass No. 2 is your spare, for regular re 


placement during run-of-the-mill boiler cleaning 


UNBEARABLE SMITH fells:* 

Gauge glass No. 3 is your “spare spare’’—your Ace 
in the hole, protecting you from sudden emergen 
cies—such as a smashed glass at midnight, when 


you want to keep the plant operating 


There it iS. Your market is there, your customers are already 
being sold, you've got the finest line of gauge glasses on the 
market—the rest is up to you! 

Make a few phone calls today, to start the ball rolling. Remem- 
ber—sell 3 glasses for every gauge! 


*Send for ad reprints giving complete stories 
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Kansas, Missouri 


Simple, rugged construction Levy Truck Taxes 
of Ingersoll-Rand moTOfRPUMPs ie cada che apunte te Oe 


Mi ri officials an- 


ymne aimed 
vhich Missours 
pay when oper- 
uri has until 
ite commercial 
ghwavs 
: 
nan 


n fruit 


Electrical Houses 
Push Adequate Wiring 


1 


Representatives of electrical houses 
met recently in Chicago for the 11th 
Annual Adequate Wiring Conference 
pnsored by the National Association 
of Electrical Distributor 

L. R. Klose, of L. R. Klose Electric 
Co., Kalamazoo, Mich., addressed the 
meeting on objectives of the program. 
He described his experience in local 
oint a n it rated bv electrical 
h 


Chief Engineer Named 


The Black & Decker Mfg. Co., has 
ippointed George W McCarty as 
chief engineer ! ling the late 


] 


mao t p co rler W | yl died LAST 
and * oR UM s D cmb 
s ee 


Meet Every Industrial Requirement 


Cash in on the wide acceptance of I-R Motorpumps ia the meat 
packing, baking, beverage, air conditioning, all-inclusive manufac- 
turing industries, and many more vertical markets. Here’s why 
I-R Motorpumps se// and keep selling to users everywhere in your 
territory 





® An efficient, trouble-free pump that stays on the job longer 
with a minimum of maintenance 


Operates equally well in any position 


Full range of capacities from 5 gpm to 2800 gpm; heads 
to 650 ft 


@ Prompt delivery from factory and branch warehouse stocks 


Write for full information on the complete line of I-R Motorpumps 
for all industrial requirements 


Gal ey AYe) || -Ral te! BACK IN the field of industrial sup 
plies is Eric Gondas, president of Gon 


11 Broadway, New York 4, N. Y das, Inc., Miami, Fla. He was formerly 
located in Pontiac, Mic! 
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Paul L. Gallagher 
Pipe Sales Manager 
Named by Claymont 


Claymont Steel Products Depart 
ment of The Colorado Fuel & In 
Co. has appointed Paul L. Gall 
manager of pipe sak vith 
quarters in Wilmington, Del 

Clavmont Steel Product 
partment vf Colorad Fu 
Wickwire Spencer Steel Di 


Chicago Branch Manager 
Named by Quaker 
IF’. J. Tucker has been app 


trict sales manager of Quaker 
Corp. s ¢ hicago branch 
Salesman and district m 
number of years for th« 
Pioneer Rubber Mills, he has bi 
erating as Quaker’s Chicago 
ince H. K. Porter Ci 


Pioneer Rubber and merge: 


Sand here’s why.. 


comprising Michigan, northern III 
nois, northwestern Indiana, |! 
Nebraska, Wyoming and Utal The many distinctive construction and operation fea- 


tures give you real selling advantages when you handle 
Ingersoll-Rand Compressors. There’s a type for every 
requirement...sizes from 1% to 20 hp...pressures from 
FOR WOMEN ONLY 5 to 3500 psi...and a wide variety of mountings. 





M t oil I bbe , . 
A lenge MEGuest 5 gesstine jester I-R Compressors are available with automatic start and 
is planning a service station designed 


stop control, constant-speed control and dual control for 


especially for women, National Petro ' 
electric units...automatic-stop control or constant-speed 


leum News, McGraw-Hill publication, 
reports. To be located near a suburban control for engine drive. Get acquainted now with this 
railroad station ond across the street complete, profit-making line. Write for full details today. 
from a new shopping center, the outlet 
will feature a large lounge and dress 
ing room where women may gather to 
meet friends or wait for their hus 


pa pA cs Gp bate ersoll -Rand : 


to protect the entrance 1] Broadway, New York 4, N. Y 
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needs a press, reach 
for the 


DAKE 


Catalog and sell him <\. 
exactly Pinal 
the i 3 for the job. 

If he needs 
dieomething special 
“SsDake engineers 
will cooperate to design 
and build it. 

Dake offers the 
> (| to 300 tons) 
of her presses 
for forcing, 
bending, | 
straightening 
and other | 

pressing 
jobs. 
Gell Dake 


and you sell 
customer =\ 


satisfaction ! 


DAKE ENGINE CO. 


631 Menroe St. 
Grend Heven, Mich. 





> most complete line 


Wratt W. Dawson, Jr. 


Los Angeles Sales Head 
Named by Chain Belt 


hain Belt ¢ Na ! 
tt W. Da Ir lustrict sa 


Non-Automotive Lines 
To Feature Display 


The Mot 


r & Equipn nt 
\ ‘ 





JOHN G. BUECHEL is the new gen 
ral sales manager of Durabla Mtg. Cx 
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ASK US HOW 
YOU CAN MAKE 
36% PROFIT 


. AND HOW WE HELP 
SELL FOR YOU 


Learn why more and more distributors are 
stocking 


BRAMMER 


“V" LINK BELTING 


Write for your copy of the 
BRAMMER Distributor Sales 
Policy, outlining our aggressive 
program of cooperative selling 
—and how you can make 36% 
profit. 


The new BRAMMER Storage-Display Rack— 
this attractive, colorful — s given FREE 
to all BRAMMER distributo 


rreoeeveaaainimammeneoenie, 
See. | 


BRA AMMER “Red —y- h problems. We 3 
ARANT we you new sates 
2 sstanc 





Only BRAMMER offers this written 
TEE 


GUARAN 


Write today for full distributor details: 


BRAMMER CORP. 


684 BROADWAY NEW YORK 12, WN. Y. 


Visit with us at Booth D24 at the 
Triple Mill Supply Convention. 








TRANSFER POWER 


“RIGHT 


in 


with ee 
CROWN. Mitre Gear Units 


FEATURES 

Hardened “ZEROL” gears 

Matched pairs of gears run in before assembly 
Double shielded ball bearings throughout 


Provision for re-lubrication if necessary 


Outstanding industrial supply distributors in 


> 


13 states are solidly behind Crown Mitre 


Gear Units. Advertising and product quality 


are building more demand for these powerful, Choice of four or five mounting faces 
High load capacit 
compact and rugged power transfer units. od “Si 


Sold only through distributors. 


Long service life 
Compactly designed and rigidly constructed for 
guaranteed industrial service 


CROWN GEAR 


a division of Harrington & Richardson, Inc 


320 PARK AVE., WORCESTER 10, MASS. 


Over 120 leading distributors in 43 states Crown Mitre 


Gear Units are where you want them when you want them 


H.R Arms Lid. Montreal 
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@ Here are the facts on 


today’s fastest selling line of 


Tapping and Drilling Equipment 


W. D. Willes 


Nordstrom Valves 
The Ettco-Emrick Line is easier to sell. it's Names Product Manager 
nationally recognized and accepted. It offers the W. D. Willes, former general man- 
most complete and varied selection of tapping and wer of Rockwell Mfg. Co.’s Nord- 
drilling equipment on the market today. strom valve plants in Barberton, Ohio, 
ind Oakland, Calif., has been named 
product manager for Nordstrom Valves 
Ettco-Emrick Equipment offers greater profit M . r dg —_ in Pittsburgh 
oh sheas . ; ; ixon r., vice-president in 
possibilities. It provides the opportunity for you, henner of estes of Rockwell's Mater 6 
as a distributor, to cash in quickly and easily on a Valve Division, said Mr. Willes’ pro 
BIG ready-made market which is growing larger motion was part of a program to ex 
every day. and and centrali the Nordstrom 
salcs division. Increased scope of the 
valve busine ind the number and 
Ettco-Emrick Equipment builds customer sat- variety of distribution channels made 


ey n 
It NCCOSSasry, 


isfaction. Its superior design, construction and Mr. Wille: ae “ 1s Orville W. Bat 


itiple Heads , , . 
anced performance features insure faster production, net who has been manager of Nord 


lower costs, improved quality and less maintenance. strom distribution and oil field sales 
A graduate of Brigham Young Uni- 


versity, Mr. Willes was general man 


. . _ } her n nlant fro 5? 

When you sell Ettco-Emrick Equipment you gt Oe Reta eae om 1952 

to ‘>>, when he became genctfa 

sell the best. No other equipment offers so many manager at Oakland. He joined the 

improved design and construction features. Nordstrom Valve Division in 1944 as 
in industrial engineer 





oe > 5 
Tapping Machines AS AaNNEEeey New ANTIQUE PRESERVER 
An acrylic coating for Nigerian pot- 
; tery is the new preservative system 
Also: é being tried at a Philadelphia museum, 
indexing Fixtures . according to Chemicol Week, McGraw- 
par oa > n Hill publication. A clear, quick-drying 
Tap Chucks , plastic, it is claimed to protect sur- 
faces from meisture, rot, fungus and 
rust. It’s also in use, or being tried, as 
the final preservative in the Eisenhower 
Museum (Abilene, Kan.), on 1000-year- 
old Viking ships in Norway, and on 
the recently discovered 4700-year-old 


ETT¢CO TOOL ¢co., Inc. wooden solar ships of Egypt's Pharaoh 


Ch 
569 Johnson Ave., Brooklyn 37, N. Y. — 
CHICAGO + WORCESTER, MASS. © DETROIT + MENLO PARK, CALIF, 
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Morse Power Transmission facts for Distributors... 








New line of Morse Torque Limiters provides tremendous 
sales potential in automatic overload protection 


bx 


Torque Limiter assures consistent torque release, permanent protec 
tion of equipment within manufacturer's safety limits 


Practically every machine drive requires some sort 
of device to protect the motor from overload, or the 
driven equipment from jam-ups. 


The common method of protecting an engine, motor, 
or driven component from overloads, is to use either 
a shear pin sprocket or a shear pin through a safety 
coupling. Often, their use results in costly, time-con- 
suming maintenance—because when a shear pin fails. 
the eld pin has to be driven out and a new one obtained 
from stock, or made. Then. if the holes have been 


damaged, they must be lined up and reamed. 


To solve this problem and avoid the common com- 
plaints of shear pin mechanisms, the Morse Chain 
Company now offers a new line of Torque Limiters to 


_ 


Each device has two steel plates, two unbonded clutch facings, 
a self-lubricated bushing, a Belleville spring, an adjusting nut 


MORSE » 


solve your motor-drive overload problems efficiently 
and economically. 

Basically, the Torque Limiter consists of a driving 
or driven member, combined with a spring-loaded 
friction mechanism which can be adjusted to slip when 
the desired torque is exceeded. They are available in 
11 standard sizes, and in a range of torque capacities 
from 20 to 620 lbs. ft., to suit a majority of industrial 
applications. 

Engineers can adapt the Morse Torque Limiter to 
special design needs at minimum cost, because they 
are simple in design, and flexible in application. 

In many cases, a standard Torque Limiter and sprocket 
combination unit costs considerably less than shear 
pin sprockets and hubs, or other made-to-order 
mechanisms. 

These devices can be used in a wide range of appli- 
cations, such as conveyors, materials-handling equip- 
ment, agricultural equipment, automated machine 
tools, packaging machinery, and other related types 
of drives. 

Torque Limiters are tamperproof, adjustable up 
to maximum torque setting of each model, easily 
assembled and disassembled — and under overload 
conditions, slip at 4 to 44 torque capacity. They can 
be used in connection with any rotating member, such 
as sprockets, gears, or pulleys 


The hanger door roller chain mechanism shown here uses a Morse 
Torque Limiter, and replaces unsatisfactory and expensive elec- 
trical controls which had been used before 


More Distributors are turning to Morse, daily, for 
dependable Power Transmission Products. Why don’t 
you? 

You can get more information on the Morse 
Torque Limiter by writing us for descriptive Catalog 
C 14-54. Check us, too, for a complete line of Roller 
Chain, Silent Chain, Sprockets, Couplings, Cable 
Chain, and Clutches. MORSE CHAIN COMPANY, 
INDUSTRIAL SALES DEPT., ITHACA, N., Y. 


CHAINS, COUPLINGS, 
AND CLUTCHES 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





“WE'VE SOLD WISS SNIPS 
SINCE 1917—BEST VALUE 
ON THE MARKET TODAY” 


Mr. W. H. Aycock Jr., president W. G. White Hardware 
Company, Athens, Ala., gives one big reason why his firm 
likes to feature Wiss metal cutting snips. There are several 
reasons why they are the choice of professional workers every- 
where—why they sell better, with fewer returns. Wiss snips are 
produced largely by the handwork of skilled workers. Each pair is rigidly tested and guaranteed 
perfect. Bolts are set precisely to reduce wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: « Seance | action design ddlivens amazing 
cutting power. These 10” snips cut with about one-half the effort required 
for standard 1244” snips. One edge serrated to prevent slipping. M-1 (cuts 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy 
Duty snips are tops for notching, nibbling and cutting shallow ares in 
sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that eztra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114” to 17”, includ- 
ing Bulldog Snips for notching 
Three Combination* Cutting 
sizes, 121 2”, 131 2” and 144”. 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
Four straight cutting sizes, 8” to 
12%". Four Combination* Cut- 
ting sizes, 7”, 10", 18” and 16” 
Bulldog Snips for notching 


*Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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Wiss inlaid blades are made of high 
carbon crucible steel welded to a hot 
drop-forged frame to provide the ex- 
tra service demanded by professional 
workers 


Wiss snips are hot drop-forged of the 
finest steels available. 


Highly skilled craftsmen make final 


adjustments to assure that Wiss snips 


will cut perfectly for a long time. 








Duff-Norton Jacks and Coffing Hoists 


join to give you more complete lifting service 


It seemed a logical move to combine 
into one organization the world’s 
oldest and largest manufacturer of 
lifting jacks, Duff-Norton; and a 
leading producer of high quality 
hoists, The Coffing Hoist Company. 

That’s exactly what happened 
March 1 when Duff-Norton pur- 
chased The Coffing Hoist Company. 
Now, with the pooling of engineer- 
ing skills and experience, the joining 
of sales departments and the com- 
bining of two complete lines of lift- 
ing tools, you can expect better 
service when it comes to lifting, low- 


from one source! 


ering, pushing, and pulling jobs from 
either the floor or ceiling. 

Josiah Barrett, the founder of 
Duff-Norton, invented the world’s 
first ratchet lever jack in 1883. To- 
day, the line of high-quality jacks 
includes some 203 different types 
and sizes of ratchet, screw, hydrau- 
lic, and air motor powered models 
from compact 3-ton capacity hy- 
draulic jacks to giant 100-ton capac- 
ity air power jacks. 

F. W. Coffing, who founded the 
Coffing Hoist Company in 1928, in- 
vented the first ratchet lever hoist 


and also developed the first portable 
lightweight electric hoist. Coffing 
hoists are recognized as high quali- 
ty, low maintenance products. The 
Coffing line includes over 100 dif- 
ferent sizes and models from 500 
pound to 25 ton capacities in ratch- 
et lever, standard and lightweight 
spur gear, and electric hoists. 

See your local distributor or write 
for complete details on jacks to the 
Duff-Norton Company, Pittsburgh 
30, Pennsylvania. For hoists, write 
to the Coffing Hoist Division, Duff- 
Norton Company, Danville, Illinois. 


Duff-Norton Jacks 
Coffing Hoists 


Gjwing Industry A. Sift Since 1883 
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ae PO A eS et i na Aa + 


we WORLD’S HANDIEST 





WITH FULL 


Y HP | 


MOTOR 


Rowland Erving 
.with Features 


Chain Executive 
0 YOU CAN SELL Named by McKay 


Ihe Chain Division of The McKay 


Co. has appointed Rowland Erving as 
assistant sales manager 
. | wilt th = ALL BALL AND ROLLER ae 
There's no better drill built that fills so « senaeent: Ganene. With the company 25 years, he re 
perfectly industry s general all-around OuT cently served as Tri-State district man- 
drilling needs. None in its capacity class ; ' ager of McKay. He will supervise 
. = a chain sales operations under Fred A 





is more compact . . . more adaptable to 


} 


; Kaufman, vice-president 
ught spot drilling. It’s the preferred drill 


everywhere for its dependab! power, Its 


pace setting performance and ability to yer (if Clark Bros. Bolt 


take the troug! cst drilling jobs in stride ind H M Names Executives 


without stall, You're in a favorable selling 


’ a , . : Two sales executives have been ap 
position when you offer MILWAUKFI ae pointed by Clark Bros. Bolt Co 
Mode! BF-312. Its many outstanding fea , : ~ Frank J. Treiber has been named 
New England sales manager. 
Edward R. Chubet becomes assist- 


ant sales manager. 


tures high user icceptance ind lower 


price give you a BIG competitive advan 


tage result greater volume sales 





and more profit ro vou 


A GOOD LINE To Tie Up To 


MILWAUKFE offers a really complete "y =sy . 


— 


drill line distinct models and types 


in Capacity ranges from 4” to 7%” If (UL Abt proved 
you're looking for a line of drills that 


sells that will help build you profit t 
Gi 


volume write us today' We have a 
aud 


proposition that’s bound to interest you Guarants 


MAIL COUPON FOR COMPLETE INFORMATION 





SS SSS SSCS SSS SSS SSS eeeeseeeseeeaaeesee 
Nome. 

Company 

Address 


City 





STOCK CHECK is a frequent duty of 
George Manning, manager, industrial 
supply department, Frank 1 Budge, 


Miami, Fla 
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“UMA PLIERS 


have given us convincing evidence of 


HIGH QUALITY” 


say production engineers 
at Smith-Corona Inc. 


“In manufacturing a quality typewriter we 
need durability, dependability and cccuracy 
in our hand tools, and that is what we get 
from Utica,” they add. 


A precut stepping dog carrier spring is 
trimmed to size by Urica® No. 65 nippers. 


A very populor tool at Smith-Corona 
is the Unca® No. 777 needle nose pliers. 


Bell crank link is snapped to key lever by 
Unca® No. 8224 duck bill pliers. 


Smith-Corona’s new 
Eighty-Eight 
office typewriter. Unica 

iF tion 


secretorial 
nm essen 


of port in producing 


Your industrial distributor has Unica 
Toois® or can get them for you. 





Bennett T. Church 


Sales Appointments 
Announced by Air-Maze 


Air-Maze Corp. has appointed Ben 
nett T. Church as manager of dis 
tributor sales. He was formers 
Harvey Whipple, Inc., as factory rep 
resentative. 


Bruce W 


equipment installations 


with 


Carkin has been named 
sales engineer of railroad and original 





EDWARD W. FORTH has been 


named general superintendent of De 
Walt Inc 





MECHANICAL MATH 


A $135,000 electronic digital com- 
puter, recently installed at one oil 
compony’s research center, will handle 
a problem in about 15 minutes which 
ordinarily would take an experienced 
refinery engineer about two weeks to 
solve, Petroleum Processing, McGraw- 
Hill publicetion, reports 
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SKINNER 


POWER CHUCK 
FIXTURE 


(NON-ROTATING) 


POWERFUL! 


ACCURATE! 
FAST! DURABLE! 


Close coupling makes this Skinner 
Power Chuck Fixture the lowest, 
most compact unit of its type! Air- 
operated, it can be used on drill- 
ing, milling ond transfer machines, 
and for assembly operations. 

Special wedge action provides 
tremendous gripping power. Self- 
centering, self-locking. Available 
in 8”, 10” or 12” dia., with 2 or 3 
jaws. Operable with either a 
Skinner hand valve or a 4-way 
solenoid or foot valve. %” pipe 
connections. Maximum air pressure: 
100 Ibs. 

Write for Bulletin PCF 67 


(. 
THE CREST | 


a SKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 


357 





flexible shatt Sylvania Electric 


Names Mitchell President 


machines Gylvenia Electric Peoducts, fac. hes 


elected Don G. Mitchell, chairman of 
the board, as president of the com 
pany succeeding the late H. Ward 
Zimmer who died in January. Mr. 
Mitchell will serve in the dual capacity 
for an indefinite period, according to a 
company announcement 

Mr. Mitchell joined Sylvania as 
vice-president in charge of sales in 
1942 and became pre sident four years 
later. During his tenure he has be- 
come recognized as a proponent of de 
centralizing operations and vertical in 

tegration of manufacturing 
Active in industrial association 
work, he has been a director of the 
because National Association of Manufac 
-, ame turers, National Electrical Manufac 
— A d ‘ turers Association and National Sales 
they serve : Executives, and is a trustee of the 
. Committee for Economic Develop 
% ‘y es ment and the National Industrial 
your customers ‘ RES Conference Board He is also a di 
) napa yn ong rector and member of the executive 


committee of the American Manage 


better . ment Association 


These two STOW Variable 
Speed Machines are highly 


versatile... permit a choice Director Named 
Frank J. Healy, a vice-president of 
Sylvania, has been elected a director 
of the company 
the highest efficiency wherever With the company 38 years, he be- 
applied. Constant speed and came general manager of the Light- 
ing Division in 1936 and a vice-presi 
; ; dent two years later. During World 
also available. Stow machines War II he was vice-president 4 charge 


of operating speeds...are 
specially designed to provide 


other variable speed models 


3-SPEED JIFFY feature modern design with of operations for the entire company. 


$J-38 metal pulley housing. 


STOW FLEXIBLE SHAFTS are Rew Vien IPecsident 
Siow STREALINER N-40 the result of 79 years of Named by Walworth 


lized k ‘led d 
— rape x Walworth Co. has appointed Floyd 


experience. Reliable, efficient V. Snodgrass vice-president in charge 
—they're famous for long of production 

Recently with Pacific Car & Foun 
dry Co., Mr. Snodgrass has been iden- 
tified with the machinery and machine 
tool industries for more than 30 years, 
principally on the West Coast. He 
was at one time with the Nordstrom 


Valve Division of Rockwell Mfg. Co 


trouble-free performance. 


WRITE FOR FREE COPY | | 


Don't deley—write today for \ 
our lree copy of CATALOG #5! : 
= ais Ready ‘Tool Co. has ippointed the 


To Handle Ready Lines 


following firms to handle its lines 
Halloway Bros., Wilmington, Del.; 
Ramsdell Industrial Supply Co., Wor- 
cester, Mass.; Industrial Supplies of 
Worcester, Inc., Worcester, Mass.; 


TO MANUFACTURING ind W. C. Chapman & Sons, Balti 


5 Sheor Street Binghamton, New York more 
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0, VY f Stee Equipment 
for the SHOP too 
! as makers of 


the lockers and cabinets 
your customers like 


Foremen's Desks 

Service Carts Shelf Box Cases 

Cabinet Tables Stacking Boxes 

Drawer Cases Nesting and Stacking Pans 
Shelf Boxes Tool Boxes 

Tool Stands Metal Shelf Doors 


Three pieces of our new 
durable, practical shop 
equipment of heavy gauge 
steel. (Above) Shelf Box 
Case that holds up to 252 
or more sections for small 
parts. (Right) Shelf Box, 
with dividers. (Left) Fore- 
man’s Cabinet Type Desk. 


T. broaden our usefulness to you and to your 
customers, we take pleasure in announcing that 
through our purchase of the production facilities of 
Advance Metal Products Corp., you can now sell 
your customers the quality steel equipment they 
need for their factories and shops — as well as the 
famous Steel-Pride lockers and cabinets already well 
known in their offices. They'll find greater conven- 
ience, greater economy — and so will you — from 
placing all these orders with the same source. 


Steel-Pride Cabinet and Locker, both made 
with the famous JET-LOK® Construc- 
tion, which saves hours of assembly time, 
and makes these lockers and cabinets All of this equipment is of heavy-gauge stee!, hand- 
rigid, durable, pilfer-proof. some, and built to stand rugged wear. Send the 

coupon today for the complete catalogue and price list. 


We are equipped to make special items to your specifications 





WE SELL ONLY THROUGH DEALERS, » 
MANUFACTURING ‘ 
NEVER DIRECT steel- pride ~~ co. ID 455 


send me cotalog ond prices of 
STEEL-PRIDE shop equipment: © tockers and Cabinets. 


STEEL SERVICE MANUFACTURING CO. i 


STEUBENVILLE, OHIO’ en 

















dxpemnedham exannaibalielinaibinaall 


<a  | 
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Four Regional Meetings Held 


That the industrial supply industry 
knit one and one whose 
members are striving constantly to 
improve conditions was brought out 
learly in recent weeks when regional 
mectings were held in four different 
cities. In each case the object was the 
ume, to discuss current problems and 
olutions to those problems 

In Philadelphia, approximately 300 
listributors and manufacturers at 
tended a session jointly sponsored by 
the National Industrial Distributors’ 


is « losely 


~ 

Meeting plans were 
{ | Industrial Supply 
‘resident, R. H 


Seattle 
Barr 


Tr. D. Vander Vor 


outlined when Wallace Campbell, 


Reilly Bros., 
rt, Clemson Bros cC.W 


Association and the American Associa- 
tion (see page 364). 

Ihe National Association was spon- 
sor also of a San Francisco meeting 
of West Coast members and guests 
see below). About 90 attended and 
heard 12 speakers. 

The 8th annual Broadmoor Con- 
ference, Colorado Springs, Colorado, 
ittracted some 225 distributors, hard- 
and manufacturers. 
presidents _partici- 


Association, R. H. 


ware wholesalers 
Four association 


National 


pated 





conferred Haseltine, J. E 


& Raub, 


enter 


mun Metals & Supply, Los Angeles, and | 
Marwedel Co., 


Barr, Reilly Bros. & Raub, Lancaster; 
American Hardware Mfgs’ Associa- 
tion, Franz T. Stone, Columbus Mc- 
Kinnon Chain; American Association, 
I’. D. Vander Voort, Clemson Bros., 
Inc.; and National Wholesale Hard- 
ware Association, Charles L. Hildreth, 
Emery-Waterhouse Co., Portland, 
Me. (page 362). 

South Carolina distributors gath- 
ered in Columbia to review the prog- 
ress of the Virginia-North Carolina 
distributor meetings (page 366). 


Current West Coast conditions were discussed by James 
Haseltine, Portland; Wayne Rising, Ducom- 


F. Marwedel, 


San Francisco 


oast Distributors Meet in San Francisco 


Panel discussions were led by Louis Cragin, Jr., Cragin & 
agents; 
Baker & Hamilton, San Francisco, on transportation charges, 
+t Corp., 


Lo Seattle on manufacturers 


and Frank W. Nelson, Garr 


branch warchou 


360 


Henry Hoffman, 


Los Angeles, on 
> 


4 report on the new industrial distribution Council was sub- 
mitted by D. W. Northup, Henry G 
while John Driscoll, secretary of the San Francisco Employ- 
ers’ Council, told of Pacifi 
o distributors 


Thompson & Son, 


practices as applied 


Coast labor 
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For Better Contour Cutting... 


that gives more cuts, longer life, lower costs! 


Here’s a tough, edge-holding metal cutting band 
saw blade that gives a real bonus in smooth, fast cut- 


ting and long life. 


Made of extra tough, wear-resistant alloy steel, 
Bands 


set with absolute evenness on both 


Simonds “Bonus” have 
formed teeth 
sides of the blade. Hardened along the tooth edge 


only by controlled heat treatment, they combine 


sharp, perfectly 


maximum cut-ability with flexibility and resistance 


For Fast Service 
trom 


Complete Stocks 


Factory 
Cenedian Foctory in Montreal, Que 


to breakage, provide the ultimate in trouble-free 
service. 

All standard widths and tooth spacings are fur- 
nished in 100’ and 250’ coils or welded to specified 
length. Tell your customers and cash in on the su- 
perior features of Simonds “ Bonus” Band Saws. 


‘SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASS 


_ 


Branches in Boston, Chicogo, Sen Francisco and Portland, Oregon 
Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y 
Simonds Abrasive Co., Phile., Pe. ond Arvide, Que, Cenede 
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Principal speakers at one of the sessions held by the Rocky An advance report of spe eT a wren L 

Mout Association of Distributors at the Broadmoor Foss, M. L. Foss Co., Denver, and ] ten, Colorado 

Hot olorado Springs, were Colorado’s Governor Edwin Fuel & Iron Corp., to R. B. Davi ndrie & Bolthoff 

C. Johnson, and Lt. General H. R. Harmon, superintendent Co., Denver, chairman of th peaker mmittee. Mr 
Foss opened the meeting, a1 led 


f the new U.S. Air Force Academy 


Distributors Meet at Broadmoor 


distributors reported on conditions in their areas: They C. A. Biggs, Biggs Kurtz Co., Grand Jur 
(. Colladay, Colladay Hardware Co., Hutchinson, picture on right) H. W. Pr Salt Lak 
C. E. Gollwitzer, Pratt-Gilbert Hardware, Phoenix; Lake City; and W. F. Siek, M. L. Foss ¢ 


Stuart Russell, J. Russell & Co., Hol Robert Welch, secretary of the Ameri l'wo presidents were among the speak- 
oke, Mass., discussed “cost conscious can Steel Warehouse Association, and ers. They are T. D. Vander Voort 
employees” while R. H. Barr, Reilly Charles Hildreth (Emery Waterhouse, Clemson Bros.) of the American Asso 
Bros. & Raub, Lancaster, Pa., reported Portland, Me head of the National ciation, and Franz T. Stone (Colum 
n National Association Activiti Wholesale Hardwar Association bus McKinnon Chain) of American 
H president of the National vere speakers Hardware Manufactur Association 


362 INDUSTRIAL DISTRIBUTION © APRIL, 1955 








Says C.E. Shelley, Vice-President and Treas- 
vrer, Grandsen-Hall Company, Flint, Michigan. 

“When a plant is ready to step up to o plant- 
wide system of piped lubrication, it shows up in 
inadequate equipment trying to do a job too big. 
Our boys see thot—they move in for a sale!” 


ALEMITE PLAN BD 


barrel pumps in a piped system 


A flexible plan — 
handles any lubricant! 


One of five Alemite Basic Plans to 
simplify and speed your sales — 
Sell by the plan for profit! —_ 
Where hundreds of hungry bearings drain a hand- rj | 


gun or bucket pump dry in minutes—where low pres- r 
sure hand methods can’t provide the necessary lu- j | 


brication protection— where time and money are — 

wasted on outgrown lubrication methods—that’s the 

spot to move in and sell Alemite Barrel Pumps and Been ase Tote-A-Hose Nolte oo i a 

systems in Alemite Plan “D.” Air eoerated 5 Pump for 100-Ib siead een Se 

: on ump, ° rum opercotor corres Kg , . 

Alemite Plan “D” puts an end to all these troubles * Electric mode! me pet ~ 4 ouiythe taper 

and more besides. Tell your customers that they nae ae. ee control veive 

save up to 23.9 man-hours for every 100 pounds of sell by the plan and multiply profits! 

lubricant used. Tell them of the added protection, 

better maintenance for less money and higher effi- Free .. «Use this coupen to got your free 

ciency with this Alemite method of protecting lubri- copy of the Alemite “S Plans for Better Plant 

cant all the way from barrel to bearing Lubrication.” It helps you SELL! 
Explain—that’s all—and you'll get the name on the ALEMITE, Dept. H-45, 1850 Diversey Parkwoy 

dotted line — right now! Chicago 14, Illinois 





Aleaite Overhead Hove Ree! 











Ask Anyone in Industry 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





WELCOMING DISTRIBUTORS AND MANUFACTURERS to joint regional KEY NO 
ting in Philadelphia M 1 were (left) NIDA president R. H. Barr, Re illy S r, S 


nec 
\ , 


Bro. & Raub, Lancast yd ASMMA | dent T. D. Vander \ 


Joint Philadelphia Meeting Keyed to Better 


“Four Keys tt Manage 


ment” was the hem< f the jomt 


+ 


regional mecting of t American 
Supply & Machiner unufacturers’ 
i tl ial Indus 


n in Phila 


delphia Mar h | P 


tail party th 
QO'l jugh 
ind T. G 
tison Supp! 
tration of membD 
the 300 mark 

Spe iking on th [ st 
scious Employees are tl vy to ( 
Reduction,” Howard B gg, Squier, 
Schilling & Skiff, h wark, de- 
d the four-point program his 


st 


CO-CHAIRMEN OF REGIONAL SESSIONS 
inder Mig. ¢ " | ' \\ Patt ‘ ‘ ] scribe 


~~. 
one mt 


KEY NO. 3 to better : ment i KEY NO. 4, said D. M. Hobart, LUNCHEON SPEAKER, Will A 
human relations. said Ls >ibl uch d tor of Curtis Publishing Foster, Bord ( f reveak 
New Jersey | it aluation of n 


I trend I U.S 
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KEY NO. 2, said Tom Hallowell 
Standard Pressed Steel Cx a need for 
anufacturer-distributor loyalty 


Management 


firm has implemented to make em 
ployees as conscious of company ex 
penditures as they are of their own. 
First, said Mr. Begg, employees 
must have executive leadership that 
sets an example. Second, budget re 
sponsibility should be delegated to 
department heads so that they can 
have a proper appreciation of cost 
problems. Third, profit-sharing 
be a powerful incentive for employees 
to watch costs—especially if they get 
their shares monthly (instead of year 
ly), as is the Squier, Schilling practice 
Finally, said Mr. Begg, it’s important 
to cultivate the “human side” of em 
ployees, and stated that he lunches 
it least once a year with every em 
pl individually in 


ompany matters on a } nal 


I 


“Loyalty Must Be Mutual” 


On the subject, “Loyalty Must bx 
Mutual,” Tom Hallowell, Standard 
Pressed Steel Co. cited numerous in 
stances of how easily manufacturer 
distributor problems can be solved if 
there is a large degree of loyalty be 
tween both parties. And this loyalty 
is due principally to the manufacturer 
adepting a “dynamic” policy with his 
distributors, a policy based on “work 
ing together.” 

The two remaining keys 

inagement—human 
tudying economic trend were < 
ussed by Les Giblin. a New Jerse 
human relations counseller, and D. M 
Hobart, vice-president and director of 


Reibeaip 


200 Tripod Power Drive 


with 


SPEEOCHUGK ENS 


Light Weight... 

Easily Quickly Set Up... 
Built-In Folding 

Tool Tray and 

Folding Legs 


Power for any hand pipe 
tools — Ye" to 2" pipe or 
conduit, 4" to 2" bolts; 
geared tools to 12’. 


Leg Spacing and Tool Tray 
assure solid rigidity, greater 
strength ... No front leg to 
obstruct swing of die stock 
handles. 


Fast Easy Chucking, new principle — guaranteed to grip tight 
both forward and reverse, won't slip, even with geared tools 
.. . 3-jaw centering device turns with pipe, conduit or rod... . 
Extra-powerful motor, larger brushes, longer commutator. 


Order today —get ready to demonstrate and 
sell the new 200 . . . and make money fast! 


THE RIDGE TOOL COMPANY ¢« ELYRIA, OHIO, U.S.A, 


Work-Saver Pipe T 


ST 
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research of the Curtis Publishing (¢ 








D. Montague (1 ontagt o., Sumter \lso attending were A. L. Mackey, The Cameron & Barkley 

and Hamilton horn gh lumbia Supply Cx Co., Charleston; Dennis O'Brian, O’Brian-Mace Co., Flor 

mbia, S handled remen tr the state 1 ence; Clyde Thackston, Thackston-Da Ss pply Co., Co- 

which wv eld in Columb 1 gi " ter iumbia; and Alfred O. Halsey, Jr., Allen & Webb, Charles 

Kester Machiner , it n-Sale1 reviewe ton. Meetings spotlighted industry problems, helped ce 
46 f £ th Carol d tor i ng nt friendships between the state distr tor 


South Carolina 


Distributors Meet 


Jack Hoffman, Columbia Suppl: aul D. Helton, 
Sumter Supply Co., and ¢ \ wne! idewater Supply 


Co., Columbia, formed th hr the meeting 


Marvin Mace. O'Brian-Mace Co.; Gilbert Allen, Southern Relaxing between busines ssio re vde Owens 
Mill Si pply Co., Summ rville: Ken A. Ferguson; and Aima Charleston Supply, a d lton ‘ dair H. McKoy 
Wachsmuth, Tidewater Sup; ked over problen B. L. Monta 
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another 
STRONG 


PALDING CASE 


ar 
slashed par | jowes seas 
for golf club finishing costs! | gaa. Belts 


finishing problems. Combine this 
ability with the fact that Jewel 
Brand Abrasive Belts have 


nr, cuaiaaall < A continuous program of hard- 
é aster, 
1 for longer wear plus ta 


oe: ly ( hitting “case-histor advertise- 
Abrasive Engineers helped so! cleaner cutting action and you . ‘me a 
the problem once and for all aean thee enaman Ger Guanes ments like these ... appearing 
the world-famed A. G. Spalding nufacturers everywhere turn each month in leading metal and 
& Bros. In ~ a 6 A » Jewel Brand first for finer “ woodworking publications > &@ 
. -” achusetts iter . . e é 
Cena cen nalysis of ishing. Why not prove the fe just one of the many reasons why 
a careful on-the-job ans ss ate vantages of this combination for more and more aheesive tes , buy- 
the exact finishing requirements rself. Call your nearby Jewel ‘ ‘ 
experienced Jewel Brand Eng “ snd Abrasive Engineer or (In- ers and users specify Jewel Brand 
> on , rand 
neers were able to select an at dustrial Distributontoday or’ first for every finishing operation. 


n ‘ 
sive belt that not only s1 write us direct. Abrasive Products, \ Make sure that your customers 
and polished precision-n Inc, 523 Pearl Street, South ‘\| 


' 

ters and irons faster ar ssiet Ag Secor nA . can get Jewel Brand Abrasive 
+ ieee eiieaneiiae all mene Braintree 85, Massé \ Belts. Stock the complete line 
put ¢ ARI Sav IE 

' — | \ available in al] popular widths 
This is just one of many exam \ and grits 
ples of the special mneck _ \ g S. 
Brand Abrasive Engines AY 


for solving out-of-the sinary | Remember. ee 


= every Jewel Brand advertisement 

S ond WAREHOUSES 7 | 

<r th ners iS written with YOU in mind! 
New York Pittsburgh High Pom 


Los Angeles Write now tor further det; rils 
Chicegeo St. Lows a 

Portland " 
Clevelond Detrow 





oper 





on a 
profitable Jewel Brand fran hise, 


JEWEL BRAND 
Abrasive Belts 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 
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KELLER 
POWER HACK SAWS 


GREATER PROFITS! 
Ten popular models to meet every power hock 
saw requirement make it easier to sell KEL 
LER! Five capacities 4” x 4"; 5” x 5”; 634" x 
634"; 7” x 7”; and 9 x 9 are available 
Each model has features which provide genu 
ime customer satisfaction by faster, more 
economical production 


Thousonds of Keller Power Hack Sows are in 
daily use in plents all over the world. Write 
today for complete details on the Keller 
Profit Plan for vou 


Sales Service Machine Tool Co. 


2347 University Ave St. Powl, W14, Minn. 








SALES TIPS 


FOR PROFITABLE 
SELLING 


MuihoRILL 


what does a MULTI-DRILL do? 


A MULTIi-DRILL will drill 2 to 8 holes at 1 
stroke—cut production time reduce tool 
Fits any 
without use of special tools 
Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped 


investment lower hole costs 
drill press 


or need of alterations 


features that help you sell 


© Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9 circle 


Centers os close as ‘>. 


Standard Extension Spindles available to 
ncrease working area to 22". 


Precision spindle assemblies . . . 

enclosed boll thrust bearings . . . heat 

treated alloy gears heavy duty universal joints 
gvorantee !ong, trouble free service. 


Fit any drill press 


Manufacturing Company 


“ 
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Manufacturers’ 
Activities 


Starts on page 152 





tion. Among advantages claimed by 
manufacturer: longer lengths eliminate 
tag-end short pieces, reels designed 
for economical stacking, protection for 
pipe during transportation, lower 
freight cost because of reclassification 
under rail freight rules 


DISPLAYS—Allis-Chalmers Mfg. Co., 
Milwaukee, has issued a booklet de 
signed to help distributors who are in 
terested in Booklet, 
fully illustrated, explains difference be 
tween temporary and permanent dis 
plays, and seven A-C units which can 

it trade shows. 
s and suggestions 


using displ IVS 


be borrowed for us¢ 
Sample sales messag 
ire included 


CONVEYORS-Samuel Olson Mfg 
Co., Chicago, has issued a catalog de 
scribing and illustrating its stacking 
conveyors, floor-to-floor conveyors, belt 
conveyors, gravity and gravity wheel 


conveyors. Types and sizes are given. 


CUTTING TOOLS—Whitman & 
Barnes, Plymouth, Mich. has issued 
i circular listing its regular spiral and 
Fastlead” drills. Circular 
gives information on how the drills 


d and sharpened 


masonry 


should be us 


American Pulley Brochure 
Gives Pictorial Treatment 


American Pulley Co., Philadelphia, 
has issued a 16-page brochure which 
pictorially facts about tech- 


cmp! ved in manufacture of 


presents 
niques 








the firm’s line of pulleys for power 


transmission, material Conveying, rail 
road car lighting, heating and air con 
ditioning, and textile machinern 


THE COMPLETE LINE OF Vises 


Machinst 
Toolmakers 

with ratchet handle 
Combination Pipe 
Hinged Pipe 
Steamfitters 
Sheetmetal Workers 
Milling Machine 
Drill Press 
Utility 
Bristol Co. Issues Home Shop 


Bulletins and Price Lists ‘ 
Bcistol Co., Waterbury, Conn., he ATHOL builds the complete vise in its 


released a group of new bulletin 


prices lists on its line of socket scr - own foundry and machine shop 


products. There are two bulletins of 
. . 
TIME SAVING 


20 pages each covering “Multipk ° 


e* e 
Spline” and “Hex” socket screws, and 
illustrating and outlining features NEW, HANDY, 
manufacturing processes, applications 


Included are tables of sizes, bas 


-_ 
dimensions, tolerances, as wv iS eI 
gineering data and application in 
formation. “Zee 
[he price lists divide into three 


consumer net prices, consume Du 
prices, and distributors’ net 1 


ro “| DRILLS 


PUMPS—Geo. D. Roper ¢ 
ford, Ill., has issued an 8-pag 
no. 955) showing the firm 
line of pump products. F‘ 
the publication ar the addit 


justable relicf valves as stand 
ment on the “K” series of pump Often when the millwright, electrician or plumber has to drill a 


10-50 gpm., new inte mal onstruct hole through floors or partitions, he hits nails, but if he has a “ZIT” 
= elevator pumps, and a new line tool he cuts through them. For the “ZIT” tool is made of the best 
hydraulic pump motor high , : a as ma 

igh speed steel and is easy to sharpen. After a “ZIT” tool is in a 
shop and has been tried, it is a “must.” Different sizes of inserts can 
rUBING—Carpenter St be used on the same shank. 


lov Tube Div., Union, N 1S 

sucd a bulletin discussing two gi ATHOL PROTECTS ITS DISTRIBUTORS 

of titanium tubing and pipe, 

the advantages and appli ay 1 - Athol Products are never sold direct—only through recognized 

tail, giving physical properti eg: 

erates, With Gain at alia distributors, and when you sell an Athol Product, whether one or one 
hundred units, you know you are going to make the some percentage 

of profit. 


mece, et 


HOSE—Boston Woven H 
ber Co., Cambridge, Ma 


four catalogs covering the firm's } Athol Machine & Foundry Co. 


of welding, steam 


hos« The « teloss list tl , 
mended uses, construction 1 sp Athol, Massachusetts 


cihcation as to sizc, ' ght 
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BRISTOL'S Factory and Main Office at Waterbury, Conn. 


Bristol boosts capacity to 
keep up with demand 


That's good news to Bristo! distributors and their customers. 
lhe increased productive capacity that Bristol has installed over 
€ past two years means better service and delivery to you and your 
customers — more profits because quicker shipments will enable you 
to get more orders. Matter of fact, we're not only making more 
socket screws — we're m: iking them better. Bristol's new high- 
— machines and expanded inspection facilities take care 

f that 

Still a limited number of distributorships open. Write for com- 
plete information. A53 





COAST-TO-COAST SERVICE 
Bristol's 32 branch offices 
locatea throughout the 
country give distributors 
and customers better, 
taster service 


erisyou's 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 
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mended working pressures. Cutaway 
drawings illustrate construction of 


each hose type. 


VISES—Columbian Vise & Mfg. Co., 
Cleveland, has issued a catalog (no. 
55) on its complete line of machin- 
ists’, pipe, chipping, metalworking, 
workshop, homeshop, woodworkers, 
and woodcraft vises. Accessories and 
replacement parts are also listed and 
illustrated. 


VALVES—Ohio Injector Co., Wads- 
worth, O., has issued two folders, one 
on its “OIC” valves for L-P gas con 
trol, the other on its “500” line of 
200-Ilb. bronze valves. Both publica 
tions contain cutaway drawings and 
explanations, together with selection 
tables 





Thomas Truck’s Catalog 
Contains New Products 
Thomas Truck & Caster Co., Keo 


kuk, Ia., has published an 84-page 
catalog (no. 55) showing its complete 
line of “Job-Suited” trucks, trailers, 
isters, and wheels. Several new prod 
ucts are illustrated in the catalog: the 
firm's re-designed “‘General” trailer. a 
new series of heavy-duty wagon trucks 
up to 60-ton capacities, ind the new 
190-290” series of swivel and rigid 
forged steel heavy duty casters 


INDUSTRIAL TRUCKS — Elwell 
Parker Electric Co., Cleveland, has 
issued an 8-page catalog illustrating 
ind describing its line of power in 
dustrial trucks and attachments 


ARBORS—Polv Products Co., Mon- 
rovia, Calif., has issued an 8-page cata- 
log describing its complete line of 
bench grinders, arbors, and sanding 
discs. A dimensional sketch for each 
item is included 





Sturdi-Bilt Equipment 
Featured in Catalog 


Sturdi-Bilt Steel Products, Inc 
Chicago, has issued a 20-page catalog 
no. 155) on its industrial shop equip 


ment: bulk bins, work benches, ma 


] 


chine and assembly stands, and acce 


sories such as tenders, drawers, riser 
work bench illuminators, tool rack 
et 


FASTENERS — Gries Reproducer 
Corp., New Rochelle, N. Y., has i 
sued a bulletin descril l 
trating its line of die-cast zin 

dustrial fasteners, including wing mt 
ind wing screws, cap nuts, tubulai 
rivets, and round head thumb nut 
ind thumb screws. Specification i 
lists of stock sizes are tabled 
ompany has also issued a bulletin (n 
\-16) on its “Wolpert-Gries” “Micro 


Reflex” hardness tester 


yng and 


CONTROLS-—Sylvania Elect: 
ucts, Inc., New York, has 
brochure listing the fir 

for use in industrial control m 
ism 


ABRASIVES—Bay State Abra 

Products Co., Westboro, Ma 
ued a four-page folder featurin 
fractional grade” grinding wl 


rAPS & DIES—Winter B: 
Rochester, Mich., has issued a 
no. 22) covering its “Balan 
tion” taps and dies. Containing 
trations and tables describing 
products, the italog contai 

of tap tandard 


d by the Metal Cutting 


PRANSMISSION — Link-Belt 
Chicago, has published a 32-pag 
log (no. 2619) describing a1 


trating the firm’s mpiet 








PORTER SPRING 

makes a wide 
variety of springs—use- 
{ ful wherever springs are 


> made for replacement in 
PORTER SPRING WINDER "| 








ADVANCE CAR-MOVER COMPANY, INC. Appleton, Wisconsin 
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parallel shaft gear drives. Listed are 
39 standard size single, double, and 


triple reduction drives Also included 


MORE HELP with your - engineering data, horsepower tables, 

. j ensions, d overhung k id i 
PUMPING : einer ; "Baseplat ; and built in back 
NEW , 42. VIKING 


Engineering Manual 


This A new 3-port, 40-page 
and similar ads engineering manual in- 


: i cluding Viking rotory 
Gre cppemag & pump tundamentals, 


the 10 steps in select 
yy | ing a Viking pump, 
and a special engi- 


LEADING A= 
h 
PUBLICATIONS - oe aay pump 


This monual is free 


TOHELP feo 
YOU SELL 


VIKING PUMPS Cedar Falls, lowa 


See our catalog in SWEETS 





McGill Mfg. Co. Issues 
yew “vor at ee nha Gon vies Pome Comsany. Geter Bearing Handbook 
alls owe 
McGill Mfg. Co., Valparaiso, Ind., 


has issued a revised size-and-capacity 
bearing handbook Included in the 


elctaielashicts| 52-page publication are sections on 
“Camrol, Multirol ind “Guide 


ea IRON rol” series of full-type roller bearings 


Each section contains a cutaway pho 
tograph and line drawing 


of each 


model, together with dimensional and 


load capacity tables 
| 


TAPE—Minnesota Mining & Mfg 
Co., St. Paul. Minn., has issued a 
56-page manual showing how 47 
Scotch” brand pressure-sensitive tapes 

be used by man egments of th 

lworking industry. The manual i 
divided into sections covering tape 


hining and finishing, elec 


product tro-plating, stamping and fabricating, 
welding, product assembly, painting. 


of 1000 product promotion, packaging and 
uses shipping, plant maintenance, etc 


uses im mda 


ABRASIVE—Simonds Abrasive Co., 
Philadelphia, ha ued a four-page 
bulletin (no. ESA-23¢ n its “Boro 
lon” tumbling al [he publica 
tion describ luminum oxide lump 
nd gram for bart inishing a variety 


ot parts ind mater 


LUBRICATING — Farvall Corp 

AINE: Cleveland, I 4 u a = S page bulk 

THE BEST CRAFTSMEN ALWAYS TAKE Y S tin on its “Multi-Val" lubneating sys 
tem for smal] machinery or equipment 


THE PAINE COMPANY, 17 Westgate Road, Addison, Mlinois vith a limited number of bearings 
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CUTTING TOOLS—Crobalt, Inc., 
Ann Arbor, Mich., has brought out a 
catalog no 35 listing its solid 
square, rectangular and round tool 
bits, solid cutoff blades, tipped tool 
bits, and inserts for vertical tool hold 
crs. Also shown: special inserted-tooth 
milling, boring, and reaming blades 
An introductory section outlines ad 
vantages of cast alloy tooling on mam 


1 
jODs 


HANDLING—Powell Pressed Ste 

Co., Hubbard, O., has issued pag Tough, abrasion-resistant 
folder on its “Flow-mation”’ system of cover inseparably bonded to a specially com- 
materials handling, a device for feed pounded, oil-resistant tube, rein- 

ing small parts into produ tion pro forced with highest quality _ 

en CORDURA braided 4 


rayon cord. 


LIGHTING-Superior Electric Co., 

Bristol, Conn., has issued a booklet 

on its line of “Luxtrol” light controls 

for rapid-start fluorescent lamps. Wi 

ing diagram, together with explana 

tions of ballasts. sockets, and tch 
in luded 


A single hose to handle 
almost any maintenance 
job. Tough. resilient, 
durable; wiil carry a 
wide range of materials. 
A general purpose hose 
of long life and low net 
VALV ES l airbanks Co . Nc v York cost. 

has issued a folder illustr iting ind d« Available in standard 
scribing its 125- and 150-lb. steam lengths. Red or black 
working pressure gate valves to replac covers. Sizes %” to 1%” 
solid and split wedge isi — I.D. with working 
screwed bonnet valves ul ion pressures 125-300 
includes specification tables pounds. See your local 
distributor. 


Since 1870, our engineering, production and sales 
departments have worked in close cooperation to 


solve our customers’ hose problems. 


With 85 years’ experience, 
Hamilton manufactures a wide 
variety of hose and other indus- 
trial rubber products to meet 


specific requirements. 





WRITE US TODAY FOR 
FURTHER INFORMATION, LITERATURE AND 
PRICES — NO OBLIGATION, OF COURSE 








Clamp Display Offered 
By Grand Specialties 





Grand Specialties Co., Chi Be sure...use Hamilton... Always dependable! 


offering a counter display and di 
penser panel for its full line « 
Speed clamps Outstanding item on 


ic int “Chnichen” be Clamp for tithe MANUFACTURING CORPORATION 
vertical or horizontal use Executive Office ond Factories, 101 Meade St., Trenton, W.J. 


Branches in 


PrRUAee seas Bristol Co., Water CHICAGO + CLEVELAND * HOUSTON * PITTSBURGH 
bury, Conn., has issued a new edition | INDIANAPOLIS * LOS ANGELES * NEW YORK * SAN FRANCISCO 
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NEW EASE OF CONTROL 
WITH THE WELLS MODEL 1200 
METAL CUTTING BAND SAW 


peoassoesosorrr, 


¢ 


wea oeeeecesecs” 


CONVENIENT FINGER-TIP CONTROLS 
now operate at 110 volts 


The Wells Model 1200 is a rugged, new horizontal band saw for heavy- 
duty production cutting in any shop. The Model 1200 incorporates all 


the proven advantages of the Wells No 
Feather Touch” Finger-Tip Control and greater safety 


vancements as 


12, plus such outstanding ad- 


with 110 Volts at the controls. Metal cut-off actually becomes a preferred 
job with this machine because operation is so easy. In addition to ease 
of operation, the Model 1200 has the versatility to handle big jobs or 
little jobs with efficient, economical, fast and accurate action. 

Flip a switch and the Model 1200 becomes a completely automatic 
machine with continuous operation for duplicate cutting when used 
with a Wells-O-Bar Feed Master stock projection unit. 

Check the following select features and then request Job Engineer- 
ing assistance on your specific cutting requirements 


Select Features 


APPROVED ELECTRICAL SYSTEM 
110 VOLTS AT CONTROLS 


OVERLOAD AND LOW VOLTAGE SAFETY 


NEW HYDRAULIC UNIT 
AUTOMATIC CUTTING CYCLE 
NEW BLADE PRESSURE CONTROLS 
SPECIAL CHIP FLUSHING UNIT 
NEW HEAVY-DUTY BLADE GUIDES 
FOOL-PROOF BLADE TENSIONING 
NEW POWERFUL COOLANT UNIT 
RIGID POSITIVE STOCK STOP 


DESIGN DETAILS 

® Large Capacity—Rownds, 12%"; Rectangular, 
12” = 16", 11” x 18” 

® For Die Blocks: Clearance bed to blade, 18”. 
Permits 12%" depth cut of large blocks. 

© Selective Speed Range: 60, 115, 200, 300 fr. 
per minute 

® Ample Motor Power: 1 H.P 
‘s HP. Hydraulic System 


® Parallel to bed cutting action 

® Adjustable stops for depth cutting. 

®@ Automatic frame return and shut-off. 

® Shipping Weight: Approximotely 1950 Ibs, 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 


Blade Drive; 
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of its 56-page bulletin (no. P1238) on 
th rmocoupk ind pyrometer acces 
sories. The publication contains engi 
neering data on selection and installa- 
tion of proper types of thermocouples, 
wells, head assemblies, and other py- 
rometer accessories, as well as recom- 
mended thermocouples for specific im 
1 | metal 
steel, ceramic, 
lass industries 


hem cal, 


CUTTING TOOLS—Lovejoy Tool 
Co., Springfield, Vt., has issued a 
catalog (no. 31) describing its “A”, 
a he LL”, ana “< type face 
milling cutters, together with charts 
howing s ifications, applications, 

f each type 

ketches illus 


Hamilton Caster & Mfg 
O., has issued a 64 
illustrating and 
mplete line of 
vheel hand 
trucks box 
wagon trucl skids, dollies, 
industrial Catalog con 
chnical data and specifications, 


ill istrat 


TRUCKS 
Co., Hamilton 
page ¢ italog (no. 10 
describing the firn 

platform — truck 


. —_ : 
KS. heir ind 


PROTECTIVE COATINGS—Atlas 
Mineral Products ( Houston, has 
issued a bulletin (1 7-2 n its “At 
las” standard coatings: neopreme heavy 
duty, neopre! ’ heavy-duty, sty 
rene, ch] rinat rubber ind Cpoxy 


resin ba 


U. S. Electric Motor 
Issues New Bulletin 


S. Electric Motors, Inc., Los 
Angeles, has issued a bulletin illustrat 
s line of vertical solid shaft mo 


hp to 400 hp 


tors in ratings from 4-hy 


ing it 


iif 





Precision Equipment Issues 
Steel Shelving Catalog 
Precision Equipt. Co., Chicago, has 


issued a catalog featuring its line of 
steel shelving, lockers, and other in 
dustrial storage and maintenance 
equipment. 


SAFETY EQUIPMENT — General 
Scientific Equipt. Co., Philadelphia 
has issued a 130-page catalog on it 
line of respiratory devices, eye protec 
tion, hats, gloves, carboy pumps, drum 
pumps, and other industrial safet) 
equipment 


JOINTS—Gear Grinding Machine 
Co., Detroit, has issued a revised 12 
page catalog on “Rzeppa” universal 
joints. Publications covers applica 
tions, engineering data, models and 
sizes, proper joint selection, etc. 


PUMPS-—Allis-Chalmers Mfg. Co., 
Milwaukee, has issued a bulletin (no 
08B8233) illustrating and describing 
its “Type KS” pump developed for 
air conditioning and general purpose 
applications 


METAL FINISHING—Hanson-Van 
Winkle-Munning Co., Matawan, N. J., 
has issued a four-page bulletin listing 
its line of electroplating and polishing 
equipment and supplies. Included in 
the bulletin is a dk scription of 10 
technical, laboratory, training, and 
research services available to the firm’s 
customers. 


WIRE—Page Steel & Wire Div., 
American Chain & Cable Co., Mones 
en, Pa., has issued a 16-page illus 
trated book (no. DH-1226) describing 


ee ee oe 


4 
‘ 
Ss 


AW BLADES 


Longer band life, fewer set-ups, more efficient production 
because Capewell Metol Cutting Bands are made from 
a selected analysis steel, specially processed for metol 
cutting saws and hardened on the toothed edge only. 
Capewell Metal Cutting Bands lend themselves to cut-off 
jobs, contour or trimming operations. Available for all 
types of metal cutting. 


CHECK THESE OTHER COST-CUTTING CAPEWELL PRODUCTS: Sold only — 
Power Hack Sow Blodes, Hand Hock Sow Blodes, Ground ey h Distribyters 
Flat Tool Steel, Wrenches, Pipe Tools, Machinists’ Hommers. @ Your best bet for prompt service 


@ your best friend in an emergency 


THE CAPEWELL MANUFACTURING COMPANY 
62 Governor St., Hartford 2, Conn. Scace 
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Every plant uses 
AUTOMATIC 
VALVES 


Wherever there is a smokestack 
there is a need for pressure and tem 
perature regulators, solenoid valves, 
pressure reducing valves, float valves 
and many others to control steam, 
air, gas, oil and water 


GETTING THIS 
BUSINESS? 


You can if you call on chemical or 
food plants, laundries, hotels, insti- 
tutions, steel mills, greenhouses, re- 
fineries, heating and piping contrac 
tors, metalworking plants, schools or 
others 


You can get this extra sales volume 
without a staff of engineers. Many 
industrial distributor salesmen are 
doing it 


Keckley has a complete line. Finest 
quality. 40 years’ experience. Excel- 
lent reputation, Keckley will back 
you up fully, give technical assistance 
whenever needed. 


MAlL THIS COUPON TODAY 


O. C. Keckley Company 
400 W. Madison &., Chicage 6, Ill 


Please send Cotelog 54-C and information 
about selling Keckley volves 


Nome 


Compony 


flats and 
<-in 
il 
omm ' 
phi | 
ind hard 


ndard wir 


; r , 
fj jr r j 
j ad [f j 
ohn medadbaltionds : 
ein seers 


Pumps 
cirevieting systems 


equipment 


Seay cCOmrany, tc. 


Gray Co. Catalogs Pumps, 
Circulating Systems 


Minn ipoli 


45 | 


Powerfl 


ind equipm nt for 
| 


ul 


ruding 
lids used in pt 


m, and maint 


iquids, semi 


VISES—Wilton Tool Mfg. Co., Chi 


| 
cago, has issued catalog sheets cove 


ing its machinists’ bench vises and 
its ‘Milomati lir-powered hvdraulic 
milling machine vise. Illustrative and 
tabular material in both publications 

mus features. In con 

its machinists’ bench 
nnounces a new num 
wherein 3-digit num 


nstead of 2-digit 


rRANSMISSION — Congress Drives 
Div., Tann Corp., Detroit, has issued 
3 catalog (no. H-155) containing spe 
cification und descriptions of its 
V-belt pulley V-belts, bushings, flex 
ible couplings, shaft collars, pillow 


for light 


. . 
} 


DIOCKS, and flang¢ DCAaTINES 


machinery, home, and applian 

INDUSTRIAL TIRES— United Stat 
Rubber Co New York, has an 
nounced price increases on its indus 
trial tires. Ali industria] solids and 


pneumatics have gone up 74 
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Screwholder 


ee cnuttnatien 


Detachable Screwdriver 


Stubby 
Comb:inotion Detachable 


Hollow Shaft 
a 
: 


so? 


as.s 


aah 


a 


No. 99 Roll Kit Set 
13 combination tools 


No. 137 Bench 
Nut Driver Set 


Toots THAT Don’t Neco 
Rouno -TRip TickeTs 


While we mak claims that 
XCELITI h 
with no work o r part—we do 
know that their q ty keeps them 
sold Mr e know that XCELITE 
prohtable 
siness vitt plenty of repeat or- 
ders because of this “no-comeback” 
feature. We've iilt these 
nut drivers, screwdrivers and pliers 
the way customers 
want then and continue to adver- 


e bushel 


always 
we know vour 


tise them as such. Have us mail vou 


XCELITE catalog 


the comr 


today! 


XCELITE, INCORPORATED 


(formerly Park Metalware Co.) 
Dept. F Orchard Park, N. Y. 


‘Role) Mie 








FASTER CUTTING at LOWER 


SPIRO 


SANDING DISCS 


easier 
to 
sell! 





COST makes 


» FINER, GRITS 
» domo faster 


SPIRO 24 grit duplicates the 
work of conventional, cost- 
lier 16 grit discs. SPIRO 80 
grit eliminates many hand fil- 
ing and buffing jobs 


AlR-C00 TTING 
preven g at 
high sp 


Revolutionary, new spiral de- 
sign creates cooling air cur- 
rents flowing over work. Pre- 
vents heating and buckling of 
metal. 


Patent Design 
CUTS EVENER 


Spiral-patterned pure alumi- 
num oxide abrasives provide 
extra “tooth” over entire 
sanding surface—resist gum- 
up, brush clean in seconds. 


U. 5. Pot. No. 2334642 
other Pots. Pend 


Safer...cleaner...longer-wearing...to0... 


SPIRO’S CURVING “CANALS” direct 
waste flow to right and down to floor. Pro- 
tects eyes and health. Keeps shop clean. 
SECRET BAKING FORMULA bonds 
grits and everlasting adhesive to rugged, 
laminated fibre backing. Tough and fiex- 
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ible, it never dries out, can't crack. Re- 
mains waterproof for the life of the grit 
Available in 5 GRITS: 16, 24, 36, 60, 80 
in both 7 and 9-inch DISCS with “ or 
%-inch CENTERS for every industrial 
cutting and poiishing need. 











1897 CALDER 1955 


DRESSERS AND CUTTERS 


TO HELP YOUR CUSTOMERS 
CUT COSTS 


COMPLETE DRESSING SERVICE 
A DRESSER 
FOR EVERY JOB 


‘> Made in 7 sizes for dressing and 

_— truing grinding wheels; including 

@ the heavy duty No. 22 Dresser for 
hard, coarse, or large wheels. 


THREADED BUSHINGS STOP DELAYS 


Made with right and left-hand-threaded bushings for dependable 
service. Right-hand-threaded bushings are marked R; left-hand- 
threaded bushings, I 


Cut-away shows threaded bushings construction of all Calder 
lressers. Bushings are threaded right and left to tighten with rota- 

n of cutter. Bushings and pins made of hardened steel. Quickly 
and easily replaced when worn. Eliminates operating delays through 
automatic tightening of threaded bushings 


HIGH CARBON STEEL CUTTERS 


Calder cutters are made from high carbon tool steel heat 
treated in electric furnaces. They cut faster and truer and 
last longer. A favorite with big users,—low cost dressing 
plus more efficient grinding. Also cutters for Ball Bearing 
Dressers 


CALDER DIAMOND DRESSERS 


GUARANTEED FOR YOUR PROTECTION 


“GA” Diamonds 
n amy size diamond 
nditionally guar 
give satisfactory 


For 57 years, Calder has been supplying industry with fine 
dressers and cutters. While the basic design of Calder tools 
remains unchanged, improvements have been introduced regu- 
larly in order to make the Calder line easier to use, longer 
lasting, more efhicient and highly profitable to handle. For the 
complete satisfaction of your customers’ dressing and cutting 
problems join with hundreds of leading distributors that have 
been enjoying lucrative repeat business for many years. 


Calder World's oldest manutacturer of Dressers 


sells through authorized distributors only 
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PUMPS-—Bell & Gossett Co., Morton 
Grove, III, has issued an 8-page man- 
ual describing six steps for sizing cool- 
ing tower pumps and piping. The 
firm has also released a revised sclec- 
tion chart and list price sheet CSP- 
155 on its series 1522 and 1531 cen- 
trifugal pumps 


FORK TRUCK-—Yale Materials Han 
dling Division of Yale & Town Mfg 
Co., Philadelphia, has issued a bulle- 
tin (no. 1505) on its “Warehouser”’ 
electric truck with “Extend-A-Forks.” 


FASTENERS-—Star Expansion Bolt 
Co., New York, has issued an instruc- 
tion pamphlet on its “Drvvins,” nail 
anchors for solid masonry. The pam- 
phlet illustrates a few of the fixtures 
that can be installed with the firm’s 
product, and employs illustrations to 
demonstrate the anchor’s holding 


powe! 


MATERIALS HANDLING—Econ- 
mv Engimecring ».. Chicago, has 
sued a ne }-Dag ] g { 35 

illustrating and escribing its com 

plete lin materials handling and 


overh¢ id : 


Willson Products Issues 
Safety Equipment Catalog 


Willson Products, Inc., Reading, 
u wering its 
equipment 
» four sec 
id protection, 

welding. 


FITTINGS — Watson 7 liman Fit- 
tings Div., H. K. Porter , Roselle, 
N. J., has issued two bul Sotins on its 
fittings. Bulletin no. U-1 describes the 





MEMO * 
J&L ads link the product wit 
good distributor service 
1. They sell S&L quality to 
of steel pipe- 
>. They tell users 
7 buy from the 


This ad will be read 
customers in trade p¥ 


users 


of steel pipe f° 


by your 
blic ations 


J&L Distributor. 


They never miss 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 


OVER 400 LEADING 
DISTRIBUTORS CARRY J&L PIPE 
—LET THEM SERVE YOU 
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You get the best in service the first 
time you have a J&L distributor on the 
phone. 

First, you get superior pipe. J&L con- 
trols the quality of its standard pipe all 
the way from the ore mine through the 
finishing mills. That's why it is no sur 
prise to find J&L pipe lasts longer, 
works easier on any application. 

Second, you get superior service, be- 
cause your J&L distributor is always 
ready with: 


1. Complete stocks near at hand. 
2. The right pipe for every job. 
3. Technical service by steel pipe 
specialists. 
Get your J&L distributor on the line 
today! 


STEEL CORPORATION — Pittsburgh 





A NEW 


AUTOMATIC 
VALVE 


TO SOLVE YOUR 
TANK OR DRUM 
FILLING PROBLEMS 





Here is the solution to your container 
filling problems. It is the DAVIS two- 
step solenoid valve especially designed 
for accurate weighing and filling. No 
more guesswork, no more spillage, no 
more waste. You get faster filling that 
always keeps step with production. This 
valve is ruggedly built to withstand 
years of hard service. Standard or 
explosion - proof housing available. No 
matter what liquids you are handling 
DAVIS can meet your need, giving you 
the most efficient, economical opera- 
tion possible. - 

.. 
Here ts @ valve “a on = 
many different industries Solvent 
hemicels ache U ves, pet 
products, and many others 


filing problema Write | 
whay 


heve 
°c oF 


piete details t& 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw © Chicago 8, IIlinols 


380 


firm's forged steel unions for high- 
pressure line service. Bulletin S-3-55 
treats the firm’s new 150-Ib. stainless 
steel fittings (elbows, tees, crosses, 
etc.) for application in chemical 
plants, refrigeration service, food, and 
other process piping 


CONTROLS-—Sheffield Corporation, 
Dayton, has issued a 12-page catalog 
no. AU-1154) presenting application 
and engineering data on the firm’s 
ioniel control units for automatic 
machine control, gaging, classifying, 
and segregating 


CUTTING TOOLS—Whitman & 
Barnes, Plymouth, Mich., has issued 
1 pamphlet covering its line of air 
craft extension and threaded shank 
drills 


VALVES—Imperial Brass Mfg. (¢ 

Chicago, has issued a 12 page bulletin 
no illustrating and describing 
its line of fluid control valves 
toggle, diaphragm, shut-off, 
down, and test. Cutaway drawing 
tables the valves’ character 


3037 

needle 

blow 
and 


de SC ribs 


Weatherhead “Yellow Book” 
Covers Hose and Fittings 


Weatherhead Co., Cleveland, has is 
sued its “Yellow Book,” covering its 
complete line of industrial hose and 
fittings. It contains 132 pages of in 
formation on brass tube fittings, drains 
ind shut-off cocks, SAF. 70 deg. flare 
JIO) fittings, “Ermeto” steel and 
stainless steel fittings, bulk hose and 
reusable ends, and hose assemblies 
\ technical data section includes pres 
sure tables, tube bending instructions, 
procedures for making hose assemblies, 
hose end hex sizes, tibing safety fac- 
tors, tube wall thickness tables, and 
other data 1 section on 
tools equipment 


Phere 1S ilso 


SCTV ICC ind 
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ALBANY 


a time tested line of 


LUBRICANTS 


standardized and packaged 





to meet your customers’ 
everyday needs 





ALBANY PRESSUREGREASE 
UNIVERSAL 

For Cups — Ball Bearings — Water 
Pumps — Universo! Joints. Water- 
proof — Exceptionally high melting 
point. Soft enough for gun applica- 
tion. 











ALBANY GREASE 


A cooling lubricant for operating 
temperatures from 110° F to 200° F 








ALBANY PRESSUREGREASE 

A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard and 
Graphite Pressuregrease Soft and 
Medium. 








ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 








ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Water 
proof. Will not drip when geors are 
idle or in motion 











ALBANY PENETRATING OILS 
(Clear or Graphite) 

Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks 








ELECTRICAL DIVISION 


Albany RBR Wire Pulling Com- 
pound 


Albany Improved Cable Pulling 
Compound 





Stearine Candles & Flux 











1868-1955 


BUT 
MORE MODERN THAN EVER 


ADAM COOK'S SONS, INC. 


Mfrs. of Albany Lubricating Products 
LINDEN, NEW JERSEY 





Owatonna Tool Revises 
Its Hydraulic Bulletin 


lool Co Owatonna 


] . } 
has issued a revised bulletin 


HY-55 covering if 
OTC hydraulic line, from 174-ton 
100-ton presses Ihe 28 
catalogs data 


( mple te 


pullers to 
page publication 
“Power-Twin” rams for maintenan 
jobs in automotive, farm impleme: 
railroad 


Shown 


industrial, contractors 


craft, and marine fields 


service operations involving hydrau 
removal and installation of gear 


ings, pulleys, wheels. bushing 


also given to 


Coverage 1s 


draulic presses, ind 1 spe 


devoted to specifications 
hve pumps av uilable for 


equipment shown in bulletin 


HOISTS—Feedrail Corp., N 
has issued a bulletin (no. 44 
How You Can Have Safe E] 
tion for Your Cranes and H 
explains and pictures the appl 
of Feedrail systems to man I 


tions. 


TOOLS—Wood Shovel & Tool Ce 
Piqua, O., has issued a catalog on it 
line of “Tru-Blu” 


scoops, wheelbarrows, 


shovels, spade 
post hol dig 
gers and augers. Of loose-lcaf design 
the catalog material is presented 
tionally 


TRUCKS—Maenesium Co. of Amer 
ica, East Chicago, Ind., has i da 
‘data file” describing advantages of 
the company’s aluminum industrial 
trucks. Data file includes specifications 
for various sizes and stvles of flatbed 
multipledeck, and A-frame truch 


GAGES—Yamall-Waring Co., 


delphia, has issued a four-page t 


With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type... 


promptly, and with complete assurance that you are furnish- 


ing the strongest, safest couplings for any service. 


THE “HOLEDALL’’ COUPLING 


Attached quickly and easily by the 
hydraulically-operated ‘‘Mulcoram”, 
this unique coupling is there to stay 
virtually molded to the hose by a 
multiple gripping arrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures. 
Furthermore, it is not necessary to alter 
the hose in ony way before making the 
attachment . . . no buffing or cutting of 
the cover. 

The two illustrations, above, show 
exterior appecrance and internal con- 
struction of the super-strong ‘Holedall”’ 
coupling. 


“MULCONROY Sicsk... 
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THE ““‘MULCORAM"’ 
This is the small but powerful 
hydraulic press used for mak- 
ing the coupling attachment. 
It is of plain, compact design, 
and inexpensive. It is easy to 
operate, either manually or 
by power. No mechanical skill 
is required for quick, effi- 
cient operation. 

With the “Mulcoram” and 
“Holedall” couplings, you can 
quickly supply complete hy- 
draulic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you can furnish any 
wrapped-ply, or rubber- or 
cotton-covered hose with 
couplings attached 


WRITE FOR BOOKLET 
Completely illustrated, it describes the 
revolutionory MULCONROY HOSE 
COUPUNG SYSTEM and how quickly, 
easily ond economicelly it con be 
in your own shop, with- 
to provide 


operated 
ovt skilled labor 
coupled hose of ony description, with 
the strongest and most efficient cou- 
pilings ovoiloble 





| enumerating “do’s and don'ts” for 
boiler water gage service, condensed 


P from two articles by the firm’s Frank 
Ptacek in Combustion and POWER 
| magazines 

d ; r | PUMPS—Viking Pump Co., Cedar 
: Falls, Ia., has issued several new cata- 

\ , logs covering its line of rotary pumps 
: ‘* ‘3. GRINDERS—Union Twist Drill Co., 
j ; ’ Athol, Mass., has issued a four-page 
ee folder illustrating and describing its 
, 3” tangent-arc profile grinder. In- 


cluded is a photograph of the machine 
labelled with descriptions of its vari- 


f ous features 
ARE OUR SALES FORCE PILOT LIGHTS—Industrial Devices, 
° Inc., Edgewater, N. J., has issued a 


atalog covering its “Series 1000” neon 


OUR SALES POLICY... pilot lights for use in industrial ma 


chinery, test equipment, electronic 
° ° . eC vent, electronic devices, d s, 
100% through Distributors | iar ce Pubicttion sivcs apples 
tion information 
ASK ABOUT... THE {Fre pth, LINE? 


WE SAY .. . complete aos can be . . . Bench and Pedestal 
Grinders e Tappers e Screw Drivers e Bench and 


Pedestal Buffers e Routers e Electric Drills e Abrasive ) 
Cut-Off Machines e Nut Setters e Portable Grinders 
e Air Master Dust Collectors e Speed Lathes e Tool 


Post Grinders. 

















»- +» DO | HAVE TO STOCK YOUR COMPLETE LINE? 
WE SAY .. . of course, not. We will be guided by your Hiring Mistake 
OqUTemans. May Cost $6,000 


ABOUT... QUALITY! 4 mistake in hiring a salesman 
WE SAY .. . assured by over 50 years experience in making | costs the average company more than 


fine electrical tools. $6,000, a recent American Manage- 
ment Association survey indicates 


of the over-all] cost to 


ABOUT ... PRICE! Estimates 
are : 
WE SAY .. . competitive with other quality tools—most tools the company when a man hired for a 
built in two or more price ranges to fit your cus- 
tomer's budget. 


| sales job proves unsatisfactory after a 
| fair trial and has to be dropped were 
is high as $20,000 in some cases. Av 

erage figure named by 136 firms that 


ABOUT... DELIVERY! 
WE SAY .. . excellent! Usually from stock. tempted to estimate the cost was 
$6,684. Nearly a fourth of thuse who 


ABOUT... ADVERTISING! replied put th t at $10,000 or 
WE SAY... THE CINCINNATI advertising will pave the way more 
in 9 publications: Modern Machine Shop, New Equip- he study als hows that aptitude 

ment Digest, Metalworking, Mining Ads; additional tests, personality profiles and the 
promotional space in Thomas’ Register, McRae's Blue ther new devices of the industrial 

Book, Conover-Mast Purchasing Directory and Machine psychologist have not yet replaced the 

and Tool Blue Book Directory. iid-fashioned interview as the basic 

method of selecting salesmen, accord 

ABOUT . . . LITERATURE! ing to the A.M.A. Asked to state the 
WE SAY . . . complete catalogs and other promotional ma- selection device on which they placed 
terial available to you and your salesmen on request. the most reliance, more than four- 

fifths of the responding managements 


lt Pays To Sell When You Sell Saleable Products. Manufactured By cited personnel interviews, usually by 
more than one person. Many of 


Wir them, however, said they relied on 
: f interviews in combination with tests, 


personal history forms, work histories 


THE CINCINNATI ELECTRICAL TOOL CO. |QiummRmmmmmemmoates 


ployers 
The survey dealt with sales selection 


2686 MADISON ROAD CINCINNATI 8, OHIO practices of 180 companies, mostly 
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manufacturers. Areas covered in- 
cluded recruitment, interviewing, ap- 
plication forms, tests and reference 
checks. Its results are incorporated in 
a research report recently published 
by the A.M.A. The report, entitled 
“A Company Guide to the Selection 
of Salesmen,” also deals with the or 
ganization and administration of the 
sales selection program and is illus 
trated with forms in company use. 
It was written by Milton M. Man 
dell, since 1945 chief of the manage 
ment testing unit, standards division, 
United States Civil Service Commis 
$10n. 


Opinions Differ 


The survey showed a sharp differ 
ence of opinion on the value of tests 
in selecting salesmen. Although tests, 
either singly or in combination with 
other factors, the second most 
popular device (mentioned by more 
than 25% of the respondents), nearly 
half of the managements surveyed said 
they did not use them at all 

Said one manager: “Formerly 
test programs involving aptitude and 
predetermined requisites for qualifica 
tion. Cost of program not compatible 
with results.” 


were 


used 


Some Use Tests 


Specific tests most commonly em 
ployed, the study indicated, are in 
telligence quotient, personality and ad 
justment, interests and apitudes, and 
aptitude and achievement. Typical of 
the replies of managers who do not 
test was this one: 

“We find that the of out 
aptitude tests should be used only as 
a weighted factor amounting to about 
60% of the final decision and that 
considered judgment on the part of 
the several interviewers should also be 
counted in the case of all applicants 
who score well enough for favorabk 
retention as candidates.” 

Other comments include the fol 
lowing: “We have found that long 
careful interviewing by several people 

perhaps 10 to 15 at various levels 
has given us good results;” and “W< 
consider tests as only an aid to judg 
ment and rely on judgment primarih 
in selection.” Some managers, how 
ever, were more enthusiastic: “We 
found that the people who rate best 
on the tests are our best salesmen 
ind “On occasion we have tried 
to outguess our aptitude test and plac 
1 man who had failed it. Each time 
this man ended in failure sellix 
our products.” 


. 
results 


1g 


Sales Department Does the Work 


The sales department rather than 


MACHINISTS’ 
VISES 


SAPARARRRAALE ADS 


Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’ under the most severe 


conditions. Check these features: 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 


3. Heat-treated carbor steel screw... 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body ... to insure perfect align- 


ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, in a vise or pipe tool, if it's a REED... 


it's RIGHTS 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA « 
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Don't be 


low man 


on the 


totem pole 


Be a happy warrior! 
Join the FANNER Tribe 
« « « make heap big 
wampum selling Fine 
FANNER Line of indus- 
trial hardware-the 
complete line that 

is backed by the 

most extensive manu- 
facturing facilities 
ever developed in the 
malleable iron and 
drop forge industry. 


Join the rest of the 
braves around the 
council fires at 
rleveland, Ohio for 
the Industrial Supply 


Convention. 


We'll have our tepee 

pitched and ready to 

welcome you. Come 

by pony, iron horse, 

fly machine or 
9vered wagon — but, 


all means, come! 


INDUSTRIAL SUPPLY CONVENTION 
Cleveland Public Auditorium 


APRIL 18-20 1933 


MANUFACTURING COMPANY 


VE OFFICES & PLANT 


. Cleveland 9. Ohio 


STERN WAREHOUSE 
’ Bridge Street * Philadelphia. Pa 


MIDWEST WAREHOUSE 
I7I6ON Washtenow Ave * Chicago. II! 
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..» Me, proud breve. 
Me make plenty 
wompum with FAN- 
NER line. 


. .» Me, wise up. Join 
wpstoirs brother in 
FANNER Tribe. Moke 
big wampum, too. 


.«.Me, left on re- 
servation with heap 
old style line. Soon 
es stock all gone, join 
FANNER Tribe. 


a 


) 
b 


erlaleodss, 
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ent has the 

major responsibility for conducting 

the sales selection program in more 

than two-thirds of the companies sur 

veyed. In more than two-fifths of the 

responding firms the general, divi 

sional or stan es manager also 

makes ! rl ining decision. la 

most ¢ firms surveyed two or 

three individuals interview the sales 

applicant, usually the sales supervisors 

ind department heads directly con 
rned 

Local sales offi ire not authorized 

to empl lesmen in more than half 

of th mpani that replied to this 

li 1 fourth of the 

nly with the 

fhce. Among 

rit local offices 

g majority cn 


fice stand 


References Rated High 


References and contacts were listed 
is a source of sales applicants by more 
companies than was any other source 
However, advertisements were given 
hrst rank by more companies than any 
other source. Other sources frequently 

ment agencies 


Average Age 25 


Che most frequently cited age mini- 
mum for newly hired salesmen was 25; 
the most f quent maximum was 35. 
Nearly half the companies surveyed 
require at least some college training 

sales applicants, 
hirds of those asking 
n require a degree. 
it a third of the respondents 

sales experience. 
nts replying to 
sur\ ] checked appli- 
cants’ references usually by mail and 
phone. Ab yurth of the respond 
ents usually interview the wife of the 
making the de 


. 
Saics appli int 


on to hire 


Time-Planning a Weakness 


m failure to produce satis 
, the single weak- 

il] job perform- 
encountered is 
organization of 

rding to more 
managements re 
n. Almost as fre 
vas lack of effort, 
stamina and 


Many Have Training Programs 


About three fourths of the com 





Give me three good reasons 


why I should use NATIONAL Pipe Three good reasons? 


We can 
do better 
than that! 


@ Basically — and this is important 
NATIONAL Steel Pipe offers you the great 
est service per dollar of cost for all-around 
use in all types of building and industrial 
applications. When you buy NATIONAI 
you re getting the most for your money in 
strength, durability, and ease of installa 
tion—and you're getting it at the right 
price. The fact that NATIONAL is the 
world's largest selling pipe is pretty re 
liable testimony to its quality 

But you want more specific reasons 
just u hy is NATIONAL Steel Pipe so good? 


Well tell you 


2 f 3 : j a. 
Makes Sound Joints. — for permanent 


It's Uniform Throughout— NATIONAL Threads and Cuts Easily — Strong, soundness ond tightness, the uni 


Pipe is uniform in metallic str 
ture, Guctility, strength, corrosion 
resistance, surface finish, wo 
thickness ond diameter—oa uni 
formity that is rigidly maintained 
ot all times 


Coils and Beads Well — NATIONAL 
Pipe has thot full mecasure of 
strength and ductility needed to 
meet the demonds of smooth 
uniform coils and bends. With 
NATIONAL yow con estimate 
ciosely without worrying about 
excessive loss of moteric 

and labor. 


easily-moade threads core possible 
becouse of the unvarying quality 
of the metal and the absence of 
slag inclusions, laminations and 
blisters. The stee! cuts clean and 
retains its choracteristic strength 
even in the lightest part of the 
smallest thread 


— From the row 
moterial to the finished product 
ore organization has rigid control 
over the manufacturing steps thot 
produce NATIONAL Steel Pipe 


formity and o ' in manufac 
turing hove " nequoalled 
pipe jointing re NA 
TIONAL Pipe whether welded 
or coupled 


Thoroughly Tested Tests and in 
spections, the most painstaking, 
most thorough and most conclu 
sive thet con be applied are 
maintained throughout National 
Tube Division plants. The result is 
@ product on which the user may 
safely rely. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIGUTORS UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Sfeel PIPE 
UNTO @ OD STATES STEEL 
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“11-2486 

For concrete and con- 
trectors’ use. Large capoc- 
ity, press formed trays 


MODEL 500 (jet) 

GAS SALAMANDER 

ses L/P (bottled), notural, or 

manufactured gas. inside boffle 
hotter flame Automat 


pafety Shut OF 





BA 1-1-2488 

Brick and tile barrow. Bal 
enced. Hardwood dash 
and bottom, steel rein 
forced 


JACKSON 


MANUFACTURING COMPANY 

— PENNSYLVANIA 

Your jobber can best suit your neads 
by. selling JACKSON 


Helping Industry 


Build for the Future 


is Part of 
JACKSON’S Job! 


T5-22R8 

All steel contractors’ bor- 
row. Unbreakable con- 
struction for rugged duty 


MODEL 8-88 

CONCRETE CART 

Pneumatic tired, with roller beor 
ngs. Convenient Rocker Dump fea- 
ture. Won't roll back on operctor 


Mortar Pons 
Strong but light weight. Seomless. Rein- 
forced edges. Readily nested 


Mortar Mixing Boxes 

Formed from single sheet of steel. Lapsed 
and electric welded corners. Flonged 
edges 


Oldest and largest wheelbarrow maker.in America 


386 
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panies surveyed have basic training 
programs for new salesmen, varying 
in length from one week to four years. 
Up to three months was the period 
most often mentioned. Formal pro 
grams for rating salesmen’s perform- 
ance are maintained by nearly half 
the companies that replied. Factors 
that were most frequently cited as be 
ing rated included sales volume, co- 
operation and teamwork, customer 
service and relations, number of new 
accounts and expense control 

Copies of the report may be ob 
tained from the American Manage- 
ment Asociation, 300 West 43 St., 
New York 36, N. Y., at $3.50 a copy 
for members and $4.75 for non 
members 





H. Ormond Simpson 


Sales Representative 
Named by Disston 


Henry Disston & Sons has appointed 
H. Ormond Simpson steel sales repre 
sentative in the Delaware Valley area 

He will coordinate his activities in 
the area with Stce] Distributors, Inc 
Disston’s distributor. His territory in 
cludes Bucks, Montgomery, Philadel 
phia and Delaware Counties in Penn- 
sylvania and Burlington, Camden, 
Gloucester and Salem Counties in 
New Jersey 





DECORATING DIFFERENCES 


A recent survey of color preferences 
of men and women shows that men 
prefer blue or red-plaid blankets, while 
women tend to like pink and yellow, 
Textile World, McGraw-Hill publica- 
tion, reports. In living room upholstery, 
men like green and brown, while women 
prefer aquamarine and red 














A complete line of Rex Cast Chains that pro- 
vide long, economical service. Rex Cast Choins 
are available in Rex Quality Malleable or exclu- 
sive Rex Z-Metal that assures longer life in severe 
operating conditions 


Rex Chabelco Steel Chains assure lowest cost 
per H.P. transmitted in heavy-duty drive service 
They have built-in clearances that enable them 
to operate efficiently in dusty, dirty conditions 
Also made in conveyor series 


You Can SELL ‘em 
if You TELL ‘em 


about these exclusive 
advantages 


All chains are not alike. There are important advantages in 
Rex chains that make it easier to sell this complete line of 
power transmission and conveying equipment, In the first 
place, because the line is complete, you can recommend, 
without prejudice, the exact drive or conveyor chain, 
sprocket or idler that best fits your customer's requirements. 


This point alone means more satisfied customers, more 








repeat orders. 


Now look at the illustrations on this page. Each one 


shows an important Rex selling point . an advantage 


that puts you in the driver's seat when competition is tough. 


Rex Roller Chain is easily identified by its copper 
plated pins. Copper plating softens pin ends to 
permit firmer riveting means longer chain life 


Then, too, when you sell Chain Belt, you have available 
a wide variety of useful selling tools. A hard-hitting na- 
tional advertising campaign, forceful product literature, 
Rex TableTop—ideal for complete catalogs, direct mail pieces, counter displays and 
conveying bottles, cans, 
small parts, etc. Assures 
smooth, tip-free trcnsfer. 
Simple, two-piece design. 
Special sprocket means 
longer chain life. Easy to 
keep clean 


others, are designed to make your selling job easier and 
more effective. Another advantage is Chain Belt’s efficient 
system of distribution. Nine strategically located ware- 
houses are equipped to supplement your own stocks quickly 
and completely. 

Add them all up and you'll see why it's easier to “close the 
order” when you sell Rex. For more information write to CHAIN 
BELT COMPANY, 4622 W. Greenfield Avenue, Milwaukee 1, Wis. 


S==, 


Rex Standard Belt Idiers have exclusive triple Rex cast tooth sprockets can be 
labyrinth grease seals. Grease stays in—dust furnished in Rex Temperim. 


stays out. Available with roller or ball bearings These specially hardened, ac- 
curctely formed teeth mean 


longer life for both chain and 
sprocket. 


CHAI N BELT COMPANY 
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Shafer Roller Bearings—self-aligning, carry the 
big louds, saving money and power. Avoailable in 
pillow blocks, flange units, take-up units and five 


other types. 














YOUR GUIDE TO CONSISTENT QUALITY AND [NDIVIDUAL SERVICE . . . R. J. R. Kelley Co 
Names Representatives 
R. J. R. Kelley ¢ East Orange, 


N. J., manufacturer I presentatives, 
have appointed Gerald P. McManus 
to cover industrial supply and ma- 
chinery distributors in Vermont, New 
Hampshire, Massachusetts, Maine, 
Rhode Island and northern Con 
necticut 

W. S. Williams, who now cov 
portion of the metropolitan New York 
irea and the Hudson River Valley, has 
had his territory extended to include 
the southern porti n of Connecticut 

Mr. McManu red the New 
England states for Pe el Tape 
Corp. for four years and served the 
same company for t eal IS pri 
duction manager 

He and Mr. Williams are taking 
wer the territory formerly handled by 


r. A. W 


100 Million Set Aside 


For Small Companies 


Some $400,006 


ne hare 
rding to S.B.A 
The 
iwencK : part lar] suitab] 
iward to small | r¢ Bidding 

on them is restricted lusively t 
small firms 

Wendell B. Barn head 
tid the actual awarding of contract 


purchases were selected by th 


ler the progran turalh os bt 
nd the decisi 
sides. Howeve 
mounting to S14 
placed 

Also, the. agen 
have made some 18] 
of military and civil 
contract opportunit 
he said. “During t 
ilone, these notificat 
have resulted in 
small busin tot 


$132 


THE RISDON MANUFACTURING CO. 
JOHN M. RUSSELL DIVISION 


hse Write Fer Mow S-Page Free Catalog On RUSSELLLINE PLUMBING SPECIALTIES se 
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Wie tCk GEA WVEIUILEVEIEEE, PE VERRED OWOEEY Shs ansiIcs y ivUii~ 


$20,700,000,000 


ac | Industrial Improvement 


klyn 
nber 


=“ and Expansion Predicted 


dical 





with these 
universally used, 





wudi- oe . fi any : increasingly popular 
nany «2 = 
i for 1909 eer KEY 
t the % F 
t : - : 
bing According to a survey by McGraw-Hill io ee PIPE SEALING 
oun Publishing Co., Inc., Department of Eco.4 nie 
udlisning Oo n epa ¢e C : COMPOUNDS 


nomics, industry now plans to spez 
$20.7 billion on new plants anc 
equipment this year, compare 


oms, 
-sa 





a 
| HARMON) | iin, 


<r 


KEY-TITE 


PIPE JOINT 
COMPOUND 


There are really two markets 
for these KEY products: 1. the new, 
multi-billion dollar improvement and 
expansion market, in which piping—and pipe 
sealing compounds—will play an important 
role; and 2. the o/d, ever-present maintenance 
market. Here is tremendous sales potential 


for you with products that have been leaders 





in their field for almost 40 years . . . that have 
proven themselves a source of dependable 


sales and profits for more than 1200 jobbers 





from coast to coast 





TO HELP YOU MOVE THESE 


KEY COMPOUNDS fade. “a 


we are carrying a regular schedule 
of eye-catching advertisements 
in these leading trade journals: 





Since 1916.- 


Buyers Purchasing Digest 
Domestic Engineering 
Hardware Age Catalog 


Heating, Piping & Air 
Conditioning 


Heating & Plumbing 
Equipment News 


Industrial Equipment News 
Mill & Factory 

New Equipment Digest 
Petroleum Equipment 

The Plant 


Oil & Gas Equipment 


In addition to this national advertising, liberal sompling and 
powerful follow-up letters help to clinch the sale for YOU! 


WRITE TODAY for details on 
distributor plan and prices 


manufacturers and developers of 


products for high temperatures and pressures 


2621 McCASLAND, EAST ST. LOUIS, ILLINOIS 


DISTRICT OFFICES: NEW YORK «+ CLEVELAND 
CHICAGO « TULSA « HOUSTON « LOS ANGELES 


INDUSTRIAL DISTRIBUTION 


© APRIL, 1955 





One Complete Source 
SUPPLIES INDUSTRY'S 
AIRCOATING NEEDS 
QUICKLY AND ECONOMICALLY 





16 


Universal sirbrushes cover the widest coating 0. Patented safety cover pressure Goid tanks in 
famee » to © gal. vines 
Retewch painting sirbrushes—-the most complete ll. The enly self-cleaning water wash booth—pays 
lime fer ertict designers for itecli with savings of maintenance cost 
Internal atomizing eniversal a rbrush Complete lime of air regulators, and water and 
Portable sirfiniching unite from \ to 1 HP eil sirline conditioners 
fer tree a bo 
or gas or elec operation PSS) straight side safety cover Guid pressure 
Light portable de-it-vourself sirpaeinting unit 
tenks im te © gal. sizes 

Large ttreaemlined pertable sirpainting unit 

of hundreds of Paasche sutematic sircest 


Highest eficiency ventilating units im % to W 
HP «te 
Shelf type self-cleaning water wash booths in 3 
te canes | 
Complete line of sir compressors from \ te 
° HP 


Automatic con o painting unite fer wall 


beard, tile, meny other Get wear | 


preducts at lew 
Many of the largest manufacturing plants in the world use PAASCHE Air- 
Coating Equipment. Originality of design—many exclusive operating fea- 
tures mean increased sales volume —good profits—for you. Experienced 
engineering assistance available for those big installations. It'll pay you to 
look over our catalog—see why PAASCHE has the right answer every time. 


. Send for full details on these money saving PAASCHE Preducts . 


PAASCHE AIR BRUSH CO., 1915 Diversey Pkwy, CHICAGO 14, ILL. 


in Canedo—Poaasche Airbrush Co., Ltd., 846 Pape Ave., Toronto, Ont. Con. 
5! Yeors of Designing and Manufacturing Origmnal Airpainting Equipment 
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Small Business Pamphlet 
Explains Products Program 


The Small Business Administra- 
tion’s program to assist small firms in 
product research, marketing and re- 
lated activities is explained in a new 
pamphlet, “Products Assistance Pro- 
gram,” released recently by the agency. 

The S.B.A. program is designed 
to aid small companies in the follow- 
ing fields: product development, prod- 
uct marketing, possible new and 
improved products, inventive ideas, 
patentable ideas, Government-owned 
patents, product redesign and new 
processes. Managements are provided 
with information and data that may 
be of help 

Wendell B. Barnes, administrator 
of S.B.A., stated rhe development 
ind introduction of new or improved 
products and processes is essential to 
the continued expansion of our na- 
tional economy and the maintenance 
of our high standard of living. More 

involved than just bringing new 
ndustries into the economy, however 
(‘hose industries, as well as long-estab 
lished ones, are themselves subject to 
the law of change. Of necessity, they 
must keep up with the changing times; 
must seek constantly to better their 
products so that they remain in a 
trong competitive position 


FLOATS 


eCOPPER *MONEL 
\ eNICKEL BRASS 
~ eEVERDUR *ALUMINUM 
400 @STAINLESS STEEL by 


sper geo je 


also 


a 
Mm ‘ ® tanks © coils © bends 
_—_ ® expansion joints 
alos @ kettles © evaporators 


Fat Craramca Type ® heoters © coolers 
© chemical apporatus 


HARRIS has been supplying in- 
dustry for the past 68 yeors 
with these very necessary prod 
ucts. The demond is always con- 
stent and with todey’s heavy 
monufecturing schedules there 
1s @n even greater demand. Our 
engineers ore at your service for 
consultetion without charge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St 
Chicago 7, itt 


ARRIS & CO. 


bh Aberdeen St 





ACCO ANNOUNCES THE 


WRIGHT Electric 
Roller Chain Hoist 


e This dependable hoist — competitively priced — rounds out 
the famous wricut line of motor-driven and hand-operated 
equipment which includes hoists, ratchet lever hoists, cranes, 
end trucks and drive units for cranes, and trolleys. 

This is a hoist that has been proved in service. A hoist 
with fewer parts and amazingly low maintenance. A hoist of 
rugged simplicity that lasts longer. The wricut ELectrK 
ROLLER CHAIN HOIST will soon be available through wricH’ 
Horst distributors. It is built to acco standards of quality 
for Better Value to the user. 


HERE'S WHY IT'S A BETTER VALUE 


© This hoist has the fewest number of wearing parts. It 

is provided with a self-locking, double-worm gear which acts 
as its own load brake. And it has these additional important 
reatures: 

¢ Spring-set, shoe-type motor brake, clam shell type 

e Phosphor bronze precision-cut worm gear 

e Hardened steel-alloy, precision-cut and ground worms 

e Oversize precision ball bearings 

e Ampco bronze, precision-cut worm gear 

e Extra-large, hardened, nickel-chrome steel chain sprocket 

e Alloy steel roller chain, special high tensile 

e Ball bearings in hook swivel 

* Forged steel-alloy hook, swings and swivels 


= reule, Pa 
Write our York, Pa., office Acco 


for descriptive literature 





and 
Philadeiphia, Pittsburgh, San Francisco, Bridgeport. Comm. pe a 
beep aeer ap Sas, 


r 
— 
aT 
1 eae ee “» 
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Electronically Glued Industrial Workbench Top 


The “INDUSTRY PROVEN” Top for: © industrial Benches 

© Cutting Tables 

© Assembly Benches 

© Packing & Shipping Tables 
© Workbenches 











Frank Meister 





Individual assembly benches 
equipped with TOLCO tops 


INDUSTRIAL DISTRIBUTORS 
GIVE YOUR CUSTOMERS THE ADVANTAGES . 
OF TOLCO INDUSTRIAL TOPS | ee Cs 


Sales Manager 
Named by Dilworth 





| Frank Meister 
® Electronically Glued @ Northern, Hard Maple @ 34” Laminations @ Greater | in, ell 
Resistance To Warpage ® Moisture Resistant @ Will Not Damage Tools @ Will a :, 
Not Mar Assembly Parts © No Soft Wood Cores @ Will Not Chip © Easily Formerly field 
Retinished Schrader’s Son Division 


Territories available for quolified INDUSTRIAL DISTRIBUTORS Mfg ( Nir Nl 
Write today for your copy of our new Workbench Top leaflet ond Conthen nat b. 
complete information on selling this profitable product. oOutHeTH ites from 


from headquarters in NM mphis 


THE TOLERTON COMPANY a he transferred to the Midw 


267 N. FREEDOM AVE ALLIANCE, OHIO he gee ( “ ig | 
c I 1 mast slate vetera 


rid \ il I] 


Jackson Manager Named 
it Dave Kennedy has been named 


othce manager of the company s Jack 
son branch, Dilworth of Mississippi, 


for your customers “sa 
Mr. Kennedy has been with O'Neill 


Ask For McNamara Hardware Co., of Vicks 
burg. Miss.. for the past 21 vears 


SULFLO He ra per secretarv of that firm 

ckson | succeeds O Co 
FUEL OIL Pras on srt rs nsf ates > se 
TREATMENT position with Dilworth of Alabama 


Problem: Much of today’s fuel oil burner spas- 
modic operation is caused by waxy deposits 
in the fuel itself—by plugged filters and 
sticking volves resulting from sludge and 
by gritty substances in the fuel. Tank cor- 
rosion is accelerated by sulphonate addi- 
tives which form metal-etching compounds. 

Answer: The use of SULFLO Fuel Oil Treat- 
ment will 

1—Eliminate residual deposits from lines, strainers, valves, and 
nozzles. Safely! 
2—Prevent sludge and gum formation in tanks and lines. 
3——End tank corrosion with safe, sulphur-free inhibitors! 
"So . . . to be SURE—PLAY it SAFE with SULFLO! 
SULFLO products are sold by selective Distributors. 


SULFLO INC. ELIZABETH 4, N. J. 
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Dave Kennedy 














W. R. Barlow 


Walter R. Barlow 

Retires from Starrett 
Walter R Barlow, who has been 
nnected with The L. S. Starrett 


for the past 28 years, has retired. 
During his time with Starrett, Mr 


Barlow travelled the Southwest terri- 


New York City and Brooklyn. 
For three years previous to that he 
ered all of New England for a bolt 
npan\ 
His future plans include several 
onths’ vacation, after which he plans 
set up in business as a manufac 
turer's agent in the Detroit area 
He is the father of Walter R. Bar- 
ow, Jr., Chicago, district manager 


The Jacobs Mfg. Co 


Bostwick-Braun 
Names Executive 


Alvin E. Hargreaves 
imed sales manager of the wholesale 
iles department of Bostwick-Braun 
Toledo 
He assumes duties formerly a 
L. Lawrence Thompson, Jr., ' 
ntinues with the company 
resident 
Mr Hargreaves joined the firm as 
der boy in 1939 and has served 
issistant sales manager since 195] 





RELICS IN THE ROAD 


Indien relics are the newest hazord 
for road builders, according to Engi- 
neering News-Record, McGrow-Hill 
publication. Massachusett’s state turn- 
pike authority recently requested con- 
tractors bidding on a five-mile siretch 
of toll road in the center of the state 
to watch out for indian relics remain- 
ing from the 1665 Podunk Indicn war 
ogainst King Philip. 





ABSOLUT 


W/W WETQURNEAU 4/6 1/7 HOISTS 


are 


* 


CONTROL 
re 


¥ 


b 


Handle your BIG lifts gently with a LeTourneau Hoist. Apply power... 
the remarkable LeTourneau A.C. Motor picks up any rated load easily 
with an instantaneous, full-torque start. Cut the power... your load 
stops instantly and stays there. 


Big, valuable loads are safe handled by LeTourneau Hoists. Quick starts 
and stops permit fraction-of-an-inch moves — closely controlled 
Mechanical-electrical, three-phase brake governs stopping and hold- 
ing. Regenerative electric braking controls lowering. Ea’y system is 
capable of sustaining 1 ¥% times rated load. 


Heavy-duty helical gears in all models. Compact design permits opero- 
tion in low headroom areas. All welded steel construction. . . with 
every part made and assembled by LeTourneay. Limit switches optional 
for all hoists. All standard type mountings are available. 


Write for Literature on LeTourneay Hoists. Illustrated literature tells why 
a LeTourneau Hoist is best for BIG lifts. Write for your copy today. 


LeTourneau Hoists —3 Tons to 30 Tons and UP! 
See them at the Materials Handling Exposition, Chicogo, May 16-20, 1955 


G} RG. le TOURNEAU INC 


2 8 & 8 8 8 fF es Se OF Ue Um UG UG UD UD Ue 
R. G. LeTourneou, Inc. 
2584 South MacArthur, Longview, Texos, U. S. A 

Pleose send me litercture on LeTourneow Hoists 

1 om interested in o distribvtership for LeTowrneow Hoists 


Oat 


Nome = = 

Compory__— —- a 

Address___. — a ~~. aa 
City, Stete, County __ — 


. \OF ANY RATED LOAD 
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H. E. Masback Buys 


Trimalawn Mower Firm 


A very (BE, Masback former president 


k, Je. mar 


4 j 


his son, H. E. Masba 


itrol of Trim 


purchased mpiete 


Mower & Equipment Co. with 


‘A / g00 ine Dram he n W oodndge N | . | lora 
y P rk N } ind Str iff rd, Pa 
¢ ‘ Mi Ma back wa with Masback 
— Say distributors Inc., for more than 40 years, for some 
, < tim is president and more recenth: 


as chairman o I executive com 
mittee. He resigned at the end of the 
year and purchased the Trimalaw: 
companies from Masback, In 
He has been president of Trima 
lawn since 1949 H. E. Masback 
Jr., will be vice-president of the Trim 
ilawn organization 
| iPenna has 
ident 1 
merchandis 





BECAUSE . America’s first, 
° i safest and best- 
the CM line known alloy steel 


includes Sling Choin 


Edward T. Day 


U. S. Rubber Names 
Division Sales Head 
ed States Rubber 
kdward | 


; ; 


S. Rubber i: 
r the mechan 


BECAUSE CM Chain is intensively advertised oe akin MRA Bie cece aie 


re] mechanical sales for the Salt 

ike City branch 1939, district 

C ; manager at | ngeles in 1948 
and manager of bran iles in 1953 


CHAIN CORPORATION Mr. Miller has been with the com- 


TONAWANDA. NEW YORK pany since 1919. He has been sales 
DISTRICT OFFICES NEW YORK, CHICAGO, CLEVELAND manager in Buffal Indianapolis and 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO Chicago 
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Here’s Selling Power for YoU 


with (Quaker: Pioneer 


INDUSTRIAL RUBBER PRODUCTS 


54% 


Backed by a 
Complete Line 


Ga a 


| ae 


Quaker and Quaker Pioneer distributors can supply all the regular and unusual 
needs of every customer for conveyor belting, hose, packing and moulded rubber of 
every construction. A complete library of informative product literature, other sell- 
ing aids, and a powerful national advertising campaign, make Quaker and Quaker 
Pioneer products easy to sell. Strategically located warehouse stocks help distributors 
give the kind of service that gets repeat business. 

Write today and ask to see complete Quaker and Quaker Pioneer package plan 


that makes profits for distributors. 


Back in 1911, the first year of this publication, 
Ouaker was advertising to and for the industrial distributors. 


QUAKER RUBBER CORPORATION AK QUAKER PIONEER RUBBER MILLS 


Philadelphia 24, Pennsylvania San Francisco 7, California 


= 6 FOeTes (Cmmemr me 
oO eee 
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PROFITS RUBBLE 
GO UP AS GOES DOWN 


SPROUT-WALDRON i{¢ 


BELT-SAVER , 
PULLEYS 


Both you and your customers 
un profit from Belt-Saver Pulley 
The exclusive cone and wing design prevents 
iterials from lodging between pulley and beit. 
harp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50° to 400% in 





talla ns conveying abrasive materials. 


Such ivings produce greater profits for 

e ind and gravel plants, 

and others, and can pay off 

for you in steady sales and good will. 
1. 


quarries, foundries, mir 


contracting companie 





In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 

f sizes and types. Write for free bulletins contain- 
ng full information about Sprout-Waldron pulleys. 





S i SPROUT-WALDRON 
” 3 3 LOGAN STREET, MUNCY, PA. 


Sr~mCE 1866 


376 
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Brent R. Anderson 


Anderson Corp. 
Elects Officers 


Anderson Corp. has elected S. Mal- 
colm Blanch, former clerk-treasurer, 
is chairman of the board in addition 

: pi to his other dutie: 
eather Brent R. Anderson, former vice- 


president was elect d resident and 
William C. Arthur, formerly with 
2 Norton Co. as assistant to the treas- 
. urer, was named vi resident and 
- a o——- ota issistant works manage 


Welding Show Planned 
For Kansas City 


lhe American Welding Society will 
hold its Welding Show and National 
Spring Meeting in the Kansas City 
auditorium and Hotel Muehleback, 
Kansas Citv, June 7-1! 
I'he show will feature a large as- 
Sead Us Specifications or Samples for Prices! ' semblage of welding equipment and 
accessories with demonstrations 
Other events will be the Society's 
annual meeting, a Sustaining Member 
Luncheon, a banquet, a reception and 
a barbecue. 
The technical meeting will include 
alae tila tae the presentation of 3 papers in 1] 


* scssions 


EXCELSIOR LEA 
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UNIVERSAL 
BRONZE 
BARS 


~ 
= 


LEDALOYL 


aa = Be a JONSON ri 


Distributor sonia 
and be your area’s 
it-tele(elllelat-le Miele , 
sleeve bearings 
ELECTRIC 
MOTOR 


"Reese ore a limited number of territories available for 
GENERAL live-wire distributors. If you have never sold Johnson Sleeve Bearings 
PURPOSE end Bronze Bors, we will show you how to stock and sell them, 
and teach your salesmen. If you already sell bearings or bors, let 
ws show you how valuable the Johnson Bearing 
franchise can be. Write today 


JOHNSON BRONZE CO., 535 South Mill St., New Castle, Pa. 


JOHNSOR EA NGS 
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VA Fe E G&G id. . 2 Syracuse Supply 
<— Host to Icelanders 
‘ BA'AIR CHUCK / os eg gles 


it Syracuse Sup- 
juripment cen- 


Sponsores v¢ Foreign ¢ pera 
tions Administration, the picked group 
will have tramuing in f yremanship and 
dvanced operational and maintenance 
techniques applical to heavy earth- 
moving Cquipmn nt 
Svracuse Supply employees will take 
itors into their homes for their 
Company and employees will 
unite n a program of hospitality. 





DISTRIBUTORS AND DEALERS WANTED 


For the new fast selling 34” Diameter Wright Air Chuck. The only one 
ind one long needed in the industry. Its juality and produc- 

by shop men everywhere it is shown 

ls, heat treated and precision 


is made to fit all standard 


r lathes, Hardinge, Elgins, Logans, South Bend, 


. Don L. Anderson 
rs and Multiple Spindle Automatics 


ait TOR Guach, ene ext of soll Milwaukee Assistant 


uws, draw bar, | ylinder and ; mpact control box with hoses Named by Aro 


The Los Angeles sales h n great with reorders coming in daily 
Aro Equipment Corp. has ap- 


which will begin t how the industry is accepting the unit. pointed Don | Anderson assistant 

Base retail pr for th mmplete unit is $297.00 F.0.B. Inglewood, division manager in the greater Mil- 
Calif. Slightly h r on some models. Very interesting discounts to waukee area 

Distr — ont Educated at Lawrence College and 

: os id the Chrysler School of Production, he 

spent six years in the Air Force during 

World War II. After the war he did 

l ng and development 


PORTABLE DEMONSTRATOR ——2!¢5__ engineering and developm 
ror balk ¢ orp ind from 1952 to 


work f 

WORTH TEN THOUSAND WORDS 1954 was assistant to the manager of 
eee a q Milwaukee Boiler Mfg. Co 

— = ee He will work with Charles D 

as &@ Driet case Haven, Aro division manager in Mil- 


s its own air storage mak- waukee 





ng it possibie to De demonstrated 
Lobby, Office or Shop. Makes 
s short and f BITUMINOUS PRODUCTION 
TO RISE 


FOR FURTHER INFORMATION ON DEALER OR DISTRIBUTORSHIPS PLEASE WRITE Bituminous coal production, which 
was 392,000,000 tons in 1954, will rise 


223 SO. HINDRY AVE. @ INGLEWOOD. CALIF at least five per cent and possibly ten 


per cent or more during 1955, Coal 


Age, McGraw-Hill publication, seys. 
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Labor Called Key 
To New Plant Sites 


The most important factor industry 
considers in choosing a new plant site 
is availability and quality of labor, a 
cording to Gordon E. Garnhart, direc 
tor of real estate and insurance fo: 
Westinghouse Electric Corp. 

Mr. Garhart told the recent Mid 
west Industrial Workshop in De 
Moines, Iowa, that an adequate lab 
supply means more than numbers and 
skills. Decisions to locate new plant 
are also based on the “attitudes and 
characters” of those who seek emp 
ment, he said. 

“We are interested,” he told th 
group, “in the quality of local unior 
leadership and the calibre of local in 
dustrial management. We also want 
to know about any recent experience 
of industrial friction and the basi 
causes of the trouble.” 

Other factors in plant locating, he 
said, are availability of a satisfactory 
site with all utility services, reasonable 
taxation, economical transportation of 
raw materials and finished products 
and a “cordial attitude” of the com 
munity as a whole toward the new 
industry. 

More than 500 community an 
business leaders and Chamber of Com 
merce members attended the Indus 
trial Workshop. Also discussed wer ‘ 
methods of a A industrial devel — with hand tools on the job or 
ypment and attracting new industries in the shop? 


in small and medium sized communi Porter hand power cutters cut up 
ties, and operation of non-profit devel to and including 
ypment corporations. ¥," bolts — hard or soft 
¥%," chain 
¥," rod 
Parker Appliance ‘ ; ¥" wire rope 


Names Representatives as well as steel strapping, insu- 
lated cable, spring wire, etc. 


l 


Che Parker Appliance Co. has ap 


pointed two firms in the East t 


iandle its lines SEND for this book which shows 
Whitehead Metal Products curremovmerat materials to be cut and cost com- 

New York City, will sell Parker fitting phe easy WAY parisons between cutting methods. 
| hydraulic hose assemblies. ( It may save you money. 


Louis H. Hein Co., Baltimor 


, ’ ; re ee 
indle the company’s tube and | rete amet "7 


H. K. PORTER, INC. 


Somerville 43, Mass. 


fittings in the Baltimore area 








Please send me my copy o 


f 
LAPEL RELIEF “CUTTING METALS THE EASY WAY”. 


identification badges that stick to 
the lapel rather than being fastened to 
it with a “marlinspike” are being used 
this season at conventions and com- 
mittee meetings, Electronics, McGraw- 
Hill publication, notes. The “stickum” 
holds, yet you can remove a dogtag 
with a slight pull and none of the nap 
from your best suit comes with it. 


NAME _ 
COMPANY 
STREET 
city 


MY DISTRIBUTOR IS 


ts ici i seater nes 


ee 


a 
| 
I 
[ 
I 
! 
| 
| 
I 
I 
| 
| 
I 
I 
| 
| 
| 
) 
| 
| 
) 
) 
I 











3 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 








/HANCOCK 


Advertises 
Ree serty 








...t0 help you sell 
the growing market 
for Precision Hancock 

Ball-Bearing 


Chukollet 


Cash in on this demand! 


Mail This Coupon! 
EU el@ Gite een 


Santa Clara, California 


West Coast Staff 

Named by Lamson 
has mad several 
its San Fran- 


Lamson Corp 
changes in personnel 
CISCO plant 

lr. B. Sture has been named re- 
gional manager for the ten Western 
states, responsible for both sales and 
installation activities and for the op 

f the company’s branch plant. 
quith has been appointed 
oast regional man- 

iasing and plant 

his duties as 


\\ t (Coast 


responsible 
Kitchen Convey 
in the San Fran 
Don McNutt the 
ind | illet loader 
rked in the mate 
graduation 
f California in 
on in 195] 
g experi 
has heen with ti] m 
vears, starting with the firm’s 
plant in Lawren NI He 


with the plant to Svracus¢ 








NOLVEX 
PATENT 
2087 483 


NOLVEX Milled 
Curved Tooth Files 


The line with an exclusive patented fea- 
ture, that provides solid, sharp cutting 
edges and quick cleaning gullets. No 
file line is complete without milled 
curved tooth files. Distributors who are 
interested in augmenting their line of 
tiies will find Nolvex milled curved tooth 
files provide a definite sales potential 
and will be a profitable asset to their 
present lines. Investigate Nolvex today 


The NOLVEX File Co. 


10329 Detroit Avenue 
CLEVELAND 2, OHIO 











| con't woit to retire so 
| con toke it easy 
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PRECISION BRAND 


ARBOR 
wo SPACERS 


as and SHIMS 


FOR FAST 
ACCURATE 
SPACING 


» Brand 
seg for 


Tops n every re 
Arbor Spacers c 
accurate spacing mihing trers, sist 
ter knives, gang soa i many other 
uses. They come neat packaged in 

001” »* 195” thic 


thicknesses from .0C 25 ck 


and %” to 7” hole diameter 


WITHOUT KEYWAY 


PRECISION STEEL 
ED warenouse INC. 


WITH KEYWAY 


Pleose 





A 
Pee a reason for Carbolo 
ership in cutting piss a 


Purchasing data on carbide tools: -- 


There is no known “equivalent grade" 
for Carboloy 350 and 370 


This in-plant case history 
shows production increase 
of 3%: times 


B 


scores of other in-plant case histories prove that— 


e Carboloy Grodes 350 and 370 cut more steel per tool life in mony instances 100 percent oF more 


minute than ony other carbides (on some jobs, @ they moke important savings | 
nd tripling production) mon-hours, because they reavire reshorpe 


a downtime and in 


doubling @ ning for less 


@ They lest longer than ony other carbides, increasing frequently 


and 370, as w* i blanks and ins t 


in a wide range » and siz for 


all typ< of m 
NOTE: You! ™ 


or Distributo pt 


of you telephone direct© roc TOOLS o 
TOOLMAKERS 


llow paEge> 


Department of OF 


“CARBOLOY 


DEPARTMENT or Genera ececTerc COMPANY 


11107 € 8 Mile Ave., Detroit 32 Michigon 


Carboloy Created-Metals for industrial Progress 


wh d carsovor Deporte of Genero! Electric Co 
en orderine CARBOLOY CREATED-METALS 


aa . < ’ 
through your too! or ts8 Mile Ave Detrow 32 Michiger 
maker. specify Cemented Carbices ° 


Carboloy cement 


* 
@ Alnico Perm snent Magnets 
ed corbide grodes @ Thermistor 
to toke odvantoge 
of ther greeter ere met 
ee n-Melted Metals 


vocuv 


production abil: 


1 
| 
| 
| 
| 
| 
| 
| 
| 
! 
' 


tes 


This is one of " 
purchasing agent . a series of advertisement 
gents, telling them the advantages of gas directly to 
ing Carboloy tuols. 
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with 


Dil-Dri 
Url 
PU Boek 2:33 ba 


the modern, economical oil 
and grease absorbents that 
keep. your floors dry, clean 
and safe, and reduce main- 


fenance costs 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


ei OIL-DRI 


DISPENSE DISPENSER 


AVAILABLE AT YOUR WHOLESALER 


4 


Hi |- Ori: ae) 110) 2 Bile). 
| )— AMERICA 


520 North higan Aven 
cf sao '1, Mlinois 
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For further information 
write 160 Canal Street 
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Mr Tooley Says: 


Fa . 
~ 


“Only 

Firth Sterling 

distributors 
sell this complete 
packaged line of both 
Steel and carbide tools 
and tooling materials.” 


Firth Sterling distributor stocks include 
a wide range of standard carbide tools, tips, blanks 
drills and bushings; high speed steel toolhoider 
bits, polished drill rod, ground flat stock, shank stee 


This new steel and Yes, the Firth Sterling packaged line is the most complete line in 
carnice catateg the business. In warehouse stocks or in customers’ tool cribs, the 
is available upon : 
request. advantages of proper packaging . . . easier handling, protection of 
contents, quicker identification . . . are important factors. But even 
more importantly, the familiar Firth Sterling packages on distributors’ 
shelves are a sign of “one stop” tooling service . . . the wnique ability 
of Firth Sterling distributors to supply both steels and carbides, 

without bias, from a single manufacturing source. 
Firth Sterling backs its distributors with complete finished stocks, 
engineering service, and a sound distributor policy supported by 


effective sales promotion that results in volume and profits. 


VISIT OUR BOOTH A-19 AT THE TRIPLE INDUSTRIAL SUPPLY CONVENTION 


e hi eo PRODUCTS OF FIRTH STERLING METALLURGY 
's£ 0. TET Sn High Speed Steel x Sintered Tungsten Carbide: 


Too! & Ove Steel Os Firth Heavy Metal 
—iInc— . 
Stangle Speciaitie Chromum Eardides 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. x 


High Temperature Alloy ‘ High Temperature Cermet 
OFFICES AND WAREHOUSES" BIRMINGHAM CHICAGO" CLEVELAND DAYTON DETROIT’ HaRTFORD” 
HOUSTON LOS ANGELES" NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD. ©) 


INDUSTRIAL DISTRIBUTION © APRIL, 1955 





11 short words tell you the best thing 

that’s ever happened in the socket screw 
industry. It's Holo-Krome’s Same-Day Service*-— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 

if your territory is open. 


*All Standard Catalog Items 


= HOLO-KROME 


SAME DAY SERVICE 


10, CONNECTICUT, U.S.A. 


THE HOLO-KROME SCREW CORP. @© HARTFORD 


hi Ar wie NHNOCMHNCeMe , Page 





ACCO ACCO Registered’ Slings-Wire Rope & Chain 


THE STANDARD OF EFFICIENCY AND SAFETY 


products 


5 


Look for these 
Signs of Safety 


Want to Increase Sales to Your Present Customers By 10%? 


ventory down, yet enables you to 
make the fast deliveries which please 
your customers and build your sales. 


e It’s easy if you know how. And your 
acco factory representative will be 
happy to let you in on the secret. 
Every one of your customers who 
has a crane or a hoist uses slings 
Many of 
them are using home-made slings or 
old-fashioned hand-n 
whose safety is open to question. 


either chain or wire rope. 
ide slings, 


These customers of yours need and 
will:-appreciate the advantages of 
acco Registered* slings. They get pre- 
mium quality, proof-tested slings 
which pay off in lower lifting costs 
The acco Registered* 
its proof-testing and certification in- 


program, with 


sures the greatest possible safety fac- 
tor 
conscious plant operating official 
It’s 
ind it’s 


‘ 


appeals to every safety- 


The business is there good 


business, it’s repeat business 


business you can get without making 
any additional calls. 

ACCO provides complete and well 
illustrated literature which makes a 
simple job of choosing the right sling 
for your customer and eliminates any 
need for technical training. And acco’s 
distributor program keeps your in- 


Your acco factory representative 
has the facts. Ask him how you can 
increase your sales by 10%. If you 
don’t already know him, ask our 
nearest district office. 

"Trade Mork Registered 


ACCO MAKES BOTH CHAIN AND WIRE ROPE SLINGS... 
ACCO can supply both types of slings. As you know, there are places where one 
is preferable to the other. And there are places where a combination of both is 


called for. 


greater safety. ACCO can advise 


Whatever the set-up, ACCO Registered* slings will fi 


li the bill with 


you impartially, can furnish dependable infor- 


mation and effective sales promotion literature. 


agco 


AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN. 





« : 
al 
TRADE 
MARK 
+ 


Atlanta, Boston, Chicago, Denver 
New York, Odessa, Tex., Philadels 
San Francisco, Wilkes-€ 


In Canada: Dominion Chair 





